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“OLD RELIABLE” 


The blistering sun of the tropics and the biting cold of the Aretic have 
subjected this ‘‘old reliable’? to the test of climatie extremes, 

Rough, ‘‘slam-bang’’ men have mistreated it; and even young women 
who operate filling stations, have found it responsive—easy to operate. 

Substantial, hardy, durable under the conditions of hardest use, yet sym- 
metrical, commanding, attractive in the finest filling stations—Figure 102 
has for ten years been given wide preference by owners, operators and the 
general public. 

It will be good news to Bowser salesmen at this time to know that 
orders which are received at once for this standard pump will be shipped 
immediately, the present warehouse stock being of sueh size as to permit 
prompt shipment for a short time. 


Bowser Man 


Bowser Man 664310 


|= = y OWSER salesmen penetrate to the “back-woods”’ places 
EE of America. They walk daily in the traffic of cities. Not 


Se 4% 
S 


AC D =| an American village but knows—and knows favorably— 
We 
EZ} the Bowser salesman. 


The sun in his continuous daily review of Earth’s activi- 
ities never looks in vain for Bowser men—at work. For when 
Mortimer Richards of Sydney, Australia, is fast asleep in the dead 
hours of night, Ed Savercool is on: his way to the office in San 
|Francisco, and Bob Colwell at that same moment is snatching a bite 
of noon lunch on the tip of Manhattan. Sunset in London is sunrise 


in Honolulu. 


i 
| 
} 
| 


| And wherever he is found, the Bowser salesman is universally 
respected. He-is respected as a business man, because he has been 
found to be safe in his judgments and recommendations. He has 
been found reliable and trustworthy. He has been found expert and 
trained in his chosen vocation. 


ew AUT, above all else, the Bowser salesman is respected as a 
|} man. He is known as a good citizen by those with whom 
he deals. He lives where he works—or just over the line 
in an adjoining county. He is active in the life of the 
community. His family trades in the vicinity. In many 
cases he owns the home in which he lives. He is perhaps a church 
member. He is known well by the business men, and his reputation 
is good—hbeyond doubt. 


In his immediate circle he is spoken to by name—Jones, or Smith, 
or Bill or John. However, as his circle of business activity widens, 
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his name becomes hazy in the mind of the community—until it is 
lost in the rush of daily life. But always his face is recognized, 
remembered ; and a smile greets him everywhere—or even a hearty 
slap on the back. 


“Hello, there, Bowser man’’—how often have you heard it? “The 
Bowser man—l’ve forgotten his name—was here a week or two 
ago’’—so reads many a letter received at the office. And as he goes 
about his daily work he becomes known far and wide as “the Bowser 


man” 


at once an asset in his work and a popular title which he 
likes to hear 


a christening which he is proud to carry, along with 
the sample case and order book. 


© long as this company bears the reputation in the world 
of commerce which it has borne for the 38 years of its 
existence, salesmen will continue to be proud of the by- 


word “the Bowser man.” And so long, moreover, as “the 
Bowser men” uphold the company’s ideals as they haye 
so generally done in the past, Bowser will be proud to have the name 
adopted by its field representatives. 


What more fitting, therefore, than to name this publication 
“Bowser Man’’—name it and dedicate it to him who, in turn, has 
been given that name by the world in which he moves and works 
and lives! 


Hail, then, to BOWSER MAN! 
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Policy 


IAT may you expect to find in the pages of “Bowser 
Man?” That is a question which you have in the back 
of your mind somewhere and it is fitting that answer be 
made at once—in this preliminary—or introductory— 
issue. 


Bowser Man will have its principal circulation among Bowser men 
in the field. It, therefore, will be expected to deal with those things 
which are of interest to the sales side of the organization. 


Bowsr Man will print, from time to time, short “stories” on the 
various sales problems which are. peculiar to our business and to 
the current conditions under which we labor. It will include brief 
analyses of new markets and it will suggest methods of developing 
those markets. 


Bowser Man will make a special effort to pass along the good 
things which it finds in the sales work of individuals and of groups 
Pooimdividuals, It has been said. that if ALL ‘the ideas of ALL 
Bowser salesmen could be made available to the ENTIRE sales 
force, EVERY man would find that his effectiveness as a selling 
man had been increased many hundred per cent. It is reasonable 
to suppose that YOU have worked out some particular slant, or 
angle, in your sales work which, if passed on to others, would turn 
many a failure into a success. The medium is now provided for 
the circulation of these sales experiences; it remains only for you 
to tell them to Bowser Man. 


Bowser Man offers a convenient method of telling the sales force 
about the organization as a whole and about policy matters—offers 
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a permanent record of contests, and a more satisfactory way for an 
official to address the sales force on matters of unusual importance. 


HOTOGRAPHS and pictures will have their place in the 
pages of Bowser Man. Installations, buildings, people, 
outfits—anything which is of Bowser, by Bowser or for 
es Bowser will be shown—for your information, and for 
your edification. No house organ ever had too many 

pictures ; will you please remember that ?—and act accordingly. 


Bowser Man is not a preacher. If he is ever accused of preach- 
ing it will be as much a surprise to him as a disappointment to you. 
Bowser Man will be found to be human at all times—serious, of 
course, because life is serious; frivolous at times, of course, for so 
is life. Bowser Man will laugh at jokes, and will extend a hand of 
sympathy in times of sorrow. Bowser Man will try to be a normal 
human being and will talk in plain language. 


Bowser Man is for you—one hundred per cent. And it will be 
written by you just in so far as you want it to be. 


+ 


<=] ND if, when all is said and done, San Francisco is brought, 
- eee Bowser Man, a little closer to New York—and 
if Toronto and Dallas have really no international boun- 
dary line between them after all—if through these columns 
the Bowser man working in the isolated keys off the 
I‘lorida coast, or in the lumber camps of the great northwest, can 
feel a little closer to his traffic-dodging or subway-shooting fellow 
worker in the cities—if, in short, Bowser Man is able to give each 
of you a frequent reminder of the kinship which you have with 
every other Bowser man in the whole wide world, it will not have 
been printed in vain. 
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Bowser Man will be published 
every now and then in the in- 
terests of all Bowser men in the 
field. Address all Communica- 
tions to Bowser Man, care S. F. 
Bowser & Co., Inc., Fort Wayne, 
Ind. 


Printed in U.S. A. 
by 
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Shoot [t! 


Well, it looks as though we 
have a name now and a policy. 
But in making a fresh start there 
is absolutely nothing on Bowser 
Man’s desk from you—not a pic- 
ture, not a story. Who will be 
the first to shoot in something 


to run in the next issue. Have 
you a pet installation some- 
Where? Snap it. “Kodak as 


you go.” Have you a selling 


talk that seems to “get over” 
with an extra punch? Tell Bow- 
ser Man. He will not use your 
name if you're bashful and ask 
him not to. “But write it down— 
jot 1t down on any old piece of 
paper. Shoot it along. Bowser 
Man will even re-write it for you 
if you say so. But don’t hide a 
good idea. It will be an honor 
to be represented in the first real 
issue of Bowser Man. You will 
have to act at once. 


The Old, Old 
Story 


Appended to a letter accom- 
panying an order sold by A. R. 
Keith is the following postscript: 


“Ninety days ago I called on 
the above customer to sell him a 
Kerosene tank—but could not in- 
terest him—because our outfit 
was ‘too high.’ Two weeks ago 
he lost 45 gallons of kerosene on 
account of old tin tank 
springing a leak. He was not 
hard to convince that ‘Bowser’ 
was cheap enough this time.” 


his 
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What Comes From a Barrel of Crude Oil 


Lubricating Oil: 
Wax, Coke & Asphalt 
Miscellaneous 


Total 


FUEL & GAS OL 


LUBRICATING OIL 
1.8 gal. 


The above chart, clipped from an unknown source, visualizes what happens 
to a barrel of crude oil. Such a chart gives rise to many interesting 
speculations. For example, are your kerosene outfits sales more 
than double your lubricating oil outfit sales? 
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Once a Bowser Man, Always a Bowser Man 


One of the most powerful 
forces at work today in the in- 
terests of Bowser is the large 
number of: men outside the or- 
ganization who were once inside. 
Many salesmen who have, for 
one reason and another, stepped 
Srncror Our stanks,-ate as proud 
to think of themselves as Bowser 
men now as they were when they 
were beating the bushes for Bow- 
ser orders. 


Wtistieas day -or- two-ago. the 
Home Office was visited by one 
of these old-timers. It has been 
five or six years since he forsook 
Bowser for pastures which, at 
mene. time, looked greener.‘ In 
fact, it must be said that he has, 
in the meantime, wooed other 
pumps than Bowser—not one 
but several. 


But he just “blew in” the other 
day to renew old friendships— 
and shake again hands which, 
he said, always had a sort of 
special warmth and kindliness in 
their grip. And dangling from 
his watch pocket was a fob—a 
Bowser fob! Originally it was 
a badge presented to him at a 
convention of salesmen—back in 
1916. But it was a fob now— 


and showed signs of constant 
use. 


“Why do you still wear the 
Bowser name?” was the question 
shot at him. “Yot can well af- 
ford almost any kind of fob you 
care to own. Your affections— 
at least, your surface affections— 
were long 2¢0.. {transferred ‘to 
other pumps.- What’s the idea?’ 


And this was his answer: 
“From the day Mr..S. I: Bowser 
presented me with that conven- 
tion badge as a token of victory, 
I have continued carrying it. In 
the face of some adverse criti- 
cism from my employers, I have 
worn it right along. 


“Why? Because every time I 
look.at that fob I vision the ideals 
of Mr. Bowser and the struggles 
and sacrifices he has made. His 
career with its disappointments 
as well as Successes 1S ever an 
inspiration to me to emulate 
those fine traits which have made 
him the dominant factor he is 
today commercially. Yes, I am 
proud to wear that Bowser fob.” 


And that is the spirit of the 
Grand Old Army of Bowser. It 
has often been said—‘“Once a 
Bowser man, always a Bowser 
(nat. 2 
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Telling the Lube-ster Story 


This little pig went to market; 
This little pig stayed home. 


[f you will substitute the word 
“TLube-ster” for the word “pig,” 
you will have the modern Bowser 
version of the old nursery rhyme. 
For word is coming in from 
many districts that the salesmen 


have adopted the plan of taking 


Of course, a 1923 version 
that the little pig 


which ‘‘went to market” brought 


would say 
home the bacon—not roast beef. 
But, overlooking the change in 
taste which time has wrought, 
the fact remains that the fellows 
with Lube-sters strapped to their 


Here is the car of C. N. Cumberland (New Jersey), of the Eastern Division. 


There’s the Lube-ster, big as life. 


It’s a little trick that 


pays big returns. 


the Lube-ster to the prospect— 
for an actual, physical demon- 
stration. 

And you will remember that 
our childhood verse continued : 
This little pig had nice roast beef; 
And this little pig had none. 
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running boards are getting re- 
sults. 

G. A. Smith (North Carolina ) 
of Atlanta District is one of those 
men. ‘Three questions were put 
to him recently. Here they are— 
with his answers: 


Bowser Man 


Why are you pushing with me on the running board; 
the Lube-ster ? and [ use my best judgment 
“T push the ‘Lube-ster be- when parking my Ford. If the 


buyer is inside and I want to 
get him out, I am selling ‘shot 
guns “for’.the .front* end,’ or 
perhaps, ‘something he has 
never’ seen before’-—never: a 
mere ‘oil tank,” 


cause it is the longest single 
step yet taken by Bowser in 
solving the problem how best 
to dispense automobile oil; be- 
cause, through its unique, spe- 
cial, and peculiar superiority, 
it has widened our field, given |. 
greater scope to our endeavor One Good Turn 

by bringing within the class Deserves Another’ 
of probable purchasers certain 
people who heretofore have 
held out against our every ap- 
peal, for example, many hard- 
ware concerns and many fill- 
ing station customers, and, 
especially, I push the Lube-ster 
because, for the reasons above 
Sean OUlwt jig,-py far, our best 
pelle.” 


What is your sales method in 
closing the order? 


Wer are’ not obliged to 
“close” orders for Lube-sters ; 
customers come if we but show 
the Lube-ster and are able to 
recognize a customer so soon 
as he lets the cat out.” 


Many Lube-ster users report 
large increases in lubricating oil 
sales because ‘their customers 
“T carry the Lube-ster along like to see the outfit work. 


How do you present the 
Lube-ster to the trade? 
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Thinking 


If you think you are beaten, you are. 


If you think you dare not, you don't. 
If you'd like to win, but think you can’t, 


It’s almost a cinch, you won't. 


If you think you'll lose—you're lost, 
For out in this world we find 
Success begins in a fellow’s will, 
It’s all in your state of mind. 


If you think you're outclassed, you are. 


You've got to think high to rise. 
You've got to be sure of yourself, 
Before you can ever win a prize. 


Life's battles don’t always go 
‘To the stronger or faster man, 
But soon or late the man who wins, 
Is the man who thinks he can. 


—Walter D. Wintle. 
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The Birth of the Lube-serv-atory 


AS) F you had stood on a 
Aen certain street in Los 
Cie Angeles, some ten or 

as coZen yeats .ago, 
and had seen. a cer- 


LSS 
Pa os 


tain little structure like none 
| other in the world, with a drive- 
fmway leading'to it, chances. are 
you would have speculated just 
| a little as to what the building 
| was. If Bowser t Company 
had drawn back the curtain and 
shown you the first filling sta- 


daddy of what is destined to be- 
come perhaps as great an indus- 
try as the filling station. On 
the front cover page we are in- 
troducing to our salesmen the 
last word in automotive lubri- 
cation. 


No, it is not a conservatory, 
though it might easily be mis- 
taken for a conservatory, if seen 
from the distance. It’s an en- 
tirely new wrinkle in Automo- 


Interior of Lube-serv-atory, showing five aisles with deep gutters in which 
automobile wheels run with ease and without danger 


tion, the station which was to 
become the Grand-daddy of an 
enterprise which today encir- 
cles the whole world—think of 
what it would have meant to 
you—and to Bowser. 


Today the Bowser Stage 
Manager is drawing back the 
curtain and revealing the Grand- 


tive Lubrication and we will 
call it a Lube-serv-atory. 


Located at New York and 
Meridian streets in the capital 
city of the Hoosier state stands 
this impressive structure, which 
is the Western Oil Refining 
Company’s idea of service to In- 
dianapolis motorists. 
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The building is entirely fire- 
proof, the roof and sides being 
glass, which is supported by 
structural iron work. In I[n- 
dianapolis the car owner is not 
obliged to run his car upon a 
greasing rack in order to have 
the crankcase drained. In this 
novel Lube-serv-atory are five 
driveways, each of which will 


which is connected with a pipe 
system that conducts the waste 
oil to a centrally located storage 
tank. No effort is made to re- 
claim the waste oil, which is 
loaded into tank trucks by an 
electric pump, and is sold for 
fuel purposes. 

This crankcase service De 
Luxe is just in its infancy, but 


nae 


i! 


Pye 
eae * 


View taken in basement, showing adjustable racks—-Grease gun shown in right 
background 


accommodate three cars at a 
time, thus giving a service ca- 
pacity of fifteen cars at any one 
time. 


Between each driveway is an 
island. Underneath is a full 
basement, light, clean and airy 
—which facilitates the accessi- 
bility to cars and freedom of 
movement of the uniformed. 
trained service men. ‘The oil is 
drained into a swinging funnel 
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the Lube-serv-atory pictured on 
the cover page has met with such 
unprecedented success with the 
Indianapolis motoring public, 
that Mr. J. H. Trimble, presi- 
dent of the Western Oil Refin- 
ing Company, stated to us that 
he is now extending his service 
to South Bend, Evansville and 
Fort Wayne. 


The Indianapolis Lube-sery- 
atory is equipped with a battery 
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swinging 


showing 


Close-up of pits, 
funnel 


of Bowser 115’s, for which we 
take our hats off to R. C. Casey, 
Indianapolis Bowser Man. Mr. 
Casey tells us that Mr. Trimble 
iseDyetar the best: oil and: gas 
“marketer’’ in Indianapolis and 
after looking over this Lube- 
serv-atory, ourselves, we are in- 
clined to agree that this is the 
par excellence of lubrication. 


The Indianapolis Lube-serv- 
atory presents an idea to Bow- 
ser salesmen on which they 
ought to capitalize. Stations 
like these offer a new field for 
Bowser equipment. Bowser men 
are urged to study the pictures 
we are showing and to scrutinize 
carefully their respective terri- 
tories and discover the ideal lo- 
cation for a Lube-serv-atory and 


interest an individual or oil 
company to be the first to go 
into this line. 


In showing you the pictures 
of the Indianapolis Lube-serv- 
atory, we do not wish to convey 
the idea that a Lube-serv-atory 
has to be as elaborate as this one. 
Perhaps you have in your terri- 
tory a filling station with plenty 
of space to expand. In such a 
case it might be an easy matter 
to construct a portico from the 
main building to serve as the 
shelter for the Lube-serv-atory. 


‘The Stork has just brought 


Re GCASEY, 


Who Bowserized the first Lube- 
serv-atory 


to the home of Bowser Men this 
late arrival. Visualize this en- 
tire proposition, Bowser Men! 
Almost every up-to-date filling 
station should be a prospect for 
a Lube-serv-atory. If you don’t 
have an immediate prospect in 
mind, why, make one! Sell 
somebody on this idea—and in- 
cidentally on Bowser equipment. 
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Train Versus Automobile 


PAST week I chanced 
} to ask one of our 
country salesmen why 
he did not use his 
automobile in work- 
ing his territory, instead of 
riding trains. And this is the 
way hecame back at me. “What 
do you think I am doing—mak- 
ing social calls or selling pumps? 
I know that on first thought 
any man would say—why not 
drive your car—you can make 
better time and more calls per 
day. [hat is all very true, but 
that is just where your boat hits 
a snag. I used to work these 
four counties with my car and 
when I would come to a gro- 
cery store to sell an outfit and 
I found the manager out, I was 
tempted to leave and see some- 
body else, thinking I would 
come back and catch him later— 
and in another hour I was off 
in some other little town. ‘The 
first man probably was a better 
““bet,’’ but he wasn’t in, and I 
had the means of getting to an- 
other town quickly. 


“Well during the winter of 
1919 the roads were so rotten 
that it just wore me out to drive 
over those cow trails, so I had 
to resort to the trains. I found 
that even during the winter, 
when getting business was like 
pulling teeth, I was selling more 
pumps than I had sold before 
in the spring of the year. I 
S32 


ee @2ke 


stopped to figure out the reason 
why, and to analyze, and this is 
what I discovered—I was tak- 
ing more time to my sales. I 
got into a little burg early one 
morning—and no train out un- 
til twelve-twenty. I had the 
whole town Bowserized except 
one grocer who handled his coal 
oil like they did in the Stone 
Hatchet Age. He was the only 
chap I had to see—and I had 
four hours to work on him. 


““As I have said, the roads 
were rotten—the weather was 
worse, and he had few customers 
coming in that morning, so I 
had a chance to work without 
interference. I came in about 
eight-thirty and sat down .to 
chew the fat with him for a 
while—warmed myself at his 
stove and just visited with him 
for about an hour without tell- 
ing him what my mission was. 
After a while he got curious 
he wanted to know what I came 
in for; | told him. Through 
an hour’s visit I had him soft- 
ened just like you soften a lemon 
by rolling it before squeezing 
the juice out of it. I found that 
this country town merchant wes 
not half the ‘‘hard customer” 
the other fellows who called on 
him, had him branded. I found 
that he liked to fish and hunt— 
too; that he had church and 
lodge affiliations just as I did; 
that he had confidence in his 
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own opinions and a decent re- 
spect for the opinions of others. 

“Well, to make a long story 
short, I got ‘the order—and 
made a friend out of him. And 
Meattribute 1t sto the fact..that= | 
had plenty of time to work on 
him—I knew I couldn't get out 
of town before twelve-twenty. 
Since then I have been using the 


trains because it forces me to 
work—there is nothing else to 
do—and when I[ spend my 
money on railroad fare, I’m out 
after orders—not making calls. 
Aw Car {hase its'eadvantazes, of 
course, but- for my “particular 
make-up—as old Bill Shake- 
speare would say, “The Train's 


toe ining 


Conventions 


cay OUR great 1923 Con- 
AT] ventions have now 
passed into history. 
: ‘The first Bowser sales 
=I} convention was held 
at Mba on March 15th and 
Oto neneons Aprilt otheand 
6th another convention was 
staged in the Lone Star State at 
Dallas. The following 19th 
and 20th the curtain raised on 
another rip-roaring convention 
for Kansas City and Denver in 
Kansas City. Friday, May 4th, 
closed the convention at Fort 
Wayne which was attended by 
all Fort Wayne District, Chi- 
cago and Central Cities Sales- 
men. 

‘These four conventions were 
an undisputable success in every 
sense of the word. This brought 
onto a common plane, officials 
of our company and the men on 
whom our officials would ante 
their last red cent. 

The salesmen got to know 
the Old Man and Chief Bechtel 
and went back to their work 


feeling that this company is run. 


by “‘regular fellows’’ and believ- 


ing in the good Aen of 
“Our Chief’’ and the men he 
has picked to carry the ball over 
the $12°,000,000 line. 

The old timers saw many of 
their old friends and had a 
chance to tell some fish stories. 
The new men had a splendid 
opportunity to “‘rub shoulders’ 
with the ‘‘old timers’ and all 
went away with a great many 
new ideas which they got from 
some of the fine talks, and all 
became better acquainted with 
the line and the possibilities 
which it presents. 


Our old veterans again en- 
joyed to hear the Old Man 
whistle “‘two times’? and tell 
about the ‘‘go along”’ of things. 
The spirit of the convention 
was never better in the history 
of the company, and to have at- 
tended the banquets which put 
the Grand Finale to each con- 
vention, you could feel in your 
bones that on December 31 the 
$12,000,000 mark will not be 
a possibility or a probability— 
but indeed a reality. 
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Promotions 
DALLAS Mr. Safford will be assisted 


R. R. R. SAFFORD, 
formerly Minneapolis 
District Manager, has 

Mix || been appointed Man- 

de ager of S. F. Bowser 

% Company of Texas, follow- 

ing the resignation of Mr. L. P. 

Murray, who goes into a new 

line of work. Mr. Safford 

started with our company in 

1914 as a clerk in the Order 

Department. The following 

year he became a clerk in the 

Chicago office. In 1916 he was 

a Salesman in the Ohio District 

and did some special sales work 

under the Chicago office, becom- 
ing Assistant to the Chicago 


R. R. SAFFORD 


Manager in 1917. Later he was 
promoted to the position of 
Minneapolis Manager. He held 
this position until last month, 
when he was appointed to the 
position of Manager of our 
‘Texas Company. 
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by D. W. Kingsley, while Mr. 
P. W. Lawther will be at the 
wheel as Sales Manager, and 
Mr. W. W. Ince will play the 
role of Oklahoma District Man- 
ager. With these changes, the 


D. W. KINGSLEY 


Dallas team should be a win- 
ner. [he back field is a strong 
one and if the salesmen on the 
line will run good interference 
and show the same, and better 
spéed than they have in the past, 
everybody will be happy. 


MINNEAPOLIS 
Mr. R. G. Conklin has been 


advanced to the position of 
Minneapolis District Manager. 
Mr. Conklin started with the 
House of Bowser as a_ book- 
keeper in the Accounting De- 
partment in 1910. Since then 
he has held positions in the Gen- 
eral Sales Department, Milwau- 
kee Office, Fort Wayne Sales, 
Store and Garage Sales, Minne- 


The Bowser Man 
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apolis Office, salesman under 
Chicago Office in 1918, sales- 
man in the Minneapolis District 
Melo oeand in “April, - 1923, 
was made manager of Minne- 
apolis District. Mr. Conklin 
will tbe ‘assisted by Mr. I. D. 


Bone. 


CHICAGO 


Wire otiel ak rider, who has 
been running the Sales Depart- 
ment when. Mr. Kingsley was 
out of town, has just~been ap- 
pointed Chicago Manager. Mr. 


W..W. INCE 
Krider started his career with 
Bowser some ten years ago as a 
correspondent in the Collection 
Department, soon being trans- 


| ferred to the General Sales De- 
| partment. He was further Bow- 


serized by spending a year in: 


the factory and ‘‘doing astretch’”’ 
in the Service Department. He 
was then brought back into the 
General Sales Department and 
shortly thereafter given charge 
of Railroad and Government 
Sales, where he soon made good 
and was made Assistant to the 
Sales Manager. Because of his 
success in this position the man- 
agement appointed him Man- 
ager at Chicago. 


The Heme Office will miss 
Paul’s genial personality, but 
gives him the glad hand on his 


Rea CONIKISIN 


well earned promotion. ‘The 
Chicago boys will find him a 
“regular fellow’ and we know 
they will give him their loyal 
support. 


FORT WAYNE 


As it has always been the 
Bowser policy to pin shoulder 
straps on the fellows who have 
come up through the ranks, we 
are pleased to announce that Mr. 
Paul E. Stouffer will step into 
the position of Assistant to Sales 
Manager. Mr. Stouffer is also 
a man who started out as a 
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“buck private’ in the Collection 
Department some six years ago, 
After doing ‘‘squads right”’ there 
for a while and writing some 
effective collection letters, he be- 
came a ‘‘Corporal’’ in the Sales 


I. D. BONE 
Department. He was then pro- 


moted to “‘Aide-de-Camp’’ to 
Mr. A. W. Dorsch and now be- 
comes ‘‘top kick’’ to Captain 
Kingsley. 

Another promotion which re- 
flects the growth of our railway 


business is that of Mr. Lee A. 


gies oh 


KRIDER 


Clark as Assistant Manager of 
Railway and Government Sales. 
Mr. Clark started up the ‘‘Bow- 
ser grade’ as a Salesman under 


the Detroit Office. In 1920 he 


became a clerk in the Order De- 
partment and later was trans- 
ferred as a correspondent in the 
Sales Department. In 1921 he 


P. BE; STOUPFRER 


was made Assistant to’Mr. A. 
W. Dorsch, and that fall was 
made Assistant to the Chicago 
Manager. The following year 
he became Assistant Manager of 
the Order Department and now 


L. A. CLARK 


will assist Mr. E. M. Harsh- 
barger in the management of 
Railway and Government Sales. 

Mr. H. C. Storr, Manager of 
the Central Cities District, gets 


NIATN DAAC 
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Man 


| a very able Assistant Manager in 
| the person of Mr. E. W. Cline, 
| who stepped on the first round 


| Harrisburg backing pe 24l'n 
| January, 1918, he went to our 


Ey cae DLNE 


| year, he came under the jurisdic- 
tion of Philadelphia. E. W. 1s 
fa very agreeable fellow_and a 
mghter from the word go,” 
The Central Cities Salesmen 
will be glad to learn of this pro- 
motion and will give him a 
‘good run for his money. 


The Three G's 


Onewot ithe country s , best 
iknown Sales Managers—a man 
who has ‘‘feathered his nest’’ by 
his ability to pick good sales- 
men, told recently the three 
)qualities which his salesmen 
must possess. “hese he calls the 
‘Three G’s of Salesmanship. 


Guts, which he defines as the 


courage to tackle a proposition. 


Glue, the tendency to stick to 
a proposition. 

Glee, the quality of getting 
real enjoyment and satisfaction 
out of his work. 


Think over these three G's 
for a few minutes. How do you 
measure up to his requirements? 
Have you the Guts to wade-nto 
a prospect when the odds are 
all against you? Have you the 
audacity to sell a man a Bowser 
pump when an oil company has 
offered to give him one? Can 
you interest a prospect to such 
an extent that he will look a 
gift horse in the mouth—and 
specify a Bowser—even as a - 
gift. 

Have you the necessary Glue 
—the adhesive quality, the stick- 
to-it-iveness, that gets the signa- 
ture on the dotted line from the 
Man woos isn Ge interested, : 
ehasn taany smoneys ae 15. Zong 
to sell out or move’? Do you 
come back again and again to 
the man who always says no— 
and by your sheer persistence 
wear down his resistance? 

Do you get the “‘Glee’’ out 
of your work? Is there a thrill 
that runs up your spine when 
you close an order? Do you go 
away with that “I knew I'd get 
him’”’ feeling? Do you sense a 
feeling of pride when you drive 
down a country road and point 
out to a companion all the Bow- 
ser outfits you have sold? 


How do you measure up, 


‘Bowser Man? 
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Talking to Nearly 2,000,000 


Many of our salesmen who 
have heard about the extensive 
advertising which Bowser does, 
ask us for a list of the magazines 
which carry our advertising. 

Last fall, you will remem- 
ber, we withdrew our advertis- 
ing from several of the large na- 
tional magazines because a care- 
ful analysis of their circulation 
showed that we were, at very 
great expense, telling the story 
of Bowser equipment to a large 
audience that was in no way in- 
terested in Bowser pumps. We 
feel sure that you will agree with 
us, that when we advertise in 
magazines which are of general 
interest—read by stenographers, 
housewives, elevator pilots, 
school girls and such a miscel- 
laneous group—our advertising 
is not reaching the men who 
buy pumps and equipment; the 
men who you want to see our 
advertising. 

With this end in view, we 
have made a very careful anal- 
ysis of the magazine field, and 
have become convinced that we 
can do more to help our sales- 
men sell Bowser pumps by 
confining our advertisements to 
those magazines which reach the 
class of trade upon which our 
salesmen call. Let us consider 
for the moment the “American 
Paint and Oil Dealer.”’ This 
magazine has a large circulaticn 
among the wholesale and retail 
paint stores. It is read by, and 
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is of interest to, the man who 
buys the paint and oils—the 
man in charge of the paint room 
-——the men who buy Bowser 
equipment. 

You will readily agree that 
the “American Paint and Oi! 
Dealer’ is not likely to be read 
by girls in a millinery store or 
a hair-dresser in a beauty parlor. 
It is read by the men whom you 
are going to try to interest in 
our equipment, and we believe 
that by confining our advertis- 
ing to the trade journals of those 
businesses which are a logical 
market for the various lines we. 
manufacture, we are doing more 
to pave the way for our sales- 
men and are spending our money: 
to better advantage. 

In the field of automotive 
journals, our advertising is now | 
running in the following pub- | 
lications, which, based upon a> 
conservative estimate, have 720,- 
024 readers: 

‘“American Garage and Auto 

Dealer”’ 

“Auto Trade Journal” 
“Filling Station” 

“Motor Age”’ 

“Motor Service’ 

“Motor Land” 

“National Petroleum News” 
“Petroleum Age.” 

In the field of industrial maga- 
zines, which reach the factor- 
ies, machine shops, steel plants, 
foundries, and iron works, the 
following magazines, with an 
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}audience of approximately 186,- 
1592 factory managers, engineers 
jand superintendents, carry the 
|\Bowser advertising: 

|“ American Machinist”’ 


i} 
z 


| Architect and Engineer’’ 

| Automotive Industries’’ 

| “Blast Purnace and Steel Plant’’ 
| “Power Plant Engineering”’ 
Mechanical Engineering”’ 
“General Electric Review” 

| ‘National Engineer’ 


Jed 


Wo-reach the prospects for 
jpaint oil equipment, we adver- 
‘tise in the ‘‘American Paint and 
(Oil Dealer’ with about 38,000 


interested readers. 


m In the railroad “magazines, 
Pthrough which we tell the Bow- 
ser story to the railroad execu- 
tives, purchasing agents and 
store keepers, we advertise in 
® Railway Age’ and also in 
| Railway Purchases and Stores.”’ 
Blhese two magazines reach 
fabout 60,000 railroad men. 


‘To reach the hardware dealer, 
\who handles kerosene and the 
Wvarious paint oils, we reinforce 
eee. American Paint and Oil 
| ’ with our advetrising in 
‘Good Hardware,’ which, con- 
bervatively estimated, has 152,- 
{740 readers. 


| In telling our message to the 
\larifilter prospects, we employ 
the pages of :— 

‘National Cleaners and Dyers”’ 

} Cleaners’ and Dyers’ Review.”’ 


‘These two magazines convey 
the advantages of using a Clari- 
filter to an approximate audience 
of 18,769 cleaners and dyers. 


The total number of readers 
reached by Bowser advertising 
in the United States ts about 
1,880,000—some of them week- 
ly, some every other week and 
some every month. 


With this list of magazines, 
we believe that we quite com- 
pletely cover our potential mar- 
ket. “Through these publications 
We tell each issue the advantages 
and superiority of Bowser equip- 
ment, and we tell it to the men 
to whom you say: “I’m Jones, 


The Bowser Man.” 


There Is a Difference in ““Snaps”’ 


Don't -be looking for soft 
snaps, Mr. Bowser Man—the 
hard ones are the ones with the 
ginger in them. When you 
freeze on to a prospect whose 
skin is so tough that you have 
to put a mustard plaster on him 
to draw anything out—when 
you nail a fellow to the mast 
that all the other fellows have 
given up as hopeless—and you 
get him F.C.W.O.—"‘Ain’t it a 
grand and glorious feeling?” 
You can-get a B.V.: kick out of 
a sale like ‘that. Verily the 
hard snaps are the ones that 
have the ginger in them. 
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Cleaning Clothes Cleaner 


THY do you send a suit 
or a dress to be dry 
cleaned? Because the 
garment is dirty with 
= dust and perspiration; 
because dry cleaning renews the 
life of the fabric and makes old 
clothes look like new; because 
you can wear a suit or dress 
longer and get better service out 
of it if it is dry cleaned regu- 
larly; because dry cleaning pre- 
vents moths from destroying 
fabric. 

People who once have had 
satisfactory dry cleaning will 
always be patrons of dry clean- 
ing plants. Men and women 
who are customers today de- 
mand a high quality of work 
and .above all ODORLESS 
DRY CLEANING. In a great 
many cities in this country, peo- 
ple have not had the quality of 
cleaning that is now possible by 
using the Bowser Clarifilter in 
dry cleaning plants. How often 
have you yourself placed a suit 
or dress on the line outside the 
house that it may be thoroughly 
aired and the gasoline odor re- 
moved. ‘lo the man who will 
listen to no other appeal for the 
installation of the Clarifilter 
System, you can appeal strictly 
on behalf of odorless cleaning 
which is possible by the use of 
the Clarifilter. 

Some cleaners can be easily 
sold on the basis of increased 
production. This particularly 
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applies to wholesale cleaners 
where the quality of the work 
does not mean as much as the 
quantity that can be produced 
in a given day's run. Jo the 
man who owns a plant where 
volume is the keynote as gar- 
ments of all sorts and sizes and 
in every degree of dirt, from the 
finest garments down to taxi- 
cab driver's uniforms, are re- 
ceived and placed in a common 
washer. 

By using the Bowser Clarifil- 
ter Continuous Circulating Sys- 
tem the filth is rapidly taken out 
from the bottom of the washer 
as fast as the washer in its. 
process removes it and clean pure | 
liquid flows in at the top and 
constantly renews the dirt cut- 
ting quality of the liquid on the 
clothes, thus removing every 
vestige of dirt and grime and 
producing superfine clothing. 
All accomplished in the mint- 
mum length of time heretofore 
impossible because of the very 
nature of the process. 

How can we make an appeal 
to the dry cleaner which will 
make it possible for direct sales 
of the Clarifilter? 

1. We produce better clean- 
ing in less time with cleaner 
liquid than any other system 
now on the market. 

2. We assist the cleaner to 
actually plan and design a more 
efhcient plant in which to step 
up his production. 


3. We assist him to increase 
his business; first, by better 
cleaning and second, by direct 
advertising with his customers 
who can directly see the in- 
creased efficiency made possible 
by the very process which we 
sell him. 

If you can approach a dry 
cleaning prospect and lay these 
three fundamental points before 
him logically, enthusiastically, 
and convincingly, there is no 
reason why you should not get 


gasoline all the time. 

We clean clothes cleaner be- 
cause the chemical treatment of 
the gasoline makes the gasoline 
a better dirt remover because of 
its treatment in our process. 

We clean clothes cleaner and 
more rapidly because of using 
clean gasoline and removing the 
necessity for rinsing. 

We clean clothes at less cost 
with the Bowser Clarifilter be- 
cause the gasoline is a_ better 
agent for cleaning and thus 


AUXILIARY. GLARIFICT ER Sys hEM 


the order for either an Auxiliary 
or a Complete Clarifilter Sys- 
tem. 

At the beginning of this artt- 
cle I asked certain questions be- 
cause the very nature of those 
questions makes it possible for 
you to make a direct sales appeal 
to your prospect because of the 
new system which we sell for 
cleaning clothes. 


We clean clothes cleaner be- 
cause we remove entirely the dirt 
from the gasoline and the clothes 
are actually washed in clean 


removes considerable work on 
spotting which is expensive in 
any plant. 

We clean clothes cleaner be- 
cause all lint is removed as fast 
as it accumulates and because we 
add dollars in the pockets of the 
cleaners on account of the time 
lost in removing this accumula- 
tion. 

It is, therefore, exceedingly 
important that our salesmen tell 
the customer the difference be- 
tween our process and other so- 
called continuous systems. 
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The Bowser-Duesenberg T est 


When a new record is to be 
made, or a world’s record is to 
be broken in gasoline handling 
equipment—the name Bowser 
is the first thought in the minds 
of the promoters. 


‘This was again demonstrated 
the last week in April, when 
the Duesenberg Automobile and 
Motors Company of Indianapo- 
lis, staged what is perhaps the 
longest test on record without 
stopping the automobile. The 
test began on Friday on the In- 


dianapolis Speedway with a 
Duesenberg Straight Eight, five 
passenger touring car, carrying 
full equipment. 

‘The run was concluded short- 
ly after two o'clock on Sunday 
afternoon, after a drive of fifty 
hours and twenty-one minutes 
at an average speed of 62.63 
miles per hour. ‘The total dis- 


tance covered was 3,155 miles, 
which is equivalent to the dis- 
tance from New York to Los 
Angeles. 


The supply car with Bowser special tank mounted on it—Note special guard on 
running board—Rear wheel protected so that hose nozzle would 
not get caught in spokes 
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To make a record-breaking 
test like this, the problem of 
supplying the racing car with 
gasoline immediately presented 
itself, and Bowser was called 
upon to solve the problem of 
transferring the gasoline to the 
racing car. To fill the gasoline 
tank of a car, speeding at sixty 
miles per hour, was the unique 
Party -on the. thriller which 
Bowser performed. A special 
pressure tank equipped with a 


need of a replenished fuel-sup- 
ply, the mechanic would signal 
the driver of the supply car, 
who would make a mad dash 
down the straightaway, and run 
his car parallel to the racing car 
and maintain this position at a 
speed of over sixty miles per 
hour. The new driver would 
take the wheel of the racing car, 
a mechanic from the supply car 
would climb on board the rac- 
ing car with water can, climb 


Bowser apparatus shooting gas while traveling over 60 miles per hour at the 
rate of 20 gallons in 28 seconds 


swing arm, hose and nozzle was 
constructed in our factory and 
_ installed on a Duesenberg sup- 
ply car. 

murine this’ race of, fifty 
hours, gasoline, oil and water, 
and a relief driver were trans- 
ferred from the supply car to 
the racing car approximately 
every two hours. 


When the racing car was in 


over the fenders, and perched on 
the hood of the racing car, un- 
screw the radiator cap and fill 
the radiator with water. 


slew testarcans, mechanician 
would lean over the folded- 
down top, unscrew the cap of 
the gasoline tank, insert the 
Bowser nozzle into the tank, 
signal the man on the supply 
car, who turned a valve and 
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presto! A tank full of gasoline! 
After the gasoline tank was 
filled, the mechanician would re- 
place the cap on the tank, hand 
the hose back, step over on the 
running board of the supply car 
and the whole operation was 
complete in less than a minute's 
time. 


Motion pictures of this feat 
were taken by Kinogram, Pathe 
and Fox, and Bowser Men all 
over the world will sense a cer- 
tain pride when they see this 
test on the screen of their favor- 
ite theatre, and know that even 
on the race track, in a test that 
meant everything to Duesen- 
berg, Bowser equipment was re- 
lied upon. 


‘This test is a new develop- 
ment in automobile racing and 
was staged under the auspices 
and sanction of the American 
Automobile Association. The 
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Equipment 
Duesenberg making their non-stop 
test possible 
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Duesenberg slogan: “Built to 
Outclass, Outrun and Outlast 
Any Caron the’ Road ~could 
well be adotped (with modifica- 
tions) by Bowser % Company, 
because our products, like Due- 
senberg cars, are made of mate- 
rial which will outclass, outrun 
and outlast any other pump 
made. 


In any place where quality, 
accuracy, speed, dependability 
and reliability are essential quali- 
ties in gasoline and oil hand- 
ling equipment—in those places 
Bowser is a familiar byword. 


Christie “‘Passes’’ This 
Time 

Sorry that we haven’t a note 
from Mr. Harry Christie, our 
dashing Scottish manager up at 
Toronto. Mr. Dan Milligan, 
export manager, says that the 
season up there has been back- 
ward just as it has been a late 
spring down here. Now we sup- 
pose way up north they are just 
digging out of the snow, but 
when the June issue comes out, 
we hope to have something to 
say about Mr. Christie. 


In order to stay in the game it’s 
up to the married baseball player to 
make a home run occasionally. 


BOWSER MAN 
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lished every now and then in 
the interests of all Bowser men 
in the field. Address all commu- 
nications to The Bowser Man, 
Gate.oe F.. DOWSeE Oe COneincs 
Fort Wayne, Ind. 


On the Pacific Coast 


From a recent letter of Mr. 
E. M. Savercool, we learn of a 
strange illness with which quite 
a considerable number of the fel- 
lows on the -Pacific Coast have 
become afflicted. Mr. Savercool 
GaySamthatee ise assistant am lr 
Marsh, is visiting all of the fel- 
lows and he finds that the med- 
ical profession out West is at a 
loss to know what ails these 
fellows. From the diagnosis 
balsnew DOWSeram Vian. #cot eit 
seems this disease must be a cross 
between Eczema and St. Vitus 
Dance. Mr. Marsh says that 
they get to “‘itching’’ for orders 
and then they “‘shake along’ 
and get them. And Oh Boy— 
this malady is contagious and a 
great many of the fellows this 
side of the Mississippi have been 
exposed to it and they are sing- 
(gee leon. t. Want stomscicr 
Well.”’ 
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The Cog Rack 


The Bowser Cog Rack is but one of the quality 
products that go into the construction of Bowser 
pumps. The Cog Rack is made of cold rolled steel, in 
which the teeth are’ machine cut, thus assuring a 
smooth, noiseless operating, long wearing surface. Be- 
ing machine cut, we get absolute accuracy, the teeth 
fitting into the gears like water in a glass. “The driving 
gears are also constructed of cold rolled steel and are 
machine cut. 


The principal feature of the cue steel Cog Rack is 
the fact that it is non-breakable and not affected by 


heat or cold. A hard jerk on the pump handle, when PB. 
the stroke is completed, will not break our Cog Rack Sem 
as it will one of cast iron. If an obstruction gets be- jane 
tween the teeth of the Cog Rack, it will stop the — 
operation of the pump—but will not break the teeth Eacaeat 
of the Cog Rack. anes 


The superiority of the Bowser Cog Rack over those 
used on practically all other pumps is quite obvious. 
Most other pumps are equipped with cast iron Cog 
Racks. In casting these Cog Racks, seldom do two 
ever come out alike, as there is a shrinkage of one- 
eighth inch to the foot when the molten iron cools. 
Castings are subject to such imperfections as sand holes 
which are impossible in the Bowser cold rolled steel 
Cog Rack. Cast iron Cog Racks are very brittle, and 
rough handling, especially when the metal is cold, will 
result in breakage. Cast iron Cog Racks are usually 
dipped in paint to hide their imperfections; but the 
Bowser steel cog rack gleams in the sun, unpainted— 
just cold steel, which is an argument hard to beat. 

Cut steel Cog Racks are of course much more ex- 
pensive than cast iron racks, but in making Bowser 
Pumps, quality comes first—price is secondary. Our 
pumps cost more than others with cast iron Cog Racks 
—nbut they are worth the difference. 
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BOWSER 


Part by part, and piece by piece, Bowser 
gasoline pumps and oil-handling outfits 
are the finest made today. 


Bowser pumps have double cog-racks, 
cut-steel gears, built-in meters of watch- 
like precision, paint finish that stays on. 
‘Check these items yourself and you will 
see why Bowser leads. 


Write today for folder A-40, and let us 
tell you why you will get more service 
from Bowser-quality pumps. 


S.F Bowser & Company, Inc. 


Pump and Tank Headguarters 
PeOo ih sie mWeANY ON? FE INDIANA. 
Sales and Service Offices and Representatives Everywhere 


on BOWSER “ 
1885 


Copy of ad appearing in many trade magazines. 
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The Bowser Sentry Family 
MOME of the old timers 


g will remember that a 
ere) dozen or more years 
ieee ago Bowser intro- 

duced a pump for use 
on the curbside—a novel and 
strange thing in those days. 
‘This was the old style cast iron 
Figure 241 and almost at the 
very beginning it was given a 
trade name which has followed 
it through all the years since 
that time. That name was “Red 
Sentry.’ The public liked the 
name and the pump was known 
far and wide among garage men 
and storekeepers as the Bowser 
Red Sentry. 


Soon the five gallon curb 
pump came into existence and 
the name ‘“‘Sentry’’ seemed to 
have burrowed its way so deep 
into public favor that it was 
recognized that the new pump 
would have to bear the name 
‘Sentry’ and by reason of its 
bigness and its prospect of domi- 
nating the field it was named 
“Chief Sentry.’ Today oil men 
and filling station proprietors 
refer familiarly, almost affec- 
tionately, to the Chief. 


Not so long ago Figure 97 
was designed and it was thought 
that in this new pump was em- 
bodied everything that was pres- RED SENTRY 
ent in the Chief Sentry—and 
some valuable additional charac- 


-age Twenty-Four 
i | ty-F 


The Bowser Ma 


teristics too. It was thought 
that Figure 97 would probably 
spell the doom for the Chief 
Sentry, for it seemed unlikely 
that the market would ab- 
sorb two pumps which were so 
nearly alike in their general per- 
formance. It was attempted 
then to apply the name of Chief 
Sentry to the Figure 97 because 
ineetruth 297 ad) apparently 
taken the place of 102. But we 
misjudged the hold which Fig- 
ure 102 ‘had taken upon the 
buying public. Such a clamor 
arose that we were forced to put 
the old Chief back in the line 
and the sudden popularity of 
the new Figure 97 was such 
that we readily understood that 
both pumps were wanted. 


Pioise note tains therefore to 
allow the name Chief-Sentry to 
remain on the Figure 97. Chief 
Sentry is distinctly the old 102 
and a new name is necessary for 
the Figure 97, It will there- 
fore be christened the ‘‘Square 
Sentry —‘‘Sentry”’ because that 
name has come to be almost 
a necessary part of any Bowser 
gasoline pump—‘'‘‘Square’’ be- 
cause of its shape and because 
that is just exactly the kind of 
apump itis. ‘The ringing bell, 
the flow sight, the large dial, are 
features which assure a square 


deal to the motorist and to the 


user alike. 
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As many of you have been 
advised, there is in production 
at this time in the Home Plant, 
a new pump, air operated and of 
the visible type. It hardly seems 
necessary to do more than state 
that it has been decided to call 
this new pump the Sentry Visi- 
ble. “The name explains itself. 


Other new equipment is in 
process of manufacture at the 
Fort Wayne plant and _ the 
proper naming of this equip- 
ment has given rise to many 
suggestions and much discus- 
sion. The equipment referred 
to is the C-5 (C-55) and the 
C-6 (C-66). In appearance 
these latest additions to the 
Bowser line are the same. The 
C-5 and C-55 are designed for 
use in connection with a hand 
pump. The C-6 and C-66— 
almost identical in appearance 
with the C-5 series—is a device 
used entirely as a discharge point 
or service point for gasoline. 
‘There is no pump within its 
housing or standing near by. It 
is equipped with a remote con- 
trol valve which operates a 
pump located at some distance. 
‘Therefore. we can hardly refer 
to these devices as pumps. 


‘They are in truth, however, 
the places at which gasoline sup- 
plies are served. In the old days 
travelers were driven by horse 
and carriage along old post 
roads and when supplies were 
needed the travelers as well as 
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the horses stopped at a post 
tavern for refreshments and for 
sleep. In this new and modern 
day motorists would regard it a 
hardship to. put up for the 
night at a tavern or hotel while 
their car was being “‘refreshed.”’ 


Instead, endless caravans of 
automobiles pull into filling sta- 
tions which, if equipped espe- 
cially with the C-6 series of 
Bowser equipment, are enabled 
to re-supply the cars with gaso- 
line with great speed, requiring 
in all only a momentary stop 


before the journey is resumed. 


Post roads are gone, and post 
travelers have no place in the 
twentieth century, but Bowser 
Post Sentries have come to take 
their place—and so have the 


@peand.G_o6 been’ named: 


Not only is there this his- 
torical background for the source 
of the name Post Sentry but 
there is also the further empha- 
sis Which is given to the name 
“Sentry” by the name “‘Post.”’ 
We are featuring in some of our 
advertising the meaning of the 
word “‘Sentry.”’ It guards the 
gasoline buyer against inaccurate 


measure; it guards the owner. 


against loss; and it guards both 


POs SENWRY, 
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against damage from fire. If 
the sentry means these things 
then it is clear that the place 
where the sentry is stationed 
may well be called a post be- 
cause there is scarcely anybody 
who has not read and heard of 
sentry posts in the early history 
of this country. 

For these reasons and for 
others which might well be 
enumerated the C-5 and C-6 
series have been given the name 
of Bowser Post Sentry. It will 
be an easy name to remember. 
It may even cause a smile here 
and there, but those things 
which bring a smile or a special 
comment of any kind are the 
things which are likely to be re- 
membered and become popular. 


The Bowser Sentry family is 
growing. It is a large family 
now and it offers a large selec- 
tion to gasoline equipment buy- 
ers—we believe the largest selec- 
tion of gasoline pumps marketed 
by any firm today. Call these 
pumps by name. It will help 
the public in distinguishing 
them one from the other, where- 
as figure numbers are hard to 
remember. Of course the fac- 
tory must deal in numbers, but 
in the field the names should 
help you. 
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Clean Up on the Paint Up Campaign 


‘The above picture is that of 
a battery of nine Figure 115’s 
which our old veteran salesman, 
Mr. A. E. Darling, sold to The 
Riembrandt Company of 4807 
Ellston Avenue, Chicago. 


Mr. Darling has been one of 
our most successful ‘“‘paint oil 
Salesmen. and he is a strong 
believer in specializing in one 
particular branch and working 
a small territory intensively. 


Mr. Darling bases 90% of his 


sales talk on his model—in fact 


he never talks to a man with- 
out making a demonstration. 
He introduces himself to his 
prospect, takes from his sample 
case a shining model and maneu- 
vers around so that his prospect 
is to his left. Never is a dem- 
onstration made until his pros- 
pect is in that position so that 
he can plainly see all operations 
of the model. 


With his prospect seated at 
his left, he slowly draws a gal- 
lon into the little demonstration 
bucket. He does it slowly— 
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then repeats it several times, so 
the prospect will not think he 
was simply lucky in getting an 
exact measure. He then draws 
two half gallons and shows that 
the measurement is just as ac- 
curate—then draws four quarts 
into the bucket several times to 
again show the accuracy of 
measurement. 


Following this, he shows his 
prospect the chances he is run- 
ning of giving inaccurate meas- 
ure; if necessary he takes one of 
his measures—fills it with oil 
and weighs it—and in nine 
cases out of ten, he says, the 
paint dealer is usually giving 
several ounces over measure. 
Then he comes back to his 
model and shows how impossi- 
ble it is to give over measure 
with a Bowser pump and he 
shows how it can be adjusted to 
1/32 of an ounce. 


The model is always his clos- 
ing argument and using the 
method just described he has 
lost but one order in the last 
year and a half—and he said 
that was his fault. 


Now, fellows, we have barely 
scratched the surface in selling 
the paint oil prospects. This 
year we are going to concentrate 
to a certain extent on this line 
of trade. Paint oil equipment 
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is usually bought in a battery— 
so when you sell a paint store 
it is usually a mighty good pay-- 
ing proposition. 


Right now is the time for you 
to look over your territory and 
call on the paint stores, hard- 
ware stores, wall paper and dec- 
orating stores. [hey are now 
right in their busy season—the 
““paint-up’’ season is now in full 
swing—they are getting into a 


A. E. DARLING 


good frame of mind. If you 
will make a survey of your 
paint oil prospects, you will 
find that they do most of their 
buying between June | and De- 
cember 1; August, September 
and October are especially good 
months. In the fall the turn- 
over is still pretty fair—they 
have most of their money in 
their coffers, and they are begin- 
ning to order for the coming 
season. Naturally the time to 
sell the paint oil equipment is 
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| when your. prospects are in a 
Sbuying state of mind.* Don't 
| wait to sell your equipment 
until after the first.of the year 
when shipments are beginning 
| to arrive and bills begin to come 
) in. Sell them during the sum- 
mer and fall the equipment they 
will need to handle their new 
-supplies. As many of your big 
| orders will not be closed on first 
'call—this is the time to start 
cultivating your paint oil pros- 
| pects, 


Personals 


Jim Sandifer, of Bryan, Texas, was 
| in attendance at the Fort Wayne Con- 
| vention. 
3 12th in the 40 high salesmen. He’s a 
regular cow boy when it comes to 
| “ropin’”’ orders. 

Tom Warner, of Texas, was an- 
| other visitor at the Port Wayne Con- 
/vention. Warner says that there ain’t 

much to the state of Texas outside of 
) Houston. Warner used to be a service 
| man—today he holds a ‘‘Tablet Cut- 
ler’ position, being one of the three 
) high men in volume of sales. Tom 
) Warner, of Texas, I said. Hereafter I 
| will be more specific and you will leave 
| your footprints on the sands of time 
as Tom Warner of Houston. 


And by the way, he stands. 


Mr. W. W. Ince, our big tall enter- 
prising Oklahoma District Manager, 
attended the Kansas City Convention, 
and it was indeed a pleasure to our 
Kansas City men to meet such a pleas- 
ant fellow. 


Some Salesman 

“T was taken in last night,’ 
the first footpad. 

““Get pinched?’’ asked the second. 

S NoMa ais | thes scornful, f-answer. 
“Think J don’t know the cops better 
than. that." lt) was sthis’ way. [held 
up a guy and took his leather and 
ticket away from him and first thing I 
knew he was talking about how dan- 
gerous my work was and how I[ ought 
to provide for the future, and, blow 
me, if he didn’t get me to sign an ap- 
plication for life insurance and give 
him all the money I had collected 
during the evening as a first payment 
on the policy.’’—Life Bulletin. 


said 


Serenity 


Here’s a sigh to those who love me 
And a smile to those who hate; 
And whatever sky’s above me, 
Here's a heart for every fate. 
—tLord Byron. 


Everything must have an end, 
So our printers say. 

This little book like many more, 
Must go to press today. 
? —Thank you. 
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hese two words 


first appeared together in the days when El- 
wood Haynes drove his ‘‘horseless carriage. 


These words proclaim your ability to give 
that perfect gasoline service in which Bowser 
equipment has always led. 

Booklet A-14 and the folder on ‘“‘New 

Stuff tell which Bowser pump can 

serve you best. Write today. 


S. F. BOWSER & COMPANY, Inc. 


Pump and Tank Headquarters 
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View showing the reception Bowser gave the Portland, Oregon, Shriners 
enroute to Washington. Gasoline Pumps were placed every forty feet along © 
the sidewalk, guarded by Bowser Firemen in uniform; Bowser Shriners donned | 
their fezzes; everybody was at the windows, and the sirens shrieked a noisy 7 
Bowser welcome to the visiting Shriners. 
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WE OPINIONATED AMERICANS 


le When our forefathers se- 
cured for us the inalienable right 
of free speech, they did not real- 
ize that they were creating the 


most opinionated nation on 
learth,”’ says a clipping recently 
‘received, 


| 
| Ask the next ten men you 


‘meet, “What kind of a fellow 
is Woodrow Wilson’ ‘‘Is pro- 
\hibition here to stay?’ ‘‘Who 


‘is the mother of Skeezix?” It 
‘doesn’t make much difference 
what you ask or whom you 
ask—you’ Il get an answer—an 


opinion. 
| 


_ The average man’s opinions 
on many subjects is often not a 
good guide, but one thing is 
ssure—he has an opinion on 
practically everything and is not 


That the average man’s opin- 
ion of the best pump machinery 
may be the right one, Bowser 
spends hundreds of thousands 
of dollars. “To mould favor- 
able public opinion for Bowser 
equipment your company ad- 
vertises in twenty-three maga- 
zines, reaching the class of trade 
that are your logical prospects. 
Each year Bowser sends out mil- 
lions of circulars and folders to 
your prospects. Your company 
maintains a corps of men, each 
expert in his particular line of 
advertising, and also retains an 
advertising counsel to advise on 
important advertising questions. 


‘That is what your company 
is doing in order that the aver- 
age man may express the right 


afraid to express it. If you were 
‘\a soap manufacturer and the 
‘|average man thought you made 
i \a better soap than Ivory or Palm 
‘ |Olive, your business would be 
| ‘worth millions. 


opinion on pumps. Are you 
cashing in on the ‘‘opinions’ 
our advertising has created? 


We Americans are certainly 
Opinionated. 
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THE DEVELOPMENT-OF FIEEING 
STATIONS AS A SCIENCE 


I don’t know just what to say 
about the scientific part of it, 
but, I want to tell you that the 
only way to develop it is to 


a market by creating a new fill- 
ing station. 
k Ke * 


A Bowser salesman’s organi- 


work. Work is the most sci- zation consists of at least eleven 

entific thing | parts, namely: 

know. Work, and . 

work hard, put Some of the high Le Oil Company 

your whole heart spots in the speech Agents. 

and soul in your made by Paul W. 2. Oil Company 
Lawther at the Al- Salesmen. 


work, and you can 
do anything. 


*K *K ok *K 


Every road that leads to suc- 
cess goes thru the town of 
“Work.” Did you ever stop to 
think that every road goes from 
one point to another—uit has 
two ends and these ends are op- 
posite. If a road ends at “‘Suc- 
cess,’ the other end is “‘Failure,”’ 
so it is well for all of us to stop 
and analyze ourselves often and 
be sure just which way we are 


headed. 


ok > ok *K 


Work means to call on every 
possible prospect in every town. 
Get out of that 1920 habit of 
coasting down the hill and only 
stopping where you have proof 
that the man wants a gasoline 
pump. Quit taking orders and 
SELL Bowser equipment. Make 
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bany Convention of 
Bowser Salesmen. 


3. Oil Company | 
Construction Men. 
4. Oil Company 
‘Tank Wagon or 


Truck Men. 

>. Real Estate Men and 
Property Owners in Small 
‘Towns. 

6. Traveling Men (more 
especially auto accessory and 


auto salesmen. 

7. Newspaper Men. 

8. City Officials. 

9. Architects and Contrac- 
tors. 

10. Weight and Measure In- 
spectors. 


11. Bowser Service Men. 


>K K * > 


Don't try to be a real estate 
man—Don't try to be anything. 
but a Specialist in Oil storage§ 
equipment, and BE THAT, iff: 
you have to study every night§) 
until midnight to do it. 


B you. 
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One of the most important 
parts of your organization 1s the 
oil men. In using the term Oil 
Man, I mean every oil man in 
your territory regardless of the 
company he works for. If he 
has anything to do with the 
marketing of oil, his influence 1s 
wotth something to you as a 
Pump eand tank ‘salesman, I 
_ have known some salesmen who 
_ purposely shunned certain Oil 
Company salesmen because they 
_ thought those oil salesmen were 
close friends of our competitors, 
or they thought that the com- 
_ panies which those men repre- 
' sented were not friends to Bow- 
iser 6 Co. Gentlemen, [| want 
| to impress this upon your 
minds: If you expect to get the 
co-operation of any man in your 
' territory, regardless of the com- 
) pany he works for, it is up to 
It is strictly a personal 
matter, and you should cultivate 
every oil man. 

_ Naturally, if one oil man sees 
) you hobnobbing with one of his 
' competitors, he is suspicious of 
) you, so be careful and do not let 
/ any of them think that you are 
) a special friend to any particu- 
Biar oil man, but that you are 
m really a friend to all of them. 
i Lhis is easy to do. ‘They are 
«all good fellows. Get acquainted 
1) with them—all of them. Oc- 
casionally take them to dinner 
with you. Very often I have 
found it paid to invite the oil 


man and his wife to dinner. Get 
acquainted with his family; get 
them interested. 


Every man is paid according 
to what he does. Show the oi! 
man how to increase his gallon- 
age with new pumps, show him 
how to interest his friends in 
real filling stations, show him 
how to locate filling station 
sites. Write them personal let- 
ters. “Treat them as you would 
like to be treated were you the 
Oil Man and by all means, keep 
in constant touch by corre- 
spondence and advertising mat- 
ter and personal calls. 


eed Ae 
‘There is ors B41 D, 


made today in our line by cre- 
ating business. In creating busi- 
ness the real estate men are very 
Vallabicemuny OU call eslindnatne 
prospect for the filling station, 
they can find the location, or 
at least get in touch with the 
owner of the location and help 
you close the deal. 


Gentlemen, you are supposed 
to know a good site for a filling 
station when you see one, and 
I believe most of you do. But 
remember in serving the public, 
you must make it extremely 
convenient for them. Anything 
fo” create. "an “atmosphere “of 
beauty and artistic appeal such 
as shrubbery and flowers is also 
needed in the up-to-date filling 
station. ‘The filling station, to 
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make money today, must attracl 
the public eye. 


Show your customers how to 
sell accessories—make merchants 
out of them. 


‘There is no business today 
that pays one-half the profit 
that a real filling station pays— 
look in your daily papers and 
note the classified ads, under the 
heading ‘Business for Sale.”’ 
You find filling station ads in 
the minority. Why? They are 
making money. Automobiles 
are being sold by the thousands. 
Are we selling enough pumps to 
equip the filling stations that 
will be needed? 


RING RINGS THE BELL 


Another good piece 
of sales work that has 
come to the attention of 
THE BOWSER MAN 1s a 
recent order for over 
S400 ftomss IN VAG 
Ring, Bowser man at 
Orono, Maine. He sold 
fifteen complete Figure 
109’s and fourteen Fig- 
ure 04's to one company, fol- 
lowing a prolonged and well 
directed sales campaign, extend- 
ing over a period of several 
months. 
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You cannot approach all men 
alike. Some men are hard to 
get to, they won't give you an 
audience, but there is some way 
to get to every man, and you 
must find that way. Whenever 
you sell a man Bowser equip- 
ment, you are doing him a 
favor, and you don't have to 
lie or exaggerate to sell him. 


*K *K *K ok 


Fear is the salesman’s worst 
enemy. Don’t be afraid. You 
represent the best concern in the 
world. Your goods are right— 
your price is right. Price your 
equipment with confidence. If 
you are scared of your price and_ 
are afraid the prospect won't 
buy — Well, he won't — and; 
never will from you. ; 


Ring's territory is up 
in the Maine potato 
country, and some sales- 
men up there blame a 
lack of business on the 
price of potatoes. “This 
order seems to cast some 
reflections on that alibi, 
for as we remember po- 
tatoes were so plentiful 
last year that they sold for ¢ 
song. No, it isn’t the price of 
potatoes that sells Bowses 
Pumps—it’s just simply gooc 
sales work by such men as Ring. 


| 


of 


at the Home Office 
and 
| that we used the 
| moeatement that 


{ 
{ 


(| 


“are 


| Meters 
| cision.’ 


it a misrepresentation. 
_Vestigator was taken into the 
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METERS OF WATCH LIKE PRECISION 


B: ) _ FSBEER eee al.com 
plaint was registered 
with the Vigilance 
Committee of the As- 
sociated Advertising 
Clubs of the World against one 
of the advertisements of Bow- 
ser (6 Company, which was re- 
produced on page 
23 of the May 1s- 
sue of THE Bow- 
SER MAN. 
A representative 
the Vigilance 
Committee called 


complained 


“Built-in 
Pre- 
They objected to the 
phrase because they considered 


Bowser Pumps have 
Ofe watches like 


‘The in- 


plant by Factory Engineer W. 


1s. Armistead, and was shown 
how our meters are built and 


| 


how they are tested, and was 


shown that by actual test we 


‘jcan well justify the statement: 
‘|; Watch Like Precision.”’ 


Bowser meters are built in our 
own factory, with the same high 


_ Standard of workmanship that 
‘\goes into all Bowser products. 


| They are built for the purpose 
| for which they are used. [hey 
eeuilt-in, ) nota’ cheap 


| J 
ae 


“stuck-on’’ affair. Besides be- 
ing a neater looking device, they 
have the ‘‘stuff’’ in the inside. 
‘The counter wheels and transfer 
pinions are made of stamped 
brass because it is a compara- 
tively hard metal and non- 
corrosive, thus assuring great 
Wearing qualities. 


The wheels and 
Bf Side Oe ethe 
cheap meters are 
dieseast sole a eZine 
base metal, which 
is a soft metal and 
short lived. They 


are also very sensi- 


tive to tempera- 
ture changes and 
when the intense summer heat 
causes a thes. Zincw aw heels. 4 to 


expand, it is very common for 
the wheels to stick together and 
move two or three rows of 
numbers when the pump is op- 
erated. his is impossible with 
the Bowser meter because of the 
fact that the wheels are made of 
brass, which is affected very lit- 
tle by heat or cold, and they are 
also spaced to prevent any pos- 
sibility of sticking. When the 
intricate parts of the Bowser 
meter are assembled into the 
gear case by the experts, and are 
passed by the inspector, they are 
put onto a testing machine with 
steel cog-racks just like those on 
our pumps, and the meter is 
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tested by duplicating on the test- 
ing machine a thousand gallon 
run on a pump. 


The meters when assembled 
read 98,500 gallons and when 
they are taken off the testing ma- 
chine and checked by the Inspec- 
tor they read 99,500 gallons 
and go to the assembly depart- 
ment where they are attached to 
the pumps. Ihe meters are 
tested in the assembly depart- 
ment so that the reading will 
conform to the delivery of gaso- 
line. When the finished pumps 
pass the final assembly depart- 
ment the meters have again been 
tested so that the meter reading 
conforms to the stroke of the 
pump. 

When we say that our meters 
are of ‘‘Watch Like Precision” 
we are of course speaking in rela- 
tive terms. Our meters are not 
subject to variation like a watch. 
due to the differences in gait of 
individuals; they have no bal- 
ance staffs, pivots or jewels to 
break; they are not affected by 
electricity, humidity or magnet- 
ism like a watch. ‘The meters 
on our pumps are out in all 
kinds of weather, from the still 
cold of the far north to the in- 
tense heat of the tropics, but 
neither heat nor cold, humidity 
nor electricity affect their accu- 
racy. 


In judging any article you 
judge it by the standards of per- 


P ase E 7 £ h t 


fection for that class of prod- 
ucts. Full cut diamonds of cor- 
rect shape and color, but with a 
very slight imperfection, are 
termed ‘‘commercially perfect.” 
A locomotive engineer would 
probably be more exacting in 
judging a ‘good timepiece’ than 
would a newsboy; each judges 
his watch by a different stand- 
ard. In the world of liquid 
measure, however, the United 
States Bureau of Weight and 
Measure has set the standard. 
The rules of this bureau, to 
which our meters must conform. 
allows a ‘‘tolerance’’ of one-half 
of one per cent, either over or 
under 231 cubic inches for every 
standard gallon. ‘The standard 
of accuracy which Bowser set for 
his meters is just twice as exact- 
ing as the government require- 
ment, because our tolerance is 
fixed at one-fourth of one per- 
cent. And one-fourth of one 


percent is the maximum amount | 
which our pumps may over or | 


under measure. But to realize 


more fully just how little this” 


maximum amounts to, the one- 


fourth of one percent of a gal- { 


lon of gasoline amounts to a 


tolerance of 1.8 teaspoon full — 
over or under measure to the’ 
This is the maximum ~ 
allowable—and most of our) 
pumps, when they leave the fac-" 


| 


gallon. 


tory, measure within a few 
drops of 231 cubic inches per 
gallon. 
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When we advertised that our 
meters were of “Watch Like 
Precision’’ we believe that our 
statement was not only a very 
fair one, comparatively speak- 
ing, but a most reasonable one. 
We, of course, would not guar- 
-antee the accuracy of our meters 
if they were tampered with or 
abused, any more than a watch 
manufacturer would guarantee 
the accuracy of a fine watch if 
you threw it around the room 
or played ‘‘catch”’ with it. 


Milliron Back Home 


Cast your optics upon the fac- 
simile of B. N. D. Milliron, an 


‘old Bowser veteran n who has just 


MEE: 


B. N. D. MILLIRON 


emerged from a European strug- 
gle lasting some seven months. 
His major engagement in Eng- 
}land was the training of a sales 
‘force to sell the Bowser Clari- 
filter. And now that things are 
! 


well under way over there, he 
comes back to the Home Office. 
_Milliron has been with the 
Company over twelve years and 
has spent most of his time on 
“special work. He was last sta- 


tioned at Pittsburgh, but as this 
issue goes to press he is still 
suspended in midair and says: 
“Where do we go from here?’ 
Ohewellebesissanm OldvBatchy 
so he doesn’t care where he 
lands. 


R. P. Invades Europe 


GEORGE J) KOMAREK 


This is George J. Komarek, 
the popular Wally Reid of Bow- 
serdom. Komarek started with 
the Richardson-Phenix Com- 
pany in Milwaukee in June, 
1918, and when that company 
became a Bowser subsidiary in 
November, 1921, Komarek 
came down to Fort Wayne and 
later took charge of the St. 
Fouls stermitory = Ofe the Kiek. 
Division. 

Komarek sails for London 
soon to investigate the possibil1- 
ties of selling the R. P. line in 
England and on the continent, 
and if prospective business war- 
rants it he will train the Euro- 
peaneh eb. salesmen. Ele ex: 
pects to be gone about eighteen 
months. 
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STANDING OF FORTY 


HIGH MEN 
SALESMANS NAME OFFICE 


: f _......._ R-P Division 
Bradshaw ; a _ Eastern 
Milliron ......... R-P Division 
Hayden : : a R-P Division 
Kohler _......... R-P Division 
Van Namee rene oe OH 
S. Farrell f : eae? eas _... Eastern 
A. Merrill ~ 3. R-P. Division 
. E. Thompson R-P Division 
C. Schuster Eastern 
C. Potts Central Cities 
EK. Archbold Central Cities 
W. Sandifer ‘ e Dallas 
K. Warner Dallas 
G. Harter Denver 
I’. Comstock Eastern 
L. Kennedy Central Cities 
C. Tanner : : Dallas 
F Kichelberger Eastern 
J. P. Chastagner Central Cities 
. Moore San Francisuo 
E. Owens Dallas 
B. McFadden San Francisco 
S. Walsh Fort Wayne 
M. Cole Dallas 
L. McIntosh Canada 
xon-DeVissor Co. R-P Division 
J. Cline Dallas 
J. Bates Fort Wayne 
F. Hackman San Francisco 
*. Tibbles Fort Wayne 
Goodman Central Cities 
Komarek R-P Division 
Harding, Jr San Francisco 
Canada 
San Francisco 
Offerle Eastern 

5. Spencer San Francisco 

Thompson Central Cities 

Dallas 
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| Mr. Rigench began his worldly 


| Career back in 1886, 
| after Mr. Bowser had 
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“THE HOOKER 49” 


HN the background to 
the right is Mr. Wil- 
liam Moench, com- 
mander-in-chief of 


the. tlooker49;, - 


eal 
on 


the year 


invented Keser 1rS0 
pump. It wasin 1897 
that Mr. Moench 
bought the first Bow- 
Wser pump for H. M. 
Hooker Company to 
handle their. turpen- 
‘tine business. 


He liked the first 
‘pump so well that in 
sixty days following 
the purchase of the 
first pump, he got through a 
requisition for a second pump 
to handle their linseed oil. 
Things went along smoothly 
for a couple of months, but 
Mr. Moench saw the need for 
more pumps and so he ordered 
another. These three pumps 
were thought by the company 
to be sufficient to handle the 
ousiness, but Mr. Moench kept 
demanding more Bowser pumps. 
Jne day in 1898 our salesman 
‘ame out to see him and Mr. 
Vloench Says:s - Lhe: poor fel- 
ow nearly dropped dead when 
Bove him .an order-_ for 


THIRTY more pumps.’ With 


; 
: 


WILLIAM MOENCH 


the increase of the line, he has 
increased the number of Bowser 
pumps and has bought sixteen 
more pumps since he gave the 
blanket order for thirty. ‘The 
first pump he bought bears the 
serial number 89,267, and to- 
day, after over twen- 
ty-five years’ continu- 
ous use, it works as 
smoothly and meas- 
ures as accurately as 
the day he bought it. 


[east ay eats « there 
were pumped through 
our equipment over 
40,000 ‘gallons of 
varnish alone, which 
will give you some 
idea of the tremen- 
dous volume of business that the 
H. M. Hooker Company does in 
the paint oil line. At present 
they are dispensing the follow- 
ing liquids through our pumps: 

Sperm Oil 

Nomi Gaston Oil 

Not 2. Gaston @i! 

Golden Machine Oil 

Dictator Engine Oil 

Rubbing Oil 

Neatsfoot Oil 

Extra Neatsfoot Oil 

INowelaleards Or 

Pure Lard Oil 


Peerless Asphaltum 


BiG e. 
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Egyptian Asphaltum 
Dictator Asphaltum 
Fresco Wall Size 

B. Japan 

HP Japan 

Pure T. Japan 
Gloss Oil 

Floor Varnish 
Hard Oil Varnish 
Rubbing Varnish 
Damor Finish 

Oil Shellac 
Durable Coach 
Victor Coach 


No. 1 Furniture Varnish 
Kerosene 

‘Turpentine 

Benzine 

Raw Linseed Oil 
Boiled Linseed Oil 
Wood Alcohol 

Wood Turpentine 

Pure White Shellac 
Pure Orange Shellac 
Dictator White Shellac 
Dictator Orange Shellac 
S'fine White 
Columbian Spirits 


Permanent Coach The 


; following is a lette 
Elastic Floor Varnish 


dated May 17th, 1923, whicel 


Pp 


Ghee 


Interior Spar Varnish 
Outside Spar Varnish 


Twel lt «4 


we received from H. M. Hooke 


Glass & Paint Company. 


It ex 


The Bo 


wser Man 


: 


presses the high opinion which 
_ one of Chicago’s largest paint 
_ stores has of Bowser Pumps: 
) 
; 


momar bowser 6 Co., 
1602 Fisher Bldg., 
bhicago,“I11: 


| 

| Gentlemen: 
| 

| ‘The writer has just had the 
pleasure of looking over a letter 
\which he wrote to you on 
August 15, 1906, regarding our 
| satisfaction in the use of the 


Bowser equipment that you had 
furnished us. 


Siebis satisfaction. is: just as 
igreat today as it was seventeen 
iyears ago, and you will be inter- 
ested to know that we are still 
using the same pumps which 
have been in active service every 
business day during this period. 


_ As you know, we have added 
to this equipment during this 
time, and we have always con- 
sidered our Bowser Equipment 
aot only a great convenience but 
in actual money maker. 


_ Wishing you continued suc- 
‘ess along this line, we are 


Very truly yours, 


H. M. Hooker Glass 
ulate. 


Rea eacihomas, 
Vice President. 


| 
: 
me 
Ke | 


Signed ) 


1 ! 
())\ r 
| 
) 


The April and May Showers 
are now over and the house 
painting season is in full swing. 
Besides the great wheat harvest 
—the paint oil people are also 
having their great harvest right 
now. And right now, while 
they are dispensing thousands of 
gallons of precious’ liquid 
Lnroushethesold Gans raucet 
and Funnel’ method, now is 
the time when you can most 
forcibly bring to their minds 
just what they are losing by 
over-measure. Now is the time 
to go to their oil rooms and 
“weigh up’ a couple of their 
gallon measures for them and 
open their eyes with the use of 
a lead pencil and a few figures. 
And _ fellows, remember that 
paint oil outfits are bought in 
bunches like bananas—and it’s 


a darn good line to start work- 
ing on now. 


Real Adaptation 
Women’s clothes are not the only 
things that have been affected by the 
discovery of an ancient Egyptian tomb. 
Down East they have installed a new 
filling station and have named it ‘Tut- 
an-kum-in,”’ 


Many of the prominent street cor- 
ners formerly occupied by saloons are 
now devoted to service establishments 
for motorists. The gasoline pump has 
replaced the beer pump. It might be 
remarked that the sites are still occupied 
by filling stations—The Family Wash. 
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FACTS AND FISH 


Last week A. W. Dorsch 
wrote Bill Sutton a letter ask- 
ing him what was wrong down 
in his territory that he did not 
sell any lube-sters, and at the 
close of the letter was a P. S. 
which read, ‘“‘How are they bit- 


ing, Bill?’’ From this P. S. we 
can readily guess why the Bow- 
ser man, who has always been 
one of our progressive business 
getters, has failed to sell lube- 
sters in Brown county, the 
county which is famous 
throughout the country for its 
rocks and rattlesnakes. 


Bill, himself, was in the office 
a few days ago, and told “THE 
BOWSER MAN that he was fish- 
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ing down at Cataract, and that 
the lake was so full of croppies 
that he had to sit and pull out 
eighty-nine before he had room 
enough to let down his anchor. 

Now that’s Bill’s version of 
the experience and the above 
picture well illustrates how he 


did it. 


THE BOWSER MAN has 
learned more about Bill from 
someone who lives down in Sut- 
ton’s old stamping ground. 
Whenever Bill and his good wife 
go fishing, he saves shoe leather 
by running around in his bare 
feet. In fact he has even in this 
way earned the title of “Bare 
Foot Boy.’’ “The woman who 


Hees ebDiOtwW ses 


Man 


runs the country store is always 
glad when Sutton comes fishing 
because he spends so much 
money in the store, and even 
treats all the children. Alto- 
gether he is such a jolly good 
fellow, that everyone affection- 
ately refers to him as the “Big 
Bowser Man.” 


But to get down to the es- 
sence of Bill’s failure to sell the 
lube-ster, we find that Mr. 
Dorsch told him that he was 
going to send someone down 
into his territory to sell lube- 
sters if he could not sell them. 
Result: Bill sells eight lube-sters 
in three days, showing, as it 
were, that Bowser men can sell 
anything if they try. If you 
are not selling you are not try- 
me, Bill frankly admits that 
he had not sold lube-sters be- 
cause he had not tried to sell 
them. 


, Are you selling any lube- 
| sters? 


| WANTED: 


Six good fish stories for publication 
in the July issue of THE BOWSER 
MAN.—Jhe Editor. 


I’m Glad 


I’m glad the sky is painted blue; 
And the earth is painted green; 

And such a lot of nice fresh air 
All sandwiched in between. 


You Know What the Early 
Bird Gets 


We remember quite distinctly 
old Dick Evans, Minnesota 
Duck Hunter, and his apt say- 
ing, . The time to shoot Mal- 
lards is when Mallards are fly- 


a? 


ing. 


OFGePABRE 


This also seems to be the 
adage which Mr, O. G. Labree, 
Bowser Man, covering the 
Northern Peninsula of Michi- 
gan, has adopted in the pursuit 
Ome hiss businessmen) im lVi ayere 
Mire JdamessC. Healy ois Gould 
City, Michigan, wrote us for 
information about our pumps. 
We received his letter on the 
14th and immediately wired 
Mr. Labree. On the 16th Mr. 
Labree sold him a 241 C-2, 550 
Cavlonmtankwanderaw lube-ster. 
While in Gould City he also 
sold a two-barrel Figure 1, a 
Lube-ster and a length of hose. 
doing a day’s business of over 


$600. 
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INTRODUCING MR. E. Z. LUBE-STER 


Again we take pleasure in in- 
troducing to our salesmen a 
worth while friend. “This gen- 
tleman has the qualities and 
character of a great statesman. 
He is a clean cut, square shoot- 
ing gentleman, a money maker 
for himself and the company for 
whom he works. It is indeed 
a pleasure to introduce to our 
salesmen, new and old, Mr. E. 
Z. Lube-ster. 


Mr. Lube-ster is the willing 


‘slave’ of garages and filling . 


stations the country over. He 
is absolutely the niftiest and 
most practical instrument in 
automotive lubrication. A great 
many Bowser salesmen keep this 
‘slave’ on the running board 
of the car and when they get 
him up on the “‘auction block”’ 
of a garage or filling station, he 
stands there a stalwart, shining 
‘slave,’ eager to work hard and 
make money for his master. 
And that kind of a “‘slave’’ is 
easily sold. 


But now to get down to busi- 
ness, fellows, we want to quote 
to you a part of a letter which 
Mr. Luke Tanner, Bowser Man 
down in Texas, wrote to Mr. 
Paul Lawther some time ago. 
‘“‘T never have been as enthused 
over our line as | am now. Il 
have been with Bowser % Com- 
pany nearly eight years (will be 
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this August) and I have never 
seen the fine opportunity for a 
salesman to make real money as 
is facing us today. I have set 
my mark at $75,000.00 worth 
of Bowser Pumps for this year, 
and believe me, Old Man, I am 
going to try awfully hard to 
make it and will be greatly dis- 
appointed if I should fail.”” Mr. 
Lawther was in the office some 
time ago and confided to us that 
it would not surprise him in the ~ 
least to see Mr. Taner go way 
over this mark, and he told us ~ 
of Mr. Tanner's experience with 
the Lube-ster. It appears that . 
up to the time of the Dallas con- 
vention, Mr. Tanner had sold 
but a couple Lube-sters. He did 
not like them—he was not sold 
on them. At the Dallas con-— 
vention, however, he saw the 
light, became enthusiastic about 
the Lube-ster, and since that 
date has sold over fifty Lube- 
sters. 


‘The two principal features of 
the Lube-ster are Portability and 
Visibility. Filled with six gal- 
lons of lubricating oil the Lube- 
ster is not too heavy to be easily 
carried around. Occasionally a 
salesman writes us that the ca- 
pacity is not large enough and 
that his customers want larger 
capacity. Objections of this 
kind can easily be overcome by 


The 
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pointing out that the increased 
capacity would immediately de- 
stroy the Portability and so 
eliminate one of the main fea- 
tures of the Lube-ster. 


The second feature of the 
Lube-ster is Visibility and this 
feature should always be stressed 
mmeany sales talk, ~When the 
consumer goes into a meat mar- 
ket to buy a steak, he keeps his 
eye on the computing scales, so 
he may be sure he gets full 
weight. Visibility in_ scales, 
cash registers, typewriters and 
most modern instruments of 
| business convenience have caused 
| the buying public to look for 
/and demand visibility when 
| buying their oil, “The Lube- 
| ster gives visibility with accurate 
) measurement. 


|  Lube-sters can be readily sold 
| to hardware stores and filling 
| stations, many of whom have 
| resisted your every effort, by 
lgmaking a demonstration. Jo 
make the Lube-ster demonstra- 
tion most effective it should be 
supplied with a good looking 
| oil such as the Light Bleached 

Lubricating Oils. These oils 
are of a light amber color and 
) translucent, and when the glass 
cylinder of the Lube-ster is 
| filled with such oil the piston 
} of the Lube-ster can be seen in 
| operation. In using such oil in 
a demonstration, you can attract 
a prospect more readily than if 


you used some of the heavy 
black or green oils that are not 
so attractive in the showcase of 
the Lube-ster. 


A great many of the Bowser 
men who have not heretofore 
“gotten under’ the Lube-ster, 
studied it, and pushed its sale, 
are beginning to wipe their eyes 
of the film that beclouded their 
vision and are coming to visual- 
ize the Lube-ster as a revolution 
in supplying lubricating oils to 
automobiles, and as a valuable 
money maker for them. 


A Story on Poe 


Some nice little orders have 
been coming thru from Hugh 
Poe, Bowser man at Rochester, 
Kentucky. Recently Poe sold 
an order of one Figure 241 C-2, 
One igure Wrand vaso. ot. Cen- 
tral Gity. . Wentucky——andie he 
had attached customer’s check— 
F.C.W.O. ‘Then on Decoration 
Day this same man Poe goes out 
to Reynolds Station and sells 
anothers 24m eandia ) lS 
over $500 worth of business on 


a holiday. Atta boy, Poe. 


Four Things 


Four things a man must learn to do 

If he would make his record true: 

To think without confusion clearly; 

To love his fellow-men sincerely; 

To act from honest motives purely; 

To trust in God and Heaven securely. 
—RHenry Van Dyke. 
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AIN’T. THIS’ PHE BERRIES? 


Editor of Bowser Man, 
Fort Wayne, Indiana. 


Dear Sirk 


I had an experience recently 
which for me was somewhat 


I've tramped across 


The fresh-plowed field 


unique and will write you of 
it. I was informed J. E. Brous- 
sard of Aanahuac was in the 
market for a gasoline outfit. 
Anahuac is the county seat of 
Chambers County, has no rail- 
roads and during the rainy sea- 
son is inaccessible by dirt road. 
Knowing I could not get there 
by car I phoned him, telling 
him I had heard he was con- 
sidering installing a filling sta- 
tion and asked him if he thought 
I could get there in a car. He 
told me it would be impossible 
for me to get there, but asked 


me if I could not get to Winnie 
that afternoon, and if so he 
would meet me there at three 
p.m. Winnie is about forty 
miles from Beaumont. 


I arrived there about 2:30 
p. m., and called at Broussard’s 
Garage, a brother of Jm Bed 
was told Mr. Broussard would 
be along about 2:55 and at 
2:50 one of the boys said 
‘There he comes.’’ I rubbered 
up and down the road, but 
could not see a soul. [he boy 
says “Over there, don’t you see; 


I’ve driven the 
Faithful ““Tin Liz” 


right between those telegraph 
wires’ I looked up in the sky 
and there was an aeroplane. In 
a few moments my prospect was 
on the ground. He told me he 
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had about decided on a com- 
petitive pump but would like to 
see the Bowser line before he 


| fers WIny 
| GENERAL ae 


CWO 


( 
@ 


I’ve ridden in surrey 


And buckboard—but 


closed. At 4:10 p. m. he signed 
an order for a five barrel Figure 
101 Visible, to be shipped by 
boat. It took me three hours 
to drive to Winnie. Mr. Brous- 
sard offered to take me back by 
the air route, but as I had the 
Ford there, I thought best to re- 
fuse his kind offer. 


I have been with Bowser 
many years and have sold them 
inva surrey, or a buggy, or in 
a car; I have gone out in the 
barn yard or walked across the 
_ ploughed fields. and had them 
sign the dotted line. I remem- 
ber one time over in Arkansas 
I walked a railroad track for 
five miles and got the order. 
_ But this is my first time to have 


them come to meet me in an 
aeroplane and give me the busi- 
ness. I sure felt proud; indeed 
I was so puffed up that I drove 
to Port Arthur next day over a 
nice paved road and just took an 
order away from a man. 


Oh yes, business is good in 
il exasandavourallequst: watch 
the Texas bunch. 

With best wishes, I am 


Yours truly, 
Peske LOWE, 


Beaumont, Texas. 


| 


To pick ’em right out 
O’ the air—gee whiz! 


Do you realize that our Crating 
Department is using 60,600 feet of 
lumber per week? At this rate we 
will require 126 carloads in 1923, 
totaling 3,151,200 ft. or enough lum- 
ber to build 274 houses, 24x26 feet, 
2 stories, 6 rooms, bath and front 
porch—enough houses to provide for 
1000 people? 
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ENGLAND'S LARGEST FILLING 
STATION 


The ‘charging station’ pic- 
tured above is today England's 
largest; and the finest in all 
Europe. It is owned by the 
Blue-Bird Motor Company and 
is centrally located with access 
to three main thoroughfares. 


Where the black and white 
corrugated fence is shown in the 
picture, there is now under con- 
struction a three story garage 
which will consist of lock-ups. 
repair shops, paint shops, com- 
pany offices, reading and writing 
room for clients, bath rooms for 
chauffeuse, and a night and day 
service which will include re- 
pairs. In other words, it will 
be just as easy to get a car at- 
tended to at 3:00 a. m. as 3:00 
p. m. 


of course, 1s 
Our foreign 


‘This station, 
Bowser equipped. 
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service installed fifteen ‘‘Petrol’’ 
pumps and four ‘Oil Dispens- | 
ers.’ ‘Ten of the pumps are of 
the one-gallon Figure 1241 type, 
and five are Figure 1115. The 
underground tanks ‘have a ca- 
pacity of 9,000 gallons. 


Sir Edmond J. W. Slade pre- 
sided at the ceremony which at- 
tended the official opening, and 
our export department says that 
a great deal of pressure was 
brought to bear upon the local 
authorities in order that they 
might sanction what they call 


“kerb-side’’ pumps, with tanks 
sunk underneath the _ public 
highway. 

Youngwife: ‘“‘It was just my luck 


that I was able to get this steak.”’ 


Younghusband: “‘It was sure tough 
luck.’’-—Oregon Lemon Punch. 


| WRIGHT mission of 
| errand 


) against his STRONG GRIPP 
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AT THE PEARLY GATES 


St. Peter and his worthy as- 
sistants in making their frequent 
notations on personal records 
came to the Bowser Salesmen— 
a list so unusual that their at- 
tention was especially attracted. 
Immediately they began investi- 
gating the history of the BLUE 
Pier WHE BRANDT, 
ereOINS; EINK; and the 
BROWN SAVAGE SEAMAN. 
Surprising things were thus 
learned by this study of ornith- 
ology and zoology. 


As they went on down the 
list they looked into the reputa- 
tion of such famous personages 
ace eresidents “Hi A RD ING, 
fe whens ON; HAYS: and 
WhiiyS ON, :and © Statesmen 
Dios Neands PAYNE. 7 And 


lo, the disillusioning! 


| But so interesting did the ac- 
fmcount of the FRENCH CAR- 
f PENTER in the RING prove 
# that they nearly forgot the 
their 
and missed checking 


| which might have caused 


SeCASOEY to HUNT a STONE 


| COFFIN for some poor DAR- 
f LING. 


| However, birds, beasts, presi- 
} dents, statesmen and fighters 
} were not the MAJOR enter- 
Merainets. Weird TALES from 


POPRM tickled their S GDtE:S 
MOORE than MANN not in 
PARADISE can comprehend. 
Diewtomcaismecvcun IASON 
oneaen® Goyer « TOM NI Se res: 
BERGHOFF and old CROW 
was forgiven and the terrible 
EMISOUeSee Olmm ony BO) nel) earid 
SICKEL were not regarded seri- 


ously wicked. 


Sleheme story hole te OOINGE ay: 
RYMERS = thescreats BARD. 
AUG SHEPPARD WALKER: 
Wilever: ARCOIDIE- Gifeye BUA siw A me 
BONE KITE, was considered 
truly marvelous and duly cred- 
ited. 


Bowser salesmen should in- 
deed be elated, for the great 
HEAD at the pearly gates de- 
clared after completing his in- 
vestigation that hes bady not 
foundeawlE Gkerot, olde hlGks 
but a bunch he might LONG 
LEONEES 


Guess that takes the BERRYs. 


When a plumber makes a mistake 
he charges twice for it. 

When a lawyer makes a mistake it 
is just what he wanted, because he has 
a chance to try the case all over again. 

When a carpenter makes a mistake 
it is just what he expected. 

When a judge makes a mistake it 
becomes the law of the land. 

When a doctor makes a mistake 
they bury it, 
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LUBRICATING UVATEST 


TEN HIGH MEN 


Salesman’s Name 


W.H. Trammell 
G. A. Smith 
[5s ealanner 


Jes starrer. sss 
IW. M. Mann 


F. C. Schuster 


. J. LaBree 
L. McIntosh 


McFadden 


. McKassick . 


D. D. Walker 


Office 


_. Atltanta 
Atlanta 
Dallas 


-Eastern Division 


Eastern Division 


Eastern Division 


Minneapolis 


Canada 


Eastern Division 


San Francisco 
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BOWSER PUMPS FEATURED IN 
SIGNBOARD 


In the picture below of a cut- 
out signboard of the Galena Sig- 
nal Oil Company of Texas, are 
shown two Bowser 97’s. “The 
portion of the display showing 
our pumps is cut out and our 
pumps were reproduced in wood 
models. 


‘This is but one of the many 
instances that have come to our 
attention in which the owner 
of Bowser Pumps features his 
pumps in his own individual 


advertising. It signifies that he 
is proud of his pumps and feels 
that he has something worth 
talking about when he will part 
with his own hard cash to ad- 
vertise the fact that he sells gaso- 
line through Bowser Pumps. 


And in featuring Bowser 
Pumps in his own advertising 
he is tying-up his advertising 
with the magazine advertising 
of Bowser & Company, and by 
so doing is cashing in on the 
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accumulative momentum which 
our advertising has gathered 
through the years past. In 
hooking-up with our advertis- 
ing he identifies himself as the 
owner of the best equipment 
that money will buy. “To him 
the name ‘Bowser’ on_ his 


pump means what sterling 
means on silver. He's taken ad- 
vantage of the good name and 
reputation which Bowser has 
earned the world over and it 
helps to increase his sales and 
profits, for people are known by 
the company they keep. 


HOW MANY OF THEM HAVE YOU? 


GARAGE OF WILLET TEAMING COMPANY 


The Willet Teaming Com- 
pany of 750 Tildon Avenue, 
Chicago, recently built a fine 
garage to accommodate their 
own trucks, and to provide stor- 
age and service to other com- 
mercial trucks. 


Mounted on an island in a 
steel cage, accessible only to an 
official attendant, they have in- 
stalled four Bowser 115’s with 
meters for Kerosene, Light, 
Heavy and Medium Lubricating 
Oils and a Bowser 101 with 
meter and swing arm _ attach- 
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ment for handling their gaso- 
line. 


The Willet “Teaming Com- 
pany is the largest commercial 
trucking company in Chicago 
and other similar companies 
there look up to Willet as the 
last word in trucking. Ralph 
N. Sherlock sold the Willet in- 
stallation and tells us that he 
has already sold three other 
trucking companies on_ the 
strength of the Willet installa- 
tion. 


The Bowset Man 


INS PALE A TION EN WILLE TES GARAGE 
Goal 
and Ice companies and industrial 
establishments that have a fleet 
Bi ttucks and maintain their 


Trucking Companies, 


own garages are mighty good 
prospects for Bowser equipment. 
Have you such a prospect in 
your territory? Stop and think 
just a minute! 


eS OCTET YS PINE 


A fire occurred in a provincial town 
and occasioned no small amount of ex- 
citement. No member of his regular 
staff of reporters being available at the 
time, the news editor of the local paper 
sent the newly engaged society editor 
to investigate the matter and report. 


The following description was 
handed into the office some hours later: 


“A brilliant fire was held yesterday 
afternoon at the house of Mr. and Mrs. 
Sniff in Dash street. A large number 
of persons were present. Mrs. Sniff, 


who had recently had her hair bobbed, 
made a charming escape in a pretty silk 
blouse, a pattern of which appeared on 
our woman’s page last week. The fire- 
men were becomingly garbed in blue, 
full-cut tunics. The weather was 
quite delightful for an affair of this 
kind. Because of the fire Mrs. Jones 
of 366 Dash street opened her home 
to Mrs. Sniff and her two charming 
daughters. The expression was heard 
on all sides that the fire was a most 
successful event. It must have cost at 


least $25,000.” 
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PICKING OUT A LOCATION FORE 
GASOLINE SERVICE STATION 


John A. Gayton of the Ven- 
tura Refining Co., tells how to 
pick out a profitable location for 
a gasoline service station 1n_the 
March number of the Petroleum 
World (Los Angeles, Cal.) and 
incidentally hands out a few bits 
of advice on the conduct of sta- 
tions which will be found worth 
considering. Mr. Gayton’s arti- 
cle follows: 


From the standpoint of ac- 
cessibility a corner location is far 
superior. A driveway that meets 
the street at a broad angle is 
easy to enter and invites entrance 
because only a slight turn of the 
Wheel is necessary. The drive 
should be broad and free from 
obstacles. 


No driver likes to squeeze 
past a post or tree trunk at risk 
of headlight and fender. The 
rise over the curve should be 
gentle and the lot level. 


The location of the lot with 
regard to the grade of the street 
must be considered. Generally 
speaking, a motorist likes to have 
sufficient speed upon starting up 
a grade and he dislikes, there- 
fore, to stop at a station located 
at the foot of a grade. Like- 
wise, When coming down a 
grade, he is not inclined to stop 
half-way. The man who is 
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seeking a location for a station 
should avoid such disadvantages, 
unless there are very strong rea- 
sons to the contrary. For in- 
stance, where two important 
avenues cross, traffic will slow 
down from all directions when 
approaching the corner, and 
under such conditions the grade 
of the street may be of little 
importance. 


BEST SIDE OF STREET 


Very often the question arises 
as to which is the best side of 
the street—the right hand side 
on the way into the business 
section, or the right hand side 
on the way from it. ‘The differ- 
ence is not great, but authority 
seems to hold that a motorist 
stops in for gasoline and oil 
most often when he is traveling 
toward town in the morning. 
He would therefore be most 
likely to stop at a station on 
the right hand side on the way 
in, rather than turn through 
traffic to a station on the left. 


‘There are a few other mat- 
ters to look into before leasing. 
It should by all means be large 
enough for wide driveways. It 
must be of such a shape that 
buildings with protecting por- 
ticos may be erected close to the 
drives. [he exit must be as im- 


pre 
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portant as the entrance. Even 
though the entrance is easy, driv- 
ing out must be made equally 
easy, for a driver will not come 
back to a station where exit is 
troublesome. 


‘The life of a lease for a serv- 
ice station should not be less 
than three years, although 
shorter leases are taken on loca- 
tions where extraordinary profits 
are certain on a comparatively 
small investment. But usually 
it takes some little time to build 
up a profitable business, and 
naturally that business is lost 
when the lease expires, unless 
there is property available near- 
by to which the building and 
equipment may be moved. 


CGAL CUPATION- OF RENTAL 


The amount of rental to be 
paid on the lease should be cal- 
culated in proportion to the 
minimum amount of business 
that the station might secure, 
rather than on hopes of plenty 
of business. “Ihe advice of men 
experienced in the service sta- 
tion business will help greatly 
in determining whether or not 
the proposed location is. worth 
the rental asked. 


The service station business 
is pleasant and profitable only 
in direct proportion to the 
amount of foresight shown in 
selecting a favorable location 
and the amount of good, honest 


effort put into getting trade and 
holdingeritenal Oaistart awath, 
the prospective owner’s slogan 


should be: ‘‘Look before you 
leap’’—look twice! 


One of the nicest, easiest ways 
to lose money is to open a place 
of business where there is no 
business to be had—and that 
is particularly true as far as the 
station is concerned. A grocery 
store gets much of its trade from 
pedestrians and can _ therefore 
open in almost any built-up 
neighborhood. But the service 
station trade comes from people 
Who drive automobiles, and 
there are certain psychological 
facts as well as statistics that 
must be taken into consideration 
before choosing a location. 


‘The first consideration is the 
number of private garages. If 
the people in the neighborhood 
live almost entirely in apart- 
ments or small houses without 
garages, even though they own 
cars, the chances are that the 
storage garage gets most of their 
gasoline, oil and accessory trade. 


It is a well known fact that 
the average motorist will not go 
out of his way to stop at a sta- 
tion that is not between his 
home and his place of business 
unless, perhaps, the service sta- 
tion owner is a friend, or the 
service given is extraordinary in 
some way. Therefore, a site 
should be selected that is be- 
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tween the neighborhood to be 
served and the downtown busi- 
ness section—on a main avenue 
where all the trafic converges 
from that particular neighbor- 
hood. Neighborhood business 
is most important to the small 
service station, for it is- the 
steady and sure business of that 
sort that builds profits. 


The amount of trafic up and 
down the avenue or street on 
which the station is to be located 
is worthy of attention. But 
there are other things to be con- 
sidered in connection with the 
amount of traffic, for, to the 
service station man, traffic means 
nothing if a certain percentage 
of it does not stop at his place 
of business. [he speed of traf- 
fic, visibility of the station to 
the oncoming motorist, accessi- 
bility of the entrance, and con- 
ditions in the street must be 
noted before final selection of a 
site. 


There are certain stretches 
along avenues or boulevards 
where the cross streets are few 
or short and unimportant. “The 
motorist likes to breeze along 
these stretches at the legal limit, 
and it’s not an easy matter to 
make him slow down along 
these sections of the boulevard. 
That means a bad location for 
a station. 


Visibility up and down the 
street is probably the most im- 
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portant of all factors to be con- 
sidered in connection with traf- 
fic. ‘The station that is hidden 
from view by shrubbery or 
buildings until the motorist is 
almost upon it will get little 
business—simply from the fact 
that the car cannot be slowed 
down in time to turn into the 
driveway.—Ihe Oil and Gas 


Journal. 


First Darkey:’ ‘‘Say, brother, Ah 
got a car, boy, with big horn on it, 
and when Ah pass through the town 
all Ah gotta do is blow that siren an’ 
everybody hops outta the way.”’ 

Second Darky: ‘‘Ah gotta car, 
too.” 

First Darky: 
yo’ car got?”’ 

Second Darky: ‘‘Mah car ain't got 
no horn. All the people in town is 
gotta lookat is mah radiator, and it 
says ‘Dodge Brothers’.’’ — Specialty 
Salesman. 


“What kinda horn is - 


“Which is the way to Ottawa, my 
lad?”’ 

‘“IT—I don’t know.” 

“Which is the way 
then?”’ 

““I—I don’t know. 

“Well, can you tell me how to get 
back to Wichita, then?” 

‘“‘I—I—I don't know.” 

By this time the drummer was quite 
impatient and said to the boy: ‘Say, 
you don’t know much, do you?” to 
which the lad retorted: “‘No! But I 
ain’t lost!’’—Judge. 


to ‘Topeka, 


9? 


We suspect that many of the folks 
who have the reputation of being hard- 
boiled eggs got that way through be- 
ing in hot water most of the time. 
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AUTOMOBILES VERSUS TRAINS 


) N THE May issue of 
THE BowsER MAN 
was printed an article 
entitled mbar astn)s 
Versus Automobiles” 
to which one of our salesmen in 
North Carolina takes exception. 
And his reasons for disagreeing 
with our article are so good that 
we want to print them. 


“The reason I work my ter- 
ritory with my Ford coupe, 1s 
because I can make better time 
and reach the fellow who lives 
in the inland towns. I used to 
ride the trains in making my 
territory and I found that the 
prospects along the railroad have 
been solicited by every traveling 
salesman and promoter who 
uses the railroad. In fact these 
fellows become so ‘‘hard boiled” 
that they shed a sales talk like 
the side of a battleship sheds 
buckshot. I am a country sales- 
man, too, and have sold a great 
deal of Bowser equipment in in- 


land towns and to country 
stores. These fellows are not 
over-solicited like the ‘“‘hard 


boiled’”’ fellows along the rail- 
road. They will sit down and 
listen to you, reason with you 
and your sales talk sinks in like 
ink in a blotter. When _ these 
conditions prevail it is compara- 
tively easy to make a sale. 


“Tl bet a dollar to a dough- 
nut that our salesman who uses 
the train wastes a lot of time. 
When he gets into a little jerk- 
water town with only one pos- 
sible prospect—and he finds 
that prospect is out of town— 
and he can’t get a train to the 
next town “torefour bours, 3) 
claim that is a useless waste of 
time. Of course, if his prospect 
is in, he can take plenty of time 
to work on him—he has four 
whole hours. And in that length 
of time, he can talk himself in 
and out of a sale. In using my 
Ford, I eliminate this waste of 
timewy lhesfact thatzelyuseraccar 
does not cause me to hurry my 
sales talk and try a pull a “‘rush 
act.’’ I give the prospect suffi- 
cient time to react to my solici- 
tations, and after I get his name 
on the dotted line I don’t make 
a bee-line out of his store. I 
take plenty of time—but don't 
waste a minute. By using a 
car | am enabled to make more 
calls in a day than any man who 
uses™ only the, -train, ~ And it 
stands to reason the more calls 
I make the more chances I have 
of making sales. It’s just like 
ap ellowecastine stor sassy it ot 
use a big spider reel and can cast 
my minnow farther and reel it 
in faster than the fellow in the 
other boat who uses a small 
quadruple reel—and I can cast 
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twice the number of times he 
can in a given length of time, I 
have a chance of catching just 
twice as many fish. And my 
Ford serves in the same way as a 
spider reel. J can make more 
calls per day and can work the 
fellows in the inland towns 
where business comes easier. 
When I go fishing I don’t go to 
a river or lake where the Bass 
wear muzzles—I go out where 
they are game and will take 
hold. So as a time-saver and a 
means of getting to the green 


fields unapproached by _ the 
“railroaders’ —me for my 
Bord. 
If you would not be criticized— 
Say nothing; 
Do nothing; 
Be nothing. 


A Jip From Canada 
From C. M. Baiden, who has 


a Bowser territory in eastern 
Ontario, comes an article which 
has a mighty good thought in 
it for all Bowser men. Mr. 
Baiden entered the employ of 
our Canadian Company April 
2, 1923, and since then has sold 
an amount of equipment that 
speaks very well for a fellow so 
new at the game, and shows 
that he has been ‘‘looking 
around.” ‘This article follows: 


“It took forty years to build 
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St. Paul’s Cathedral at London, 
England, and it is today one of 
the sights of Europe. Architect 
Sir Christopher Wren was hon- 
ored for his good work by being 
the Crypt of the 
Cathedral among the nation’s 
honored sons. 


“There is no monument or 
memorial erected to his memory 
—only a simple tablet over his 
tomb with his name an‘d a Latin 
inscription which when trans- 
lated reads thus: ‘If you want 
to find my monument Look 
Around You.’ 


“If you want to find monu- 
ments for Bowser quality and 
superiority, tablets for Bowser 
durability, and testimonials for 
Bowser efficiency —Look 
Around You!”’ 


Death 
‘THE BOWSER MAN extends 
to Mr. R. F. VanNamee, Buf- 
falo salesman, the deep sympa- 
thy of the entire Bowser or- 
ganization in the death of his 


father which occurred on May 
1 6th. 


A Clever Talker 


A clever talker is B. H. White, 
And when he talks to folks, 
They nearly always say he’s right 
And laugh at all his jokes. 


It is not that he talks a lot, 

Nor in a flowery way, 

But no words fail to hit the spor. 
He knows what NOT to say. 


dhe. bDowsere Mean 


TO MY DAD 


Everybody who writes a line 
or two about that person who 
to him is the dearest, usually 
writes about his mother. I, too, 
have a wonderful mother who 

| means as much to me as your 
mother does to you. But while 
mt may, let me say a word of 
tribute to him too often neg- 
_lected—to the man I have 
always thought the best and 
| finest man on earth—my Dad. 


__ He was the man who talked 
| to me in the days when my 
mind was plastic; he was the 
one who inspired me with the 
high ideals of manhood. It was 


my dad that worked hard and 
came home each night with a 
tired but smiling face and spent 
the evening helping me work 
my arithmetic. 


It was my Dad who got up 
out of bed early on the icy-cold 
mornings, and went downstairs 
and built the fires so that the 
house would be warm when the 
restuOlmus=COt up. 1b <wias he 
who deprived himself of many 
pleasures that he might send me 
through school and give me an 
education so that I would have 
more than a fighting chance in 
the world. 3 


It was my Dad who bought me a rifle; 
Took me out and taught me to shoot. 
Dad bought me a Shetland pony 
And a saddle and buggy to boot. 


He taught me to swim and ride horseback; 
He taught me the rules of fair play; 

He showed me the ways of. the business world, 
And he told me what not to say. 


He taught me to shine the heel of my shoe, 
To use a straight razor with grace. 

As I look tn the eyes of that Dad of mine 
I see only good tn his face. 


And before St. Peter audits his books, 
I hope that my Dad will see 
That I turned out to be the business man 


That my Dad had hoped I'd be, 
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THE BOWSER PRIMER 


This is the House that Jack Built. 


This is the Gar-age that sets be-side 
The House that Jack Built. 


This is the Car that Hen-ry Built 
That stays in the Gar-age 

That sets be-side the House 

That Jack Built. 


This is the Gas-o-line that John D. Sells 
That runs the Car that Hen-ry Built 
That stays in the Gar-age 

That sets be-side the House 

That Jack Built. 


This is the Pump that Bow-ser Built 

That Pumps the Gas-o-line that John D. 
Sells 

That runs the Car that Hen-ry Built 

That stays in the Gar-age 

That sets be-side the House 

That Jack Built. FREE AED SS os 1-0 
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The Bowser Man 


FOREWORD 


way is measured in 
reas 4 miles; and sometimes 
posts are set up by the roadway 
to indicate the progress of the 
sojourner who travels that way. 


BY IST ANCE along a high- 
Be 
D 


So, it has seemed fitting, as 
another mile-post is set up along 
the Bowser highroad, that THE 
BOWSER MAN make a record 
here, in this Historical Edition, 
of other mile-posts passed in 
years gone by—for the interest 
and the benefit of the newer 
travelers upon this thorough- 
fare. 
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IN THE VERY BEGINNING 


STOBBED of his cattle 
and wagons and farm 
implements — his wal- 
let, containing all the 
money he owned, stolen from 
his pocket, a pioneer who had 
just emigrated to the Kansas 
frontier in the late 50’s found 
himself with nothing but the 
clothes on his 
back, and a 
large family 
looking to him 
for food and 
shelter. 

- He became a 
wood-chopper, 
and, with his 
sons as help- 
ers, he man- 
aged to earn 
menough to 

keep his fam- 
ily together 
until threaten- 
ing Indians 
made it seem 
advisable 
to move back 
Por indiana 
from whence they had come. 

Working for farmers in sum- 
mer, and clearing land, chop- 
ping wood in winter was the 
yearly program of this father 
and his sons. One of the boys 
at the age of thirteen joined a 
) summer Sunday school class in 


the neighborhood, and without 
ever having had a day of school- 
ing, without a note of educa- 
tional encouragement at home; 
in fact with nothing but the 
knowledge of how to gather 
sheaves and to cord wood, en- 
tered a memory verse contest in 
that Sunday school class. 
Laboriously 
deciphering 
letter by letter, 
word by word, 
and sentence 
by sentence, 
while waiting 
for meals, and 
early in the 
morning be- 
fore the rest of 
the household 
Wa Se psthe 
groped, stum- 
bled, plodded 
through the 
Bible verses— 
and won by 
more than 
2) OMEVaCHtES-C.S 
over his near- 
est competitor. 
The father, who had little 
appreciation of the meaning of 
education, or its place in the 
affairs of frontier life, reluct- 
antly consented to allow this 
unusual boy to spend a winter 
with his grandmother in the 
city—and attend school! 
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He learned to write and he 
had a fair start in arithmetic— 
and school was out—forever out 
for this young ambitious lad of 
14 years—out, after but three 
months and two weeks of sec- 
ond reader schooling. ‘True, he 
solved book problems, working 
out his own 
methods 
and conclu- 
sions. Irue, he 
w orked tire- 
lessly and dili- 
gently on such 
printed mate- 
rial as came 
within the re- 
stricted circle 
of his back- 
woods life. 
Dut eu ai 
it was a piti- 
fully shallow 
foundation 
upon which 
to build life’s 


structure. 


At the age 
of seventeen he 
secured a job in the city—Fort 
Wayne—a job peddling ice 
from the rear end of an ice 
wagon. AQ little later he was 
employed by a paper company 
to bale rags and prepare orders 
for shipment. And when he 
refused to mix paper with rags 
so that fictitious weights would 
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result in unearned revenue to 
the conscienceless paper house, 
he was fired. 


A spoke factory, the Pennsyl- 
vania Railroad and a hardware 
store hired this country boy in 
succession—this boy who was 
unschooled in letters, unschooled 

in the ways of 


ee ae | the world— 
5 this boy who 
4 Wwe had a will- 
eg power passing 

NS all understand- 

sae ing, and a sense 
a, of right and 


fair dealing 
beyond the 
men of his 
time. 


With a horse 
and wagon he 
alternately: 
sold wrapping 
paper from 
store to store 
and huckstered 
in the country. 
Overworked in 
his effort to 
make a living, the loss of three 
horses, the death of his mother 
and many heavy burdens broke 
his health. Less arduous work 
was required for the young man, 
and he tried his hand at selling 
paper for a wholesale house, but 
financial reverses overtook him 
because he unwittingly signed a 
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crooked contract with the paper 
house. 


Nervous, periodically bedfast 
mor days at a time, a-drab life 
behind, and nothing but dark- 
ness ahead—still he pushed on. 


| Before daylight, on a cold, 
wintry morning early in 1885, 
-acertain, strug- 
giling traveling 
man proceeded 
to an old well 
lin his back 
yard ate or t 
|\Wayne, In- 
diana, and, as 
“was his cus- 
Hfom, set about 


-day’s supply 
of water for 
' his good wife. 


m in those 
idays, when 
“poets wrote 
with feeling 
about the ‘‘old 
oaken bucket,’ 
wells were 
‘considerably different than they 
) are now. 


} This particular well was 
/ about seventy feet deep, and in 


it there was suspended a large, 
grooved wheel. A long rope, 
with a bucket on each end, was 
} passed over this wheel and by 
| 


’ the top of the little roof over | 


dropping one bucket down into 
the well, the other was brought 
to the surface full of water. 


On this morning when our 
story begins—it was about 4 
a. m.—the rope suspended from 
the wheel was covered with a 
thin, 


slippery coating of ice. 

apor, aris- 
ing from the 
depths of the 
well during 
the night, had 
clung to the 
rope and had. 
frozen. 

Under such 
conditions it 
was with great 
difficulty and 
greater un- 
pleasantness 
that water was 
drawn from 
the well. 


SSeS Uraels 
however, our 
traveling man 
got the water. 


After eating a bit of break- 
fast which his wife had pre- 
pared for him, he “made his 
train,’ his hands still cold and 
smarting from contact with the 
frozen rope. 


Arriving at Decatur, Indiana, 
he hired a team of horses and a 


Pia ge Pave 
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It was the old well in Mr. Bowser’s back-yard that was the inspiration for 
his invention of the self-measuring pump for oil and gasoline. 
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sleigh, and drove to _ several 
nearby towns in pursuit of his 
_ business. 


It was while he was on this 
drive that his thoughts turned 
again to the unpleasantness of 
drawing water from the deep 
well on cold mornings. It was 
then he began to wonder if 
some better method could not 
be devised. 


The result was that he dis- 
tinctly visioned a pump cylin- 
der, sufficiently large to hold a 
pail of water. This cylinder 
_was to be placed in the bottom 
of the well. It would be pro- 
vided with a discharge pipe and 
a plunger, so arranged that by 
pushing down on the plunger 
the water would flow from the 
discharge pipe. 


. Upon his return home, our 
‘traveler laid the proposition be- 
fore a brother and together they 
sought a friend who was well- 
versed in mechanics. Reading 
to them from a government 
pamphlet, the mechanic con- 
_vinced the two brothers that the 
idea was impractical because of 
the great pressure necessary to 
force the water so great a dis- 
tance. 


But the idea was persistent 
-and would not leave him. He 
kept right on working at his 
problem until this question 
flashed across his mind: ‘‘Why 
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will not my device work in a 
store in handling coal-oil? It 
is never far away.” 


Then, with that silent ques- 
tion an industry was born— 
destined to serve countless thou- 
sands in the years to come. The 
struggling traveling man was 
S. F. Bowser. 


But although Mr. Bowser’s 
brother, with whom he again 
took up the matter, readily 
agreed that in the case of oil 
the device would no doubt 
work, yet his honest opinion 
was that all the stores were sup- 
plied with oil tanks and there 
would be no market for the de- 
vice. 


As already stated, Mr. Bow- 
ser was a salesman. His busi- 
ness was to sell goods and he 
therefore left at once to deter- 
mine just what his idea was 
worth. 


He went out among his cus- 
tomers, some of whom handled 
oil, and in a simple and yet 
earnest and enthusiastic manner 
he laid his scheme before them. 


In two days Mr. Bowser had 
taken five orders for a product 
which did not exist, even upon 
paper. 

But where was he to build 
them. ‘That was a very serious 
problem, and only one course 
was open. He'd have to build 
them in the cow-barn! 
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On Mr. Bowser's cross-country trip that cold, wintry morning, he distinctly 
visioned a pump and tank arrangement that later was to become 
the product of a large industry. 
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Picture in your mind this 


_ cow-barn, affording stable room 
_ for a cow on the ground floor— 
' a crude carpenter shop above. 
It was in this little “‘shop’’ that 


the first Bowser outfit was 


planned, made piece by piece 


and assembled—in a cow-barn. 


And machinery? One lathe! 
But that isn’t the whole story. 
This lathe was operated by 
hand power! A wagon wheel, 
fitted with a three-inch tire, 
served as the power pulley. A 
belt ran from this wheel to an- 
other pulley on the lathe. Mr. 
Bowser’s brother, Alex, turned 
His nephew, 


lathe. 


The first outfits had marble 


| valves and wooden plungers. 


They were usually made in one- 
barrel capacity. When a five- 


barrel tank order was received, 


it meant one of two things— 
either the order must be refused, 
or the cow must be moved to 
pasture. 


The cow was moved. 


=B SSS SSS 


Frank Kirbaugh, a young lad 
who did odd jobs about the 


place, was instrumental in 
getting the five-barrel orders 
through on time. He it was 


who held the cow in leash while 
it grazed on the lawn about the 
barn. It was this job that gave 
Frank the title of ‘‘the first 
stock-holder.”’ 


It was in this cow-barn, then, 
amid homely surroundings, that 
Mr. Bowser, together with his 
few associates, laid the founda- 
tion for an institution which 
was destined to sweep across the 
boundary line into Canada and 
leap the oceans to Europe and 
Asia. It was here that crude 
outfits were built, complex 
problems solved and a meager 
living eked out. 


It is hardly believable that 
the enterprise that had such a 
humble beginning should in 
June, 1923, have produced its 
Millionth Self-Measuring Pump. 
This event was marked by an 
appropriate ceremony in Weis- 
ser Park on June 21. 
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THE DEDICATION OF BOWSER’S 
MILLIONTH PUMP 


This is perhaps the appropriate place to interrupt, for the 
moment, the thought of our story with the photographic record 
of the Dedication of Bowser’s Millionth Pump, which today stands 
in the park west of the Bowser Office Building. 

This part of the Bowser biography can be best told by quota- 
tions of the newspaper account of the ceremony. 


woria 
en- |'that went forth to st 
and |jin this instance the force 
lassembled to stem any tides, but to| : 


pay homage. 


The 


| gathered 


great 


Bechtel, who 
made 


+. R.|\States. 
im- | Bowser 
the | man, an 

of |pized tha 
lof all the progres 
I \@rst education of any 
Sunday school class when 
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n was the Inc 
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ar, mobilized the first forces 
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Left to right—S. B. Bechtel, president (standing); D. A. Corey, vice-president and factory manager; E. F. 
Yarnelle, Fort Wayne citizen; D. N. Foster, Fort Wayne citizen; S. F. Bowser, chairman board of directors; 
Rev. J. R. Gunn, First Baptist Church, Fort Wayne; Thos. Cragg, Bowser salesman now on honor roll; L. E. 
Porter, assistant general manager; J. D. Gumpper, purchaser of first self-measuring pump built by Mr. Bowser, 
late a Bowser salesman, now on honor roll; W. A. Bersch, comptroller; John Fonner, tool maker and chairman 


Bowser Shop Control Organization. (Other officials, members of the organization and visitors on platform but 
not shown in this picture.) 
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Miss Georgianna Tonkel, of the production department, unveiling Bowser’s 
Millionth Self-Measuring Pump. 
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“‘Jake’’ Gumpper and S. F. Bowser with a replica of the first outfit built. 
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Mr. Bowser, Mortimer D. Richards, Bowser’s Australasian manager, and 
‘““Jake’’ Gumpper. 
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Mr. Bowser and the floral piece presented to him by the factory and 
office employees. 
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THE VICISSITUDES OF TIME 


UT to resume the nar- 
rative: Mr. Bowser, 
having taken five or- 
ders for his new in- 
vention, saw there 

was a market for the goods. It 

was this assurance that gave the 
little band of workers their in- 
spiration and courage to begin 
immediately to fill these orders. 


‘With hardly any resources 
and with no financial backing, 
the work wascommenced. They 
took possession of Mr. Bow- 
ser's barn which we have de- 
scribed to you in the first part 
of our story. It took privation 
to supply the money to buy the 
working materials necessary for 
the first outfits. One who has 
never gone through such an ex- 
perience cannot easily realize the 
hardships and inconveniences, to 
say nothing of the work and 
worry, that Mr. Bowser en- 
countered in his early days as 
a manufacturer. 


It was almost a daily occur- 
rence for him, on his return 
from the city, to carry galvan- 
ized pipe, tin, and other supplies 
on his shoulder; he could not 
afford to hire an expressman. 


Finally, with the aid of his 
brother, Alex, and his nephew, 
Allen, not forgetting the hand 
operated lathe, the first outfit 
was completed. Needless to say, 
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Mr. Bowser and his associates 
were justly proud of their first 
product, and with an idea of 
having an opinion expressed on 
it from some outside person, 
they invited Mr. Jake Gumpper, 
who then conducted a grocery 
store on the corner of Calhoun 
and Brackenridge streets, to 
come out and look at the new 
tank. 

Mr. Gumpper was impressed 
at once with the outfit and its 
many possibilities and he asked 
that he might be allowed to 
buy it. 

Although this tank was orig- 
inally built on the order taken 
from a certain Burtson and Nel- 
son of Hicksville, Ohio, Mr. 
Gumpper needed the tank in his 
business, and more important, 
Mr. Bowser needed the credit 
for groceries at Jake’s store. 
The outcome of it was that Jake 
got the first tank. Jake was so 
completely sold on Bowser 
goods that he gave up his gro- 
cery business and engaged in 
sales work for Mr. Bowser some 
time after buying the first outfit. 


It must be remembered that 
in those days the founder of 
this business acted as salesman, 
carpenter, tinner, bookkeeper 
and office boy and there was no 
task that this pioneer did not 
shoulder for the betterment and 
progress of his little business. 


| 
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The First Bowser Outfit. 


The young firm operated 
along these lines for about a 
year and a half, during which 
time many construction details 
had to be solved and defects 
overcome. ‘The old lathe had 
about ‘‘seen its day’ and so his 
brother mortgaged his home for 
$165 and with that sum Allen 
A. Bowser bought their first 
machine—a foot lathe. 


In 1886, one year after the 
founding of the company, busi- 
ness had progressed to such an 
extent that it was found ad- 
visable to increase the number 
of workers. Accordingly, Silas 
Jones, one of Fort Wayne’s first 
expressmen, was hired, together 
with his horse and wagon, to 
do the firm’s hauling. 


Aw Vite bakerestinner, sand 
Frank Kirbaugh, a young lad 
assistant, were added to the 
» Productions »lepartment.. 
Also, Mr. Frank Leslie was em- 
ployed as salesman. 


In the same year Tom DeVil- 
biss also went on the road. He 
made one trip to the southern 
part of the state, took a num- 
ber of orders and upon return- 
ing to the factory, found the de- 
mand so far in excess of produc- 
tion that it was necessary for 
him to go to work in the fac- 
tory. “Tom has been with us 
ever since and is now actively 
engaged in special work under 
the supervision of H. J. Gros- 
venor, secretary of the company. 


Allen A. Bowser, nephew of S. F. 
Bowser. An associate of the early 
days and an active vice-president to- 
day. 
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In 1888 the new factory was 
so prospering that the shipping 
department was placed in the 
hands of John Broom, who re- 
mained with us until his death. 
His son, William Broom, is now 
foreman of the grinding depart- 
ment. 


One year later the factory 
force consisted of thirteen men. 
Of this group only four remain: 
Messrs. S. F. Bowser, Alex 
Bowser, Allen Bowser and Tom 
DeVilbiss. The sales force at 
this time had increased in pro- 
portion. 


During the latter part of 
1886 Mr. Bowser was trying 
without any apparent success to 
get several men on the road to 
sell his goods. He met with so 
little success, however, that his 
brother, the Pennsylvania engi- 
neer, threatened to cease helping 
out with his monthly contribu- 
tion and Allen A’s father re- 
sumed his carpenter work so as 
to earn money with which to 
buy groceries. Allen A. Bow- 
ser, however, stuck by his uncle 
through thick and thin and the 
next year the business began to 
get on its feet. Mr. Bowser was 
still out after orders and finally 
he found a man that he thought 
would fairly represent him. He 
put him on the road. When 
Mr. Bowser returned home Sat- 
urday night after a strenuous 
week he found an _ envelope 
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awaiting him from this sales- 
man containing seventeén or- 
ders. 


This incident, Mr. Bowser 
says, was the real starting point 
in the pump and tank business. 
From this point on the business 
began to grow. More machin- 
ery was added to the factory— 
a line shaft was rigged up, a 20 
H.P. coal oil engine was in- 
stalled, two large lathes and a 
band saw were added. More 
salesmen were put on the road, 
business began to prosper and 
grow. By 1902'S. F. Bowser 
% Company had become an en- 
terprising concern striving to do 
a quarter of a million dollars 
worth of business in a year. 
When the books were closed 
that year they showed a gross 
business of over $289,000 and 
they began to dream of the day 
when their business might reach 
the Million Dollar Mark. 


On July 28th, 1894, the 
plant was leveled by a most de- 
structive fire. [he entire fac- 
tory was burned to the ground, 
the only building left standing 
being the new brick office which 
was located some distance from 
the ruins. It is characteristic 
of Mr. Bowser and his asso- 
ciates that before the ashes had 
cooled, a bigger and better fac- 
tory was being planned and was 
soon under construction. Mean- 
time the firm courageously con- 
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ducted business in temporary 
quarters at the Western Gas 
Construction plant nearby. 


Again, on December 25th, 
1897, fire wiped out the entire 
business, including books full of 
unshipped orders, and a most 
distressing situation presented it- 
self. Not a very appreciable 
Christmas present, do you 
think? 

With the same unconquer- 
able spirit, born of ambition 
and hard work, this second de- 
struction only prodded the lit- 
tle band of workers on to a bet- 
ter understanding of their needs 
and soon a new factory sprang 
up to replace the old. 


As time passed, the tank and 
pump business steadily grew and 
so developed that the success of 
the firm was assured. We do 
not mean by this that no other 
destructive forces presented 
themselves, or that there were 
no other problems to solve, for 
there were many times in the 
later years when conditions were 
weathered with difficulty. How- 
ever, the increasing financial 
strength of the firm tended to 
surmount all obstacles arising. 


Mr. Bowser has been the di- 
recting and guiding hand of this 
great institution since its birth, 
thirty-eight years ago. Courage, 
ambition and hard work have 
been great factors in his success. 


In 1921 Mr. Bowser retired as 


the directing head of the busi- 
ness and Mr. S. B. Bechtel was 
elected president and Mr. Bow- 
ser became chairman of the 
board of directors. Under the 
present administration the line 
has been enlarged to include the 
Clarifilter, the best dry cleaning 
system on the market today; 
the Richardson-Phenix lubricat- 
ing system are now manufac- 
tured by Bowser, and since Mr. 
Bechtel took over the reins the 
volume of business has been 
stepped-up from $8,000,000 
per year in 1921 until this year 
it is sailing along at the tune of 
a million a month. 


The organization has grown 
until today it penetrates to the 
four corners of the globe. Bow- 
ser &% Company has representa- 
tion everywhere in the United 
States; has its own factory and 
sales organization in Canada; 
offices and sales and service or- 
ganization in Sydney, Australia, 
London, Paris, and is repre- 
sented in the principal cities of 
the five continents of the globe. 


At Fort Wayne the factory 
that started in the loft of a cow- 
barn, has spread over thirteen 
acres of ground and employs 
neatlye aD 00 men.) ) i hes six- 
story office building, which 
grew up from one single desk, 
is today one of the finest office 
buildings of any manufacturing 
concern in the world. 

(Continued on Page 21) 
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THE AUSSIE COMPLETED TERN CAEN 


MR. J. D. GUMPFER 


On the opposite page appears 
a reproduction of page one in 
the first order book. ‘The en- 
tries were made by S. F. Bowser 
himself. 


Note the date when first tank 
was delivered — September 5, 
1835, sold to Mr. J: D. Gump- 
per whose picture is shown 
at the left. 


Mr. Gumpper’s order was in 
reality number six, but for rea- 
sons explained elsewhere he re- 
ceived the first outfit ever made. 


Jakewras s-he is; sfamiltarly 
known, has been with the or- 
ganization since 1897. Until 
he retired recently from active 
field duty he was one of the 
company’s star salesmen. 


It was ‘‘Jake’’? Gumpper who 
gave to the world the phrase 
“Tillige sstation, © -Ele; directed 
the factory to stencil these two 
words on all gasoline cabinets 
he sold; the public soon began 
to refer to them as ‘Filling Sta- 
tions,’ and thus was born the 
name which today attaches itself 
to one of the greatest retailing 
enterprises in the world. 
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Growing business soon crowded Mr. Bowser and his associates out of the 


cow-barn. 


An addition was put up and this is the way 


S. F. Bowser & Company looked in 1894. 


(Continued from Page 18) 
The field force has grown 
from one man to an organiza- 
tion numbering over 400. 


But the sentiment existing in 
Mr. Bowser’s heart—the far- 
reaching appreciation of the help 
and sustaining power beyond 
the hand of man—has no doubt 
been responsible, in a large 


measure, for the success and 
prosperity the business has en- 
joyed. 


The spirit back of the or- 
ganization is made evident to 
the visitor; for on a plaque 
above the door in the office 
lobby there is inscribed in letters 
of everlasting bronze: 


| ACKNOWLEDGE GOD'S GREAT HELP IN ALL THINGS 
OF WHICH THIS SPLENDID OFFICE IS ONE. 
ONE WHICH ALL OUR OFFICE EMPLOYEES CAN ENJOY. 


GOD HELP US TO BE GRATEFUL. 


NOVEMBER 1917 
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THE FIRST. BOWSER FACTORY, FORCE 


At the time this was taken there were only thirteen men in the factory, including the 
founder. 


Front row: Mr. Baker, S. F. Bowser, Frank Kirbaugh, Alex Bowser, A. R. Kummer, 
Tom DeVilbiss, Allen Bowser and John Broom. 


Back row: Pete Shultze, Chas. Allgier, Mr. Trittenbach, Mr. Osey, N. IF. DeVilbiss. 
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View of the plant and Mr. Bowser’s residence 
in 1894, 
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THE WESTERN UNION TELEGRAPH COMPANY. 
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This Company TRANSMITS and DELIVERS messages only on conditions limiting itslinhflity, which hare heen aanonted to by the sender of the following maaage 

Errore cab be guarded against ouly by repeating 6 ineseagr back to the sending station for comparison, and the Company will not hold iteelf lable for errors ce detage 
t traosmission or deliver of Unrepested Messages, bey ona the amount of Lolls paid thereon, nor pp any case where the claim is not preseoted in writing * hinataty days 
after the measage is fled with the Com y for transmission *. - 

Ths sas UNREPEATED MESSAGE, anid is delivered by request of the sender, under the conditions named above. 

THOS. T. ECKERT, General Manager, NORVIN GREEN, President. 

~ : SE 


BV ne 1S 
/oP 


le hae 


As Mr. Bowser was returning from a fishing trip in 1894, he was handed 
the above telegram on the train at Vicksburg, Michigan. Fire had 
totally destroyed his factory and the ‘‘Journal’’ wanted 
to know if he would rebuild. 
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This picture shows the remains of the Bowser factory after the fire in 1894. 
Not so much as a wagon load remained unburned, except the new brick office 
which stood some distaace from the factory and which, consequently, was not 
totally destroyed. 


Business was resumed immediately in temporary quarters at the Western Gas 
Construction Company. 
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Before the ashes of the destructive fire had cooled, a larger and better factory was 
being planned. The above view shows the new brick factory 
building just after it was completed. 


The above picture shows a “‘close up’’ of the new factory, part of 
which is standing today, 
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The above picture shows the entire factory force of 1894. In the 
group you will recognize some who are still with the organization 


today: 
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SALESMEN OF 1897 


View of the Second Salesmen’s Convention in 1897. ‘The picture was 
taken on Mr. Bowser’s front porch on January 13th, 1897. Among the sales- 
men are men who are still active and well known to many of us. They are: 
E. M. Savercool, C. E. Saunders, E. F. Klotz, L. E. Bowser, Allen A. Bowser, 
S. F. Bowser, Tom DeVilbiss. 


The top view on the opposite page shows the machine department and the 
paint and shipping department that suffered destruction in the second fire which 
visited the plant. 


Below: A general idea of the extent of the damage to the plant. 
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The above picture shows the painting and shipping departments after the 
second destructive fire which visited the Bowser Plant on Christmas morning, 


1897. 


Books full of unshipped orders were destroyed in this fire and the outlook 
Was not very promising. 


However, the indomitable spirit of Mr. Bowser manifested itself again as 
on the occasion of the fire of 1894; the very completeness of the destruction 
urged him on to build a bigger and better factory on the site of the ruins. 
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View of the Salesmen’s Convention 1898. Messrs. Alexander Bowser, L. E. 
Bowser, Allen A. Bowser and S. F. Bowser are seated in the first row. Others who 


are still in our employ at this time are Jake Gumpper, E. M. Savercool, Tom Cragg 
and Tom DeVilbiss. 
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NOTES FROM THE BOWSER PICTORIAL 
HISTORY, PUBLISHED IN 1898 


“In 1885 the above industry, 
of which Sylvanus F. Bowser 
and Allen A. Bowser are pro- 
prietors, was established. “hey 
began in unpretentious quarters 
on the south side. Since then 
they have been buying ground 
and enlarging their plant from 
year to year, until now they 
own nearly two blocks of 
ground at the corners of Creigh- 
ton avenue, Thomas and Julia 
streets, about half of which is 
used for factory purposes and 
the remainder for their homes, 
and several tenement houses.” 


‘‘A comprehensive idea as to 
the growth of this establishment 
may be formed when it is 
known that S. F. Bowser was 
its salesman, bookkeeper and 
manager for the first two years 
of its existence. Today, in 
their well-arranged offices, it re- 
quires ten skilled clerks to han- 
dle the business.” 

“The firm had its own electric 
plant for arc and incandescent 
lighting, by which the factory, 
residences, offices and _ stables 
were all brilliantly lighted.”’ 


“Late in 1895 they decided 
upon an annual meeting of their 
salesmen, of whom they employ 
about fifty, considering it of 
great advantage to the business, 
as well as to the salesmen.”’ 
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“This convention proved so 
advantageous that in January, 
1897, it was repeated with even 
greater results. “hus the annual 
convention became an_ estab- 
lished institution of the firm.” 


“On January 7th contracts 
were let for the construction of 
the buildings, and for engines, 
boilers and dynamos all of 
which are to be completed and 
delivered so the entire plant will 
be in full operation again by the 
middle of February. It will be 
equipped with the most modern 
appliances throughout, each line 
shaft, of which there are more 
than a dozen, being run by a 
separate electric motor, thus do- 
ing away with all wide, heavy 
belting.”’ 

“They have always made 
their goods of the best material 
procurable, and employ only 
first-class workmen. All their 
goods are warranted to arrive at 
destination in good order and 
to so remain for three years. 
But few lines of goods, if 
any, are thus warranted, which 
shows the confidence the makers 
have in them. For these rea- 
sons and others that might be 
mentioned, the business of this 
firm had a continuous, steady 
growth.” 
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A FEW OF THE BOWSER OUTFITS 
MANUFACTURED IN 1898 
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POUCA] h ehtst 
floor outfit for 
gasoline. The 
earliest ‘‘Safety [ik 
First’ gasoline 38 
handling device. Bi 


‘Guteo2,  urst floor outht for lard 
and miner’s oil. 


Illustration to the right shows a ‘‘Cut 
29,’ cellar cabinet outfit for 
gasoline, kerosene, etc. 
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“Cut 11,’ cellar outfit for kerosene. 
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S. F. BOWSER SEATED AT HIS 
DESK, AND ALLEN A. BOWSER 
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SALES MANAGER’S PRIVATE 
OFFICE 
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AFTER REPAIRING LOSS OF SECOND FIRE 


GENERAL OFFICES, LOOKING WEST 
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SALESMEN IN CONVENTION, 1899 


This convention was in reality attended by all salesmen and the office force. 
In the group are S. F. Bowser, Allen A. Bowser, Jake Gumpper, Tom Cragg, 
C. E. Saunders, Alexander Bowser, L. E. Bowser and Ed Eggimann. 


THE BOWSER SHOP FORCE ON NOV. 25, 1899 


The picture on opposite page shows many men who are still 
within the organization. In this group of 1899 you will find: 


ALLEN A. BOWSER HARRY ROGERS 
L. E. BOWSER TOM DeVILBISS 
DICK SCHMETZER GEO. WALDA 
GUS KNOCHE CHAS. BOWSER 
DEL BOWSER JOS. H. PEIGH 
JEFF BOWSER GUS WALDA 
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SCENES IN THE BOWSER FACTORY 


The 


1898 


PARTMENT 
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WOOD WORKING DEI 


MACHINE DEPARTMENT 


Thirty-Eight 


Page 
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SCENES IN THE BOWSER FACTORY 
1898 


MACHINE DEPARTMENT FROM EAST END OF SHOP 


| PAINTING AND SHIPPING DEPARTMENT FROM 
) EAST END OF SHOP 
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SCENES IN THE BOWSER FACTORY 
1898 


GALVANIZED IRON DEFARTMENT—TANKS WERE 
MADE IN THIS DEPARTMENT 


Fagg SANE ES + 
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PAINTING AND SHIPPING DEPARTMENT FROM 
WEST END OF THE SHOP 


Page Forty 


The Bowset Man 


The Tin Shop employees in 1905. Some of those in the group who are still 
in the organization are Geo. Walda, Gus Walda, Homer Irven, 
Del Bowser and A. C. Robinson. 


The Tin Shop in 1905. Light galvanized iron tanks were made in this 
department at that time. 
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THE BOWSER TOOL ROOM IN THE 
EARLY DAYS 


In the above picture, George 
Keplinger is seen leaning on the 
tool case, and Dick Schmetzer 
at the bench. 


At that time there were about 
$300 worth of tools in the 
department—one lathe, one 
shaper, one drilling machine, a 
tool grinder and a milling ma- 
chine. 
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Today our tool room, in 
charge of Foreman Fels, is 
equipped with many thousands 
of dollars worth of tools. Were 
space to permit, we might draw 
an interesting comparison of the 
tool room as it was in the early 
days and as it is now. 
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Carpenters and Painters of 1905. In this group you will see Wesley Bowser, 
Tom DeVilbiss, Gust Schon, James Garton, Abe Stout, Jos. Peigh, 
Ed Reel, Geo. Green, M. Connett and Chas. Bowser. 


This picture shows Bowser’s Warehouse in the early days. 
Not a very large building, but suitable for its 
purpose at that time. 
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To establish a basis of ‘common understanding,” to provide for the mutually satisfactory settlement of all 
differences, to determine future policies affecting the shop and to make possible a high degree of co-operation 
between employees and management, the Bowser Shop Control Organization was formed in 1919 and has been active 
in plant affairs since that time. The above photograph shows the representatives of both the employees and the 
employer, comprising the first joint assembly. 


The Bowser Man 


SCENES IN THE FACTORY TODAY 


One of our large punch presses. This machine punches the rivet holes in 
the sheet steel that goes into Bowser tanks. 


A large Ingersoll milling machine. “This machine ‘‘mills’’ the surfaces of rough 
castings so that they will make perfect joints. 
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SCENES IN THE, FACTORY TODAY 


A battery of punch presses on which many of the small pieces that go to 
make up a pump are stamped out of brass, tin and steel. 


A scene in our foundry at “‘pouring off’’ time. A moulder is shown receiving 
1 | the white-hot, molten iron in a hand ladle. 
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SCENES IN THE FACTORY TODAY 
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A battery of Baker drills in our machine shops. 
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A scene in our heavy tank shop, showing a finished tank, typical of 
all that leave our factory. 
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BOWSER IN OTHER LANDS 


Plant of S. F. Bowser Company, Limited, Toronto, Canada. Our Canadian 
subsidiary is under the direction of Harry Christie. 


The Australian plant of S. F. Bowser and Company located at Sydney. 
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‘The passing automobiles are carrying a delegation of noted 
out-of-town visitors. 
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| The unusually attractive lobby of the main office building, with its luxurious 
| chairs and large tables, is intended to make comfortable those who 
3, have occasion to call upon the company. 


. Opposite is a view of our new lace, its uses and comforts. 
_. Opp p 
six-story office building, com- 

) pleted in 1918 The building The second, third and fourth 
is one of the finest equipped floors are the principal depart- 
ii] mental floors.» The fifth floor is 
» offices in the country and no 4 
expense has been spared to make devoted to the executives an 

it pleasant and complete in every officers of the company. 


detail. Among the many special con- 


From the lobby with its in- veniences of this building are its 
viting, luxurious chairs and washed air ventilating system 
lounges, to the sixth floor as- and the automatic telephone 
sembly room, everything has its system. 
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BOWSER SERVES FILLING STATIONS 


manufactures the 


Bowser 
largest and most complete line 
of filling station equipment 
made today. ‘The line embraces 


electric, air power and hand 
operated gasoline pumps and a 
complete line of visible gasoline 
handling equipment and various 
types of stationary and portable 
outfits for the convenient hand- 
ling of lubricating oils for the 
garage and filling station. 


In all of the pioneering work 
of Bowser, not only in the fill- 
ing station field but in all others 
where oils are used, one aim has 
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been steadfastly held before the | 
organization: the aim to pro- 
duce only the very highest qual- 
ity possible, and to market these 
high quality goods in a manner 
above reproach. Large volume 
in production and sales have 
been incidental to the funda- 
mental policy and operating 
principle of “quality first.” 
The name Bowser consequently 
stands for the best—not the 
cheapest—in the world of 
pumps, tanks and other devices 
for measuring, storing and dis- 
tributing oils. 
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BOWSER SERVES FACTORIES 


Large storage tanks. Bowser also makes power pumps, hand pumps and 
systems to meet any oil handling problem in the factory. 


BOWSER SERVES DRY CLEANERS 


RES HAROR PLEE DF 
TESERY BSVUDLE BRN! 


PEAPUSH RESUBH TRAM PRES RURE 


FASERS, ON PBOLEBR ANG ROSTER, 
PENH. 4 


Bowser manufactures the Clarifilter, a continuous circulating gasoline system 
‘for dry cleaners in which the dirty gasoline flows from the bottom of the 
washer and at the same time clean gasoline flows in at the top; 
thus the clothes are always washed in clean gasoline. 


Page FiftyThree 


The Bowser Man 


BOWSER SERVES RAILROADS 


ae 


Bowser equipment is in evidence in railroad store houses, machine shops, 
oil supply cars, central oil houses and along the right of way. 


BOWSER SERVES 
POWER PLANTS 


Bowser builds lubricating de- 
vices for the automatic lubrica- 
tion of the engines in power 
plants and also manufactures a 
complete line of oil filters which 
reclaim and circulate the used 
oils. 
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BOWSER SERVES GROCERY STORES 


For the grocery stores Bowser makes various types of kerosene, gasoline and 
cooking oil handling pumps and tanks. 


AND HAR 


DWARE AND PAINT STORES 


bi Fil 


In the hardware and paint stores Bowser equipment is used for the efficient 
handling of kerosene, turpentine, varnishes, linseed, lubricating 
oils and the many other liquids which these stores handle. 
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OFFICERS OF COMPANY 


The latest picture of company officials was taken on June 18, 1923, when 
Mr. Richards, Australian manager, presented to Mr. Bowser a message in orders 
from the Australian salesmen. In the background, left to right, are: D. A. 
Corey, vice-president and factory manager; L. E. Porter, assistant general man- 


ager; H. J. Grosvenor, secretary-treasurer; S. B. Bechtel, president and general 
manager, and D. G. Milligan, director of foreign sales. 


FOUR RECENT SALES CONVENTIONS 
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Fort Wayne Sales Convention May 3 and 4, 1923. 
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Sales Convention of S. F. Bowser & Company of Texas held at Dallas 
Aptibeysand sO, 1923: 


Bowser Sales Convention at Albany May 31-June 1, 1923. 
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A BOWSER POLICY MADE EVERLASTING 
IN STONE 


ee ee 


On this stone, which weighs 
over eight tons and which occu- 
pies a prominent place on the 
sreen near the office building, 
is carved an inscription which 
typifies one of Mr. Bowser’s 
ideals. 


And it is not only one of 
his ideals. “Through the Bow- 
ser Loan and Trust Company 
he has provided the ‘‘machin- 
ery’ for making it possible. 
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Through this Bowser Bank 
homes are financed for em- 
ployees, money being loaned to 
them at 5%, while the commer- 
cial rate is 7%. 


Since the plan was put into 
operation, over 300 homes have 
been financed, involving over 
half a million dollars, 


A new bank building is now 
under construction which will 
care for the growing business of 
the institution. 
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OUR PRESIDENT 


BJD BEGr i e 


The rise of Mr. Bechtel to the 
presidency of S. F. Bowser © 
Company is just the story of an- 
other country boy, who, by his 
sheer persistence, ability, work 
and good judgment, found his 
way up through the ranks to 
head one of America’s large 
manufacturing institutions. 

Born on a farm in Michigan 
he was early accustomed to hard 
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work. While yet a young man 
he took up the profession of 
school teaching to realize his 
early ambition—to become a 
college professor, but commer- 
cial attractions were too strong 
and he became bookkeeper of 
the Grand Rapids Democrat. 
In 1899 he began his career 
with Bowser in the collection 
department. In 1901 he be- 


The 


Bowser Man 


came superintendent of sales- 
men. A year later he was made 
manager of the mail order sales 
and advertising departments. 
On January. 1, 1906, he was 
appointed assistant to the gen- 
eral manager and in November 
of that year was elected secretary 
of the company. In 1909 he 
was appointed assistant general 
manager and he held this posi- 
tion until 1914 when he was 
made general manager. In 1920 
he was elected vice-president of 
the company, retaining his posi- 
tion of general manager. On 
Pantary 1, 71922, \hev became 
president. 


Outside of the Bowser organ- 
ization Mr. Bechtel has been ac- 
tive in civic, religious, social and 
industrial movements. 


For two years he was presi- 
dent of the Fort Wayne as well 


as the Indiana State Y. M. C. 
A., has been active in the In- 
diana State Baptist’s association. 
He is at present a director in the 
Old National Bank and the 
Citizens Trust Company, both 
of Fort Wayne. He is president 
of Fort Wayne Employer’s As- 
sociation, Chairman of Com- 
mittee on Platform for Industry 
in the National Association of 
Manufacturers, a member of the 
Fort Wayne Chamber of Com- 
merce, Rotary and Quest Clubs, 
Fort Wayne Country Club, Ma- 
chinery Club of New York City 
and of Scottish and Shrine Ma- 


sonic organizations. 


Under his guidance the busi- 
ness has grown and continued 
to prosper until today the pulse 
of the business is surging along 
at the rate of a million a month. 


This is “‘Kenfield,’’ the beautiful estate of S. B. Bechtel. 


S. F. BOWSER 


1854—Born August 8, eight miles 


north of Fort Wayne. 
1859—Moved to Kansas. 
1860—Returned to Indiana (Logans- 

port). 
1861—Moved 

Wayne. 


1867—Attended school three months 
and two weeks in summer. 


to vicinity of Fort 


1871—-Took job delivering ice in Fort 
Wayne. 


1872—-Employed by a wholesale paper 
house where he. prepared or- 
ders for shipment, including 
baling of rags. 
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{ Spoke factory. 
1873 | Pennsylvania R.R. work train. 
to +4 Hardware store (clerk). 
1884 | Sold wrapping paper on own 
account. 
Huckstered in country. 
1884——Salesman for Chicago whole- 
sale paper house. 
1884—Broken health. Resigned sales- 
man’s position. Sold paper 
and tinware for a friend, as 
health permitted. 

1885——Conceived the 
pump idea. 

1885—September 5 delivered first self- 
measuring pump and tank for 
kerosene. 

1923—-June 22, millionth self-meas- 
uring pump manufactured. 


self- measuring 
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Ibe EOSE.OB ANOTHER: CHAPTER 


N the Very Beginning of the story there was a Man with 
a Vision. Today, when this Chapter of the story 
closes, there is that same Man—but with the Vision 
attained. What Vicissitudes of Fortune have attended 
the up-hill Course of Life of this Man THE BOWSER 

MAN is powerless to make plain to him who has not heard the 

Complete Story direct. 

Visions broaden and enlarge. The Original Vision was not 

_ long a Vision; it was soon transformed into Reality. But out 
| of its Realization came a New Vision of larger and more worthy 
| things. An Endless Series of Alternate Vision and Realization has 
| continued throughout the succeeding years—each Attainment 
effected by that Man who, besides Visions, had unflagging Devo- 
| tion to a Cause, unfailing Ability to Perform, never-lagging 
| Energy, and an infinite Capacity to go through Obstacles which 
| he could not go over. 

| - The lesson which there may be in the Story is left to each and 

| every one—to adapt, to accommodate to his own ideals and his 

| own accomplishments—to his own Visions and Attainments. 

It is altogether fitting that this Chapter should come to an end 

_ with the likeness of the Man as he is today—hale, hearty, active— 

| spared through thirty and eight years of Commercial Struggle and 

)) Battle that coming generations may harvest the Benefits accruing 

from his attained Visions—coming generations that Happily work 


) beneath the wide-spreading roof of the industry he founded and 
,| developed—coming generations that make profitable use of Devices 


of his invention—not in this land alone, but in lands of foreign 
| tongue and foreign custom, too. 
May he live long to enjoy the Fruit of his Labors! 
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Let's take a trip to the Moon, 
my dear, 

In our swift little motor car 

Truly it will be a honeymoon, 
dear, 

To travel so very far. 


But how about gas and oil, 
she asked. 

He looked into her eyes with 
a smile. 

Why, dear, theres a Million 
Bowser pumps. 

We would pass four pumps 

every mile 
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SUPREME COURT TO RULE ON 
GASOLINE PUMPS 

A recent issue of Ihe Nation’s mission. ‘Thereupon, the Su- 


Business carried an article which 
is of great interest to Bowser and 
all Bowser salesmen, and which 
THE BOWSER MAN believes will 
add materially to solving the oil 
company problem that has for 


some time perplexed the officials ° 


of our company as well as the 
salesmen. 


“The Gasoline Pump, which 
has become almost as universal 
with us as the motor car, has 
now been discussed at length be- 
fore the Supreme Court. ‘The 


_ Federal Trade Commission held 


that it was unfair competition 
for a producer of gasoline to 


_ supply the pumps to wayside 
_merchants and attach a condi- 
tion that only the producer’s 


brand of gasoline should be dis- 
pensed through his pump. ‘The 
mederal Circuit Court of Ap- 
peals disagreed with the Com- 


preme Court said the whole 
matter, in its legal aspects, was 
important enough for it to con- 
sider. [he arguments were pre- 
sented early in March, and the 
next event will be the Supreme 
Court's decision. 


“The oil companies them- 
selves, the Department of Jus- 
tice says in its brief, are divided 
in opinion as to the fairness and 
desirability of the practice, and 
the division of opinion runs 
through the companies regard- 
less of size. “he position of the 
Department of Justice in sup- 
porting the Trade Commission's 
view before the Supreme Court 
is that the ordinary retailer of 
gasoline has use for but one in- 
stallation of equipment to store, 
measure and deliver his mer- 
chandise and that consequently 
the restrictive covenant prevents 
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him from selling the gasoline of 
a competing refiner. [The De- 
partment of Justice insists that 
there is violation both of the 
provisions of the Clayton Act 


against tying clauses and of the 
section of the Federal Trade Act 
forbidding unfair methods in 
competition.’ 


BOWSER EQUIPMENT FUELS THE T-2 


Following clos2 upon the 
heels of the recent Duesenberg 
non-stop race at Indianapolis in 
which Bowser equipment played 


in the U. S. army transport 
plane I-2, in which Bowser 
equipment was also used in fuel- 


ing the plane. Ihe J-2 is a 


Fueling the T-2 at Curtis Field, Long Island, with a Bowser Pump Connected 
to a Bowser Truck Tank. 
—Chicago Tribune Photo. 


such a prominent part, comes 
the coast-to-coast non-stop 
flight of Lieutenants John A. 
McReady and Oakley G. Kelley 


P ake Four 


monoplane of the Fokker type 
and before it left the ground at 
Curtis Field on Long Island 
737 gallons of gasoline were 


The Bowset Man 


Showing Bowser Equipment Mounted on Truck. This Outfit Supplied the 
Gasoline and Oil to the T-2 Before Its Historic Flight. 


Airplane Hangar at U. S. Air Mail Field at Maywood, Illinois. 


Bowser 101 is installed in the hangar just inside the open door at the left. Notice 
the overhead hose, part of which is suspended above the plane. 
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put into it from a Bowser 101 
mounted on the back of a tank 
wagon as shown in the picture. 
The pump is attached to a Bow- 
ser 348 truck tank, and at the 
other end of the tank you will 
recognize two Bowser 63's 
which dispensed the oil to this 
famous plane. 


‘The IT-2 made the non-stop 
trip from Long Island to San 
Diego, California, in 26 hours, 
50 minutes and 48 2/5 seconds, 
covering a distance of 2,635 
miles, and establishing a record 
that overshadows any previous 
performance in aviation history. 


The U. S. Government has 
been a great buyer of Bowser 
equipment and the U. S. air 
mail service has Bowser equip- 
ment installed at many of its 
landing fields. At the U. S. 
Air Mail Field at Maywood, 
Illinois, where the mail planes 
flying between New York and 
San Francisco stop for gasoline 
and oil, Bowser equipment is 
also in vogue. In each of the 
three hangars at this field is in- 
stalled a Bowser pump which 
pumps the gasoline from a post- 
tion in the corner of the build- 
ing through fifty feet of Bow- 
ser hose, suspended overhead, 
into the airplane below. 


When an air mail plane lands 
at the field it is run up to one 
of the hangars, where it is re- 
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installed at U. S. Air 
Mail Field at Maywood, Illinois. 


Bowser 101 


plenished with gasoline, all the 
oil is drained from the engine 
in this airplane Lube-servatory, 
the engine is further washed out 
with kerosene and then new oil 
is supplied to the plane. 


The Bowser Man 


Showing Method of Supplying Gasoline to Air Mail Planes at Maywood, Illinois. 


Bowser salesmen will imme- 
diately recognize in airplane 
fields, government, private or 
commercial, a market for our 
equipment. Equipment can be 
sold to these fields to handle 
their gasoline, their high grade 
lubricating oil, the kerosene used 
in washing the old oil out of the 


That Made Complications 


Superintendent: ‘It is our custom 
to let a prisoner work at the same 
trade in here as he did outside. Now, 
what is your trade, shoemaker, black- 
smith, or—’’ 

I TsCtlcr. mae sb lease. S1by a Was, a 
traveling salesman.’’—Tank News. 


motor and an outfit to handle 
the castor oil which is used as 
a lubricant in all rotary motors. 


dither 2sincident.is just. an- 
other evidence of the prestige 
and superiority of the Bowser 
equipment—for airplane fields 
must have the best. 


Duty 


So nigh is grandeur to our dust, 
So near is God to man, 


When duty whispers low, Thou 
must, 


The youth replies, I can. 
—Ralph Waldo Emerson. 
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Ice Broken! 


Our good friend, Luke Tan- 
ner of Dallas, Texas, is the first 
salesman to break the ice and 
sell a complete set of new power 
operated Visible Pedestals down 
in Texas, 


TANNER 


lea. 


An order was received from 
him on June 14 for three C-66 
power operated Visible Pedestais 
and three Lube-sters, Luke’s old 
standby. 


Congratulations are in order, 
Luke, and wecertainly wish you 
success 1n this new field of en- 
deavor. 


‘There is certainly a big field 
of opportunities for these Visi- 
ble Pedestals connected up with 
the Figure 710 pumps, and now 
that the ice is broken and the 
field is accessible you should be 
eager to enter the fray and com- 
pete with the rest of the crowd. 


Luke ‘Tanner's message to 
you, fellow salesmen, is ‘‘C’mon 
in, the water's fine.”’ 
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Ah! A Paint Oil Outfit 


A sale which made the sales 
manager bat his eyes a couple 
times was one made by S. K. 
Yarman, Bowser Man at Day- 
ton, Ohio. He sold a paint oil 
battery to a Dayton concern 
calling for seven 120 gallon 
115’s to handle Raw Linseed 
Oil, Boiled Linseed Oil, Tur- 
pentine, Denatured Alcohol, 
Japan Dryer, Parafine Oil and 
Wall Size. 

This is the time to sell ‘em 
paint oil outfits. Their business 
is good now and just like the 
bass—they are jumping. 


Brant Sells Ten 64’s 


We doff our hats to Fred P. 
Brant, our representative up at 
Comstock Park, Michigan, for 
turning in an order for a bat- 
tery of ten complete 64's. 


jee 


BRANT 

This is a nice sized lubricat- 
ing order with dash, cradle, track 
and all the extras, and evidently 
Brant didn't feel like turning up 
his nose at anything like that. 
We congrautlate you, Brant! 
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GOT A LIGHT? 


OW many times have 
you searched through 
your pockets for a 
match in response to 
a request like that? 

And how many times have you 

yourself asked “‘Give me a 

match, Bill?’ And how often 


quantity is $4.70 per thousand. 
So the Home Office can save you 
some money by quantity pur- 
chases. 

‘This is a proposition which 
we believe will appeal to Bowser 
salesmen. Bowser Pumps are 
not always sold on first call, and 


after you have 


after you have 


located the iso- 
lated and elusive 
meotcthesmatch 
have you found 
eat OL Des am. CLip= 
Dees, 

Now we have 
Aust necently 
contracted for a 


SS 


Book Matches 
from the Dia- 
mond Match 
Company which 
have a small Bowser advertise- 
ment on the back cover and the 
front flap is left blank and in 
this space the Diamond Match 
Company will print your own 
personal advertisement. 

In having a large quantity of 
these made up we got them at a 
price much lower than you could 
get them. Our salesmen can 
purchase these book matches 
through the office for $4.15 per 
thousand, no orders being taken 
for less than that amount. ‘The 
Match Company will not make 
up less than 10,000 books for 
any one and their price on this 


OCCUPIES 
THIS 
WHOLE 
SPACE 


large quantity of SAFETY FIRSTS eeu e ene | 


PLE! 


left your pros- 
pect how long 
does he remem- 
ber your name 
ei pcerol tt at 
Allee And sti abe 
should decide to 
buy after you 
have left and he 
does not have 
your name and 
address you may 
lose that sale to 
some other sales- 
man who sees him in the mean- 


time. 

You may give him your card—if 
you are fortunate enough to have one 
with you when you need it. It means 
little to him at the time—its easy to 
lose or misplace. But give him a book 
of matches and you have given him 
something useful—something he will 
not lose or throw away, and he will 
think of you at least nineteen times 
after you have left him. And if he 
makes a decision in the meantime he 
has your name, address and telephone 
number in his pocket—and when you 
get that into a man’s pocket you have 
gotten pretty close to him. 

Order your supply from the office 
now and see how they will help you 
to “‘scratch up’’ Bowser Business. 
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BOWSER IN AUSTRALASIA 


House of 
Bowser has become 
a great international 
organization, carry- 
ing on a_ successful 
Overseas trade, is a well known 
fact, and in this issue we wish 
to tell you 
some interest- 
ing items re- 
garding our 
wonderful 
little organiza- 
tion down in 
PUR Gta. betas 
eight thousand 
miles away 
from the Home 


HAT the 


Office. 
Mr. Morti- 
mer. D> -Rich- 


ards, our Aus- 
tralasian Direc- 
tor, has just 
completed a 
month’s visit 
at Fort Wayne, 
where he con- 
ferred with the 
officials and renewed his many 
acquaintances among the Home 
Office staff. 

It was our pleasure to have 
Mr. Richards present at the 
Millionth Pump celebration, at 
which time he gave a _ short 
talk in which he complimented 
highly the splendid fashion in 
which Bowser goods are shipped 
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Mr. Mortimer D. Richards 


from Toronto and Fort Wayne. 
This is just another proof that 
Bowser knows how to export 
efficiently. 

During the month of April 
the Australian Organization, in 
view of Mr. Richards’ trip to 
the Home Of- 
fice, put on a 
sales campaign 
in honor of the 
“O Ladvainvan, © 
and one of the 
features of the 
campaign was 
a promise 
given by Mr. 
Richards that 
he would per- 
sonally present 
the results of 
this campaign 
to Mr. Bowser. 
Needless to say 
the contest was 
a most success- 
ful one, and it 
was Mr. Rich- 
ards’ pleasure 
to report for April the largest 
month by a handsome margin 
Over any month’s business ever 
turned in from the Australian 
branch. Note the picture show- 
ing Mr. Richards carrying out 
his promise and handing the re- 
sults of the contest to Mr. Bow- 
ser in the presence of the Com- 
pany officials. 


The Bowser Man 


Mr. Richards presenting to Mr. Bowser the largest amount of business ever 


received from Australia in any one month. 


In the background are the officials 


Srmmncecompany, trom left\to' fight, Mr: DoVA. Gorey, LE. Porter, H. J. 
Grosvenor, S. B. Bechtel and D. G. Milligan. 


In presenting the orders to 
Mr. Bowser, Mr. Richards made 


the following remarks: 


“On behalf of the salesmen of the 
Sydney Branch of S. F. Bowser & 
Company, I take great pleasure in 
handing you the results of an effort 
specially made by the salesmen through- 
cut Australasia in your honor. 


“It is a delight to me to have this 
very great pleasure of submitting to 
you this large volume of business, and 
it has been a very great pleasure for 
every salesman to have worked during 


the past mail-month in order that this 
volume of business might be presented 
tc you as a result of this commerative 
contest at the time of my leaving for 
the factory in America. 

“TI want to add furthermore that not 
only have the salesmen worked heroic- 
ally and continuously, I might say 
almost day and night during the past 
mail-month, but every member of the 
staff, including the men in the factory, 
the clerks in the office and our very 
worthy stenographic staff, have shown 
that delightful interest in the contest 
that betokens a true regard for the 
Company and for you. 
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‘Please accept this volume of busi 
ness as an indication of our unswerv- 
ing devotion to the cause of the House 
of Bowser that has been built up so 
wonderfully by your unfailing industry 
and close attention to all its details. 


spirit and viewpoint of the 
entire Australian Organization. 
Mr. Warburton visited America 
in 1920, and attended the great 
Bowser Convention that year. 


Our Australian Plant. 


‘““T trust that many years may be 
spared you to witness the ever-increas- 
ing magnitude of the Bowser activities 
through the world.”’ 


Just prior to Mr. Richards’ 
departure for America; several 
of his associates from the Syd- 
ney Office gave him a little bon 
voyage banquet, at which some 
splendid speeches were made by 
Messrs. T. A. Warburton, C. L. 
Hawkins, R. S. Purssey, Ken 
Crozier and David Kerr. We 
wish space would permit print- 
ing all of the remarks made by 
these gentlemen, for indeed they 
were most inspiring. However, 
we are publishing Mr. Warbur- 
ton’s talk, which is a fine ex- 
ample of the splendid fighting 
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He made a host of friends in the 
American Organization, all of 
whom will be highly pleased 
with his recent appointment as 
assistant manager of Australasia. 
Mr. Warburton is in charge 
while Mr. Richards is away. 


Mr. Warburton’s remarks 
were as follows: 


“It is my honor, it is my privilege. 
it is my pleasure to propose tonight the 
health of the finest body of men in 
the southern hemisphere: The Bowser 
Go-Getters of Australasia. 

“A wonderful name this ‘Go-Getter’ 
and in my mind the best description 
possible to give to a specialty salesman 
of the finest type who runs perpetually 
in top gear, sparking evenly and regu- 
larly in all cylinders. 

“A specialty salesman, gentleman, 
must perforce be a man among men. 


The Bowser Man 


In fact, a Bowser Specialty Salesman. 
or Go-Getter, is a Superman. 


“Apparently it was found that man 
in his initial stage was nothing like 
perfect. The evolution was therefore 
allowed to continue and has continued 
from that time down to today, the Ist 
of May, 1923, and the highest type 
evolved is, without a shadow of doubt, 
the specialty salesman and at the top 
Spmchaee particular class stands) ‘pre= 
eminently, the Bowser Go-Getter. 


“Now, I can see that there are sev- 
eral of you here that are just think- 
ing—just an after dinner speech, old 
Warby letting off a bit of hot air— 
dont you believe it. I am going to 
prove to you that every remark I have 
made up to now is as true as gospel 
and I am going to keep you here all 
night rather than to let you go away 
without those proofs. 


_ Now gentlemen, a Bowser Go-Getter 
must be a man of the highest moral 
calibre. He must lead a clean, whole- 
some life and he does lead a clean, 
wholesome life or he would not be the 
success that he is. 


it? Bet your life he would, and ex- 
actly the same thing happens with a 
prospect. He is looking for the oppor- 
tunity to throw mud at his teacher. 

“The Bowser Go-Getter is the con- 
duit pipe between the producing fac- 
tery and the ultimate user. 

“Now a conduit pipe must under all 
circumstances, be clean and wholesome 
in the inside. If the inside of this 
conduit pipe is choked up with filth 
the conduit pipe cannot possibly func- 
tion as it should do. Therefore, gen- 
tlemen, the Bowser Go-Getter is a 
moral man of the highest type. 


jiNextsthetistan whonestaman, ) An 
honest man from every point of view; 
honest to the one firm that stands at 
the back of him, honest to his pros- 
pect, honest to his customer and honest 
to himself, and believe me, this latter 
specialty in honesty is the hardest to 
attain. The Bowser. Go-Getter is an 
honest man. 

“Next, he must be a fit man, phys- 
ically and mentally. He must be a well 
balanced man. His physical well be- 
ing and his mental well being must run 
together in double harness. 


Interior View of Our Australian Plant. 


“A Bowser Go-Getter is primarily a 
teacher and his prospect is his pupil. 
Now just imagine a school boy having 
the opportunity to throw mud at his 
teacher. Do you think he would take 


‘“‘Most Bowser men take every care 
cf themselves. Cut out all the rackety 
life, take up some form of sport, keep 
themselves fit and well. 

“I remember when I first started 
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selling on the road, I used to spend my 
Saturday afternoons playing ‘‘cricket.”’ 
This was all very well until I became a 
bit of an adept with the ball and my 
wife in reading the report of a match 
in which I had taken part, read that I 
had taken five wickets and had bowled 
a maiden over. My wife on reading 
this report, said she didn’t think that 
““‘cricket’’ was a respectable game for a 
married man, and I| had to give it up. 

‘The Bowser Go-Getters are men of 
the greatest possible courage. During 
the war many men were present with 
their V. C.’s for performing acts of 
bravery, whilst they were under the in- 
fluence of intense excitement and were 
seeing red and after the event was over 
these V. C. winners remembered noth- 
ing about their ef- 


at once that I am perfectly right when 
I say that the Bowser Go-Getter in 
Australasia is the highest type of man 
evolved to the present time. 

“Look at the company he keeps. 
Both now and in the past every great 
man has been a Go-Getter or a Spe- 
cialty Salesman. 

“The Founder of Christianity was 
a Specialty Salesman. He sold the 
world an idea and it has lasted for two 
thousand years and looks like lasting 
for another two thousand. 

“Take Theodore Roosevelt. Every 
utterance made by this great man 
throughout his life had the Go-Get 
idea at the back of it. One remark 
that he made always sticks in my 
memory and always will stick in my 

memory, proving 


forts. 

“He sticks to it 
manfully and al- 
ways without ex- 
ception, ultimate- 
ly lands the order 
and believe me, 


* We sell good benzine and ile 
And take your money with a smile 
John D. Rockefellars’ made his pile 
And maybe you will after a while 
We'll put four gallons in your tank 
And place your money in our bank 
We'll give your Ford 2 gentle cranks 
And for your custom give our thanks. 


what a wonderfui 
idea he had of the 
Go-Get principle, 
and that remark 
was: 


see 


The best way 


gentlemen, that 
signature on the 
dotted line is more 
indestructible than 
any Victoria Cross 
ever presented. It 
forms another 
twist in the golden 
strand of success 
the rope of that 
salesman’s life. 

“It is reported 
in the books of 
the finest business 
house in the 
world, and is a 
standing monu- 
ment forever, of 
that salesman’s 
courage and per- 
severance. 

“Now, without 
going into further 
detail you can see 


FILTERED 
PETROL 
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A Bowser Pump at Forbes 


to help a man is 
to help him to 
help himself.’ 

‘In every class, 
no matter where 
you go, you will 
find that the lead- 
ers are Go-Getters. 

“Take Harry 
Lauder. What 
has Harry Lauder 
done? He has 
sold the world a 
Scotch accent, 
spoken by hun- 
dreds of thousands 
of lads on the 
streets of Glas- 
gow. Harry Lau- 
der got hold ot 
this accent and 
sold it to the 
world for a for- 
tune, a castle and 
a knighthood. 


The Bowser Man 


“Even Charlie Chaplin was a Go- 
Getter, a specialty salesman. He started 
life as a tumbler in a circus, was not 
aeectackerjack at that, but bless my 
heart and soul, if he didn’t sell his feet 
to the world for $100,000 a year. 
Some sale, gentlemen; he was a Go- 
Getter all right. 


‘““Gentlemen. we live in a commer- 
cial age and it is the custom in this 
age to judge a man by his earning 
capacity in 1.48. D. 

“You must believe me when I teil 
you that the average earnings of a spe- 
cialty salesman through the world are 
higher than the average earnings of 
any other profession—doctors, law- 
yers, politicians, university lecturers or 
preachers—and when we get out of the 
commercial age and enter into Utopia, 
the specialty salesman will still be there 
in all his glory, for the thinker of great 
thoughts, the scientists of the world, 
the inventors, will still need a man to 
advertise their thoughts, inventions and 
discoveries. 


“Now I want you to stand up and 
to drink the health of the Bowser Go- 
Getters in Australasia and to carry with 
that a feeling of love and affection for 
them and to remember that in drink- 
ing their health you are drinking the 
health, along with them of the great- 
est Go-Getters of the whole bunch, Mr. 
Mortimer Delaforce Richards. 


“Not only is Mr. Richards a great 
Go-Getter, but he is a great teacher of 
the Go-Get idea.”’ 


Everyone in the Home Office 
who came in contact with Mr. 
Richards will long cherish his 
acquaintance. Mr. Richards has 
been Bowser’s Australasian man- 
ager for over ten years. It is 
worthy of note that on this trip 
to America he acted as one of 
Sydney’s delegates to the Rotary 


International Convention at St. 
Louis during the latter part of 
June. 


A Novel Experience 


We Gm mecesenteinman ac 
count of the following instance 
which is new and novel in 
our experience with tanks and 
pumps. 


“In a little town, called Cas- 
talia, Ohio, where the famous 
‘Blue Hole’’ is located, there is 
a Hardware and General Store 
which has a No. 1 Kerosene 
Outfit. Now, after thirty years 
of continued operation, the darn 
thing refused to go, and no one 
seemed to know the source of 
trouble. he proprietor secured 
the services of the local tinner 
to examine and ascertain the 
reason why a Bowser No. | 
should refuse to work. The 
tinner, who was inclined to be 
superstitious, sallied forth to the 
cellar to examine the tank. 
What do you think he found? 
No, you can’t guess. It was a 
large, black cat in the tank hug- 
ging the suction stub. He abso- 
lutely refused to have anything 
to do with the Good Old No. 
I—and I think the company 
may have to give him service on 
this, don’t you? 


The man who frankly admits that 
he doesn’t know prevents many useless 
arguments. 


VERA TOM IMEC (OC 
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A WYOMING FILLING STATION 


This is a picture of one of 


the Chandler Chain Filling Sta- 
tions at Casper, Wyoming. 
This company has 
been thoroughly 
Bowserized by Jack 
Harter, the Bowser 
man who works the 
wild and woolly state 
of Wyoming. 


‘This station is con- 
structed entirely of 
concrete and is lo- 
cated in a good position on the 
Yellowstone Highway leading 
into Casper, famous as an oil 
production town. ‘This station 
is equipped with two 102 gaso- 
line pumps and five 63 oil out- 


fits. 
At his wholesale station Mr. 
Chandler has a Bowser 10,500 


Know your product well — but 
don't forget human nature. 
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gallon tank for gasoline and a 
2,000 and a 3,000 gallon tank 
for lubricating oils. His tank 
wagon also carries a 
Bowser tank. 


This is just an- 
other evidence of 
good goods and good 
salesmanship by Jack 
Harter. And if you 
want to know how 
Harter does the trick 
—here it 1s in) his 
own words: 


J sell Bowser Pumps 
In the Summer when it’s hot. 
I sell Bowser Pumps 
In the Winter when it’s not. 
And always in the Spring time 
As well as in the Fall 
I sell Bowser Pumps 
When nothing sells at all. 


What you will become tomorrow 
depends on what you do today. 


i ee a ee 
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VALUE OF DEMONSTRATION 


Fellows, are you carrying a 
Lube-ster with you as a dem- 
onstrator? Do you realize the 
value of a practical demonstra- 
tion to a prospect in getting bet- 
ter results? 

Most machinery is too large 
and complicated to carry a regu- 
lar size sample with you, but 
such is not the case with a Lube- 
ster. It is a convenient size and 
ean be easily handled. At Paul 
Lawther’s suggestion a carrier is 
being constructed in our factory 
which will be available a little 
later. ‘This will enable you to 
carry the Lube-ster without any 
inconvenience on the running 
board of an automobile. 


The producing of a life-size 
model will create a greater im- 
pression upon the mind of your 
prospect than a small sample 
could possibly do. ‘The cus- 
tomer sees before him in opera- 
tion the actual thing that the 
salesman is trying to sell him 
and he does not need to visual- 
ize it as he would if it were a 
miniature pump. ‘There can be 
no cause for distrust or disbelief 
if he sees the aritcle before him 
and no fear that the real pump 
is not as per sample. 


Many of the salesmen have 
tried this plan and the results 
are more satisfactory each day. 
Their sales are increased two- 


fold ltiwallemore than’ pay, tot 
itself in three sales and then the 
extra commissions are yours and 
they will soon accumulate and 
pay a large dividend on your in- 
vestment. Isit not worth while? 

Mie Jacke laisinesot ) lexas 
has adopted this plan and is 
very enthusiastic about it. Here 
is a little incident which he en- 
countered that may help to drive 
home to you the advisability of 
carrying a Lube-ster on your 
Car, 


Watew days attec makiney a 
run through his territory he re- 
ceived the following letter from 
a prospective customer: 


Dear Sir: 


Have decided to let you ship 
me two oil pumps like you had 
on your car the other day. 


Respectfully, 
We PeROBERSS'G SON; 
Pertusmaiexas. 


This customer was greatly 
impressed by the appearance of 
the Lube-ster which the sales- 
man carried, and although, in 
fact, he did not even know the 
name of it he sent in his order 
for two. 


Mr. D. D. Walker, who cov- 
ers territory in the southeastern 
part of Kansas and southwest- 
ern part of Missouri, is also 
using the Lube-ster for demon- 
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stration. ‘The picture on this 
page shows Mr. Walker in ac- 
tion making a demonstration to 


‘The 
conveniently at- 
tached to his Ford Coupe and 
greatly aids him in making sales. 
He has been very successful in 
selling the Lube-ster and he also 
sells a lot of our lubricating oil 


some prospective buyers. 
Lube-ster is 


outfits. According to the June 
report his standing was tenth in 
the lubricating contest. 

Aren't these facts sufficient 
proof that it pays to carry a 
Lube-ster for demonstration 
purposes? 


A small boy in the visitor's gallery 
was watching the proceedings of the 
Senate Chamber. ‘‘Father, who is that 
gentleman?”’ he asked, pointing to the 
chaplain. ‘‘That, my son, is the chap- 
lain,’ replied the father. ‘‘Does he 
pray for the Senators?’’ asked the boy. 

The father thought a moment and 
then said: ‘‘No, my son, when he goes 
in he looks around and sees the Sena- 
tors sitting there and then he prays for 
the country.” 


‘“‘Be a live wire and you won't get 
stepped on.”’ 
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“Pays to Work on 
Saturday” 


Did I hear someone say it 
does not pay to work on Satur- 
days? Have you ever tried it? 
Do you realize the time wasted 
in a year by eliminating Satur- 
day from your working days? 

Just the other Saturday 
morning W. E. Head, one of our 
new salesmen in Chicago, came 
in about eleven-thirty with a 
private garage order for a 280 
gallon, Figure 41, fully equip- 
ped with meter, filter, hose, 
hose-draining attachment, and 
nozzle, and what’s more, he se- 
cured full cash with the order. 


How's that for a few hours 
on Saturday? ‘The result is well 
worth the effort. Success comes 
to the fellow that is always on 
the alert, quick to act, and 
always willing to seize the op- 
portunities that come within his 
reach. [he man that is willing 
to put in the full time is the one 
that presents the best record of 
sales. 

Mr. Head's message to you is, 
“It pays to work on Saturday— 
Irv ite 

Now is your time to begin. 
Make Saturday one of your 
regular working days and reap 
the harvest of increased com- 
missions from the increased vol- 
ume of sales. A little more time 
makes the results much greater 
and the returns much larger. 


The Bowset Man 


THE ALBANY CONVENTION 


S| N JUNE 1 the curtain fell 
on another great Bowser 
Convention at Albany. 
This convention, like all 
those preceding, was an 
unprecedented success, due 
in a large measure to the foresight and 
planning by Manager Colwell. 


At the opening of the 
meeting on May 31st the 
Eastern Salesmen presented 
to Mr. Bowser a beautiful 
bouquet of roses. Mr. 
Bowser thanked them with 
words that came from the 
bottom of his heart—in a 
way that only the Old Man 
has mastered. 


On the first day of the 
convention Mr. Bowser 
made a very inspiring 
speech. On the second day 
of the convention Mr. Bechtel shed his 
coat, asked the men to take off theirs. 
and then they got down to business in 
their shirt sleeves. 


There were some very instructive 
talks by Paul Lawther, of Dallas; .G. 


A, smith,or sitianta, ALE. Darling, 
of 4Chicago: LS W..Cheney, of .New 
York, and Manager Colwell. Inspir- 
ing speeches were made by such old 
timers as N. A. Ring, C. R. Eggleston, 
Jim Runyan, C. M. Carpenter, Sam 
Taylor, D. W. Darden, J. L. Rhoades. 
Others who filled the boys with enthu- 
siasm were H. W. Luhmann, 
Hee J; SBbrodshawe grin: 
Dobson, W. S. McNeer, C. 
A. Willson and Sales Man- 
ager Tom Kingsley. 


The convention was top- 
ped off with a banquet on 
Friday night at the Hotel 
Hampton, and we are happy 
to say that about half those 
seated at the banquet tables 
were the wives of our east- 
ern salesmen. 


Mr. Bowser, Mr. Bechtel 
and Mr. Kingsley came into personal 
touch with ‘‘their boys’’ and the sales- 
ment went away feeling that they had 
a good time and that they had gotten 
a fund of information that only a con- 
vention will give. 


R. S$. COLWELL 


SATELOONTOE SIE sD Ay 


N. A. Ring furnishes the entertainment for the convention when he tries his hand 


at furniture smashing. 


Charlie Chaplin could not have executed 


the stunt any better. 
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Armstrong Returns to 
Bowser 
Ween Wally) Armstrong, 


who for many years used to 
represent Bowser in the city of 


Detroit, has come back into the 
fold. 


W. A. ARMSTRONG 


Armstrong is one of those 
good natured “‘kidders’’ and at- 
tributes a great deal of his for- 
mer success in the factory line 
to the judicious use of the model. 


He now goes to Cleveland, 
Where he will again take up fac- 
tory work, and he says he is 
going to stick with the model 
in all of his sales talks. 


Mighty glad to have you back 
in the fighting, Armstrong. 


Crandall at Home Office 
ives Orandall, Kansas City 


Manager, was a welcome visitor 
at the Home Office June 20 and 
21. Mr. Crandall had prepared 
for the heat with his light grey 
Suits. [le says heiis strong for 
Kansas City—the most beauti- 
ful town in the country. 


“All’s Well” at Chicago 
and Minneapolis 


Sales Manager Tom Kingsley 
has just returned to the Home 
Office from a trip that took him 
up through Chicago and Min- 
neapolis. 


He was very much pleased in 
the way his former assistant, 
Paul Krider, has taken hold of 
the reins in Chicago and he also 
reports that Roy Conklin has 
gotten a fine grasp of the situa- 
tion up at Minneapolis. 


Both of these men came up 
through the ranks and won their 
spurs through years of diligent 
and loyal service. 


Hessenmueller Takes Up 
Grip Again 


K. F. Hessenmueller, whose 
history with Bowser dates back 
to 1904, has come back into the 
organization after an absence of 
several months. Mr. Hessen- 
mueller started out as a general 
line salesman in 1904 at Chi- 
cago and in 1912 went to Pitts- 
burgh. ‘To him goes the honor 
of: putting the first Bowser 
Pump on Michigan Avenue. He 
sold the Gulf Refining Com- 
pany their first filling station 
pumps—Figure 39’s. We are 
very happy to welcome him 
back into Bowserdom. 
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BOWSER’S MILLIONTH A SQUARE 
SENTRY 


N the course of events 

in the factory it so 
happened that a 
Square Sentry re- 
ceived the honor of 
becoming Bowser’s Miuillionth 
Pump. The Square 
Sentry has been a 
Winner ever since it 
was put on the mar- 
ket, and now with 
the additional pub- 
licity it has secured 
in the newspapers 
and magazines of 
the country which 
carried the story of 
Bowser’s Millionth 
Pump and a picture 
of the lucky Square 
Sentry, we believe 
that. thes -Qliasd7= 
is destined to be- 
come the leader of 
the gasoline line. 

A feature of the 
Square Sentry that 
has met with popu- 
lar acclaim is the 
Tally Bell which 
rings once for every 
gallon that is discharged into a 
customer's automobile. This de- 
vice has met with such un- 
precedented approval with the 
filling station operators that 
many of them are now asking 
“How many bells do you 
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want?’’ instead of the familiar 
“How many gallons do you 
want?’ The bell is a new 
wrinkle in gasoline pumps and 
it has registered so favorably 
with the public that another 
pump manufacturer 
is now putting bells 
on his pumps. The 
motorist likes to 
hear the bell count 
off the gallons—tell 
your prospects about 
this bell—it will be 
your closing argu- 
ment in many a sale. 

The Visible Sight 
Glass through which 
the customer can see 
the gasoline flow 
from the pump into 
his car is another 
striking feature of 
the Square Sentry. 
The customer sees 
the gasoline gurg- 
ling as it flows into 
his tank; he hears 
the bell toll the gal- 
lons as they flow. 
Thus visibility is 
combined with the toll of the 
bell in assuring the customer 
that he is getting what he pays 
for. 

The large dial indicator which 
faces both the operator and the 
customer counts the number of 


The Bowser Man 


gallons that are sold at each sale. 
‘The pointer can at any time be 
returned to ‘0’ but it can never 
be set ahead. ‘The customer 
hears the bell chime out the 
number of gallons served and 
can check them with the dial 
indicator, thus obviating any 
human error. 


With the air motor attached 
to the Square Sentry the hand 
operated outfit immediately be- 
comes a power outfit at but 
slight extra cost. Taken as a 
whole the Square Sentry is per- 
haps one of the best ‘‘all around”’ 
gasoline pumps we have ever 
marketed. It is one that will 
give satisfaction and service to 
your customers and a pump in 
which you can put your com- 
plete confidence. And the nice 
part of it all is that the factory 
can make immediate shipment. 


Erwood Starts Out on 
C2110 


W ede Erwood, a Kansas City 
District salesman working in 
Nebraska, is the first Bowser 
salesman to make an exceptional 
showing in selling C-110. He 
sold five C-110’s to four differ- 
Pauecustomets.. .And to) add a 
little variety he also included an 
order for one C-44. That is 
mighty fine for one day’s busi- 
ness and we believe Mr. Erwood 
is to be congratulated. 


Death 
It is with deep regret that we 
learn of the death of Mr. T. B. 
Vaughn, of Superior, Michigan, 
on June 26th. 


T. B. VAUGHN 

Bowser salesmen will remem- 
ber him as a salesman of long 
and satisfactory service. 

We extend to the friends and 
relatives of Mr. Vaughn our 
deepest feelings of sympathy 
and sorrow in their bereave- 
ment. 


Bryan Becomes a Special 
L. D. Bryan, who has been 
a salesman in the Atlanta Dis- 


L. D. BRYAN 


trict for a number of years, has 
taken up special sales work and 
will travel out of the Home 
Office. 
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LUBRICATING UVATEST 


TEN HIGH MEN 


Salesman's Name 


W. H. Trammell 
C3. WAvop mith 2 cys eee 


bat be eon ater Dallas 
1F. C. Schuster Eastern 


W. M. Mann Eastern 


S. Farrell Eastern 


J) pusearee Minnapolis 
. C. Burkett Dallas 
L. McIntosh 


iehe pow sere ian 


A FEW WORDS FROM THE SALES 
MANAGER 


il Giiethe extremely 
warm weather of July 
and August staring us 
in the face I want to 
Say just a word to 
our salesmen on light eating. 

Have you ever 
noticed how sleepy 
and groggy you 
feel after eating a 
nearly smeal on a 
betecay ws loctors 
tell us that three- 
fifths of the blood 
of the body goes 
fommourish ~ the 
brain of a think- 
ing man. When 
your stomach is 
rullethe ‘oreater 
Boron of your 
blood is directed 
toward secreting 
gastric juice to di- 
gest the food of an 
overloaded stom- 
ach, 

If the vitality 
contained in your 
blood is directed 
to digesting a big 
dinner it 1s a cinch 
fiat your! bt ain 


must suffer.: It's 
your brain — not. 
your stomach — 
that comes into 


play when you are selling Bow- 


T. D. KINGSLEY 


ser equipment. An overloaded 
stomach has quite as much of a 
stupifying effect on a salesman’s 
mind as does strong drink. 
Perhaps you have noticed that 
the big men in American Indus- 
try are light eaters, 
—the man who 
wants to think 
Clear yaea nde sina 
straight line must 
Of wnecessiLy = bey. a 
moderate eater and 
must not be suffer- 
ing from an over- 
loaded stomach. 
‘The average sale 
you make is the re- 
SUltof eagsmental 
combat between 
you and your pros- 
pect in which you 
come out the win- 
ner. I know there 
is a great tempta- 
tion for a salesman 
who is active out- 
doors to want to 
get on the outside 
Olas DIG dinner, 
but in the summer 
time especially 
heavy meals are 
not conducive to 
good sales work. 
Let your prospect 
eat heavy at noon 
if he will—but if you want 
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your gray matter to function 
in such a manner that you 
can out-think and dominate 
him—lay off the heavy dinner. 
Quite naturally, I want all of 
our salesmen to be happy and 


Augustin to the Bat 


A nice little order has just 
been received from J. M. Augus- 
tin, salesman at Portsmouth, 
Ohio, for five No. 102-C44 
with 550 gallon tanks, sold to 
an independent user. 


Congratulations, Augustin, 
for your good work. Keep it 
up, and make this pump a great 
success, 


Bone on Vacation 


I. D. Bone, of Minneapolis, 
Minnesota, is spending his vaca- 
tion at Pelican Lake, Minnesota. 
Good luck to you, Mr. Bone. 
We sincerely hope that the fish- 
ing is fine and that we can ex- 
pect a nice, big fish story from 
you for the next issue of THE 
BOWSER MAN. 


It is far better to take people as 
they are than to waste valuable time 
in trying to make them as they should 
be. 


‘Flivver dem dice, niggah.”’ 


“Whatcha all mean, flivver dem 
dice?’”’ 
‘‘Ah means, shake, rattle and rol!, 


boy; shake, rattle and roll.’’ 
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enjoy good meals, but for the 
next couple months take a tip 
from me and eat your heavy 
meal at night and go slow at 
noon. 

T.. D. KINGSEEY: 


The Optimist 


“They found a lot of courage 
that simmered in the sun; 

They blended it with patience 
and ‘just a spice of fun; 

They poured in hope and laugh- 
ter and then with a sudden 
twist 

They stirred it all together and 
made an optimist.” 


Which Is Which 


A man had just informed the Pull- 
man agent that he wanted a berth in 
the sleeper. 

“Upper or lower?’’ asked the agent. 

“What's the difference?’’ inquired 
the man. 

“A difference of fifty cents in this 
case,’ replied the agent. “The lower 
is higher than the upper. The higher 
price is for the lower. If you want 
it lower, you'll have to go higher. We 
sell the upper lower than the lower. 
In other words, the higher the lower. 
Most people do not like the upper, 
though it is lower on account of being 
higher. When you occupy an upper 
you have to get up to go to bed, and 
get down when you get up. But you 
can have the lower if you pay higher. 
The upper is lower than the lower 
because it is higher, if you are willing 
to go higher it will be lower.’’ But 
the poor man thought he would not 
have a berth after all. 
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THE MARSHALL FIELD PRIVATE 
GARAGE 


Pictured above is the Marshall 


Field private garage, which 
fronts on both Hammond Ave- 
nue and North Park Avenue. 
iinicago, in. this garage are 
kept the private cars of Mr. 
Stanley Field, Jr., who is a 
nephew of the first Marshall 
Field and a former president of 
Marshall Field and Company: 
of John G. Shedd, who recently 
resigned the presidency of Mar- 
shall Field and Company;. of 
his son-in-law, Mr. K. C. Reid, 
also of Marshall Field’s, and of 
meek. Graham, architect for 
Marshall Field’s. 


Two garages face on Ham- 
mond Avenue and two on 
North Park Avenue. Between 
the two sections of the garage 
is the furnace which supplies the 
heat to the garage and to the 
four six-room apartments above 
the garages which are occupied 
by the chauffeurs of the gentle- 
men named above. ‘This garage 
is equipped with four No. 41 
Bowser Pumps with meter, hose 
andenozzley and» one Now 59 


Oil Outfit. 

It is interesting to note that 
the ideal of ‘‘quality’’ which 
obsessed the original Marshall 
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Field and made him the Great 
Merchant Prince, still permeates 
the entire organization, and 
when it came to selecting pumps 
for their garage, it was only 
natural that they should buy 
Bowser Pumps. 


The sale was made by Mr. 
Ralph Sherlock of Chicago, who 


has been exceptionally successful 
in selling Bowser equipment to 
private and home garages. Mr. 
Sherlock works through the 
architects who design the new 
garages and also sells equipment 
to the owners of the private 
garages on the North Shore 
estates. 


A young man with a pretty but 
notoriously flirtatious fiancee wrote to 
a supposed rival. ‘‘I’ve been told that 
you have been seen kissing my girl. 
Come to my office at 11 on Friday. [ 
want to have this matter out.’”’ The 
rival answered, ‘‘I’ve received a copy of 
your circular letter and will be present 
at the meeting.” 


‘The bee that hangs around the 
hive doesn’t gather any honey.”’ 
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Albany Throws Down 
Mit to Dallas 
Up at the Albany Conven- 
tion the Old Man told the east- 


ern fellows that Dallas had 
practically doubled its weekly 


business since the convention 
down there. 
Since the Albany conven- 


tion those eastern fellows have 
adopted the slogan “‘Beat Dal- 
las..’ Now we know that such 
fellows as Warner, Ince, Law- 
ther and ‘Tanner and a big 
bunch of other heavyweights 
report down at Dallas, and 
while we also know that Ring, 
Anderson, Schuster and Lyons 
hail from Albany, we don’t 
know what the eastern division 
holds in their hand to challenge 
Dallas. Look ‘em straight in 
the eye, Dallas—call their bet— 
and fade ’em. 


Puzzle 


Within this land of plenty, 
One puzzle racks our bean, 
If oils are not noted for their 
fat 
What makes gas-so-line? 


Preparedness 


For all your days prepare, 
And meet them ever alike: 
When you are the anvil, bear— 
When you are the hammer, strike. 
—Edwin Markham. 
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Potts at Fort Wayne 


Tom Potts, Cleveland sales- 
man, dropped into the Home 
Office one day the latter part of 
June—but was minus his “gala 
day’ shirt. You ought to have 
seen him at the Fort Wayne 
Convention. Gee, he was diked 
out like a reviewing stand on 


the Fourth of July. 


Our Natty Hobie 


Gere iolbrock. our natty 
Oil Company Specialist in Mil- 
waukee, is doing a very com- 
mendable piece of work in the 
“Home Town’. of another 
pump manufacturer. 


Cale rHOBRO CK 


Milwaukee has been one of 
those towns that lots of sales- 
men have said could not be sold, 
but Holbrock has done the trick 
and Square Sentries are getting 
to be about as common a sight 
in Milwaukee as they are around 
our own factory. 

eGiiitesus tO 
you, Hobie. 


congratulate 


“Dorsch Goes Fishing’’ 


Gus Dorsch has gone up to 
the lakes—and he didn’t go to 
recuperate from a nervous break- 
down either. 


When he comes back to the 
office with part of the Fourth 


A. W.. DORSCH 


on the back of his neck, and on 
his arms looking as red as a 
spanked baby, we anticipate 
some good fish stories. 


With all due respect to his 
veracity and integrity we won- 
den wrur ate e mw nadasonma lish 
stringer a couple of weeks ago 
when he pulled it up out of 
thes water tosshow ‘to, Eddie 
O’Rourk and Dan Milligan. 


The end of the stringer had 
come off and Dorsch had noth- 
ing to say except a word to his 
fishing crony: ‘‘George, where 
is them fish.”’ 


“Any dead fish can float down 
stream—but it takes a live one to go 


+? 


up. 
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TO OUR FISHERMEN 


When the rain is softly falling 
And the grass is fresh and green 

And the air is soft and balmy 
And your mind is all serene, 

There is nothing so disturbs you, 
Causes such a mental balk, 

As to see a lot of angleworms 
A-crawling on the walk. 


‘Then your mind begins to wander 
Back to scenes of bygone days, 
And you picture finny trophies 
Out of rivers, lakes and bays. 
Thea you start to get the fever, 
Fishing only will you talk, 
‘Cause you seen a lot of angleworms 
A-crawling on the walk. 


Some can barely just endure it 
‘Till they're off with rod and line. 
But as Bowser salesmen view it, 
"Tis a mighty splendid time 
Their new prospects to solicit. 
With the great old Bowser talk. 
And so resist the tempting angleworms 
A-crawling on the walk. 


(Apologies to Nobody) 
—A Bowser Man. 
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OVERMEASURE OF PAINT OILS 
A GREAT MONEY LOSER 


ID you ever stop to 
figure out for a paint 
store just how much 
money they are los- 
ing by attempting to 

measure their expensive liquids 

in the old type of measure? 


Years of experience has taught 
us that the tin gallon measures 
used by most paint stores not 
equipped with self-measuring 
Bowser pumps are not accurate, 
in fact they either over measure 
or under measure from two to 
six ounces to the gallon. Now 
let us stop to consider what this 
Over measure costs the paint 
store, or what the under meas- 
ure means to the customer. 


For our purpose we will con- 
sider varnishes as a basis for 
mlustration. Uhe wholesale 
‘prices on varnish vary between 
two to five dollars per gallon. 
We will say that our customer 
is selling the $3.00 grade and 
he is giving four ounces over 
measure with every gallon. 
There are 128 fluid ounces to 
the gallon, the $3.00 grade is 
worth $.0234 per ounce or 
$.0936 for the four ounces over 
measure. In other words, our 
customer is losing almost 1c 
on every gallon he measures 
with his old tin measure. And 


that amounts to nearly $5.00 
loss on every barrel of varnish 


he sells. 


When measured through a 
Bowser 115 this loss is impos- 
sible because the quantity stops 
are adjusted to a hundredth of 
an inch and when set and sealed 
the pump 1s accurate. 


Now let us examine the two 
circles shown here. ‘The outer 
circle represents the Old Tin 
Measure which usually has an 
average diameter of about 6 
inches. ‘The inner circle repre- 
sents the cylinder of a Bowser 
iD Sh hiswcylinder: 1sme4.00 
inches in diameter. Now let us 
suppose, for the sake of argu- 
ment, that the quantity stop on 
our pump was misplaced % 
inch, thus making the cylinder 
stroke of the pump % inch 
longer. “[hat would cause the 
pump to discharge 2.13 cubic 
inches more varnish than the 
vallonmtivatmiss.paidmior ancdeat 
$3.00 per gallon the loss would 
be 3c.. Only. through years of 
time, as the iron of the quantity 
stop became worn away, could 
our pump ever over measure 14 
of an inch. 


Now this % inch if pumped 
into the usual tin measure 
would raise the surface of the 
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liquid approximately 1/16 of 
an inch—which would not be 
noticeable to the eye of the hur- 
ried business man—yet he may 
raise the level of the already full 
container just 1/16 inch and the 
liquid will not spill over the 
edge of the container, due to 
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$5.00 per barrel and that his 
losses on 30 barrels of varnish 
will almost pay for a two barrel 
115 you have gotten a long 
ways toward making a sale. 


The varnish case we cite is 
of course hypothetical, but it 
shows very vividly just what can 


this 
extra 1/16 inch costs him three 
cents, 


molecular attraction—but 


Accuracy is the big talking 
point in selling paint oil equip- 
ment. If you can sit down with 
your prospect and show him 
that by over measure he is losing 
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be lost by inaccuracy of meas- 
urement alone. Linseed oil and 
turpentine are, of course, sold in 
larger volume than varnish, but 
as the price of these two oils 
fluctuates daily we figured on 
the basis of varnish, which re- 
mains more constant. 
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We have considered here only 
what is lost by over measure. 
Do not forget that many more 
Mabicmincnes Ol varnish are 
wasted because it solidifies in the 
barrels, and that linseed forms 
foots and fats and that turpen- 
tine forms a gum deposit on the 
inner surface of the barrel due 
to oxidation. 


J. P. Doyle Gets Promotion 


Bowser salesmen will be 
pleasedmatomnear that Hvir..J..P. 
Doyle has been promoted and 
took charge of Sales Promotion 
Work at the Dallas Office July 
SC eh 923: 


This department endeavors in 
every way possible to assist a 
salesman in his sales work—in 
other words, help him to get the 
orders. 

‘THE BOWSER MAN is always 
glad to hear of the promotions 
of salesmen and extends to you, 
Mr. Doyle, its heartiest wishes 
for your success. 


Why Socialism Doesn’t Work 


“Pat, do you believe in socialism?”’ 


elido.~ 

“Tf you had a million dollars would 
you give me half of it?’’ 

“T would.” 

“And if you had a pig would you 
give me half of it?’’ 

“IT would not—you know I’ve got 
pig! 

It’s always the man that “‘hasn’t got 
a pig’ that believes in socialism. 


Fort Wayne Becoming 
Bowserized 


Bowser pumps are again re- 
gaining their popularity of “‘Pre- 
Strike’ days in Fort Wayne due 
to the fine ‘“‘team work’’ of John 
Tibbles and Eddie O'Rourke. 

During the last thirty days 
the Standard Oil Company has 
put six Square Sentries in three 
of its new filling stations. 


JOHN TIBBLES 


ihedmadimn @il Company hac 
standardized on Square Sentries 


for their own filling stations. 


They have just ordered out four 
Square Sentries and will put in 
four more before September Ist. 

The Indian is also leasing 34 
new 102’s to garages and inde- 
pendent filling stations. When 
all the pumps now on the docket 
for Fort Wayne are installed 
there will be about 140 Bowsers 
in the city. 

There still seems to be a lot of peo- 
ple living who believe that hard work 
is no longer essential to success. “These 
folks belong in the same class as the 
super-optimists who believe that birds 
may be caught by sprinkling salt on 
their tail-feathers. 
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HAIL! 


Mca} OLLOWING the re- 
ABS | cent addition of the 
Post Sentries and 
Sentry Visible to the 
J gasoline line come 
the latest arrivals in the Lube 
family. “The Lube family al- 
ways aims to keep pace with the 
Sentry family and so has intro- 
duced to the world their three 
youngest, which are known to 
the salesmen as Figures 60, 61 
and 62. 


Our Baby. 


Figure 60 consists of a 59 
pump on a chocolate brown 
type D welded tank. Figure 60 
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? 


has a 25 gallon capacity and is 
the baby of the Lube family. 
The pump is equipped with the 
new swing arm drip tube, which 


The Bowser Twins. 


is moved to one side when the 


pump isin use. Spring tensions 
return the tube to normal posi- 
tion, where it can be locked 
when not in use. This outfit, 
being of small storage capacity, 
will find a ready market in fac- 
tories and shops where small 
quantities of oil are needed in 
various parts of the factory. 
“Sixty’’ is one of our less ex- 
pensive outfits and is an outfit 
you can sell when small capacity 
and price are the basis of argu- 
ment. 
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Figure 61 consists of two Fig- 
ure 60's mounted on a sturdy 
tank cart. It is especially de- 
sirable where two kinds of oil 
are used on any one machine 
and where portability is desired. 
These outfits can readily be sold 
to knitting mills, typewriter and 
cash register companies, most all 
factories where small quantities 
of two different oils are needed 
at various places. . They can be 


The Big Brother. 


used in garages, filling stations 
and accessory stores handling 
oils. 


Figure 62 is of the same con- 
struction as our little Figure 60 
except that the welded tank is 
OleO> wallonmcapacity sand 91S 
equipped with a ‘‘tip back”’ drip 
tUbey sel GrismoOUG large: capacity, 
low priced oil storage unit and 
with it you can readily appeal 
to the quantity purchaser. 


These three new additions 
were added to the line at the re- 
quest of a number of salesmen. 
The salesmen who asked for 
these outfits have “‘gotten under’’ 
them and have sold a great 
many. 


Have you sold any of these 
new additions? If you have in 
your territory a price buyer try 
62 on him—if a “‘small quan- 
tity’ man sell him 60 and 61. 
These three outfits will just ‘fill 
the “bill” Sfor- certain. kinds “of 
buyers and the bulletins sent 
you are well worth studying. 


The Last Stage 


“What position did you hold in 
your last place?’’ asked the merchant. 


, 


“1 -wasaadoer, sit. 
SA doerm = Whats thatr 


“Well, sir, you see, when my em- 
ployer wanted anything done he would 
tell the cashier, the cashier would tell 
the bookkeeper, the bookkeeper would 
tell the clerk, and the clerk would tell 
me. 


“And then what would happen?” 


“Well sit, asl hadn't anyone to 
tell it to I’d do it.’’—L. I. Star. 
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A meter 
that is 
Bowser 
quality 
built with 
watch-like 
accuracy 


Part by part, and piece by piece, Bowser 
gasoline pumps and oil-handling outfits 
are the finest made today. 


Bowser pumps have double cog-racks, 
cut-steel gears, built-in meters of watch- 
like precision, paint finish that stays on. 


Check these items yourself and you 
will see why Bowser leads. 


Write today for Folder A-43, and let us 
tell you why you will get more service 
from Bowser-quality pumps. 


S.F Bowser & Company, Inc. 


Pump and Tank Headquarters 
FORT WAYNE, INIDIANA, 


Sales and Service Offices and Representatives Everywhere 


(Reprinted advertisement appearing in automotive magazines) 
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THE BEGINNING OF THE FILLING 
STATION 


the evolution of 
practically every in- 
dustry there is a story 
of Romance. In the 
steamship industry 
we go back to the early trials of 
Robert Fulton; we associate Eli 
Whitney with the cotton gin, 
and in the early days of railroad 
building we remember Corne- 
lius Vanderbilt, John Drew and 
Jim Fisk. 


Another industry, which in 
its present form is scarcely more 
than a decade old, has a very in- 
teresting historical background 
—it is the modern filling sta- 
tion. And with the first filling 
station we associate the name of 
Jake Gumpper. 


It was back in 1897 that 
Jake Gumpper, then a salesman 


for S. F. Bowser &% Company, 
was selling gasoline handling 
equipment to country mer- 
chants asolinessnad to, be 


The First Filling Station 
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Jake Gumpper, who coined the phrase, 
“Filling Station” 


* a a2LeE F Our 


stored out of doors and the 
equipment he sold consisted of 
a Bowser pump and tank en- 
cased in a wooden cabinet. Jake 
Gumpper insisted that all of 
these outfits shipped to his cus- 
tomers should have the words 
“Filling Station’”’ stenciled across 
the top of the cabinet. And 
thus was born the phrase ‘‘Fill- 
ing Station.’ “These Bowser 
cabinets were usually placed on 
the sidewalk and the public be- 
gan to refer to them as filling 
stations. 


‘Then followed several years 
of curb pump installation and 
indoor pumps with a swing arm 
attachment over the sidewalk 
which supplied gasoline to the 
early motorist. “hese were also 
referred to as filling stations. 


The first filling station of the 
present type, according to state- 
ment by E. M. Savercool, west- 
ern manager, was constructed 
early in the fall of 1913 and 
was located at the corner of 
South Grand Avenue and West 
Washington Streets, Los An- 
geles. This first modern filling 
station was constructed by the 
National Supply Station, Incor- 


(Continued on Page Six) 


This was perhaps one of the first filling stations of the present type 
erected in Los Angeles 


One of the Colonial Filling Stations in Boston. A decided advance in the present 
day filling station construction 


The 


porated. Shortly thereafter they 
built some thirty stations in Los 
Angeles, San Francisco, Odak- 
land, Pasadena and San Diego. 
These early filling stations were 
also equipped with Bowser 
pumps. 


The National Supply Sta- 
tions, Incorporated, was pur- 
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chased by the Standard Oil 
Company and those early sta- 
tions proved to be the fore- 
runner of the present day filling 
station, some of the finest of 
which are today located in the 
state where the present type 


originated. 


WHAT NEXT? 


With all the innovations of 
the past five years in rum run- 
ning and smuggling narcotics, 
jewelry, paintings and immi- 
grants we read with no great 
surprise an article in the Knick- 
erbocker Press describing the 
Gasoline Leech. 


With a New York date line 
the article reads: ‘“‘The police 
today seized a gasoline leech. It 
was a sedan automobile equip- 
ped with a 100-gallon tank and 
a one-horsepower pumping mo- 
tor. 


Detectives said that about 
dawn they had come upon it at 
a filling station sucking gasoline 
from an underground tank. 


These filling station pirates 
evidently broke off the fill pipe 
and inserted a hose into the tank 
below and then sucked out the 
gasoline. 
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The theft of gasoline from 
filling stations is an evil that 
has been growing in recent years 
and no doubt many an honest 
employee has been discharged 
because he could not account for 
gasoline stolen from the tank. 


But this gasoline leech! Well, 
what do you know about it? 


Expert Advice 


A little girl from the city had been 
visiting in the country, and was being 
questioned as to what kind of time 
she had. Finally some one said, “‘I bet 
you don’t even know how to milk a 


9? 


cow. 


“Bet I do,’ she said. 


She was pressed for particulars, and 
explained: “You take the cow into the 
barn and give her some breakfast food 
and water and then you drain her 
crankcase.’’—-Prairie Farmer. 
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It Pays to Follow Inquiries 
Quickly 


Again we wish our salesmen 
to view the likeness of O. J. 
Labree as a man who is up on 
his toes when it comes to fol- 
lowing up inquiries. 

Several weeks ago a mail in- 
guiry was turned over to him. 
He immediately “got on to it”’ 


OL di, 1yMewRy DID: 


and sold a C-110. On the same 
day that we received this order 
a special delivery came in late in 
the afternoon for a 5 barrel 241 
and a “102 only’’—full cash 
with order. 


Again on August 6th the of- 
fice wired him concerning a 
prospect. On August 7 he sold 
fumea 020 -gallon €-110. and 
one of the new 61 lube outfits. 


Each day our advertising de- 
partment receives a fist full of 
inquiries. “These inquiries come 
in as a result of the thousands 
of circulars and broadsides we 
send out and in response to our 
magazine advertising. When a 
prospect writes in he has already 


manifested a certain interest in 
our equipment. ‘The desire for 
equipment has been created— 
that saves our salesman so much 
time and it is up to the salesman 
to close the deal. 


But here lies the danger. A 
prospect who writes to us often 
also sends inquiries to other 
pump and tank manufacturers. 
Then the race is often decided 
by the salesman who gets there 
first. Bowser salesmen have the 
best, most complete line on the 
market today—if you get on 
the ground floor first, you have 
gone about 80% of the way 
toward a signature on the dotted 
line. 


Canada Takes On 
New Man 


J. B. Raine has the honor of 
being the latest addition to the 
Bowser Family in Canada. He 
is 23 years old and they say in 
the four weeks he has been out 
he has started off with a bang. 


Opportunity 


There is a tide in the affairs of men, 
Which, taken at the flood; leads on to 
fortune; 
Omitted, all the voyage of their life 
Is bound in shallows and in miseries. 
On such a full sea are we now afloat; 
And we must take the current when it 
serves, 
Or lose our ventures. 
—W*m. Shakespeare. 
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“WOULD YOU STOP A LEAK IN YOUR 
CASH REGISTER?” 


=) VERY man who buys 
YH Bowser equipment 
from our salesmen 
has two alternatives 
= between which to 
choose before he buys. It is 
either “‘I will’ or ‘“‘I won't.” 
And he who buys says ‘‘I will.” 


Practically every time a man 
decides that he will buy a cer- 
tain thing he weighs both sides 
of the proposi- 
tion, its advan- 
tages and disad- 
vantages, and if 
he is convinced 
Chater heey vil 
benefit by buy- 
ing, that the 
benefit derived 
will offset the 
purchase price, 
he buys. In 
short, the thing 
that he wants 
to know is— 
Will it pay me 
to buy it or will it not. 


And in selling paint oil 
equipment it is not very difficult 
to show a prospect that ‘‘it will 
pay him”’ to dispense his liquids 
through Bowser pumps. 

One of our salesmen has used 
an idea in presenting his propo- 
sition to paint oil prospects that 
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has put over many a deal and is 
even applicable to other lines 
than paint oil. 


He dwells on the oil soaked 
floors, the gummy measures, the 
money lost in over measure, and 
the other numerous ways that 
the precious liquid is wasted. 
After pointing out all of these 
leaks, he asks his prospect what 
he would do if his cash register 
leaked. He says 
“Now — suppose 
there was a piece 
broken out of 
the back of your 
cash _ register 
and every time 
you closed the 
drawer after 
ringing up a 
sale a couple 
coins dropped 
on the floor on 
the customer's 
side of the coun- 
ter. <syouee 
plug up that hole pretty darn 
quick, wouldn’t you? And, if 
he is honest, chances are he will 
admit it. 


Thus an analogy is drawn 
for the prospect which usually 
convinces him that he could save 
a lot of oil and time by install- 
ing Bowser equipment. And by 
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The Old Method 


saving oil and time he is saving 
money, and saving money is the 
big thing in the commercial 
world today. ‘The paint store 
man doesn’t give a hang what 


The Right Way 


else your equipment will do be- 
sides making him some money. 
If it’s a money maker and you 
can convince him with the 
cash register illustration that the 
amount he will save more than 
justifies the purchase price of the 
equipment—-you have made a 
Balen liry it. 


A pair of good ears will drain dry a 
hundred tongues. 


Albany Gets New Drying 
Room 


A new drying room in which 
the lubricating outfits manufac- 
tured at Albany, and old pumps 
sent in for redecorating, can be 
dried free from dust, has just 
been completed at Albany. 


JESSIE RHOADS 


The Albany warehouse is 
under the supervision of Jesse 
Rhoads, who is ever ready to 
render fine service to the sales- 
men and customers of the east- 
ern division. 


Out in the West 
A. W. Love, the Bowser Man 


who travels over the heated 
sands of Nevada, registered the 
first sale of the West Coast men 
in the new visible equipment. 
He started out by selling a Post 
Sentry. 


R. R. Hicks gets the distinc- 
tion of putting over the first 
Sentry Visible in the San Fran- 
cisco Organization. 
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OUR FIRST BIG SALE 


Neen, eee ML) 


my «=B OWS E RuTO 


0” Discoun Sale 


Starting July 30th --Six Weeks Only | 
The Most Remarkable Values Ever Offered | 


TO GARAGE TRADE ONLY!! 


Everything in the Line) Fishing Trips, 
Vacations 


included (except black tanks) | atid: Eye ee 
even all The New Visibles). POSTPONED 
are offered NOW | To Make this 


at 20 per cent discount | S A L E 


| 
To the Garage Trade Only! Everything A Huge Success 


in Bowser Equipment (except black iron 


You can’t afford to get away from the job 
tanks). Just think! Now you can sell C-110, Hf Every salesman is on his toes. Don't let 
C-5s and C-6s at one-fifth off to the garage darkness interfere. Keep it on your mind 

a - : seven days a week, during this sale. The 
trade. It’s all up to you. Show your stuff. iy success of the sale depends on you. Take 
We want this sale to go over big. You can’t I advantage of every opportunity you have 

pat to sell, and sell. We c: he rail 

sell too much. The whole Bowser organ- ents rere ba + get the raurosd 
y : : rs . cars for the delivery---you get the sales. 
ization is back of you. Go to it, and go to 
it strong. Use every minute of the six weeks---think 
sale, dream Bowser and for your own self sell 


| Your Opportunity You Can’t Miss It! | Bowser Equipment, as you never sold it before. 


“oy BOWSER “on 


abe 
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WHITTLING PRICE TO THE BONE 


On the opposite page is the 
page announcement of Bowser’s 
first sale—a 20% discount sale. 
‘This is not a ‘‘clearance sale’ or 
peeclosing out sale’ ofa. pre- 
inventory sale’’—it is just offer- 
ing a 20% discount on every- 
thing sold to garages except 
black iron tanks. 


Now this is Bowser’s propo- 
sition to you to make the most 
possible sales during your dull 
season. Think of it—20% off 
on everything except black iron 
tanks. And the house isn’t 
going to be narrow either on 
its interpretation of ‘‘garage.”’ 
‘That means public, private, mu- 
nicipal, commercial, and home 
garages—yust so it is a legiti- 
mate garage. 

‘This is your opportunity to 


talk cold turkey to the price 
buyer in the garage. Show him 
that for six weeks he can buy 
Bowser equipment on the same 
basis as the oil industry ard talk 
further to him about our dis- 
count for cash. You are selling 
the best pump on the market 
and at our regular prices they 
are priced right—but at this 
bargain price no garage can af- 
ford to be without Bowser 
equipment. 


Use the page announcement 
sent you. Show it to the garage 
man—and tip him off that this 
discount runs only until Sep- 
tember 8. After that date the 
regular prices will apply again. 
This is a real opportunity for 
the garage man; it is a real op- 
portunity for you. 


SELL 102’s AND 97’s NOW 


Bret othe orders, come’ for 
wives ands 9 /'s,..- says ‘Sales 
Manager Tom Kingsley. Dur- 
ing the six weeks’ garage sale 
he thinks that some of the fel- 
lows are going to book a gang 
of orders on our visible equip- 
Menwand he-says that it can t 
be shipped inside of six to eight 
weeks. Consequently he gives 
the tip that it would be well to 
ease up on the visibles during 


the sale and give the factory a 
chance to catch up with their 
production. 


We have a big stack of 102’s 
and 97’s and more coming 
through the factory. Immedt- 
ate shipment can be made in 
these two numbers and where 
the time factor enters into a sale 
it would be advisable at this 
time to sell the two numbers he 
suggests. 


VD SOME ODE 


Bowser Man 


The Bowser men in the field 
will be grieved to learn of the 
death of J. William Peterson, 
organizer and former president 
of the Richardson-Phenix Com- 
pany of Milwaukee. 


Mr. Peterson died Tuesday 
morning, July 24, as the result 
of an operation for ulcerated 
stomach performed the preced- 
ing Sunday. 


To Mr. Peterson is accredited 
the first intelligent application 
of engineering principles to the 
lubrication of machinery. He 
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specialized in lubricating sys- 
tems for the machines in the 
hydro-electric field. 


In November, 1921, Mr. 
Peterson became vice-president 
of S. F. Bowser % Company 
when Bowser % Company 
bought the Richardson-Phenix 
Company. 

Mr. Peterson was prominent 
in the civic, masonic and engi- 
neering life of Milwaukee and 
is survived by a wife and one 
daughter, to whom the entire 
Bowser organization extends its 
heartfelt sympathy. 


diana Independent 


The 
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Man 


INDIANA OIL MEN MEET IN BOWSER 
AUDITORIUM 


: IDIANA INDESENDENT Po 
PETROLEUM MARKETERS ASSH & 


The largest and perhaps most 
successful meeting of the In- 
Petroleum 
Marketers’ Association was.held 
in Fott Wayne July 12, 1923, 
in the auditorium on the sixth 
floor of the Bowser office build- 
ing, 


The meeting convened at 10 
o'clock. The address of wel- 
come was made by Thomas J. 
O’Dea and the response was 
given by Frank C. Enz, presi- 


dent of the association. J. Bruce 
Gafill, of South Bend, gave a 
short talk on the recent tax 
levied on gasoline and of doing 
away with the state inspection 
of gasoline and kerosene. 


At noon the members and 
their wives attended a luncheon 
at the Anthony Hotel given by 
Bowser & Company. 


At the afternoon session J. L. 
Murray, president of the Illinois 
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independent organization, ad- 
dressed the meeting on the sub- 
ject: “The Sale of Independent 
Lubricants.’’ James Gilmore, 
secretary of the National Petro- 
leum Marketers’ Association, 
spoke on the interchangeable 
coupon books. Five new mem- 
bers were admitted to the or- 
ganization. 


The visiting ladies were the 
guests of Mrs. Thomas J. O'Dea, 
Mrs. F. V. Ruppert, Mrs. J. P. 
Patton and Mrs. J. C. Tibbles. 
During the morning session they 
were taken through the Bowser 


plant and on an auto tour of the 
city. Following the luncheon 
at the Anthony Hotel they made 
a tour of the different stores of 
the city and at Wolf ®% Des- 
sauer’s each lady. was presented 
with a pair of silk hose by Bow- 
ser % Company. Following this 
they were guests of Bowser at a 
theatre party at the Jefferson. 
They were then served refresh- 
ments at the Aurentz Confec- 
tionery. 


The next meeting will be 
held in November at Evansville, 
Indiana. 


A GIDT (EDGED ORDER 


“You can wear down all ob- 
stacles, even time, if you work 
continually at it,’’ is the theory 
on which George W. Allen 
works. And the proof of the 
pudding is a paint oil 
order for three 109’s, 
two 64's, barrel track, 
dash, cradle and chain 
hoist which just came 
to the office. 


Eight years ago Tom 
Kinsley, then district 
manager at Chicago, a, w. 
wrote Allen to make a 
special effort to get this business. 
‘Though he always got a ‘‘turn- 
down” Allen kept right on the 
trail of this business, made a call 
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every few months and finally 
on August 10th he drove up to 
Wausaukee, Wisconsin, and got 
this hardware store to put their 
mark on the dotted line. 


Certainly this is a fine 
example of a salesman 
who wouldn't take 
‘““no’’ for an answer and 
who had the guts to 
stay with it until he got 
what he wanted. And 
he didn’t just sell them 


the outfits either—he 
ALLEN included all the extras 
to make it a first class 
outfit. “The order was decor- 


ated with a margin of gold as 
well fitted an order that it took 
eight years to get. 


i pit eee. - 
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SPEAKING OF KEROSENE 


VE any Bowser salesmen 
ASK | have gotten the idea 
y ee | that the day for sell- 
cE . 


ing kerosene equip- 
ment is past you 


ought to glue your optics on an 
order which F, A. Keller, special 
the 


Albany 


representative in 


F, A. KELLER 


District, recently closed with a 
group of stores. This order 
covered over a hundred kerosene 
outfits, Figure 1’s and Figure 
19's, which will be installed in 
the city stores of this organiza- 
tion. 


L. D. BRYAN 


Some more fine work in the 
kerosene line has recently been 
done by L. D. Bryan. Recently 


Page Sixteen 


he sold seven kerosene outfits in 
St. Louis in one week and also 
put nine kerosene outfits in Cin- 
cinnati. Bryan is also a special 
man working out of the home 
office. 


A great many people, espe- 
cially the storekeepers, have got- 
ten the idea that since the ad- 
vent of electric lights that there 
is little sale for kerosene. For 
this reason the Bowser salesman 
should have lots of ammunition 
in his belt on kerosene to over- 
come the prejudice of certain 
types of storekeepers. 


In the country kerosene is 
more popular than ever before. 


Figure 19 


The Bowser Man 


Perhaps 90% of the rural homes 
are still lighted with kerosene 
lamps. Kerosene is used as fuel 
for certain makes of farm trac- 
tors and in certain internal com- 
bustion engines. The farmer uses 
kerosene to heat his incubators, 
for the kerosene range in the 
kitchen, for the small portable 
oil burner that takes the chill 
off a room before the stoves are 
set up for the winter. Kerosene 
is used to spray chicken coops, 
it is applied to chickens to kill 
head lice. Kerosene applied to 
the surface of stagnant water 
makes a thin oily film that kills 
mosquitoes. It is used as an ef- 
fective repellent against powder 
post beetles, destructive to hard- 
wood products and against other 
wood boring insects. 


In the homes kerosene is 
added to water to clean painted 
walls, as it removes the dust 
and does not injure the paint. 
Kerosene is also used in cleaning 
varnished floors, adding a cup- 
Mulsto “a pint of luke warm 
water. It is effective in cleaning 
Glatnes® closets, as. a spray of 
kerosene drives moths and germs 
away. It is also applied ef- 
fectively to wooden beds and 
crevices infested with bed bugs. 
Kerosene on a cloth is effective 
in scouring bath tubs and lava- 
tories. Kerosene poured down 
the sink cuts the grease and 
keeps the drain clear. It is used 
successfully in keeping alumi- 


Figure 1 


num-ware bright and shiny. It 
will remove rust and grease 
from stoves before being pol- 
ished. Stove pipes and screens 
are protected against rust if they 
are wiped with a rag soaked in 
kerosene before they are stored 
away. It is used effectively in 
cleaning zinc and tin. When 
kerosene is added to the water 
used in cleaning windows it 
leaves the windows with a fine 
polish when they are wiped 
thoroughly with a dry cloth. 


Kerosene can be used in many 
ways in the laundry. Kerosene 
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added to the wash water will 
prevent white clothes from get- 
ting a yellowish color. Added 
to the water in the boiler it acts 
as a solvent for grease spots. 
Blood stains should be soaked 
a few minutes in kerosene and 
then washed in cold water. 
Grass stains can be removed 
from clothing by soaking in 
kerosene and then washing with 
white soap and water.  Dis- 
colored wringer rollers can be 
cleaned with a piece of flannel 
soaked in kerosene. 


In the garage kerosene can be 
used more economically than 
gasoline in removing dirt, rust 
and carbon in overhauling mo- 
tors. Six parts of water to one 
of kerosene will clean and give 
a high polish to windshields. 
Kerosene is effective in removing 
the oil spatterings on fenders of 
cars caused by driving over oiled 
roads. 


It is used in the garage and 
Lube-serv-atory in flushing the 
crank cases of automobiles to 
take out the dirt and old oil 
before a new supply of oil is 
put in. It is useful to the me- 
chanic and painter in removing 
grease and paint from his hands, 
arms and face. 


In fact kerosene has so many 
uses today that a great many 
people, especially the merchants, 
do not know about. Kerosene 
has only been on the market for 
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about sixty years and with the 
advance of civilization its uses 
are increasing fast. Tell your 
prospects about the many uses 
of kerosene and you will open 
their eyes to the possibilities. 
Kerosene pays a good profit and 
can best be handled through 
Bowser equipment. The kero- 
sene line is a very profitable line 
to work—when you know the 
equipment and the many uses of 
the liquid. 


And many a lovelorn maid imag- 
ines she is heart-broken, when in real- 
ity her liver isn’t working just right. 


If you listen to the teachings of 
affliction the first time it visits you it 
may not have occasion to call again. 


Page Mr. Grooms 


W. E. Grooms recently deco- 
rated an order blank to the tune 
of five 64’s, two 109’s and four 


W. E. GROOMS 


129’s. ‘These lubricating and 
paint oil outfits go to an electric 
company. 


Indeed a nice order, Grooms! 


The Bowset Man 


All Smiles 


R. §. COLWELL 


This is a likeness of “‘Prince 
Charming’ as he is known to 
many in the Bowser family. 
To others he has been the suave 
eastern manager of S. PF. Bowser 


6 Gonipany wEnter-e Mr. RvS. 
Colwell. 


He was in conference at the 
Home Office for over a week, 
soing over the problems in the 
eastern territory and advising 
on problems confronting the 
executives at the Home Office. 


He has recently been ap- 
pointed manager of the Eastern 
Oil Company Sales Division 
and will have his headquarters 


in New York. 


Walsh Gets a Nice One 
J. -0.. Walsh,” Fort 2Wayne 


District salesman covering terri- 
tory in West Virginia, dressed 
up an order blank a couple 
weeks ago for a 10 barrel 97, 
two, .s,.a couple 59 seand,2 
transfer pump. 


J. S. WALSH 


That is the kind of orders 
that make the ‘““Old Man”’ say: 
Ec atcetine——that cunt 2 Intay 
fine.’ 
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ROOSEVELT AS A SALESMAN 


The story is going the rounds 
of three men who sought admis- 
sion to heaven. One of them 
was George Washington, who, 
when St. Peter asked him who 
he was replied: ‘I’m the Father 
of My Country.” 


The second man was Abra- 
ham Lincoln. St. Peter asked 
him the same question and he 
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replied: ‘“‘Why I’m the Savior 
of My Country.” 


And when Theodore Roose- 
velt was confronted with the 
same question replied: ‘‘None of 
your business—where is God.” 


Regardless of your politics 
you can’t help but admire that 
great American. Picture, if you 
can, Mr. Roosevelt as a travel- 


The Bowser Man 


ing salesman calling at the Bow- 
ser plant. He would not stop 
short of seeing Mr. Bowser 


himself, if he thought that Mr. 


Bowser had any direct interest 
in his proposition. 

Always tell your story to the 
main gazabo. Sometimes he is 


Springer and Blue at 
Fort Wayne 


Among the men in the field 
who were visitors at the Home 
Office during the past month are 
Laverne Blue, Bowser salesman 
Pimebaipa; Plorida,<and E. E. 
(Jim) Springer, assistant to the 
district manager at Atlanta. 


the superintendent, sometimes 
the factory engineer, sometimes 
the wife of a grocer—but find 
out who the main gazabo is and 
tell your story to him, as would 
‘Theodore Roosevelt. 


Indeed Roosevelt would have 
made a wonderful salesman. 


How Seaman Sells ’Em 


Each salesman has his own 
individual way of convincing a 
prospect of the merits of Bow- 
ser equipment. Some by testt- 
monials, others by demonstra- 
tion, and various other ways. 
But R. W. Seaman, of Michi- 
gan, has a way that is both new 
and convincing. 

Hevsayse «Wihenyp le mectana 
prospective buyer that has any 
doubt regarding Bowser popu- 
larity I try to get him over to 
Mason, a town of 2,000 popu- 
lation and county seat of Ing- 
ham County, where every pump 
in town, excepting two in Stan- 
dard Oil Station, are Bowser'’s.”’ 

This is, we feel sure, a strong 
argument for Bowsers pumps 
and tanks. Further data reveals 
that the pumps number nineteen 
(niallsandsthat, with one excep: 
tion every tank in town is one 
of Bowser’s. 

Mr. Seaman has placed in 
Mason alone in the last seven 
months one 99, one 97, one 
10 22@ 2 wone 02 none l, 
one 63 and three 56-A Lube- 


sters. 
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OUR SALES CORRESPONDENTS 


Paul Stouffer, assistant to the 
sales manager, is a Warsaw, In- 
diana (not Russia) boy who 
started in the Bowser collection 
department in 1917. He be- 
came a sales correspondent in 
1920 and his good work made 
him King Bee of the sales cor- 
respondents in 1923. He is a 
graduate of Winona College. 


-Roy E. Lounsbury is a young 
fellow from New York City 
who came to Bowser this sum- 
mer. After graduating from 
Michigan University he con- 
nected with the statistical de- 
partment of the Western Union 
Company. Lounsbury has a 
liking for the law and handles 
the Atlanta correspondence. Be- 
sides that he wears the face that 
made Arrow collars famous. 


ReayeWviuills 1s a. demure (?) 
little fellow who came with us 
in 1917 and took a desk in the 
cost department. In 1920 he 
went to the service department 
and this summer he became a 
correspondent in the sales de- 
partment. He is the imperial 
wizard of the Eta Bita Pies, and 
handles the correspondence of 
the Eastern Division. 


The history of Harold Burk- 
as dates way back to 1906 when 
he was an errand boy in the ac- 
counting department. He 


worked in the accounting de- 
partment for seven years and for 
eight years was cashier of our 
company. After spending what 
he claims was the equivalent of 
two years as a salesman in Iowa 
he came to the sales department 
and is responsible for Kansas 
City and Chicago correspond- 
ence. [hey say Burkas knows 
a lot of good stories. 


L. A. Krimmel was a steno- 
grapher in the traffic department 
nine years ago. He has served 
time in the production depart- 
ment and factory manager's of- 
TCemanld eit tlk 2.5 = camieee Out iie 
sales department, where he 
handles the correspondence for 
the Fort Wayne District. He is 
president of the Bowser Bowl- 
ing League and secretary of the 
Bowser Efficiency Club. 


Jack Kropp started his up- 
ward climb with Bowser in 
1916 as a bench man in the 
shop. In 1917 he became a 
clerk in the sundries depart- 
ment. After spending some time 
on the road he became assistant 
manager and later manager of 
the sundries department. Early 
in 1922 he became manager of 
the methods department and 
then came to the sales depart- 
ment to handle Minneapolis, 
Central Cities and Denver cor- 
respondence. 
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OUR RADIO FANS 
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W. F. Eastman, our Buffalo Manager, sits up into the wee hours of 
the night listening to the story in the ether waves. 


s 
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I. L. Walker, Manager of Dry Cleaning Sales, is another one of 
the charter members of The Night Hawk Club. 
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BOWSER IN HOLLAND 


Ac iaem onthe “LE 
BOWSER MAN de- 
voted several pages in 
telling the salesmen 
what Bowser is do- 

ing over in Australia, but this 

month let us cross the Atlantic 
and see what is happening over 


Mr. and Mrs. De Groot at Sheveningen, 
Holland, a watering place just 
outside The Hague. 


in the industrious little land 
that made wooden shoes, post 
cards and a certain type of 
windmill pepular in America— 
and that rich little country 1s 
Holland. 


In Holland the House of 
Bowser is represented by J. H. 
De Groot, who has had a very 


successful career. During the 
month of June he secured 158% 


of his quota, and on the Fourth 
of July, when we were shoot- 
ing firecrackers or were taking 
a holiday at the lakes or in the 
mountains, Mr. De Groot went 
out and single handed he sold 
enough business to make his 
quota for the entire month. 
And our European managing 
director speaks a word of praise 
for Mrs. De Groot, who has 
helped her husband by doing a 
great deal of his work at home 
in the evening. 


Baby Hanette and Her Nurse 


Mr. De Groot is assisted by 
Mr. A. I. Philipp, who was pre- 
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sented with a fine baby girl on 
June 20th. Hanette Benjamine 
Philipp is the first Bowser baby 
born in Europe since Mr. Shulze 
took over the reins over two and 
one-half years ago. 


With this young lady added 
to our force we feel that we are 
indeed well represented in Hol- 


Jand. 


“Old Timer’ Drops Into 
Home Office 


oe 


Mr. and Mrs. C. E. Saunders 
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Nearly every week one of the 
Bowser “Old ‘Timers’ drops 
into Fort Wayne and in this 
issue we have the privilege of 
printing a picture of Mr. and 
Mrs. C. E. Saunders, of Or- 
Jando, Florida. 


Mr. Saunders started with 
the “Old Man” over thirty- 
three years ago and has just 
spent a week visiting at the 
home of Mr. Bowser enroute to 
Michigan lakes where the Mus- 
kie abound. 


Mr. Saunders, with his sons, 
is the owner of the Independent 
Oil Company at Orlando, Flor- 
ida, and has just bought two 
hundred oil outfits—or rather 
sold them to himself. 


At that he is still out selling 
Bowser equipment—ust for the 
pure love of selling. 


Promotions 


Among the recent changes in 
the East we are pleased to an- 


C. A. WILLSON 


nounce that C. A. (Gus) Will- 
son succeeds A. D. Carriger as 


~~ iy ee 
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manager at Philadelphia. Will- 
son started his career with Bow- 
ser in 1909 as a correspondent 
in the sales department and since 
has held various positions in the 
organization that particularly 
ieee tor this. position . at 


Philadelphia. 


Pees Carricers now goes to 
essist he >. Colwell at New 
York City in oil company sales. 


A. D. CARRIGEHR 


Carriger also started with Bow- 
ser in 1909 as a clerk in the pur- 
chasing department. He has 
been manager at Louisville, Chi- 
cago, Memphis, Detroit, Phila- 
delphia and in 1919 represented 
Bowser in Argentine, South 
America. 


fe Following the transfer of R. 
S. Colwell to New York City 
as manager of oil company sales, 
Albany again becomes a district 
office with George Bacon as 
manager. Bacon also started in 
1909 as a correspondent in the 
sales department. For a while 
he was at Atlanta, has assisted 
Mr. Savercool while sales man- 
ager, was assistant to the general 


Oa 


GEORGE BACON 


Manager, assistant to R. S. Col- 
well and now becomes district 
manager at Albany. 


Runyan Becomes Special 
J. W. Runyan, who has been 


a Bowser salesman for thirty- 
two years, has taken up special 
work in the Harrisburg District. 


Cutting Off the Engine 


While riding on a train recently, 
William Wrigley was approached by a 
man who addressed him: 

“Pardon me, Mr. Wrigley, but do 
you know you're wasting a lot of 
money?”’ 

Mr. Wrigley, always anxious to 
learn anything about his own business, 
asked in return, ““How?”’ 

“Why, in advertising!’’ the man re- 
plied. ‘‘Your product is so well known 
now you don’t need to advertise.”’ 

“My good man,’ Mr. Wrigley an- 
swered, “do you know what would 
happen if we were to cut the engine 
off from this train?’’ 

“The train would coast along a 
while and then stop, I suppose.”’ 

“Exactly,’’ replied Mr. Wrigley, 
‘and that’s just what my _ business 
would do if I cut off advertising. Ad- 
vertising is the engine that furnishes 
the motive power for my business.”’ 


‘ 
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A BOWSER OILED YACHT 


‘Cristina’ is the name of the She glides gracefully through 
luxurious yacht of Herman Falk, the waters of Lake Michigan 
of the Falk Manufacturing Cor- and in order that her engines 
poration of Milwaukee, build- might be properly lubricated 
ers of large engines. Mr. Falk has put in an R-P 


This is a corner of the Bowser Plant in Milwaukee where the Richardson Phenix 
Lubricating Equipment is made. 
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Lubricating System—cne of his 
home town products, 


Above is shown a picture of 
a Model T, R-P Lubricating 
Outfit installed in the engine 
room of the Cristina. 


“Wise is the chap who catches on 
at the proper time and let’s go at the 
psychological moment.”’ 


A Hot Time Down in 
Texas 


H. J. Grosvenor and Tom 
Kingsley have just returned to 
the Home Office after spending 
a week at Dallas and they tell 
some wierd stories as to the heat 
down in Texas. It is rumored 


around the Dallas office that R. 


R. Safford lost seventeen pounds 
of weight in three weeks due to 
heat and hard work. Gee, we'll 
bet he hardly makes a shadow 
any more. 


This was the first trip to Dal- 
las for our secretary-treasurer, 


H. J. GROSVENOR 


Mr. Grosvenor, and he let down 
the bars as far as stiff collars are 
concerned and learned the real 
comfort in a soft collar. 


™ D7 KINGSLEY 


Tom Kingsley just took off 
his coat and ‘‘sweat’’—he says 
he never saw it so darn hot any- 
where. Bill Ince was over from 
Oklahoma City and he reported 
that it was 111 in the shade and 
the automobiles were making 
ruts in the asphalt pavement. 
Now that’s some hot. 
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LUBRICATING CVATEST 


TEN HIGH MEN 
Salesman’s Name 


[evis.: Greacnustets cs - Eastern 
2. G. A. Smith Atlanta 
3. W. H. Trammell Atlanta 
ee GhatQory Eile Dallas 
De el de ALLEL! Eastern 

W. M. Mann Eastern 


6. 
(oN ean alt San Francisco 
| J. P. Shannon Chicago 


8. A; Le MelIntosh Canada 
OF her eck Eastern 
Dallas 


The 


Bowset Man 


THE BOWSER BANK BUILDING 


The new building of the 
Bowser Loan and Trust Com- 
pany is now under construction 
at the corner of Holton and 
Creighton Avenues. This is a 
corner location across the street 


Still in the Ring 
At the Rhodes Garage at Pe- 


waukee, Wisconsin, according 
to Carl Hobrock, there is an old 
Figure 19 outfit, which was 
bought in 1906. : For many 
years it was used to handle kero- 
sene and for the past seven years 
it has been in the garage where 
it is used to handle light lubri- 
cating oil. “he owner says that 
during all of these years he has 
not spent a dime on it for re- 
pairs and it works like a top. 


ae 


and in the same block as the 
Home Office Building. 


When finished it will be a 
two story brick building, hav- 
ing several storerooms on the 
ground floor and offices and 
apartments on the second floor. 


“William Pitt was a great salesman; 
he sold the idea of the British Empire 
to Little England. And Benjamin 
Franklin was a very great salesman in- 
deed; he sold the idea of a successful 
American commonwealth to France at 
a time when its success could not be 
seen except by its closest friends. Daniel 
Webster was a _ remarkable salesman 
who devoted his whole life and genius 
to the delivery to this country of one 
idea—its unity and indivisibility.”’ 

—Warren R. Voorhis. 


Gripp Gripps Ten Visibles 


Re Ws Gtipp, of Pittsburgh; 
got a nice ‘‘strike’’ the other day 
and reeled in ten C-66's and 
three 710 pumps. 
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BOWSER IN THE 
MOVIES 


Bowser's Millionth Pump was seen 
in the movies by thousands of people 
who enjoy the various news reels in 
theatres all over the country. 


To the left is a strip of the film 
showing Miss Georgianna Tonkel, of 
Bowser’s Production Department, pull- 
ing back the curtain and giving to the 
world the first view of Bowser’s Mil- 
lionth. 


It is interesting to note that Bowser 
has averaged one pump every six minutes 
for the last thirty-eight years, and that 
the man who made the first one has 
lived to see the day when his mammoth 
plant turned out the Millionth Self 
Measuring Pump. 


The lucky Square Sentry now stands 
in the park west of the Home Office 
Building, a tribute to the Bowser or- 
ganization and a monument to the ‘Old 
Man”’ who gave to civilization the self- 
measuring pump. 
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Why not have a meeting with 
yourself, go into a committee 


months which produce nothing 
day each week. 


do not seem so long when taken 
of the whole, and vote yourself 


a 16 2/3% increase in commis- 
sion by working every Saturday 


a serious proposition. 
during this year? 
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WE HAVE WITH US TODAY 


Alexander Wylie Love, of 
Oakland, California, is a single 
man—doesn’t know why—if 


he knew he wouldn't be single. 


And being fond of roast duck 
and planked trout and having 
a name that bespeaks happiness 
he ought not to be single. 


His boyhood ambition was 
to discover real wireless trans- 


mission and his most novel ex- 
perience was watching a carload 
of fire extinguishers burn. 


Love is a democrat, says there 
are fewer of them and therefore 
less scoundrels making promises. 


He is a member of B. P. O. 
E., U. T. C. and a graduate of 
the University of Virginia, class 
of 1890. 


George Abraham Smith, of 
West End, N. C., started his 
career with Bowser in 1911 and 
has a territory of eleven counties 
in North Carolina. 
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Smith is a married man; says 
fear compelled him to conform, 
and his family consists of one 
fox terrier named Trixy. 


When a boy his ambition 
was to command a battleship 
and sail the seven seas, but to- 
day he just wants ‘‘to be good 
and let him who will be clever.”’ 


Smith is another of our sales- 
men who likes to fish—and as 
for eats he dotes on ‘‘Cymlings”’ 
—that’s just plain squash a la 
South. His greatest success in 
life is Florence Jackson Smith, 
his wife, and his idea of a good 
sale is to sign up a Jew butcher 
for a kerosene outfit on Satur- 
day night. 


William C. Sutton, of In- 
dianapolis, has four counties in 
Indiana, one of which is Brown 
County, famous for its rocks 
and rattlesnakes. 


Bill is a Canadian and was 
once the Lacrosse champion of 
Canada. He started with Bow- 


oy a eer an 


The Bowser Man 


ser ten years ago and everybody 
knows our “Big Bill.’’ 


Bill likes to fish, as does his 
_ wife, and both of them are good 

shots with a rifle. He therefore 
some day hopes to be a land 
owner on the verge of a lake 
or a good river. He is quite 
“rotund ’—that’s a nice word 
Wore juste pain. = fat’ -——and 
mighty good natured—-says he 
has to be because he can neither 
fight nor run. 


Sutton’s most novel expert- 
ence was once when Bowser 
shipped an order three days after 
receiving it. Bull thinks a great 
deal of Gus Dorsch, because he 
is another man who likes to 
fish. 


Thomas Kirby Warner, of 
Houston, Texas, started with 
Bowser as an assembler in 1917 
and today rates as a star man. 


Tom’s boyhood ambition 
was to own a stable full of race 
horses, but he turned out to be 
a Bowser salesman who knows 
his eggs on tanks especially. 


‘Tom likes porterhouse steak 
and picnics. He thinks Frank 
Diehl is the finest fellow in the 


Home Office because “‘he gets the 
money.” 

‘Tom is a darn good mixer. 
He belongs to the Rotary Inter- 
national, Masons and United 
Commercial Travelers. 


Irwin Dean Bone is another 
of the younger men of our sales 
force. He began his career with 
Bowser in 1920 after graduat- 
ing from Indiana University, 
where he was a member of the 


Meltay aus: 


He began as a sales corre- 
spondent in the export depart- 
ment and in June, 1922, was 
made assistant district manager 
at Minneapolis, which position 
he still holds. 
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BOWSER MEN TO SPECIALIZE 


N this day of highly 
HM competitive commer- 
cial struggle the trend 
Gimelabor has been to 
specialization. When 
our line consisted of only a few 
numbers we allowed the sales- 
men to sell the complete line. 
However, in the last few years 
the line has been so materially 


[Oak pele OUR AER: 


extended that it is impossible 
for any single salesman to be a 
master salesman of the entire 
line. 


The trend toward specializa- 
tion in our organization has 
gone slowly. Government and 
railway sales were divorced from 


the general line; the Clarifilter 
is now being sold by a special- 
ized sales force; the R-P line is 
sold by a distinct sales organiza- 
tion. and now conditions in the 
industry have forced the man- 
agement to divorce the oil com- 
pany business from the general 
line and handle it through spe- 
cialized men. 


ORSCH 


A. W. 

The change will in no way 
operate to the detriment of any 
salesman nor to the company. 
Those salesmen who wish to 
enter the oil company sales dt- 
vision will be given opportunity 
to do so; those who wish to 
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work the factory and store trade 
may follow their chosen line of 
work. 


If you were privileged to 
look over all of the orders that 
come into the office you would 
quickly realize the voluntary 
trend towards specialization. 


LAW THER 


PAUL 


The orders from one salesman 
are almost all for lubricating 
outfits; another salesman sells 
little else than 97's; another 
salesman has a corner on the 
method of selling 115’s;: a 
fourth salesman knows dry 
cleaning and he forgets the rest 
of the line and sells Clarifilters. 
You know the reputation of 
Luke Tanner in selling the 
Lube-ster; of Paul Lawther in 
selling lubricating equipment: 
of Darling and Ince in selling 
the paint stores: of Keller. 
Homsher, Dickenson and G. A. 
Smith in selling kerosene equip- 
ment. Bob Goodman and Zell 
Thompson think it is a dirty 


shame to sell anything but a 
thousand gallon 97. James 
Danials, up in North Dakota, 
thinks 102 is the logical number 
and Jim's bread is buttered’ with 
102’s twelve months in the year. 


In order to handle most ef- 
fectively the rot of spe- 
cialization several important 
changes have Bed made in the 
organization. Io handle the 
oil company sales in the east 
R. S. Colwell has been chosen 
as eastern manager of oil com- 
pany sales. Paul W. Lawther, 
former sales manager of our 
‘Texas Company, comes to Fort 
Wayne as manager of the cen- 
tral oil company sales division. 


4. H. DORSCH 


The changes in handling the 
oil company business separately 
necessitated other changes in the 
management of what is left— 
the factory line and the store 
line. Ihe factory sales division, 
incorporating sales to factories 
of all kinds, mills, power plants, 
mines, etc., will be directed by 
L. E. Porter, assistant general 
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manager. Because of the simi- 
larity of the lines the railway 
and government sales depart- 
ment becomes a part of the new 
miactory ‘Sales division. -A. W. 
(Gus) Dorsch, formerly man- 
ager of the Fort Wayne District, 
is given charge of the new store 
sales division covering the entire 
Biates. = lhe old® Fort Wayne 
District remains status quo and 
will be managed by Arthur 
Dorsch, who has been a very 
able assistant to his father as 
former manager of the district. 


How Is This for Paint Oil 
Sales? 


Some extraordinary, fine work 
in selling paint oil equipment 
has just been done by our old 
friend Max Heintze of Milwau- 
kee. On August 29 he sold five 
115’s complete with track, hoist, 


MAX HEINTZE 


cradle and dash to a decorating 
company. On the same day he 
jaunts over to another town and 
picks up an order for three more 


The changes went into effect 
very smoothly and while nearly 
all salesmen now come under 
a different jurisdiction it will 
hardly cause.a ripple in the en- 
tire organization. [Each sales- 
man will now be given oppor- 
tunity to specialize in the line 
he liked best and will not be 


_ burdened with trying to master 


the entire line and in the end 
specializing on just a couple 
numbers. 


115’s complete with all the 
trimmings as above and on the 
next day he goes out and sells 
four 109’s with all the extras. 


You men who were fortunate 
enough to hear the fine speech 
which WVlax gave sat. the «ort 
Wayne convention can well ap- 
preciate this business. His speech 
on “Selling the Small Factories’ 
was mighty interesting and in- 
structive to all who heard it. 
Max said he was told by other 
salesmen that he would starve to 
death when Bowser moved him 
to Milwaukee, so he started to 
do the unusual and call on the 
small fellows that the other 
salesmen had missed. If you 
could see his beautiful three- 
story home in Milwaukee you 
would agree with us that he 1s 
one of our best business getters. 
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DO YOU SHAVE YOURSELF? 


Have you ever stopped to 
consider how much valuable 
time is wasted by some salesmen 
in a barber shop—time that 
could well be used in selling. 
The salesman who shaves him- 
self is ready to hit the ball at 
eight o'clock and does not have 
to spend any time sitting around 
waiting for a shave. 


We believe the average men 
who get ‘‘store shaves’ spend 
at least half an hour in the bar- 
ber shop. Part of it waiting 
until he is ‘‘next’’—the remain- 
der of the time in the chair. If 
you figure a half hour a day for 
six days a week and eight hours 
as your ‘‘selling day’’—-you are 
spending almost twenty days a 


VISITORS AT 


Among the Knights of Bow- 
ser who dropped into the Home 
Office during the past month we 
note G. B. Smith, of Indian- 
apolis. Smith is a new man 
with the company, has been 
turning in a nice volume of 
business in small orders and is 
laying a fine foundation for the 
future. 


R. W. Gripp, of Pittsburgh, 


came in during the first week in 
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year in the barber shop—time 
absolutely wasted. And you 
have spent enough money in 
shaves to buy you two good 
suits of clothes. 


We believe that most of our 
men shave themselves and are 
all “‘slicked up’ and ready to 
go at eight. If you don't shave 
yourself we recommend it to 
you as a very commendable 
habit. ‘The Old Man” shaves 
himself every morning—not 
only shaves his face but he is 
enough of a tonsorial artist to 
shave the back of his neck. His 
time is too valuable to spend it 
in a barber shop. ‘Think it 
over—at what figure do you 
value twenty days of your time? 


FORT WAYNE 


September. He is also sending 
in a nice lot of business. K. F. 
Hessenmueller, of Pennsylvania, 
also was a visitor with Gripp. 
‘‘Hess’’ is an old Bowser man 
and is now connected with the 
central oil company sales di- 
vision. 

B. N. D. Milliron, who re- 
cently returned from Europe, 


was in the office for nearly a 
week. 
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CO-OPERATE WITH GOVERNMENT 
OFFICIALS 


WeIERE are many ad- 

fall vantages to be gained 
by every Bowser 
salesman knowing 
personally the fire 
marshal and the sealer of weights 
and measures in his district. 


In many states ordinances 
and rules have been passed which 
were very injurious to our busi- 
ness, because the fire marshal did 
not have sufficient knowledge of 
the conditions upon: which to 
base a rule. 


As Bowser’s representative in 
your territory you should nat- 
urally take care of Bowser’s in- 
terests—for they are your own. 
We have been in the pump and 
tank business longer than any 
other concern—we have had ex- 
periences that should be valuable 
to the fire marshals of the coun- 
try. Go around and see him 
and tell him that in any matter 
concerning the handling and 
storage of hazardous liquids our 
years of experience are at his 
command. ‘[ell him that never 
has a fire been traced to a Bow- 
ferme pump, nor. has a Bowser 
pump ever exploded. 


Bowser pumps measure accu- 
rately when they leave our fac- 
tory, but often through tamper- 


ing or maladjustment by an un- 
skilled mechanic they may over 
or undermeasure. If the sealer 
of weights and measures comes 
along and upon testing the. 
pump finds it inaccurate he may 
condemn it eandsclosevit) Up: 
‘That injures the business of the 
customer, injures our good will 
with him, injures your sales 
possibilities. If the sealer of 
weights and measures knows 
you he may call you up and ask 
you to see that the proper steps 
are taken to rectify the error. 
Often just a couple little turns 
will do this. “Then, instead of 
injuring anyone you have earned 
the gratitude of our customer, 
the good will of the sealer of 
weights and measures and you 
have protected Bowser’s and 
your own good name. 


If there is 4 fire marshal or 


a sealer in your territory—get 


acquainted with him—drop in 
once in a while—show your 
willingness to co-operate with 
him. In case of any important 
developments keep the home of- 
fice informed, so that we may 
co-operate with you to the full- 
est extent. It will be advan- 
tageous to all of us. 
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MR. BOWSER AND MR. BECHTEL 
SAIL FOR EUROPE 


N September 29 Mr. 
S. F. Bowser and our 
president, Mr. S. B. 
Bechtel, will sail -on 
the great Leviathan to 
For the “‘Chief’’ this 


relaxation. Mr. Bechtel will visit 
our various sales organizations 
in England and on the conti- 
nent, as he wants to get first 
hand information on the eco- 
nomic condition of Europe. He 


S. F. BOWSER 


is a hurry-up business trip that 
he has contemplated for some 
months. For the Old Man the 


trip will be one of pleasure and 
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will interview many of the great 
financial and industrial mag- 
nates of the old world and thus 
by personal contact with con- 
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ditions as they exist, he will be 

better fitted to determine the 

policies of the House of Bowsezx 

as regards our future business in 
Europe. 


From London Mr. Bowser 
will accompany Mr. Bechtel to 
Paris, where they will study 
conditions in France and visit 
the salesmen in that country. 


and then he will spend consider- 
able time in Florence and Rome. 
During this time Mr. Bechtel 
will continue on his journey to 
Brussels, Amsterdam, Antwerp, 
The Hague and if he has suffi- 
cient time he also hopes to visit 
Stockholm and Copenhagen. 
Mr. Bowser and Mr. Bechtel 


feel that the business is now 


Seba beChii be 


From Paris the Old Man will 
begin his well-earned vacation. 


sailing along smoothly enough 
that they can take off a couple 


He will proceed to Switzerland months and direct their efforts 
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The good ship Leviathan, the largest and most luxurious ship in the world, 
measuring 950 feet from stem to stern. 


to the other side of the Atlantic. 
Both hope to return home be- 
fore Thanksgiving Day. 


they are traveling in foreign 
lands our loyal salesmen will 
put forth their best efforts to 


A view of the smoking room showing the 
fireplace. 


During the past year many 
of our salesmen have come in 
personal contact with the Old 
Man and the Chief at the con- 
ventions and they will wish 
them a Bon Voyage and God 
Speed on their journey. While 


View of the Leviathan tea room. 


keep things going at the present 
pace, so that when the two 
travelers return in November 
there will be but one million 
dollars worth of business yet to 
get to fulfill the promise made 
at our 1923 conventions. 
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PROMOTIONS AT FORT WAYNE 


With the consolidation of the 
Central Cities District with the 
Fort Wayne District H. C. 
Storr becomes manager of the 
newly created automotive sales 
promotion division. This new 
department will have jurisdic- 


Jals (Ce SMO ISS 


tion over all automotive sales 
except the major and minor oil 
companies and in operation will 
be another division of the spe- 
cialized sales force just like the 
factory sales division under Mr. 
Porter and the store sales under 


Mr. Dorsch. 


Mr. Storr has had a long and 
varied experience with Bowser 
feiaer particularly fits him for 
this position. He joined the or- 
ganization in 1906 as a corre- 
spondent in the old mail order 
department. That fall he was 
sent to Boston to organize a 
mail order department under Mr. 
D. A. Corey, who was then in 
charge of the Boston office. In 
1908 Mr. Storr returned to Fort 
Wayne and was placed in charge 


of factory sales promotion. In 
1911 he was put in charge of 
Bowser's interests in Mexico, 
with: ‘offices! in uthe nCity Lor 
Mexico. He remained in that 
position until the following 
year when the Madero revolu- 
tion began. 


Upon returning to the home 
office he was put in temporary 
Ghar emate ni oLronton am Ines oils 
he was made district manager at 
Chicago. The following year 
he came back to Fort Wayne 
and was connected with the 
sales department in various ca- 
Pactieswmrl ais anuatven 19/7 hie 
took over our office at Harris- 
burg and the following year 
moved the office to Pittsburgh. 
He remained in Pittsburgh until 
January, 1923, when he was 
made manager of the Central 
Cities District at Fort Wayne 
and now becomes manager of 
the automotive sales. 


W. E. CLINE 


W. E. Cline, who has sq ably 
assisted Mr. Storr in the man- 
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agement of the Central Cities 
District, now becomes assistant 
manager of the Fort Wayne Dis- 
trict. His experience in the Cen- 
tral Cities Division will be of 
great value to him in his new 
position. Mr. Cline has been a 
Bowser man since 1915, when 
he became a salesman at 
Williamsport, Pennsylvania. In 
1916 he went to Lancaster and 
the following year was put in 
charge of the office in Baltimore. 
He remained in that position 
until May, 1923, when he came 
to Fort Wayne as assistant man- 
ager of the Central Cities Dis- 
trict. He now becomes assistant 
manager of the enlarged Fort 
Wayne District. 


John Tibbles, Fort Wayne 
salesman, has just been ap- 
pointed assistant manager of the 
central oil company sales di- 
vision. Tibbles is an exceed- 
ingly valuable man in this ca- 
pacity because he has made an 
intensive study of the oil indus- 


try—the production, refining, 
compounding and marketing. 
He knows the game from the 
oil man’s standpoint and also 
from Bowser’s angle. 


Tibbles became connected 
with Bowser in 1916 as a sales- 
man under the Michigan Dis- 


J. C. TIBBLES 


trict and two years later went to 
the Ohio District. In 1919 he 
went into other business but re- 
turned to Bowser’s in 1921 as 
Fort Wayne salesman. He has 
done a fine piece of work in this 
capacity and we congratulate 
him on joining our force of 
“regular fellow’’ executives. 


Get Acquainted, Boys 


“Here's to the girl, the prettiest girl, 
The sweetest girl to me; 

Her face is on the dollar, 
Her name is Liberty. 

She will clothe you, she will feed you, 
She will take you out of soak, 

And with her picture in your pocket, 
You will never need be broke.”’ 

—Tank News. 
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Does He ‘“‘Short Circuit’’? 


He—‘‘Here comes a friend of mine. 
He’s a human dynamo.” 


She—'‘Really?’’ 


He—'‘Yes, everything he has on is 
charged.’’—Selected. 


Economy is the road to wealth— 
and it’s a hard road to travel. 
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PROMOTIONS AT ATLANA 


With the inauguration of the 
specialized selling E. B. French, 


former district manager at At- 


lanta, becomes manager of the 


E. B. FRENCH 


southeast oil company sales di- 
vision, with headquarters in At- 
lanta. 


Mr. French entered Bowser’s 
employ in 1910 as a corre- 
spondent in the Fort Wayne 
District. In 1913 he became a 
correspondent in the engineer- 
ing sales division. The follow- 


ing year he became a corre- 


spondent in the Harrisburg of- 
fee One January 1,°1917, he 
was made assistant manager of 
the Harrisburg District; three 
months later he became assistant 
manager of the eastern division. 
The following September he be- 
came district manager at Wash- 
Saeton, sand in 1922- district 
manager at Atlanta. 


E. E. (Jim) Springer, who 
has been Mr. French’s assistant, 
now steps into his position as 
district manager at Atlanta, with 
jurisdiction over what will here- 
after be known as the general 
line, which will include the 
store, factory and automotive 
lines. 


Springer entered upon his 
Bowser career in 1910 as a clerk 
in the order department. He 
left Bowser’s in 1914 and after 
a short absence returned as a 
correspondent in the order de- 
partment. In 1916 he becamea 
correspondent in the mid-west- 
ern division and in 1917 in the 
central division. In 1918 he 
became assistant to the manager 
at Denver and in the fall of that 


‘< 


E. E. SPRINGER 


year he returned to the central 
division at Fort Wayne. In 
1919 he was appointed assistant 
district manager at Atlanta and 
on September 3, 1923, he be- 


came district manager. 
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FILLING STATIONS IN THE SOUTH 


By LAVERGNE BLUE 


HE two outstanding 
features of Southern 
filling stations are 
Beauty and Service. 
In Tampa and neigh- 
boring cities, more especially in 
Tampa, we find that beauty of 
construction is a thing given 
much consideration. Quality of 
service equally as much. 


And right here permit me to 
ask you to bear in mind that 
Tampa is not a great city. “The 
1920 census was a trifle over 
54,000; city limits extended 
since, however, increase it to 


about 90,000. 


In the great city of Chicago 
most of the filling stations I 
saw, even on Michigan Avenue, 
had dirty, loose cinder drives; 
dirty, unpainted, unkempt 
pumps, buildings and grounds. 
This condition I am told 1s 
quite general from Maine to 
Colorado. People arriving here 
from various points also tell me 
that service in many points con- 
sists in putting gasoline in the 
tank and oil in the crank case. 
Everything else on the ‘‘help 
yourself’’ plan. 


Further, I know these things 
must be largely true because fre- 
quently “The Filling Station” 
publishes some new service fea- 
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ture they have just heard of that 
we know as an old story and do 
as a matter of course. 


Now contrast the foregoing 
with the following: In Tampa 
(I speak particularly of Tampa, 
though these same things apply 
to a lesser extent all over South 
Florida in a ratio almost exactly 
in proportion to the size of the 
town) the filling station owner 
—I refer now to better class sta- 
tions—believes it as important 
that his station shall be pleasing 
to the eye as does the clothing 
man or the dry goods merchant 
that his store shall be attractive. 

Hence, beautiful stations, one 
here, building alone, costing up- 
wards of $40,000 a great deal 
of attention paid to night ef- 
fects. Very attractive lighting 
and an abundance of it. Ferns, 
shrubbery, hanging baskets, 
plants, etc. For there are many 
men as well as many women 
who like the green and growing 
things. Concrete floors and 
driveways. Every filling station 
of any moment in South Florida 
has concrete driveways. They 
are smooth, clean, dustless and 
we scrub them at intervals with — 
soap powders to keep them fit 
to work over and for milady to 
step out of her car on in her 
evening shoes. Cinder drives 
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and business would be strangers 
in Tampa. 


Room—The Tampa filling 
station man believes in plenty 
of it. Just here permit me to 
say that I will more or less refer 
to my own stations—not be- 
cause of superiority, but because 
I can give point to remarks that 
way. 


in Tampa. This abundance of 
room so that no customer need 
be long delayed in going to a 
gasoline pump, and will not be 
blocked when he is ready to 
leave. Also many drivers are 
women and a timid woman will 
not go into a place that looks 
LOOM. ClOSee s(OOm hard. allanap- 
proach perhaps with too much 
congestion. 


DUGE s-CrHIBE SERV IGBss GALLON 


This picture was taken shortly after the station was completed, before vines and shrubbery 


had had a chance to make any growth. 


in the rear to make the service complete. 


Additional buildings have now been added 


Set in, at the left, is 


LaVergne Blue, our Tampa salesman. 


I have six pumps and four 
parallel drives—nearly 8,000 
square feet of concrete; another 
filling station under construc- 
tion will have as much, and 
mine are by no means the finest 


Now as to the matter of serv- 
ices NOs man wands thise 1s. ten 
times as true of a woman, buys 
gasoline because he wants to; he 
buys it because he has to and 
usually with a little unconscious 
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feeling of annoyance that he had 
to stop at all. He is impatient 
of every moment spent filling 
up and is anxious to be on his 
way. Therefore, the effort of 
the filling station man of the 
South is to smooth his path in 
every way possible. And the 
tool he uses is, Quick, Efficient, 


Courteous Service. What in 
Tampa constitutes the much 
abused word service? Not only 


filling with gas and oil, but— 
every radiator filled, if desired. 
‘The method of water service 
varies. In my own station, no 
matter where a car stops at a 
gasoline pump, a water hose 
with self closing faucet is within 
reach and the attendant never 
waits for the customer to ask 
for it. Every effort is made to 
serve the customer quickly so he 
can be on his way if desired. 


Every attendant is taught to 
look at the tires as he works 
about the car, and if one appears 
to need air, to suggest to the cus- 
tomer that it would be advisable 
to put air in that tire. And 
the attendant puts it in. We 
do not expect any man to put 
air in his own tires; the attend- 
ants will do it and do it witha 
smile. No man may inflate tires 
without becoming soiled, and 
most men, whether on business 
or pleasure bent, do not want 
to become soiled and thereby 
uncomfortable the balance of 


the trip, or be obliged to stop 
and wash up. 


And by the way, the better 
stations maintain both ladies’ 
and men’s rooms, with lavatory, 
soap, towels, and toilet. 


Does the battery need water? 
It is putin. A drop of oil here 
and there? Itis put on. Lights 
not just right? Perhaps it is a 
loose connection. Usually the 


attendant can remedy it. No 
charge. Crank case oil need 
changing? ‘Glad to do it, sir. 


No charge for service.” 


All these things I mention 
are the ordinary, every day serv- 
ice of our Southern filling sta- 
tions. From this point on the 
service varies. Some sell tires— 
some do not. Some wash cars 
—some do not. Some operate 
grease racks, and do complete 
greasing service, usually with a 
flat labor charge plus material 
used. 


Now to return to my own 
station again. I never close it; 
open twenty-four hours per day, 
seven days per week. Several 
others do the same thing. It 
does not pay but it is a service 
to the public to be ‘‘always 
open.” I also operate from 7 
a. m. until midnight a Ford 
light delivery truck for the con- 
venience of the public. A tele- 
phone call will at any time be- 
tween those hours bring that 
truck with five gallons of gaso- 
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line to any point in the city 
without any delivery charge— 
merely the price of the gasoline. 
This coming winter I expect to 
put on another truck and ex- 
tend that service to the entire 
twenty-four hours of the day. 


So to sum it up briefly the 
outstanding features of the Fill- 
ing Stations of the South seem 
to be: 

Beauty of construction; 

Plentitude of room; 

Clean, smooth drives; 

Surroundings pleasing to the 
eye; 

Quick, efficient, courteous 
service. 


Service. that anticipates the 
customer's wants when possible 


Metz Hitting on All Four 


Another salesman who has 
recently burned up his pencil 


J. H. METZ 


writing orders is J. H. Metz, 
down in Durham, North Caro- 
lina. 


Recently he sold some eight 
gasoline pumps in one week and 
the sales department reports he 


and relieves them of the petty 
annoyances incident to motor- 
ing. The things that they would 
many times neglect rather than 
to soil their hands and ruffle 
their tempers. 


The things that cost money 
and can’t be charged for; yet 
build good will. 

The Service without tips; 


The Service that fills the ra- 
diator; . 

The Service that puts air in- 
the tires; water in the battery, 
and perhaps tightened that loose 
fan belt or leaking water pump, 
silawithoutecharge, and) at) the 
end of it all says, You re wel- 
come, sir, come again.” 


‘ehe Servicer with 2 smile... 


is still going strong. Keep up 
the good work, Metz, it’s the 
sprint on the last hundred yards 
that wins the race. 


Berghoff Sells Fifty Square 
Sentries 
Joe Berghoff, of Chicago, re- 


cently sent in an order for fifty 
Square Sentries—and tanks were 
included in the order. Of course 
tanks can be bought in Chicago 
at less money than it takes to 
buy a Bowser—but they are not 
put up like Bowser tanks. ‘This 
was a mighty fine order, Berg- 
hoff, and we want to congratu- 
late you. 
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THE HISTORICAL EDITION OF 
THE BOWSER MAN 


1B: ECENTLY you tre- 
< ceived your copy of 
iA the Historical Edition 


Se 


depicted the life story of the Old 
Man and the history of our 


MAN in which was 


company. This is the largest 
issue of THE BOWSER MAN we 
have yet printed and Mr. Bow- 
ser himself said the other day 
that it is one of the two best 
booklets Bowser has ever issued. 


The advertising department 
has had several thousand of this 
issue printed and you are urged 
to take advantage of Mr. Hea- 
ton’s note to you as regards the 
extra copies for salesmen’s dis- 
tribution. 


‘The Historical Edition is put 
up in a very attractive cover that 
invites inspection. ‘The story is 
narrated in an easy going man- 
ner that will interest even the 
person who is not interested in 
pumps and tanks. A case in 
point is contained in a letter 
which THE BOWSER MAN just 
received from W. W. Wachtel, 
advertising manager of The 
Loose-Wiles Biscuit Company, 
and we believe one of the keen- 
est advertising men in the coun- 
try. He writes: “‘While I am 
personally not interested in self- 
measuring pumps, yet I am 
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of THE BOWSER 


frank to say that I read almost 
all of the Historical Edition be- 
fore I was fully conscious of the 
fact that I was taking time from 
more important things. ‘The 
booklet sold me on the Bowser 
organization and on S. F. Bow- 
ser in particular. He seems to 
be one of those hardy men who 
have pioneered an _ industry, 
much the same as have the Loose 
Brothers. His picture on page 
sixty-two shows him to be an 
unusually hale man considering 
his age. It is evident that he 
has not only been successful in 
business but has learned to live 
rightly so that his usefulness on 
earth may be prolonged. ‘This 
is more than we can say of a 
great many captains of indus- 
tives 


Everyone who reads this 
booklet cannot help but admire 
the Bowser Company, the prin- 
ciples upon which it was built 
and stands today; he cannot 
help but feel a little closer to 
Bowser and Company and to 
his Bowser pump if he knows 
the history back of the house 
and the pump he has. This lit- 
tle booklet will serve as an ex- 
cellent personal advertising piece 
for you. No doubt you have 
certain men in mind—merchants 
—filling station men—purchas- 
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ing agents or others whom you 
would like to acquaint more 
intimately with Bowser. ‘This 
edition of THE BOWSER MAN 


Kerosene Outfits Going 
Fast 


Since the August BOWSER 
MAN was issued F. A. Keller 
has sold over a hundred more 
kerosene outfits. Keller is spe- 
cializing. 

Recently two men working in 
Kentucky advised us that they 
could not sell kerosene equip- 
ment. One said there was no 
market; the other said he had 
not tried to sell it. A special 
representative was sent into their 
two territories and in_ three 
weeks’ time he sold eleven kero- 
sent outfits, three lubricating 
outfits and one gasoline pump. 
And this special man did not 
have the knowledge of the ter- 
ritory nor of conditions as did 
the men on the ground. 


Gus Dorsch recently assigned 
a quota of three kerosene outfits 
to all his salesmen for the period 
from August 27 to September 
27. Bill Sutton, who works 
the little fellows around Indian- 
apolis, sold his three the first 
day. 


Be sure the other fellow is as lowly 
as you think he is before you discount 
his importance, 
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will do the job. Ask your dis- 
trict manager or the advertis- 
ing department for your extra 
copies. 


Porter Buys a New Hup 


L. E. Porter, assistant general 
manager, lost his last race and 
although he did not make a bet 
like Avery, yet all those along 
Fort Wayne's gasoline alley 
knew it was bound to come. 
His old Hup was a Jinx. Of 
course, Porter is a careful driver, 
but his old car somehow would 
get a fender pulled off once in a 
while, his radiator dented when 
he couldn't read ‘‘Dodge Broth- 
ers’ on another approaching car, 
but the climax came recently 
when he was driving down the 
street and his gasoline tank 
dropped off. 

Oh well, he has a new car 
now—has it up north in Michi- 
gan somewhere—where the 
Bowser organization will not 
hear of its many thrills and ad- 
ventures, 


Cowards 
Cowards die many times before their 
deaths: 
The valiant never taste of death but 
once. 
Of all the wonders that I yet have 
heard, 


It seems to me most strange that men 
should fear; 
Seeing that death, a necessary end, 
Will come, when it will come. 
—W*m. Shakespeare. 
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A FINE CANADIAN STATION 


Located at Portage Avenue 
and Strathcona Street in Win- 
nipeg is this beautiful station of 
the Prairie City Oil Company. 

This station is equipped with 
a ladies’ rest room with chairs, 
table, mirror, toilet sets, ice 


men’s toilet and a coal room 
under the driveway. Outside, 
between the pillars and under 
the canopy, are two air operated 
Square Sentries and two Figure 
172 oil outfits. The station is 
equipped with a vacuum system 


sanitary drinking 
‘cups, lavatory and separate 


water and 
toilet. 
from the outside. 
eres four Bowser 115’'s with 
tanks in the basement. From 
the office you enter the work 
room, also furnished with ice 
Water and sanitary cups. 

In the basement is located the 
hot water heating plant, gentle- 


It is approached only 
In the office 


to clean the cushions of auto- 
mobiles and ample facilities for 
air and water. It is open day 
and night and Sundays and 
with its approaches made from 
the level, its crushed rock drives, 
the flowers and trees surround- 
ing it, the station is an inviting 
welcome to the most fastidious 
motorists. 
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The equipment for this fill- 
ing station was sold by John 
W. Jackson, Bowser Man at 


J. W. JACKSON 


Winnipeg. Jackson is an old 
timer with the company and 


is one of its steady producers in 
Canada. 


A Dead One 


‘‘T’ve been to a funeral.’’ 
‘““A funeral? Then somebody died.”’ 


“Well, if he didn’t, we played a 
dirty, rotten trick on him.’’ 


“You are no gentleman,’’ she said, 
“aif you think I said such a thing as 
she said you said I said I had said.’’ 


“Dear girl,’ he answered, ‘‘you 
must not think I think you think you 
must be the kind of girl I think you 
must be if you said such a thing as 
you said she said I said you said you 
had said.”’ 

It seems he knew she knew he knew 
she said just what she said she heard 
he had heard her friend had heard him 
say he had heard her say, but with in- 
tuitive faminine tact she accepted the 
apology. 

Aggressive fighting for the right is 
the greatest sport in the world. 


—Roosevelt. 
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Up in Old Detroit 


This is Zell Thompson and 
H. E. Archbold, manager at 
Detroit. Archbold is telling 
Thompson just how to do it— 
notice how he uses his hands. 
Just like one of the Children of 
Israel. Now as friend Harry 
possesses some of the physical 
characteristics of a Jew (as he 


knows) he will not mind us re- 
lating his ‘‘Most Embarrassing 
Moment.’’ 


Archbold and White were 
trying to sell a Jewish Dry 
Cleaner a Clarifilter. They had 
talked to him fast and furious. 
‘The prospect had been observ- 
ing Archbold very carefully— 
his nose—his build—his fea- 
tures—his method of talking 
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with his hands. After a while 
he called Archbold to one side, 
took hold of the lapel of his 
coat and said: “Now Meester 
Ar-chi-bold—come on now Ar- 


- chi-bold—tell me—vot iss your 


right name?”’ 


Watch Your C-6 and C-66 
Sales 


When selling the electrically 
controlled Post Sentries it will 
be well to inquire before you get 
the. signature on the dotted line 
and determine whether or not 
continuous electric current is 
available. 


ieriiaty ecities ol. the third 
class where the city operates a 
small power house they supply 
no current during the day and 
often the current is shut off at 
night. When electrically con- 
trolled pumps are shipped to a 
city with inadequate facilities 
for operation it immediately 
causes trouble that can easily be 
avoided by one question from 
the salesman. 


Errors of this kind have not 
been so very numerous, yet in 
several cases lack of information 
on the electricity supply has 
caused embarrassment to the 
salesman and to the company— 
so let’s find out about their 
miice, «so we don't ship a 
twelve o’clock pump into a nine 
o'clock town. 


Call Them By Name 


Your name is the one dis- 
tinctive thing about you—it 
identifies you—your name is the 
only way the world has of sig- 
naling you out of countless mil- 
lions. Your name means a great 
deal to you—-you know what 
your name means on a check at 


the bank. 


There are places, of course, 
where names mean nothing— 
one of those places is Leaven- 
worth. Down there they take 
away your name and give you a 
number—and when you are 
known by a number—to the 
WwiOLldm atwmwlArccueVOUm aremlost. 
Your name will stick in a fel- 
low’s mind—your number will 
not. 


AnicmesOns Lim ticmaworlda. of 
pumps—call them by name 
when talking to your prospects 
—forget their number except on 
the order sheet. [he garage 
man will remember that his 
pump is a Square Sentry or a 
Red Sentry but 97 or 241 means 
nothing to him. For this rea- 
son the management decided 
that our various gasoline pumps 
should each have distinctive 
names. Our advertising refers 
to them by name and if you will 
refer to them in the same man- 
ner you will in a measure cash 
in on our advertising. 
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THE FIRST POMP IN THE SEGQOND 
MILLION 


On the day that Bowser’s 
Millionth Pump was manufac- 
tured, the first pump of the sec- 
ond million was sold to the 
Indian Refining Company and 
it has been installed in the fill- 
ing station of the Scherer Oil 
Company at Fletcher and Mau- 
mee Avenues in Fort Wayne. 

It is interesting to note the 


difference in the type of the first 
pump of the first million and 
the first pump in the second mil- 
lion. In the pictures we are 
showing we have quite a great 
deal of Bowser History. We see 
here Jake Gumpper, who bought 
the first pump of the first mil- 
lion, and E. C. Gheen, district 
manager of the Indian Refining 


This picture shows in the foreground S. F. Bowser, who made and sold the first 


Bowser outfit, and Jake Gumpper, who bought the first outfit. 


Seated 


in his Duesenberg is Allen A. Bowser, who helped his uncle 
build the first outfit. 


The Bowser Man 


From left to right, John Tibbles, Herman Scherer, E. C. Gheen, and Allen A. 
Bowser at the wheel of the Duesenberg. 


Company, who bought the first 
pump of the second million. 
Also we see ““The Old Man,’ 
the salesman who sold the first 
pump, and John TJibbles, who 
sold the first one of the second 
million, Mr. Herman Scherer, 
in whose filling station the 


pump is installed, 1s shown, 
and also Allen A. Bowser, who 
helped make the first one and 
who is a vice-president of our 
company today. 


The First. Bowser Outfit. Page Twenty-Five 
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CULTIVATE THE “OIL BURNER” MEN 


Bowser tanks which 
Wy |} we have barely 
CY scratched is the field 

23 of oil burner men. 
‘The various grades of oil have 
gained great popularity in the 
last few years as fuel for fur- 
naces, both in houses and in fac- 
tories. 


Fuel oil is in many ways pre- 
ferable to coal for heating pur- 
poses. It is easier to store— 
when properly stored in Bowser 
tanks; it does not dust up the 
whole house when delivered; it 
is more convenient to handle; 
no time is spent on cold morn- 
ings in building up a fire or in 
banking a furnace at night and 
the supply seems to be more 
steady—at any rate the oil in- 
dustry does not seem to be 
menaced with as many strikes 
and resulting shortages as the 
coal industry. 


It is with the storage of this 
fuel oil that Bowser is chiefly 
concerned. It is the common 
practice for the man who sells 
the burner also to include the 
price of the tank in his estimate. 

Most of these oil burner con- 
cerns buy a locally made thou- 
sand gallon tank which they 
connect up with their burner. 
Now we realize fully that other 
tanks can be bought much 
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cheaper in New York and Frisco 
than Bowser tanks, but we also 
know that when we use the 
superlative in describing our 
tanks as the best tanks made we 
are not overstating the fact. 


Usually the man who buys 
a tank for his home does not 
mind paying more money for 
a Bowser tank if he is shown 
that our tank is worth the dif- 
ference. He will not want a 
black iron welded tank if he 
realizes that in a few short years 
it may be rusted out and then 
he will have to dig it out and 
install a new one. It makes an 
awful mess in the yard—beside 
the expense. 


We therefore suggest that 
every Bowser salesman look up 
all the oil burner companies and 
salesmen, show them why our 
tanks are better than the locally 
made tanks—get their oil burner 
salesmen working for you. Sum- 
mer and early fall is the logical 
time to sell this equipment and 
with September about over you 
will have to work quick because 
furnaces will soon be lighted 
again. 

Only a few of our salesmen 
have realized the importance of — 
this oil burner tank business. 
Tom Potts at Cleveland recently 
sold seven one-thousand-gallon 
tanks for such use and says he 
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has more coming through. Most 
of you know Potts and how he 
jollies them all along—we’ll bet 
he knows every oil burner man 


TOM POTTS 


in Cleveland. Grooms at St. 
Louis just sent in an order for 
one and down in Pittsburgh 
Walter Kennedy sold three 
twenty-thousand-gallon tanks 
which will be used for fuel oil 
storage by a factory. 


W. L. KENNEDY 


Get acquainted with the oil 
burner men just like the oil 
company salesmen co-operate 
with the local manager and tank 
wagon drivers. Working to- 
gether will mean money to them 
and more commissions for you. 


Let’s Go This Last Quarter 


Our business is now entering 
the last quarter of the year and 
this quarter we must make 
things hum if he are to redeem 
our pledge to ““The Old Man’’ 
of $12,000,000.00. 


‘The hot weather is now over, 
that tired drowsy feeling is now 
past, leaving our systems with 
the advent of cooler weather:! 
Most of you men have now had 
about all the fishing you care 
for and with the summer's rest! 
and relaxation you should be in 
fighting trim for the fall busi- 
ness. | 


In most sections the crops are 
harvested and sold and money 
is circulating a little faster again. 
The country merchant is getting 
his money from his accounts and 
when he has money he will buy 
—sometimes when he hasn't. 


Business has been coming in 
fine but we will have to make a 
supreme effort if we average a 
TH One ame non time leetese put 
forth the best we have in us 
these last three months, close up 
all possible prospects, and make 
good the promises we made to 
“The Old Man”’ this spring. 


IDs KINGSERY: 


Page TwentySeven 


The 


Bowser 


Man 


HOME GARAGES NEED BOWSER 
EQUIPMENT 


Home Garage of Frank D. Stout, 3150 Sheridan Road, Chicago. 
constructed of small cut stone and is reputed to have cost over three 


hundred thousand dollars. 


Another field for our equip- 


ment that has barely been 
touched is the field of home 
garages. Ralph H. Sherlock of 


Chicago has been one. of our 
most successful salesmen in clos- 
ing home garage business. Sher- 
lock has a territory along the 
Gold Coast and the famous 


This garage is 


Bowser equipped. 


North Shore of Lake Michigan, 
which territory is inhabited by 
hundreds of millionaires. Home 
garage equipment is sold either 
before the garage is _ built 
through the architect who de- 
signs the garage, or after con- 
struction to the owner of the 
estate. 


The Bowser Man 


This is the spacious garage on the estate of Mrs. Edith Rockefeller McCormick at 
Lake Forest, Illinois. This garage was equipped by Bowser. 


Sherlock sold a private garage 
installation last week that called 
for two ten-barrel 103’s and 
ferent 65-callon 1172's: This 
equipment will be used in a 
double garage; each side will be 
equipped with a 103 and four 
172’s for heavy, medium and 
light oils and one for kerosene. 


Home Garage of W. B. Mayo, Chief Engineer 
for Ford. 


W hile Sherlock’s territory 
naturally offers greater oppor- 
tunity for home garage sales 
than some others, yet every ter- 


Equipment in Mayo Garage. 
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ritory has its wealthy residents 
who are prospects for our equip- 
ment. Any man who has two 
or more cars and owns his own 
garage should have some Bowser 
equipment with which to han- 


Bowser equipped garage of A. A. Sprague, of 
Sprague Warner & Company, on his estate 
at Lake Forest, llinois. 


dle his gasoline and oil. Check 
over your territory and like Max 
Heintze you will no doubt dis- 
cover a whole lot of home gar- 
ages that you have never tried 
to sell. 


Wisdom Song 

A wise old guy 

Is James Farrell. 

The more he learns, 

The less he'll tell. 
And so of course, 
The sequel shows 
The less he tells, 
The more he knows. 


The garage keeper's little daughter 
never had happened to see a dachshund 
before. ‘‘Look, papa,’’ she exclaimed. 
“See what a long wheel-base that dog’s 
got.’ 
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A Challenge 


The BOWSER MAN, 
Home Office 


As the Bowser line improves, 
Tom Potts must improve his 
song, “‘Gasoline,’’ and I offer 
the following as the second and 
third verses: 


Second 


Gasoline, etc... * uae : 
First you learn what is their 
share, 
Then you shoot a little’air. 
Bowser, etc: 
Third 
Gasoline, etc. * 95am 
First you learn what they 


will hold, 
Then you twist remote con- 
trol. 


Bowser, lI owser, etc. 
I wonder if the boys can 
make it twelve verses? 


Very truly, 


(Signed E. STEINHAUSER. 
Akron, Ohio. 


Fine! Who will call Stein- 


hauser and raise him two? 


The Practical Salesman 
“1 hat 


scientific salesman 
proach is poor.’ 
“Then why do you keep him?” 
‘‘For the mere reason that he gets 
the business.” 
—Louisville Courier-Journal. 


fellow knows nothing of ' 
ship and his ap- 
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SIX DAYS SHALT THOU LABOR 


Several years ago I became 


acquainted with a salesman in 
|Chicago who was working the 
|National Advertisers and Ad- 
'vertising Agencies down in the 
‘Loop District. 


I chanced to 
have an appointment with the 


‘space buyer of one of the large 


agencies one Saturday morning 


|when I met this fellow in the 


reception room: He confided to 


|me that Saturday was one of his 
| best days in selling advertising 


Space. mile. explained: You 
know a lot of fellows up here 


| have the idea that all the adver- 


tising managers and agency men 


‘knock off’? Friday night and 


so they don’t go out and work 
on Saturday. I have cashed in 


good on this illusion and do my 
best work on Saturday. 


I drop around Friday after- 
noon and see some fellow that 


mis a patticularly hard nut to 
crack. 
jto get his desk cleaned up so 


Usually he is hurrying 


he can go home. I apologize 


| for coming in so late in the day 


and tell him that as I see he is 


i busy, I would like to see him at 


10:30 in the morning. In nine 


}cases out of ten I get the ap- 
| pointment, because he feels that 


fl am doing him a favor. And 
When I get a man into that 


'frame of mind the sale is over 


| half made. 


Dials) onsoacture 


day morning I dropin. By this 
time he has the morning’s mail 
cleared off his desk and is ready 
to) talk business, GAs “most/or 
the other salesmen are in their 
holes on Saturday morning, I 
can work uninterrupted and so 
with everything in my favor— 
I usually get the business.’’ 

Thus writes one of our sales- 
men and how well his experi- 
ence could be applied by all 
Bowser salesmen. Most of the 
fellows who buy our equipment 
are on the job on Saturday quite 
as much, and sometimes more so 
than on Thursday. And when 
the other salesmen are not out 
beating the bushes is the ideal 
time to sell your prospect. 

The records in the office of 
Gus Dorsch show that his sales- 
men have been closing a mighty 
fine volume of business on Sat- 
urday. Every few weeks Dorsch 
sends out a letter to his salesmen 
showing the amount of Satur- 
day business. The last letter we 
saw shows that on August 18 
nearly $3,500 worth of busi- 
ness was closed by his salesmen 
alone. 

Of course we do not mean to 
intimate that you need overlook 
the other five days, but as we 
remember the command is: “Six 
days shalt thou work,” and it 
is a mighty good law to follow 
along with the other nine. 
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BOWSER EQUIPMENT IN BIG 
BUILDINGS 


| Ps il Ht Hl. : i 
ee | 


THE GENERAL MOTORS BUILDING 


Bowser has been privileged to 
supply the equipment necessary 
to handle the oil and gasoline 
requirements for many of the 
largest buildings in the world. 


We show here the magnificent 
General Motors Building in De- 
troit, a building that is reputed 
to have cost over a million dol- 
lars per floor and undoubtedly 
one of the finest office buildings 
in the world. In the store room 
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in the basement of this building 
are installed ten Figure 109’s 
which handle everything from 
paint oils to liquid soap. ‘The 
picture of this equipment was 
taken by Phillip Chastagner, | 
who calls on this class of trade 

in Detroit. 


We also find Bowser equip- 
ment in such well known build- 
ings as the Woolworth Building 
of New York City, the North 
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American Building at State and 
Monroe in Chicago, and in 
the famous Blackstone Hotel in 
Chicago. The large buildings 
of our metropolitan cities have 
need of Bowser equipment and 
we often pass them up day after 
day without calling on them— 


Paint oil equipment installed in basement of 
General Motors Building. 
perhaps they are so big we don’t 
see them. Is there a building in 
your territory that needs paint 
oil equipment, storage tanks or 

lubricating equipment? 


Early to bed 

And early to rise 
And you never meet 
pl heKegulac Guys, © 


Keep putting your goal ahead. 
A partial success brings on men- 
tal laziness. Nothing is so dan- 
gerous as full accomplishment of 
all you expect, for then you 
have arrived. When we arrive, 
we unharness, lie down and 
rest.—Specialty Salesmen. 


Finance and Justice 


A former judge who had be- 
come a cashier in a western bank, 
once. declined to honor a check 
that a stranger had presented. 
slihe “check is alle right, he 
said, ‘‘but the evidence you offer 
in identifying yourself as the 
person to whose order it is 
drawn is scarcely sufficient.”’ 


“I have known you to hang 
a man on less evidence, Judge,’’ 
was the stranger's response. 


“Quite likely,”’ replied the ex- 
judge; ‘“‘but when we’re giving 
up cold cash, we have to be care- 
ful.’’-—-Y outh’s Companion. 


‘‘Man’s distinction is this—he is the 
only animal that can be skinned more 
than once.’’ 


A trombone player is the only man 
who by letting things slide makes a 
success.—Motor West. 


Myself 


I have to live with myself, and so 

I want to be fit for myself to know. 

I want to be able, as days go by, 

Always to look myself straight in the 
eye; 

I don’t want to stand, with the set- 
ting sun, 

And hate myself for things I’ve done. 


I can never hide myself from me; 

I see what others may never see; 

I know what others may never know; 

I never can fool myself, and so, 

Whatever happens, I want to be 

Self-respecting and conscience-free. 
—Edgar A. Guest. 
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VISIONS OR MERCHANDISE? 
By G. A. SMITH 


Purchasers buy by percept 
or by image; by sample or 
by description. “Io show the 


model is not enough; we must 
present such an image as the 
subject may easily and clearly 
visualize; we must reinforce 
with numerous essential descrip- 
tive details. What principle 
should be followed in 


following such details? 


Mainly this: Remem- 
ber ‘“‘Men buy visions, 


not merchandise; they 
purchase a pump for 
what it will do, not 


merely any old pump.” 
And most buyers, even most 
men, may be influenced quite as 
effectively through their emo- 
tions as through their reason; 
and since the stronger the ap- 
peal, the stronger will be the 
mental reaction, we should play 
as powerfully as possible on the 
most responsive strings. ‘[here- 
fore, we should reinforce our 
reasoning with powerful ap- 
peals to the buyer's feelings, to 
his sentiment, his sympathy, his 
pride, as well as to his purse. 


Now many men will spend 
as quickly and as liberally for 
sentiment, or sympathy, or for 
pride as for purse. So, with 
this in mind, let us marshal our 
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most powerful appeals: which 
are they? We shall name sev- 
eral. You can think of others. 

1. S. F. BOWSER was First 
in the field. Bowser blazed the 
way, Was a pioneer. You have 
heard this before. Never for- 
get it! Bowser invented the 
first self-measuring pump; he 
has had more experience 


in pump manufacture 
than any other concern 
, and has always pio- 
neered the way with 
new equipment and an- 
ticipated the wants of 


the public. So do not 
forget but impress at the outset 
that BOWSER &6 COMPANY 
is the oldest, the largest and the 
best equipped concern in the 
pump and tank business. 


2. PERFORMANCE. Here 
dilate and dwell on durability, 
quality. Refer to Figure 101 
at the West Main Street Filling 
Station, Spartanburg, S. C. (or 
better, one in your own field), 
which pumped more than one 
million gallons before it re- 
quired to be repaired. Did you 
ever see a Bowser “‘B’’ worn 
out? I never did. Quality goes 
in. Bowser pumps and tanks 
are because Bowser is. 


3. CENTRIFUGAERM@ Pi 


ee 
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TER. Exclusive feature. This 
device, as you know, separates 
water from the gasoline in much 
the same way as a cream sep- 
arator takes the cream’ out of 
sweet milk. No other gasoline 
pump will do this. Use illus- 
tration in bulletin Figure 101. 


4eoePU LURE. Service sure 
to be needed some time. A 
guarantee may be worth its face 
value—and it may not. BOW- 
SER’S [S—you know it. 


For the benefit of new sales- 
men, I say no department of 
Bowser % Company functions 
more perfectly than Service. If 
your customer does not get what 
he needs, it is either your fault 
or his. Can other manufactur- 
ers of pumps and tanks promise 
Asemuch? <Yes! But do they 
perform? They donot! ‘They 
cannot. Why? Because in most 
places they lack the facilities for 
doing so. 

Defects in material or work- 
man, if any develop, are always 
made good—if you, Mr. Sales- 
man, do your full duty by both 
Mr. Bowser and Mr. Buyer. 


Finally, that the four fea- 
| tures set forth above may be 
firmly fixed and easily remem- 
bered, adopt some such pneu- 
/} mono as 


Polos 
PERE @) ROM 
fila el ES 
Pareles los lok: Ts 


Let these four words stand 
respectively ion Eb hOiN Exess 
OLOBAT ale yer bies tt anc 
BIO OWES ER So ER 1G ae By, 
hanging the whole of the sev- 
eral numbered paragraphs on 
these four memory pegs you 
may the more readily recollect 
them in toto, and also, what- 
ever they have suggested to you. 


With such helps you may, in 
part, measure up to the high 
standard set by Mr. Bowser in 
his dealings with all purchasers; 
you may perhaps profit as you 
should by the beneficient influ- 
ence of the lengthened shadow 
which he has cast over the whole 
Bowser Corporation; and you 
may rise by selling visions plus, 
instead of mere merchandise. 


True Benevolence 


It was growing dark, and the small 
boy, groping along the pavement, was 
weeping bitterly. A man came along. 

“Dear, dear, what is all this about? 
What’s the trouble, my boy?’ he 
asked kindly. 

“T’ve lost my penny,’’ wailed the 
boy. 

The man felt in his pocket. ‘‘Well, 
donsticry, whe saidan Ifs youn dantt 
find it before dark, here’s a match.” 


When the husband asks if he needs 
a shave, he isn’t after information. 
He s: after-an alibi. 


Though your position be small, 
make yourself felt—consider the mos- 
quito. 
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ARE WE OFF ON THE WRONG FOOT? 


Did you ever go fishin’ and 
spend most of your time “‘pullin’ 
reestakes: | Now, hones t, 
doesn't the picture tell a true 
story? 


You all know human nature 
and youve run your legs off 
just lots of times getting away 
proine an. order, —.LDon t 
think fora min- 
ute that Bowser 
is the only con- 
cern which be- 
lieves in comb- 
ing the ground 
as you go. You 


you 


mye kindof a | = 


business paper 
today without ua 


seeing the same 
hind) Of: a -Ccau- 
tion to salesmen. 


‘The “County 
Directory’’ plan is for no other 
purpose than to help you keep 
from _ back-tracking, crossing, 
and re-crossing your trail. Few 
will be overlooked, 
traveling expenses reduced, and 
the natural outcome will be in- 
creased business. [hese direc- 
tories not only serve as your 
guide but are used as the ad- 
dressing list for mailing adver- 
tising circulars. In other words, 
no ‘‘Directories’’ no “‘Mail Ad- 
vertising.”’ Direct mail adver- 


DISTANT FIELDS USUALLY LOOK 
GREENER 


tising is acknowledged today as 
the most powerful form of ad- 
vertising and most certainly 
evety. salesman, inthe ©Ureo 
should grasp the opportunity. 
All you’ve got to do is to let 
your manager know about six 
weeks before you will be ready 
to begin the next county and he 

will have your 

directory ready. 


loa t bem back 
of each directory 
Y are report blanks 
which must be 
filled out at the 
endimiorsee ach 
week. This fea- 
ture is impor- 
| tant as the Sales 
Department 
Mm) Use kin-o1w 
how the plan is 
working in all 
sections of the U. S. Necessary 
instructions are printed on the 
inside of the directory cover so 
you will have no difficulty in 
getting them made out properly. 
We are spending oodles of 
money to help you, so by all 
means send in your reports for 
work done in every county on 
which you have a directory. 
There is the story of two 
salesmen who were notified of a 
two weeks’ sales contest insti- 
tuted by their company. On 


ahi 
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the first day Salesman No. 1 
covered twenty miles, made four 
calls and one sale. Salesman 
No. 2 did not leave the building 
in which the office of the com- 
pany was located. He made 60 
calls at offices in the building 
the first and twelve sales, being 
twelve times the business done 
by Salesman No. 1, who trav- 
eled more than twenty times 
as far. 

Salesman No. 2 believed in 


On the Job 


This is the latest picture of 
The Old Man, snapped as he 
was looking over the construc- 
tion of the new bank building. 
It is not an uncommon sight to 
see this multi-millionaire with a 
trowel in his hand, showing the 
boys just exactly how he wants 
things done. 


An interesting account is told 
of an incident recently when 
the street car company had torn 
up some of the brick pavement 
in front of the office while re- 
pairing the tracks. The Old 
Man was out looking over the 
job—the work of a certain 
bricklayer did not come up to 
his standard. ‘God bless you 
boy, you don't know how to 
lay brick! Here, let me show 
you.’ “The Old Man jumped 
down into the pit, took his 
trowel and showed him how it 
ought to be done. And the 
workman looked as if he 


- block 


intensive cultivation while Sales- 
man No. 1 did not. 

Salesman No. | shot over to 
Brooklyn, back to Newark, over 
to Queens, back. to Manhattan. 
Conditions were such in this case 
that under proper sales direction 
he would have confined at least 
his first day's efforts within the 
in which his office was 
located and equalled if not sur- 
passed the production of Sales- 
man No. 2. 


S. F. Bowser knew 


thought 
what he was talking about when 
it came to laying brick. 
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“YOUR PRICE IS TOO HIGH” 


WHAT is one of the old 
“ll stock objections by 
| which many a pros- 
Se pect has evaded buy- 

ing. And how many 


A 


times has it been flung at you? 


‘There is just one answer— 
Pheer CPs eAREANO | 
MOOV TIGH? In. our™ factory 
we have the most modern ma- 
chinery and facilities for eco- 
nomical production; we add but 
a moderate profit. 


In these days of keen compe- 
tition no intelligent manufac- 
turer tries to sell goods at a price 
Magis high. . He knows it can t 
be done. 


Our pumps cost more than 
many other makes on the mar- 


ket. We maké no bones about 
it, nor any apologies for it. We 
know our prices are right. And 


the reason why our equipment 
costs more is because it has 
qualities that other makes lack 
—we have put something into 
our pumps that other makes 
have not. If you are “‘up” on 
our equipment you can tell the 
buyer what this something 1s 
and make him see that our prices 
are not high. 


Recently one of our salesmen 
was following up a mail inquiry 
—the salesman from another 
company had been to see the 
prospect before our salesman ar- 


rived. He showed the prospect 
bulletins describing our equip- 
ment when the prospect re- 
marked “‘Your competitor has 
a better line than you have.’ 
“In what respects do you think 
the other line is AS GOOD AS 
OURS” retorted our salesman. 
He put the prospect on the de- 
fensive—and rare is the bird 
that knows enough about a 
pump of another make to de- 
fend it against a Bowser sales- 
man who knows his line. In- 
stead of defending our own line 
the salesman made the prospect 
defend the other line—which he 
could not do successfully. 


Then this prospect brought 
up the old ‘’price’’ objection. 
“The other salesman offered me 
a similar pump for sixty dollars 
less money.” “Well they ought 
to know what their pumps are 
worth,” returned our salesman 
and then he told him about our 
cut steel cog racks and gears, our 
built-in meter, and the many 
other quality products that go 
into Bowser pumps. The re- 
sult was that he got the order 
because he knew enough about 
the line to show the prospect 
that our pumps really have the 
“stuff’’ in them that justifies the 
price, and no one objects to pay- 
ing a little more money if he 
really feels that he is getting 
everything that he is paying for. 
Thirty-Nineg 
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Drum-stored oils check 
short—that’s certain. If 
cash checked as short, 
the business would 
soon be bankrupt. 


Bowser systems insure 
your cash—they check 
oil receipts as well as 
sales — eliminate fire 
hazard —and_ display 
the goods. 


Write today for folder 
A-54 and let us plan 
the right sales-increas- 
ing storage outfit for 
your individual needs. 


SF. Bowser & Company, Inc. 


Pump and Tank Headquarters 
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Sales and Service Offices and Representatives Everywhere 
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To All Salesmen: 


Just two more months to get that 
twelve million. We are on the ten-yard 
line now. Now, men, get together all of 
the old fight you’ve got in you—play the 
game and play it hard. The Old Man 
will be in the Grandstand on January Ist 
to see his team go for a twelve million 
dollar touchdown. Do your darndest 
these last two months—I am counting on 


Mah T. D. KINGSLEY. 


Due Bowsee Man 


By Sal in the interest of {heel Sales Greene of 


Issued [ 5: 1. BOWSER & EOE Inc. | 
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Edited by O. E. HOPFER, Advertising Department 
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Bowser Salesmen Get New Homecoming 


Special Order Books 


' Special orders to be presented to Mr. Bowser and Mr. Bechtel on 
their return from Europe 


Some time after the middle 
of November Mr. Bowser and 
Mr. Bechtel will return from 
their European trip and of 
course there will be a big cele- 
bration at the office when they 
get back, and. it is quite fitting 
that the salesmen should be rep- 
resented in extending to our 
two pilots a hearty welcome on 
return. 


The new ‘Home-Coming Spe- 
cial Order Books” containing 
twelve short-term order blanks 
and a dozen sets of long-term 
blanks have just been sent out 
to the men in the field. Bowser 
men will use these red bordered 
order blanks until notified by 
Mr. Kingsley to stop. Should 
you “sell out’? your first book 
wire the office for another. 


At the back of the book 1s 
a pink slip to be filled out by 
the salesman and returned to 
Mr. Kingsley when the book 
has been sold out. These Home 
Coming Special orders will be 
kept separate and will be pre- 
sented to the Old Man and The 
Chief at a banquet which will 
be held shortly after their return 
as a personal message from every 
salesman ‘“‘as a special testimo- 
nial of mine to the high regard 
and great esteem in which Bow- 
ser salesmen regard the two 
leaders of our business’. 


Put the last ounce of ginger 
you have in you into this con- 
test and have your name on the 
honor roll which will be pre- 
sented to the two travelers at 
the Fort Wayne celebration. 
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DO YOU APPRECIATE AN-ORDE 


‘lo be appreciated by your 
fellow man 1s one of the strong- 
est human desires and this hu- 
man characteristic can be played 
upon to great advantage in sales 
work. 

When you come in to see a 
prospect, a neat appearance, a 


eT 


HOBROCK 


smile and a hearty handshake 
will break the ice for you—your 
approach is good, your sales 
talk goes over big and you get 
the order—you thank the cus- 
tomer for his order to show 
your appreciation. 

Among our many salesmen 
George Allen and Carl Hobrock 
have gone just a little further 
to show their appreciation of 
business placed with them. On 
every order that Allen takes he 
writes across the order blank 
“Thanks” in large script. This, 
of course, is a permanent record 
on the carbon copy which the 


customer keeps. Suppose some- 
thing goes wrong—a shipment 
is delayed and. your customer 
goes on the war path. It may 
soften him up a little and save 


an order for you if he sees 
‘’Thanks’’ on the face of the 
order. It makes him feel that 


you are a regular fellow and ap- 
preciate his business and _ it 
makes him feel good. 

Carl Holbrock carries with 
him some little stickers which 
say ‘Thank You for Your Pat- 
ronage’’. He attaches this stick- 
er to the duplicate which the 
customer receives and he has 
gotten some very nice compli- 
ments on this practice. Both 
methods are very commendable 
in sales work. 


GEORGE 


ALLEN 


It takes but a few seconds 
longer to write ‘Thanks’ on 
your order and leaves a perma-.. 
netn record of your appreciation 
with the customer. Try it out 
in your territory and see if it 
isn’t worth while. 
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THE SUPERIORITY OF BOWSER 
BUILT TANKS 


By THOMAS WARNER 


When it comes to selling 
Bowser tanks I am a great be- 
liever in the model—yjust as in 
selling Bowser pumps. I al- 
ways carry with me several sam- 
ples showing the construction of 
Bowser tan k s— 
and several speci- 
mens showing the 
construction of the 
other  fellow’s 
tanks—and we 
have about fifty- 
two of the other 
fellows down here 
in Houston. 

All of Bowser’s 
small storage tanks 
—up to 1,000 
gallons capacity— 
Reeaemade ,o f) 12 
and 14 gauge blue 
annealed  galvan- 
ized steel. ‘“Ianks 
of larger capacity 
than 1,000 gallons, known as 
heavy tanks, are made of open 
hearth tank steel of 3/16 inch 
plate and heavier. “The galvan- 
ized steel will not flake and all 
our steel is high in elasticity and 
tensile strength. The seams of 
our small tanks are riveted and 
sweat soldered inside and out- 
side and the two heads are sol- 


THOMAS WARNER 
Bowser Salesman at 


Houston, 


dered inside by an exclusive pat- 
ented “‘hot shot’’ process and 
outside by the sweat solder 
process. 

Most of the other tank man- 
ufacturers are building these 
underground tanks 
with a welded 
seam to cheapen 
price and | want 
to tell you, gentle- 


men, the worst 
thing for under- 
ground — gasoline 


storage is a welded 
tank. I know from 
experience—I used 
to be in the service 
department and | 
have dug out many 
a welded tank that 
bad@ been ins the 
ground three or 
fOUGERYEC cin Surana 
they are a sight to 
behold. Not long ago a fellow 
called me up from a little town 
outside of Houston. He want- 
ed me to come down right away 
and explain how he could get 
his tank fixed. He had bought 
a riveted tank made by another 
manufacturer in Fort Wayne 
and when I got there he had the 
tank dug out of the ground. If 


Texas 
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there was one rivet loose, there 
were a hundred. You could 
take your finger and wiggle 
these rivets. After buying a com- 
petitive tank 
he called me 
and asked me 
where he could 
get it fixed. [ 
told him the 
only solution 
for his trouble 
was for him to 
let me order 
him another 
tank ft fom 
Dal iase sbes 
cause if I did 
tell him where 
he could get it 
fixed it would 
be only a year 
or two. until 
he would have 
the same trou- 
ble. I told him 
he would 
probably lose 
seven or eight 
hundred _ gal- 
lons of gaso- 
line before he 
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them around, balanced them on 
his finger and made the metal 
ring, but he said he could never 
pay $140.00 for a new Bowser 
tank. I told 
him he could 
get a welded 
one, but the 
weld would 
soon rust in 
that wet coun- 
t fy Sree 
three or four 
years he would 
need another 
tank. Well, he 
fooled along 
until after 
lunch andthen 
told me to sit 
down and or- 
der him an- 
other tank. 


Have you 
ever noticed 
how a welded 
tank is made? 
A welded tank 
1s butted to- 
gether. [hey 
do not lap like 
our standard 


discovered the Illustrating the patented “Hot Shot tanks do but 
leak again and: « gine ene so Boldeking: Domes they stick the 
he would be two edges to- 
paying for a new Bowser tank gether and the fellow with 
whether he got it or not. I the welding torch goes clear 


pulled out my samples and let 
him examine them. He turned 


Page Siz 


around and 
close together. 


lays the metal 
You cannot get 
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the weld between those metals. 
fou will also notice that the 
heat of the torch buckles and 
warps the shell and heads. One 
head may bulge in and the other 
outward. Sometimes the heat 
will draw in a large dent or cav- 
ity in one place and a like dent 
outward in another place. Just 
as soon as the weld is rusted off, 
you have a leaky tank and the 
fellow loses five hundred to 
eight hundred gallons of gaso- 
line before he knows where it 
has gone. He usually thinks 
someone is stealing it. 


Whenever any of you happen 
to be at the factory you ought 
to go out into the tank shop 
and see how our tanks are made. 
Watch them stand the tank on 
end and see how it is heated and 
revolved and see how the shot 
solder melts and is hurled into 
the small crevices by the cen- 
trifugal force. It will be well 
worth your time and will be 
worth your money to you in 
sales talks, because some custom- 
ers are pretty smooth. ‘They 
might say to you, “You say 
that this tank is sweat soldered 
inside and out and yet the big- 
gest opening is only 3% inches. 
_ How did they get the last head 
/ on and how did the man get 
put? They will see right 
through it. Go ahead and ex- 


J) plain to them and show them 


your type “C”’ Tank bulletin. 


‘There is a good illustration in 
there showing how they stand 
the tankeonmencas witha: blaze 
around it and throw the shot 
solder in and how the solder fills 
the seams. 


I think that every Bowser 
salesman ought to have a couple 
of small samples that show the 
last seam between shell and head 
— get one. hey are glad to 


make them up at the factory and 
you can get them free on regular 
salesmen requisition blanks. No 


Note how the solder fills the inside 
seam of the head of a Rowser tank. 
This head is backed in. 


other competitor makes his 
tanks like we do. I am sold on 
our entire line but more thor- 
oughly sold on our tanks than 
anything else we make, because 
they are the best tanks made to- 
day—they are so far ahead of 
everybody else’s tank that there 
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is nO comparison. Get a couple 
’ samples from the factory and 
then when you sell a man a 
pump and he thinks he wants 
to buy a locally made tank you 
can convince him otherwise and 


Section showing the soldering, both 
inside and outside, of the side seam 
of a Bowser tank. 


walk away with a tank included 
in the order and you will make 
more money on the sale. 


A large concern in the Chi- 
cago district, two or three years 
ago, wanted to buy half a dozen 
carload tanks. We submitted 
our proposal with our specifica- 
tions and immediately they 
wanted tanks made as per our 
specifications. But they said, 
“My goodness, your price is so 
high we cannot do business.” 
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They asked if we would mind 
if they sent these specifications 
out to other tank manufacturers 
and secure prices on them. We 
said they should do so. ‘They 
did this, and on every bid they 
received (and they had three 
bids) the price was higher than 
the Bowser price. 


Bowser can _ make tanks 
cheaper than any other company 
in the world. We have been in 
business longer than anybody. 
We have the plant and the men 
that know how to build tanks, 
and, quality maintained, our 
price is cheap. If you will give 
that a little more thought you 
will sell more tanks, I am sure. 


A cannibal’s motto for strangers. 


‘First come; first served.’’——~The Med- 


ical Quip. 


Competing With Y ourself 


“It is hard enough to com- 
pete with the other fellow. 


“But the hardest job any 
man has is to compete with 
himself. 


‘There is no mystery about 
competing with others. “They 
beat you, or you beat them, and 


that’s all there is to it. Every- 


body sees the results. But a man 
may be thoroughly outdone by 
himself without recognizing the 
cause.’’—-J. OGDEN ARMOUR. 


——— a 
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WHAT THE FACTORY SALES DEPART- 
MENT IS DOING TO HELP THE 
FACTORY SALESMEN 


Bye kK SMACDONALD 


The Factory Sales Develop- 
ment is now going ‘‘full steam 
ahead’’ —— with 
the throttle tied 
open. 

It will be a vi- 
tal help to men 
who are selling 
factories, and for 
this reason we 
are going to ex- 
plain the exact 
manner in which 
this Department 
will function. 


There are three 
branches of this 
Service: 


ieelee-r tf itorial 
Analysis. 


2. Extensive and 
Intensive Di- 
meat Vieadsl 

moe Campaign. 

3. Industry Sur- 
veys—and Specialized Mail- 
ings. 

TERRITORIAL ANALYSLS 

In the past, too much of a 
man’s time was lost in hunting 
for the Smokestacks—and _ se- 
lecting the good from the bad. 

By means of a detailed study of 


J. K. MACDONALD 
of the 
Factory Sales Department 


each territory, we are now able 
to supply each Factory Sales- 
man with a com- 
plete ltst, cover- 
ing every avail- 
able good Pros- 
pect in the terri- 
t Olin ye eassigned 
him. All small 
factories, and so- 
allem leo. rt a 
CONCEENS Malia, Vee 
been eliminated. 


Each salesman 
is given as many 
Concerns a Ss.) Dre 
can possibly call 
ony and. handle 
intelligently. In 
connection with 
the list, the line 
of business 1s 
shown, as well as 
Ene ieastetis sO 
that the salesman 
will have some 
idea as to the nature of the 
proposition he is going up 
against. In other words, this 
list takes the chaff out of the 
wheat for the salesman, and 
saves him many a profitless trip. 
Factories worth less than 
$35,000 are not shown, with 
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the exception of paint manufac- 
turers. 

Each territorial list is, of 
course, the best possible calling 
list for the salesman to follow 
in the thorough canvassing of 
the territory which will be ex- 
pected of him. On the Factory, 
as on all other Bowser lines, the 
salesman who most thoroughly 
works his territory will get the 
most business. Our aim in the 
Factory Sales Promotion De- 
partment is to co-operate with 
the salesman and help him pro- 
duce, but it is not expected that 
he will wait for inquiries. 


THE MAIL CAMPAIGN 

In each factory salesman’s 
territory, the following cam- 
paign will be carried on: 

1. Introductory Letter. 

2. Factory Catalog 

Letter. 

3.  Letter-folder on general 

lubricating equipment 

4. Letter-folder on paint 

and oil equipment. 
5. Letter and folder on De- 
partmental Oil Stor- 
age. 
6. Letter-folder on the 7-F 
Filter. 

In addition to this, periodic- 
ally we will select one particu- 
lar industry, and use a series of 
letters aimed at their specific 
problems. 


INDUSTRY SURVEY 
At regular periods, a Survey 


and 
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of one line of business will be 
made. It is manifestly impos- 
sible for any one salesman to 
become familiar with the meth- 
ods and processes of all lines of 
business—and send the whole 
story to the salesman for his 
perusal. 

‘This will be followed up by 
a mail campaign—which will 
hit home because it will be 
based on their specific problems. 

Then, if the salesman also 
will follow up this mail cam- 
paign, the results will be satis- 
factory to all concerned. 

The company is spending 
some real money on this De- 
partment, and as the Factory 
Salesman is getting the full ben- 
efit, we are going to ask him to 
co-operate and furnish us, 
whenever obtained, the name of 
the Factory Superintendent, and 
also the Purchasing Agent. 

Our mailing lists will then be 
three times as valuable—and we 
should get three times as many 
inquiries for the saitesman to 
work on. 

Occasionally, stories of excep- 
tionally interesting and instruc- 
tives sales, will be broadcasted 
for the benefit of all of us. 

As to the amount of Factory 
Business available—well, all we 
have to say is that if we sell one 
out of every twenty good pros- 
pects, the factory sales will lead 
them all. 


ae 
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Home Office Visitors 


Among the Bowser Men who 
were in the Home Office during 
the past month, the BOWSER 
MAN caught sigth of H. M. 
Cole, the clever Clarifilter sales- 
man who works out of Dallas. 
Bob Safford has a good story 
to tell you on a bet made with 
Cole that he couldn’t sell ten 
outfits in one week. By Thurs- 
day night Cole had sold nine in- 
stallations and Bob says that 
this is the first time that he ever 
wished any Bowser Salesman 
any hard luck. 


Bert Bowser, Manager out in 
the “Mile-above-the-Sea’’ coun- 
try, dropped into the office the 
latter part of September and 
stayed about a week with us. 


Zell Thompson, Detroit 
Salesman, was in the office one 
day in October. Zell is the chap 
whose heart aches when he has 
to take an order for anything 
less than a thousand gallon 


Square Sentry. 


‘Tom Durant, the St. Louis 
Clarifilter salesman, also spent 
a couple of days in Fort Wayne. 
Durant is an Annapolis grad- 
uate and once sailed the seven 
seas but now he is sailing among 
the St. Louis Dry Cleaners and 
brings his ship into port every 
few days. 


Bryan Tansferred to 
Atlanta 
L. D. Bryan, who has been 
a special man working out of 
Fort Wayne for the past few 
months, now becomes a special 


L. D. BRYAN 


representative in the Southeast- 
ern Oil Company Sales Division 
and will work under the per- 
SOnaimadirectionvore:. > a ereneh: 


We wish you all kinds of 
success in your new _ work, 
Bryan! 


Warner Gets a Big One 


A little incident which may 
substantiate Tom Warner's 
statement in regard to Bowser 
tanks is an order he sold recent- 
ly covering three hundred 94A 
outfits and seventy-one addi- 
tional pumps. 

This is an order that Warner 
worked hard to get but his 
knowledge of our equipment 
helped him put over a splendid 
sale. We congratulate you, 
Warner. 
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THE ADVERTISING DEPARTMENT 


By T. D. KINGSLEY 


In the Bowser organization 
is a department which is perhaps 
closer to the salesmen than any 
other except the sales depart- 
ment, but regarding the ins and 
outs of which the men in the 
field have heard very little. 
‘This is perhaps due to the re- 
tiring modesty of the man at 
the head of the department—a 
man who does big things silent- 
ly and keeps mum about it. 


The Bowser Advertising De- 
partment is an important factor 
in the sale of Bowser equipment 
and is headed by R. L. Heaton, 
a man of few spoken words but 
who commands a mighty pen. 
Mr. Heaton has for the past 
fourteen years held various re- 
sponsible positions which par- 
ticularly fit him for the position 
of Advertising Manager. He 
has worked in the factory and 
has at various times been assist- 
ant to Mr. Bechtel, Mr. Gros- 
venor and Mr. Corey. He has 
been a Sales Correspondent, was 
in the Atlanta Office for two 
years, and, for a time, was Act- 
ing Manager of the New York 
Office. He has been manager of 
the Service Department and also 
Personnel Director. 


From the variety of positions 
he has held it is quite evident 


that he has a firm background of 
experience from which to direct 
the company’s advert:sing. He 
understands the problems of the 
salesmen and knows how our 
pumps are made. He has experi- 
enced the difficulties of the 
branch office and knows what 
the Service Man has to contend 
with. He has worked in the fac- 
tory and in the general man- 
ager’s Office. 


The work of the advertising 
department is intimately con- 
nected with the sales depart- 
ment. In fact the advertising 
department was established to 
aid the Sales Department—to 
spread far and wide the inform- 
ation covering Bowser equip- 
ment. [hus its sole purpose is 
to help the salesmen to make 
more sales and more money. 


The efforts of the department 
can roughly be divided into 
four distinct units: Magazine 
Advertising, Direct - by - Mail 
Advertising, Bulletins and THE 
BOWSER MAN. The National 
‘Trade Magazine Advertis ng is 
directed by Mr. Heaton in con- 
junction with our Advertising 
Counsel in Chicago. The Di- 
rect-by-Mail Literature is writ- 
ten and laid out by K. S. Sei- 
bert and our artist, J. R. Hor- 


Man 
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ton. [hey are prepared for 
mailing by eleven young wom- 
en of the circularizing division 
under Miss Ethel Elliott. “The 
third division is that of Sales- 
men’s Bulletins and price sheets 
which are written and _ issued 
under the direction of R. Z. By- 
rer. [he Fourth division is the 
BOWSER MAN, intended to dis- 
seminate the news of the sales 
department and act as a clearing 
house for the information of in- 
terest to the salesmen. It is ed- 


ited by O. E. Hopfer. 


In the Magazine Advertising 
Division the advertising 1s laid 
out and planned in consultation 
with the Sales Manager. Ad- 
vertising is placed in twenty- 
three of the leading trade maga- 
zines which reach the class of 
trade to which our equipment is 
sold. ‘The Direct-by-Mail Lit- 
erature is sent to a select list of 
prospects. When the county di- 
rectories are sent to the salesmen 
it is the aim of the advertising 
department to place in the hands 
of these prospects at least two 
p-eces of literature before the 
salesman calls. hen the pros- 
pect will know something about 
Bowser—he will know whom 
you represent when you tell him 
you are the Bowser Man—you 
have an entree to a sale. It is 
for this reason that the manage- 
ment especially urges you to lay 
out your work in accordance 
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with the county directory plan. 
The plan is right—it is found- 
ed upon correct principles—and 


you are working in harmony 
with a plan that will get results. 
management realizes that 


The 


Miss Heit and Miss Magers mail- 
ing advertising literature. They oft- 
en fill more than ten mail sacks per 
day. 
in following these directories 


and calling on every person list- 
ed you will call on some who 
are stocked up—some where 
you think there isn't a chance to 
make a sale. Yet some of our 
salesmen like Max He-ntze have 
demonstrated that many a sale 
is made in an unl-kely place. 


Added to that you are working ° 


systematically—overlooking no 
one. 7 

‘The Bulletins written by Mr. 
Byrer give all the details of 


a i gy 
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— 
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equipment necessary for the in- 
formation of the = salesman. 
Through these all information 
regarding new equipment is giv- 
en out——pictures are shown of 
the assembled equipment and of 


Meo lanevalvales 


many of the important parts. 
‘They can be used to great ad- 
vantage in picturing to the pros- 
pect exactly what you are try- 
‘ing to sell him. He sees black 
on white just what you are talk- 
ing about. He doesn’t have to 
take your word for anything 
unless he wants to. 

The BowsER MAN is writ- 
ten solely for the Salesmen and 
is not distributed generally in 
the Home Office or Factory. It 
is intended to be of value in giv- 


Division 


ing new sales ideas and details 
of manufacturing which will be 
of benefit to the salesmen. Ev- 
ery salesman is invited to send 
in his suggestions and ideas to 
‘THE BOWSER MAN. It is your 


directed by Miss Ethel Elliott 
magazine—-written for you and 
your ideas should be represented 
cee 

From these details it will 
readily be seen that the company 
is spending thousands of dollars 
for a department that operates 
for no other purpose than to aid 
in making sales. Every member 
of the department invites your 
suggestion and urges you to take 
advantage of the services they 
have to offer you. 
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Bowser and Bechtel Have 
Stormy Voyage 


No, we don’t mean that they 
had a “knockdown and drag- 
out’ '—they never do that—but 
they did have a rough trip—so 
to speak. 


And the cause of the rough- 
ness was a hundred mile an hour 
gale that ruffled up the temper 
of the waves so that they put 
on their white caps and ran 35 
feet high. 


Tom Kingsley received a ra- 
diogram from the “Old Man” 
saying that they are eating and 
sleeping well and _ enjoying 
themselves. 


A Poor Excuse 


‘Here,’ bawled the hotel 
watchman to a nightshirt-clad 
man who was pacing the corri- 
dor at 2 a. m. ‘What are you 
doing out of your room?’ 

‘The man opened his eyes and 
seemed to come out of a trance. 

“T beg your pardon,” he said. 
“T am a somnambulist.”’ 


“Well,” roared the watch- 
man, “you can't walk around 
these halls in the middle of the 
night in your nightshirt, no 
matter what your reilgion is.”’ 

The ability to keep everlastingly at 
it is a sure indicaition of success.—Spe- 
cialty Salesman Magazine. 


Paul Bearers 


PAUL 


PAUL STOUFFER 


The other day Paul Lawther, 
Paul Krider and Paul Stouffer 
were enjoying a confab in Tom 
Kingsley’s office when the Bow- 
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PAUL LAWTHER 


ser philosopher, W. E. Cline, 
poked h’s head in the door and 
interjected “‘Isn’t that A-Paul- 
ing!”’ 


Tub 
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SPECIALIZATION IN THE 
AUTOMOTIVE GROUP 
Byakie ©. OTORR 


The application of the spe- 
cialized Sales Plan to our busi- 
ness naturally divides those in- 
dustries from which we have 
solicited patronage into seven 
distinct classifications or groups, 
gees eractory, Clarifilter, Lubri- 
cation and Filtration, Oil Com- 
Dany, Railroad and 
Government, Store 
and Automotive. 

Under the Automo- 
tive Group ‘there are 
included those busi- 
nesses which either 
serve the automobile 
public er are extensive 
users of motor equip- 
ment, creating a re- 
quirement for adequate H.C. 
gasoline and oil stor- “4023¢" 
age facilities. ‘There 
are included: ) 
Automob'‘le Accessory Stores 
Automobile Dealers 
- Automobile Repair Shops 
Automobile Liveries 
Architects 
Battery Service Stations 
Boat Houses 
moat Yards 
Contractors 
Dairies 
Department Stores 
Drayage Companies 


Promotion 
Department 


Express Companies 

Florists 

Gasoline Filling Stations (not 
owned or operated by an Oil 
Company) 

Gas Companies 

flospitals 

Plumbers 

Public Garages 

Private Garages 

Siateey © OUuntyareannid 
Municipal Depts. 

Storage Warehouses 

Naxdcab=|eintes 

‘Tire Dealers 

‘Telephone Companies 

Vulcanizing Shops 


Undertakers 

Wholesale Establish- 
STORR ments (other than 
Automotive wholesale h d Wee 


drugs and paints) 
A review of our business cov- 
ering a period of years reveals 
that each classification has con- 
tributed generously — convinc- 
ing evidence of their potential 
value to every Bowser salesman 
qualified to call upon them. 
But how blind many of our 
salesmen have been who, with 
minds concentrated on the more 
popular Filling Station business, 
too frequently have driven hur- 
riedly by undeveloped opportu- 
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nities, unconscious of their pres- 
ence, and losers because of their 
nearsightedness. [his 1s not an 
isolated condition—its frequen- 
cy is appalling—and uncorrect- 
ed it will prove a mortal wound 
to our business. But when cor: 
rected, what a wondrous vision 
of opportunities lie before Bow- 
ser salesmen. 

Therefore, the Automotive 
Sales Promotion Division has 
been created to serve the Sales 
Organization — to develop, to 
promote, to aid and assist in the 
securing of a maximum of bust- 
ness from these sources. With 
the progress of the work, we 
propose to use THE BOWSER 
MAN, special publicity articles, 
etc., to feature the opportunities 
which can be unearthed in the 
various groups. 

We will be pioneers in a great 
undertaking. But the “‘Califor- 
nia Gold Fields of '49’’ were no 


more alluring than the paths we 
now follow. You are all re- 
quested and urged to contribute. 
There are among you specialists 
with excellent and enviable rec- 
ords in selling Private Garages. 
State, County and Municipal 
Departments, Coal Yards, etc. 
Your success has not been mere 
“good luck’’. You have won 
deservedly as a reward for the 
thoughtful and intelligent effort 
which you have made. You 
have something which most of 
us lack, something which has 
made your success and which 
can be made to accomplish enor- 
mous benefits for the Company. 
‘Therefore, share it with all of 
us. Show us the way. Let us. 
have your formula. Let this 
Department have it that we may 
publish it to the Sales Organ- 
ization. That is how we hope 
to serve you salesmen who are 
selling the Automotive Group. 


Why Credit Men Go Mad 
Dear Meester Smith: I got 
your letter about what I owe 
you. Now be pachunt. | ain't 
forget you. Pleez wait. When 
sum fools pay me I pay you. 
lf this wuz judgment day and 
you wuz no more prepared to 
meet your Master as | am to 
meet your account, you sure 
would have to go to hel. I trust 
you will do this and oblige. 


No Hurry 


A zealous but untrained re- 
former had secured permission 
to sneak at the State Prison. 

‘Brothers,’ he pleaded with 
them, ‘lose no time in turning 
to the pathway of righteousness. 
Remember, we are here today 
and gone tomorrow.’ 

“Don't kid yourself,’ came 
a gloomy voice from the rear. 
““T got eighteen years here yet.”’ 
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THOSE FOUR WHEEL BRAKES 


wheel 


Evidently the four 
brake idea has taken Bowser 
employees by storm. During 
one week three Rickenbacker 
cars were sold to Bowser Office 
men and Mr. Horton, our art- 
ist, g.ves you his rough sketch 
of their performance, together 
with all the accessories such as 
anchors, sky hooks, wind resist- 
ers and the sand box which Roy 
Walker carries on his running 


board. 


But the BOWSER MAN thinks 
the four wheel brakes are quite 


ASYSSINIAN 
DODO BIRD 


the thing. With them on a car 
a fast driver can race with a lim- 
ited train and. try to beat it. to 
a crossing and if at the last mo- 
ment the odds are in favor of 
the train he can clamp down on 
the four wheel brakes—skid for 
20 feet and come to a dead stop 
—-and miss the speeding train 
Dive UStale/ OLOleatleinchas Orathe 
trio of purchasers Walker is the 
most enthusiastic and says that 
regardless of what Studebaker 
does he wouldn't be without the 
four wheel brakes. 
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QUALITY PUMP PARTS DISPLAY. 


aE Nae Sele mg 
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This parts board was one of the feature attractions at 
the Annual Convention of the American Oil Men’s Asso- 
ciation held in Chicago, October 2, 3 and 4. The parts 
board, together with the Millionth Pump, will be shown 
at the Convention of the National Petroleum Marke<ers 
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Association in Milwaukee, October 23, 24 and 25. 


This parts board shows many of the quality paris that 
go into the Square Sentry. They are descr.bed in a new 
book the Advertising Department has sent you, entitled, 
“Bowser the Sign of Quality.” 
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THE ROADSIDE PUMP 


Bytes. 


Low, 


Editor of Power Magazine 


After we had graduated from 
candles and whale-oil to coal 
oil, and kerosene had become 
the popular illuminant, the gro- 
cer used to draw it from a bar- 
rel into a tin measure. It got 
onto the floor and onto his 
clothes and hands and its pene- 
trating odor was absorbed by or 
communicated to the edibles 
that he handled. 


And then came Bowser with 
the selfmeasuring pump. 


When the first ‘‘horseless car- 
riage’ sputtered down the street 
it passed stores where these self- 
measuring pumps had been in 
use for many years. They were 
quickly adapted to handle gaso- 
line, and the red wooden cabt- 
nets to which Bowser gave the 
name of ‘filling stations,” 
which has clung to them all 
these years, began to appear on 
the curb. 

Did you ever try to realize 
what a million means? 

If a clock ticks once a second 
it will have to run twelve days 
to tick a million times. 

A million paces would carry 
a man from New York to Buf- 
falo. 


S. F. Bowser % Company, 
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Inc., completed in June of this 
year, their millionth self-meas- 
uring pump. 


Its development has been par- 
allel with that of the automo- 
bile, the needs of which have 
given it its greatest application 
and opportunity. 

Others have taken up _ its 
manufacture and now, all over 
the country, on the “‘big roads” 
and the back roads, these inge- 
nious and handy devices, adapt- 
ed to out-of-door service and 
quick, accurate and safe manip- 
ulation are gaudy welcome bea- 
cons to the driver who is get- 
ting out of gas. 


‘The Bowsers shut up shop 
for a day and celebrated, which 
they were well entitled todo. | 
regret that I could not accept 
their kind invitation to partici- 
pate. 

I suppose they are well start- 
ed on their second million by 
this time and it will not take as 
long to make the second as it 
did the first. 


The first pump that they © 
built has probably gone the 
way of all things, but the mil- 
lionth ought to be saved to com- 
pare with the two-millionth 
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when the hand has gone around 
again. 

Sid On sale) Dis ariicie 
appeared on the title page of 
Power Magazine for October 
and should be of more than 
passing interest to Bowser Sales- 
men. ) 


Attention! Bill Sutton 


We notice in the August 
BOWSER MAN that Bill Sutton’s 
most novel experience was when 
he had an order shipped three 
days after it was received at the 
factory——we admit that is pret- 
ty good, Bill, but just the same 
we had two experiences that 
will back yours off the map. 

A few weeks ago we received 
two new Fig. C-110s and had 
them installed before the order 
department knew anything 
about it, or my order was writ- 
ten up. We thought this pretty 
good until—but listen to this 
one, Bill. 

Tuesday, the 10th, we wired 
in for shipping date on an order 
and imagine our surprise when 
_the office wired back ‘‘Shipped 
September the 13th,’’ and that 
being September 11th we feel 
sure this should receive the 
Stink Werby . How. about it, 
Bill Sutton? 

Don’t say we don’t get swift 
shipment. 


W. E. GROOMS, 


St. Louis Division. 


Tomlinson Sells Big 
Garage Installation 
Re eee Wominsanmes Dallas 
Salesman, recently sold an order 
that could not escape our at- 


tention. The order called for a 
14,700 gallon storave tank 
with a 1709 Rotary Power 


Pump, a thousand gallon 102, 
a 384 truck tank on which will 
be mounted a 103 pump and at 
the side of it will be installed 
out / 2 Ol "OUtiItS# 6! bis 
equipment together with a num- 
ber of accessories will be in- 
stalled in a large Municipal Ga- 
tage. A mighty good sale, 
‘Tomlinson. Congratulations. 


Hawauan Likes Our 
Pumps 

From Kahulut, Mam, [Hy 
comes a letter from the owner 
of a garage which 1s indeed grat- 
ifying: “‘We have received your 
fine made Bowser Pump and | 
am writing this letter to let you 
know we are glad we have it 
in our store. [he pump works 
all right and we are using it 
every day. I am, Very Truly 
Yours, H. Masuoka.’’ 

Bowser & Company 1s rep- 
resented in the Hawaaian Is- 
lands by V. J. Burgess, who has 
built up a fine business out in 
that lazy dreamland. Among 
our best customers there are the 
Japanese, who seem to appreci- 
ate Bowser quality in their 
equipment. 
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MILLIGAN TO ADDRESS EXPORT 
MANUFACTURERS 


D. G. Milligan, Director of 
Foreign Sales, will deliver an 
address before the annual meet- 
ing of the American Manufac- 
turers Export Association which 
will be held at the 
Waldorf - Astoria in 
New York City on 
Oct. 24th-26th. 

The American 
Manufacturers E x - 
port Association has 
a membership consist- 
ing of the leading 
manufacturers and 
export houses of the 
United States who 
are fostering foreign 
trade. It is the most 
active body of exporters among 
large manufacturers in the coun- 
try and Dan Milligan is on the 
program with a number of 
headliners among whom is B. 
Olney Hough, a world author- 
ity and writer on exporting. 

The Amexa News, official 
organ of the association, in a 
recent article states: ‘There 


D. G. 
Director 


“The population of China is 
immense,’’ said the teacher. ‘‘Do 
you know that every time we 
take a breath a Chinaman dies?”’ 
Just then the teacher noticed a 
small boy, very red in the face, 
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are so-called export departments 
and then there are real export 
departments. Some have been 
established to take care of sur- 
plus products if and when so 
declared. Other ex- 
port departments 
have been created as a 
part of the industry 
and to sell a percent- 
age of the Company's 
output. 

‘The S. F. Bow- 
ser Company of Fort 
Wayne, Indiana, is 
in the latter class and 
the very energetic for- 
eign sales manager of 
the company will not 
advance theories but rather state 
facts when he addresses the con- 
vention on the topic, “‘Estab- 
lishing an Export Department”’. 
Mr. Daniel G. Milligan of the 
S. F. Bowser Company, who 
will handle this subject, will 
give a very interesting account 
of the requirement to a success- 


ful export department.” 


WILLIE’S 


REMEDY 


and panting as though he were 
exercising strenuously. 
“What are you _ doing, 
Willie?’’ asked the teacher. 
“Killing Chinamen, sir, I 
hate ‘em,’’ answered Willie. 
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MODERN DEVELOPMENTS IN THE 
ELECTRICAL INDUSTRY 


Excerpts from an address delivered before the National Association 
of Stationary Engineers at Buffalo on September 13, 1923. 
By CHARLES H. BROMLEY. 


A great, far-reaching change 
has begun and is now in prog- 
ress in the economics of power 
generation and use. We cannot, 
we wish not, to stop the trend 
of this progress. The new era 
is inevitable. 

‘The change is the 
result of the applica- 
tion of correct engi- 
neering principles to 
‘the business of the 
generation and trans- 
mission of power. 
There is no argument 
—much, if not most, 
of the community’s 
power and lighting re- 
quirements are most «. 


Lubrication Division 


central power genera- 
ting and distributing system in- 
stead of by small and less efh- 
cient units widely scattered. No 
informed man would assert that 
all the community’s power 
needs would be most economic- 
ally served by a central system. 
This assertion is not yet true. 
It is likely to become true with- 

in the next ten years. 
GROWTH OF THE ELECTRIC 
LIGHT AND POWER INDUSTRY 
‘The following data are from 


H. BROMLEY 
economically met by a Manager Filtration and]9]9 35,028,900,000 


many sources, including the U. 
S. Census Reports, National 
Electric Light Association, Elec- 
trical World, and other public- 
ations. These data are by no 
means complete, but there are 
enough to form the 
groundwork for a 
thorough analysis. 
Energy Generated by 
Central Stations Ex- 
ClusiVe Ol nat ioc 
Power Plants. 


Y ear Kw. Hr. 
1887 197550005000 
1892 300,000,000 


O02 7 000,000 
POIPe ha 6931 095835 
1916 21,230,000,000 


197 19 36-878,05 5,000 
L922. 43,290,000,000 
1923 (est’d) 66,000,000,000 
‘THE ISARGEST USERS OF) IN- 


DUSERIAL ELECT RIG POWER 

The iron and steel industry 
is the largest consumer of indus- 
trial electrical power in the Un1- 
ted States, with the chemical 
and allied industries second. In 
1920 the iron and steel industry 
consumed 8,115,000,000 kw.- 


hrs. and the chemical industry 
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consumed 6,074,700,000 kw.- 
brs. 


D'stribution of Central Station 
Electrical Energy. 


In 1882, 175,000,000 kw.- 
hrs. generated, of which 
44,000,000 kw.-hrs. were con- 
sumed for lighting, 11,000,000 
kw.-hrs. were consumed for 
power purposes and _ nothing 
was used by electric railways. 


In” 1912; 308, 00G ewe 


hrs. were generated, of which 


2,546,000,000 kw.-hrs. were 
lost in transmission, 2;752)- 
000,000 kw-hrs. were con- 


sumed for lighting, 3,254,000.- 
O00 kw.-hrs. were consumed for 
industrial power purposes, and 
3,017,000,000 kw.-hrs. were 


used by electric railways. 


In 1922, 43,290,000,000 
kw.-hrs. were generated, of 
which about 7,970,000,000 


kw.-hrs. were lost in transmis- 
sion, 8,000,000,000 kw.-hrs. 
were consumed for lighting, 
22,320,000,000 kw.-hrs. were 
consumed for industrial power 
purposes and 5,000,000,000 
kw.-hrs. were used by electric 
railways. 


There are 5,897 operating 
companies in the United States 
of which 4,290 companies gen- 
erate their own energy; there are 
1,992 municipal plants: 1,410 
companies purchase energy: 417 
municipal systems purchase en- 
Page Twe 
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ergy: 382 companies generate 
and also purchase: 193 compa- 
nies purchase and also have re- 
serve equipment: 1,439 hydro- 
electric plants in whole or in 
part. 


In the first six months of 
1923 the output was 32,480,- 
000,000 kw.-hrs. of 25.4 per 
cent. over the energy sold dur- 
ing the first six months of 1922. 
If this increase is maintained the 
remainder of the year the out- 
put of central stations will ex- 
ceed sixty-six billion kw.-hrs. 
In 1922 it was only fifty-two 
billion kw.-hrs. 


Almost 24% billion kw.-hrs. 
are consumed annually by the 
bituminous and anthracite coal 
mining industry. 

CENTRAL STATION 

TOMERS 


Jan. 1, 1915 .4)aneeieeeee 
Res:dential lighting customers: 


3,435,000 9,670,000 


Commercial lighting customers: 


1,086,000 2,080,000 


Industrial power customers: 


196,000 475,000 


CUE- 


‘Total customers: 


4,417,000 12,231,000 
It 1s estimated that there are: 


12,400,000 families within 
reach of central station lines 
who do not use electric lights 
and who are therefore potential 
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customers of the central station. 


2,380,000 stores, offices, etc., 
within reach of central station 
lines which do not use electric 
lights and who are therefore po- 
tential commercial customers of 
the central station. 


450,000 large and small 
power users within reach of cen- 
tral station lines who can be ed- 
ucated to the use of electrical 
power and who are therefore 
potential industrial customers. 


‘Therefore, there are about 
15,230,000 potential customers 
within reach of central stations 
above the present number of 
customers or a total potential 
Held im the United States of 
about 27,461,000 © customers 
for the central station including 
present customers. 


I thought that those figures, 
stupendous as they are, would 
bring home to all of us the 
thought that here is an economic 
change taking place in the busi- 
ness of power generation and 
transmission, a change which 
economically we must admit 1s 
sound. We are forced more and 
more to the conclusion that a 
great part, not all, at this time, 
but a great part of the commu- 
nity’s power and I'ghting needs 
are more economically furnish- 
ed by a central system, with its 
large and efficient units, than by 
smaller units, widely scattered. 


Dud Sells a Big Order 
We doff our lids to Dud Car- 
tiger of Philadelphia for secur- 


A.D. CanRIGHR 
ing one of the largest orders for 
the past month. Dud sold over 
$40,000 worth of Chief Sen- 


trys to one customer. 


Another World Series Is 
Being Decided Down 


in Texas 

With the World Series in 
progress as this issue goes to 
press there is another game go- 
me om down ut, Dexas*thateis 
holding the attention of THE 
BOWSER MAN. 

It is being staged by Ince’s 
Nationals, Kangsley’s Americans 
and Safford’s Outlaws. “That's 
a mean combination and they 
are evidently out for blood. 
The Fort Wayne Office is eager- 
ly watching the score board 
from its far off bleachers and is 
enjoying the various late bulle- 
tins that are flashed on the prog- 
ress of the contest. 
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KONVALINKA GETS POST AT 
TORONTO 


The Canadian Sales Organi- 
zation and Staff of S. F. Bow- 
ser Company, Ltd., at Toronto 
have had the pleasure of wel- 
coming into their midst a new 
co-worker from the larger Bow- 
ser Sales Family in the States. 


Mr. C. M. Konvalinka, who 
has had an extensive experience 
in the Home Office 


Sales Organization, 
both at the plant and 
in the field, has been 
selected to take up 
work in the Canadian 
Sales Department as a 
special assistant to 
Manager Harry Chris- 
He, Fiat sPOSItION shot 
which his past experi- 
ence makes him espe- 
ence makes him especially well 
fitted. His major responsibilities 
will have to do, we understand, 
with general sales promotion 
work for all lines for the Lim- 
ited Company and assisting in 
the advertising and _ publicity 
work and other similar sales 
activities under the immediate 
direction of Mr. Christie. 

For the past year and a half 
Mr. Konvalinka has been con- 


us 


It’s all right to lie in bed and plan 
what you are going to do to-morrow 
—if you do it. 
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nected with Irving Paschall. 
Chicago Advertising Counsel. 
Mr. Konvalinka specializing on 
the Bowser Account. 

Prior to this professional ad- 
vertising experience he was em- 
ployed by our Company as as- 
sistant to our Detroit Manager. 
This assignment was followed 
by a period of active 
field selling as sales- 
man for the Railroad 
Sales Department. 
which activity was 
preceded by a _ thor- 
ough schooling in the 
General Sales Depart- 
ment at Fort Wayne. 
Mr. Kanvalinka first 
entered our employ 


May 1, 1916. 

The BOWSER MAN predicts 
a most successful career for this 
new angle of sales endeavor in 
the Canadian Organization and 
congratulates Mr. Konvalinka 
on the opportunity thus pre- 
sented and the Canadian Com- 
pany on the character of the 
services we know Mr. Konva- 
linka can render. 


By doing a little more each day you 
slowly erect a structure of success.—— 
Motor West. 
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“THE SENTRY FAMILY” 


The “Little Red Sentry’ was the first sentry made, 
He selis the grocers gas and takes eggs in trade, 

He is the pride or the grocerman as we ail know, 
And has a one-galion stroke, yet he isn’t slow. 

He will pump coal oil, lube or even molasses, 
Anything from nitro-giycerine to high test gases. 


Our “‘Chief Sentry’’ of to-day is the same as of old 
And is the chief of chiefs and is as good as gold. 
And a Chief Sentry you will find in every land, 
_ From the snows of the north to the desert sand. 
He is our old dependable and has won lots of fame, 
And is always on the job so you see why the name. 


- You have heard of gas pumps for a long, long time, 

But the “Square Sentry’ is keenest of any man’s clime. 
He points his two hands to the gallons you get, 

And chimes his bell which means accuracy you bet. 
He is one.of our best and will stand many a bump, 

And we are proud to know he is our millionth pump. 


Our “Visible Sentry’ is a new one you know, 

And when put on the market he will make some show. 
With an easy movement of the lever and dial, 

The bowl will be filled so easy, it makes one smile. 
He will give you filtered gas as the other sentries do, 

And will live up to his name, Bowser, thru and thru. 


The “‘Post Sentry’’ is a new one and will sure make a hit, 
For he is a sentry, and will always do his bit. 

Take a battery of these sentries, say two, three, or five, 
And put them in a station, some class, man alive, 

This family of sentries is a fine one to know, 
And you will always find them wherever you go. 


=(6) Ayal WVIIELIGAN: 
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GO GET THOSE KEROSENE AND 
PAINT OIL ORDERS 


By A. W. DORSCH 


How many of the salesmen 
in the field today are making an 
effort to sell kerosene equip- 
ment? Not many. But those 
who are making the effort are 
getting fine results. 


The Company started spe- 
cializing on the store line on 
September 4, 1923, 
and the first month 
one District sold thir- 
ty-six kerosene out- 
fits. Not so bad for 
the first month. Re- 
cently, a salesman 
was placed on _ the 
store line in one of 
the large cities. In 
the first week he sold 
three kerosene orders 


; A, W. 
and two nice orders Manager 


for paint oil outfits, Promotion 


The kerosene business is there 
for you if you will work it. 
Bait your hook and keep on try- 
ing and you will sell kerosene 
equipment. You are rot going 
to sell kerosene outfits traveling 
with a portfolio without your 
case and model. No. Use your 
model to show your prospect 
how he can save money by hav- 


ing. a self-measuring kerosene 
outfit. “Talk on your Float 
Gauge, Discharge Register, 


Thirty 


Page 


DORSCH 
S.G.0 me 
Department 


Stroke of Pump and Quality of 
‘Tank. ‘There is no equipment 
made today to equal your Fig- 
ure | and Figure 19 outfits. 
Accuracy. 


One of the vital things in the 
store is accuracy. Inaccuracy 


and carelessness have been the 
downfall of many 
merchants. Io make 


money it is absolute- 
ly necessary for the 
clerks to be accurate 
in weighing mer - 
chandise as well as in 
measuring kerosene. 


a merchant who han- 
dles one hundred gal- 
lons of kerosene per 
week at a loss of 
from one to two 
cents per gallon. At a loss of 
one cent per gallon the mer- 
chant retailing one hundred gal- 
lons per week loses $52.00 per 
year and that is the price of 
your Figure 19 outfit? Many 
merchants by careless handling 
of kerosene lose two cents per’ 
gallon. Retailing one hundred 
gallons per week at two-cent 
loss per gallon, means a loss of 
$104.00 per year. ‘This loss is 


Sales 


See what it means to | 
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firemore than the- price of a 
two-barrel Figure 19 outfit. 


The greatest feature of the 
Bowser self-measuring kerosene 
‘outfit is accuracy and the mer- 
chant sells as many gallons of 
kerosene as he buys. 


Durability. 

You have noticed the won- 
derful difference between your 
Figure 19 outfit and some of the 
others that are being sold on the 
market today. ‘There is no com- 
parison when it comes to qual- 
ity and workmanship. Your 
Figure | and 19 outfits are the 
leaders of them all. You will 
find Bowser outfits in your ter- 
ritory that have been in con- 
stant use for twenty,twenty-five 
and thirty years, that are meas- 
uring accurately today. Have 
you ever found a competitive 
outfit that has been in use in 
your territory that length of 
time? No. Bowser kerosene 
equipment will last a life-time. 


Float Gauge. 


One = ot the best talking 
points. Use it. Demonstrate it. 
Not by your bulletin, but with 
your model. The salesman who 
refers to his bulletin will never 
succeed in selling kerosene equip- 
ment, for I know from past ex- 
perience. 

The demand for kerosene is 
growing each year. In some 
parts of the country it may have 


fallen off for lighting purposes 
but it has gained for heating 
purposes as well as for cooking 
purposes. We have reports of 
filling stations that are selling 
from seventy-five to one hun- 
dred gallons of kerosene per 
week to residences for cooking 
purposes. 

In the year 1921 there were 
1,240,550,811 gallons of kero- 
sene used in the United States. 
In the year 1922 there were 
et O57 4904 Jee allons otskero- 
sene used in the United States. 
Note the wonderful gain in 
1922 over 1921, which was no 
doubt due to the use of thou- 
sands of oil stoves for cooking 
purposes. 

Do you know that Tractors 
alone are using 272,000,000 
gallons of kerosene per year? 
Gas Engines are using 520,- 
000,000 gallons per year. For 
lighting and fuel farmers are 
using 425,700,000 gallons of 
kerosene per year, making a 
Grande totaloteel 2 k7,700;000 
gallons of kerosene per year to 
the farmers alone. This proves 
that the farmer is buying kero- 
sene for cooking purposes, as 
well as for heating purposes. 

The kerosene business is there 
in every salesman’s territory if 
he will work it. Store line sales- 
men are now being placed in the 
territories who will secure this 
business which has not been 
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given attention in the past. If 
you will work the store trade 
and wish to succeed, work, for 
work never kills, but worry 


does. So do not worry, but 
work. 
The growing demand for 


paint oil should double and 
triple the 1923 sales of Figures 
109 and 115 outfits over the 
sales of 1922. 


The trouble with the sales- 
men in the past in not selling 
more paint oil outfits was be- 
cause they neglected th’s line. 
Their time and attention was 
given entirely to the garages, 
filling stations and oil compa- 
nies. ‘They had no time to 
bother with paint oil equip- 
ment. Am I right? Yes. You 
will agree with me on this. 


Many of the salesmen heard 
the sales talks and fine demon- 
strations made during the Con- 
ventions held at different points 
the past summer. If a certain 
number of salesmen can _ sell 


The Cosmopolitan Yankee 


A group of tourists were 
looking over the inferno of Ve- 
suvius in full eruption. “Ain't 
this just like hell?’’ ejaculated 
a Yank. ‘‘Ah, zese Americans,”’ 
exclaimed a Frenchman, ‘‘where 
have zey not been?”’ 
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paint oil outfits, why cannot 
the other salesmen do the same? 
If a salesman has the privilege 
of calling on the paint oil trade 


and is not closing that class of: 


business, it 1s for the reason that 
he is not making the effort. 


The average production in- 
crease on Oil, Paints and Var- 
nishes for the first six months 
of 1923 over the same period of 
1922 was 30.2 per cent. So 
you will have to admit that the 
prospects are better now than 
ever before for the paint oil out- 
fits, Figure 109 and 115. There 
is no excuse for the salesmen to 
offer who are not selling this 
class of business. It is there for 
you. Go after it. 


Have confidence in yourself. 
Get the idea in your head that 
you can do as well as your 
brother salesmen in selling paint 
oil equipment. [hen go and 
prove it. Work the paint oil 
trade and see how well you will 
be repaid for your efforts. 


A Costly Mistake 


“What ruined your busi- 
ness?” 

Advertising.” 

“How?” 


“‘T let my competitors do it 
ali, 
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Charley Comstock Dead 


The entire Bowser organiza- 
tion will be grieved to learn of 
the recent death of C. F. Com- 
_ stock, Salesman at Boston, Mas- 
sachusetts. 

Charley has been a Bowser 
Salesman ever since 1911, had 
a host of friends in the organ- 
ization and was a good steady 
producer. 

THE BOWSER MAN extends 
the sympathy of the organiza- 
tion to the family and relatives 
of our fellow worker. 


At Minneapolis 


il. D. Bone goes out and he 
doesn’t pull a boner either. He 


iD BONE 


gets a nice little order for ten 
two-barrel 64s and two 109s. 

That is nice work, Bone— 
more power to you. 


Unafraid 


I have no fear. What is in store for me 
Shall find me ready for it; undis- 
mayed. 
God grant my only cowardice may be 
Afraid—to be afraid! 
—Everard Jack Appleton. 


Walsh to the Bat 
J. S. Walsh, West Virginia 


salesman, has just registered two 
sales on two different days that 
run up into a nice piece of 
money. 


WALSH 


Jo OS): 


The first order called for two 
Sentry Visibles and four 172s, 
and the second one for a thou- 
sand-gallon Sentry. Visible, a 
ten-barrel 102-C44 with a 
Lube-ster at the sale price and 
two 172 outfits. 

These are two mighty nice 
orders, Walsh, and we wish to 
congratulate you. — 


Where’s Business? 


The ministers of a small 
town were holding religious 
services each morning in a dif- 
ferent store. One of the preach- 
ers asked a certain merchant if 
he believed in Heaven, and was 
told “No”. 

“Do you believe in_ hell 
then?’’ continued the preacher. 

“Well, I dunno — business 
has gone somewhere,” replied 
the gloomy merchant. 
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AND THEY BOTH CAMESkS@ 
BOWSER’S 


Over fifteen years ago A. Z. 
Polhamus, then General Man- 
ager, stepped into the Chicago 
office of Hapgood Brain Bro- 
kers in search of a certain type 
of young man for the Bowser 
organization. Mr. Polhamus 


Bis tide SS be BL a is. 


Was interviewed by a young fel- 
low still under 25 who told 
him he believed he knew just 
exactly the kind of a man that 
Bowser's wanted and that there 
was a young man waiting in the 
outer office that would ‘‘fill the 
bill’. The young man to whom 
Mr. Polhamus was speaking 
was Ralph Sherlock. He usher- 
ed in from the outer office R. S. 
Colwell and introduced him to 
Mr. Polhamus. After a short 
interview Colwell was ‘‘taken 
on’’ and now we leave the story 
for a lapse of two years. 


‘Two years after this incident 
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the Brain Brokers passed out of 
existence and Sherlock was out 
of a job. He went into the pipe 
business and went broke. A 
friend told him to see a Mr. 
Colwell, then District Manager 
at Chicago for Bowser & Co. 
Sherlock went to see the gentle- 
man, whom he had placed with 
Bowser two years before. After 
talking to Sherlock for an hour 
Colwell was not so well im- 
pressed and a golden opportu- 


R. S. COLWELL 


nity was about to vanish for 
Sherlock—and then he made his 
first real sales talk. 

“Two years ago, Colwell, 
you were up against it and look- 


ing for a job—yjust as I am to- © 


day. I was not so favorably 
impressed by your past perform- 
ance, yet I believed in you and 
your ability to deliver the goods 
for Bowser and I took a chance 


The 


on you. Today I am in your 
boots of two years ago—l shot 
my wad and missed my mark— 
I am broke and need a job. I[ 
took a chance on you and you 
made good—now I am here 
asking you to take a chance on 
me.” 


Colwell looked him straight 
in the eye and shoved out his 
hand. ‘‘Well, Sherlock, if that 
is the way you feel about it, put 
her there.’ They shook hands 
and Sherlock was taken on. 


Today, after more than fif- 
teen years have elapsed, both of 
these men are still with us— 
and both have made _ good. 
Sherlock works the famous Chi- 
cago Gold Coast and owns a 
beautiful home out in Berwyn. 
He is a member of the Riverside 
Golf Club and of 181 members 
only seven can boast of a better 
score than Sherlock and he has 
played only three years. Col- 
well is now Manager of the 
Eastern Oil Company Sales Di- 
vision with headquarters in 
New York City and is a mem- 
ber of the New York Machin- 
ery Club. 


Back of every job there is a 
little story—the facts of which 
are usually hard to get—and 
the BowsER MAN is glad to 
have gotten the dope on these 
two splendid men and hopes 
that their record with the com- 
pany may be an inspiration for 
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other salesmen to aspire to big- 
ger and better things. 


Drosch Gets Two More 
Days Vacation 


It 1s alleged that Gus Dorsch, 
Champion Fisher, is to get two 
more days vacation this year. 
He is entitled to two weeks each 
year but couldn't risk taking it 
all at once—you see he wasn't 
sure when the bass would be in 
the right mood. So Gus always 
Starts stomtake “nis vacation on 
Friday noon—drives to a lake 
and if he doesn’t have good luck 
by Sunday night he decides that 
he will start his vacation next 
week. In this way his vacation 
becomes quite elastic and he can 
stretch it over practically the en- 
tire summer. Fishing has been 
rotten all summer, but those 
black-scaled beauties are going 
after Al Foss sPork Rind like 
“Hungry Wolves’, so now Gus 
will take the other two days of 
his vacation. Of course we 
know he wouldnt take two 
hours more vacation than is due 
him, but we sure admire the 
way he can make his vacation 
last all summer. 


An Early Rise 
“Were you ever up before 
me?’ asked the judge. 
SW clieey ou BbOnOtmmey ust 
what time do you get up?’ re- 
plied the defendant. 
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Two Railroaders 
This picture shows just how 
the camera caught Earl Harsh- 
barger, Manager of Railway 
and Government Sales, congrat- 
ulating Mr. W. T. (‘Old 
Bill’) Simpson, Chicago Rail- 


road Salesman, upon selling the 


Burlington their fourteenth 
complete oil house layout. 
Simpson 
roader—was once an engineer 
on the Grand Trunk Lines and 
knows the game from A to Z. 
He sold the first self-measuring 


is a veteran rail- 
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pump and storage tanks that 
went into a railroad storehouse. 
He has traveled all over the Uni- 
ted States and. Canada, has a 
host of friends among the rail- 
road men and since he began his 
Bowser career in 1907 he has 
sold equipment to every road 
which has general offices in Chi- 
cago. 


Harshbarger is at the head oi 
the Railway and Government 
Sales Department. He recently 
knocked down the door to the 
‘“Hole-in-One Club’ or the 
“Only-One-Hole Club,” we 
forget which. At that the news- 
papers recently carried a story 
that he holed his mashie tee shot 
on the eighth hole of the Coun- 
try Club course, 128 yards in 
length. The hole called for a 
fairly stiff mashie shot over a 
row of apple trees immediately 
in front of the tee to a blind 
green, well protected by sand 
traps. 


Outside of that one bad habit 
“Harsh” is another fellow who 
closes up some big railroad and 
Government deals every once in 
a while. 


Personal Taste 

Shoe Salesman 

sport): “Do you prefer long 
or short vamps?”’ 


Sport: “Why, personally, | 
like the short blonde variety.” 


(to young 
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Page Mr. Shannon 


‘Two good sales were recently 
recorded by our Chicago Heavy- 
weight ‘Salesman, Mr.- J. P: 
Shannon. 


In the face of a number of oil 
companies offering to give a 
large public garage complete 
equipment, Shannon sallies 
forth and sells the owner two 
BOs, a lO2 and -six. 62s. 

The Chief Sentry is installed 
on the curb and the two Red 
Chiefs are installed inside the 


Slee Bak 


SHANNON 


building, at the side of each 
drive to the garage. Three lube 
outfits are placed at the side of 
each gasoline pump inside the 
garage. 

Again our contention holds 
true that our salesmen can sell 
more pumps than others can 
give away. 

Shannon scored a knockout 
the second time by selling an in- 
dependent filling station two 
1,000-gallon Sentry Visibles, a 
15,000-gallon 5/16-inch black 
iron tank, a 1709 pump with 


all-connections and tour 12U0- 
gallon 125 lube outfits. 

Well done, Shannon, thou 
good and faithful Irishman. 


No Territory Yet Saturated 
Says. Salesman 


‘Whenever I hear a salesman 
or dealer saying that they have 
sold about everybody in their 
territory there is to be sold, [| 
am reminded of the diamond 
business,’ a well-known sales 
manager recently said to a group 
of his salesmen. ‘‘Now, we are 
all aware that the diamond busi- 
ness 1s pretty old. One would 
think that the world would be- 
come saturated with diamonds. 
‘They never wear out, are passed 
along from generation to genera- 
tion, and are seldom lost. But 
every day millions of dollars’ 
worth of diamonds are mined 


and sold. Where do they all 
go? 

“We hear salesmen in the 
automobile business, and _ the 


washing machine business, and 
almost every other business talk- 
ing about the saturation point, 
and when it will be reached. I 
am at last convinced that there 
is no such thing as a ‘saturation 
point.’ If there were, the dia- 
mond business would be a thing 
of the past. Yet it was never 
better in the history of the 
world, regardless of the fact that 
prices go higher and higher all 
the time.’’—Selling News. 
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KEEP YOUR: EYES ON THREBSMiiae 
AHEAD OF YOU 


Quite naturally, the man just 
behind you is after your job. 
He'd be a pretty poor stick if 
he wasn't. You may step out 
of it. You may fall out of it. 
He'll get it in either case, if he 
is any good. And he ought to 
get it. 

If you step out of it, you 
won't care who gets it. If you 
fall out of it you can't keep him 
from getting it. But when you 
leave a job, step out—don’'t fall 
out. 


The man on whom to keep 
your eye peeled is the chap right 
ahead of you. His job is the one 
you should be out after. If 
he is suspicious of you and does 
his best to keep you where you 
are, all the better. He is look- 
ing back—-one woman turned to 
salt for doing that. If he is 
looking back he will probably 
soon go back. 


If the chap ahead of you is a 
real decent sort of a fellow and 
gives you all of the information 
in his power and tries to help 
you along—you can be sure that 
he is going ahead pretty soon. 
If you know how to do his 
work when he is moved—you 
will be doing it, and will have 
no difficulty in learning how to 
pull down his pay check. 
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If you have been observant, 
you have probably noticed hun- 
dreds of fellows whose lives have 
been spoiled by the constant fear 
that some other fellow was after 
their jobs. Somebody is always 
after your job, to be sure, but 
that’s nothing to worry about. 
Few jobs are intended to keep. 
‘There are usually better ones to 
get. [here are plenty of jobs 
just as good—yust as many fish 
in the ocean as ever were caught. 


Keep your eye on the chap 
next ahead of you and work 
like the dickens. Don’t try to 
jog him out of his place, for 
you can't do that. Don’t stoop 
to office politics—that will only 
““get’’ you and will get you so 
quick, it will make your head 
swim. Qualify yourself for the 
job ahead of you. It will prob- 
ably be vacant some day. If 
the man in it 1s satisfied and 
doesn’t want to go any higher, 
and is strong enough to hold his 
own, pick a job still higher up 
and go after that. 

If you are a salesman—learn’ 
how to do the district manager's 
work. Watch him and see how 
he operates, and Iend him a hand 
in solving problems. Keep your 
eyes open and your mouth shut. 
When the district manager steps — 


out or falls out—your hat will — 
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be im the ring for<his job. If 
a- district manager, keep your 
eyes glued on the sales manager. 
He is looking ahead and doesn’t 
want his job any longer than 
necessary. If you are a clerk or 
correspondent in the home office, 
watch the department manager. 
Learn his problems and do as 
much of his work as possible. 
Then some time you will be 
given a chance to demonstrate 
what you know about his work. 


The House of Bowser is an 
international institution — full 
of opportunities. Our executives 
are picked from the rank and 
file. Verify this by looking in 
the list of promotions in the 
various issues of THE BOWSER 
MAN.. There is no limit set on 
your work or on the height to 
which you can climb. As you 
scale the Mountain of Success, 
you will find that things get 
more ‘‘chilly’’ the higher you 
go, and there is always plenty 
of room at the top, made by 
those who get cold feet scaling 
the slippery cliffs, or who can’t 
hold on because of the violence 
of the strong winds that fre- 
quent the high altitudes. You 
are limited only by your ability 
to hold on and deliver the 
goods; so fellows, let’s climb 
though the rocks be rugged. 


It is only a matter of time until 
the fast young man discovers that the 
race isn’t always to the swift. 


He “Gets the Money’”’ 


Another salesman who has 
done the unusual is N. F. 
Obright, factory salesman at 
Milwaukee. He recently sent in 
five factory orders with full 
cash. 


You men who work factories 
know that they seldom do busi- 
ness that way—they want to 
talk terms and discounts. And 
so Obright tells them about our > 
cash - with - order terms. He 
saves them money and makes 
more on his commission by do- 
ing so. 

And it all goes to show that 
you can get full cash with order 
from lots of price buyers if you 
will go after it. That is good 
work, Obright, and the treas- 
urer thanks you and suggests to 
other salesmen that they get a 
Jewish Bible and memorize the 
last three words, ‘‘Get the 
Money’. 


Nine men out of ten who come up 
and shake you by the hand either want 
to borrow money or hand you a piece 
of advice. 


“A salesman must be resourceful. 
He must be able, in any predicament 
whatsoever, to play the trump card. A 
salesman must have initiative. A sales- 
man must have originality. He must 
be able, under any circumstances, to in- 
troduce an argument to cambat that 
put forth by the person he is endeav- 
oring to sell his merchandise to.”’ 

—John Hewins Kern. 
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And Oil Is Cash! 


This is the standard outfit 63 
—the big seller for many years 
and known from coast to coast. 
It’s all Bowser-built. 


Drum-stored oils check 
short—that’s cetrain. If 
cash checked as short, 
the business would soon 
be bankrupt. 


Bowser systems insure 
yonr cash— they check 
oil receipts as well as 
sales—-eliminate fire 
hazard—and display the 


goods. 


Write today for folder 
A-54 and let us plan the 
right sales-increasing 
storage outfit for your 
individual needs. 


S.F Bowser & Company, Inc. 


Pump and Tank Headquarters 
FORT WAYNE, IND TANS 


Sales and Service Offices and Representatives Everywhere 


Printed in the U. S. A. 


THE 
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MAN 
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ATTENTION TO SIGNALS, 
MEN! 


You have about six more weeks to 
kick the ball over the twelve-million-dol- 
lar goal. 


Our team has some good _ tackles, 
guards and ends. The line is a line of 
heavyweights. The backfield at the 
Home Office is strong and up on their 
toes. 


During these last six weeks let's use 
the old Bowser Formation,—work six 
days a week and go for the final touch- 
down on Christmas Day. 


‘Te D> KRINGSEE 
Head Coach. 
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BOWSER STABILITY AND RELIABILITY 
IMPRESSED GUESTS AT OIL 
MEN’S CONVENTION 


F there ever was a 
demonstration of the 
staid, old reliability 
of Bowser, popular 
and generally accept- 

ed by the trade as the standard, 

dependable pump, that demon- 

stration was given at the Mil- 

waukee Convention of the Na- 

tional Petroleum Marketers As- 

sociation held October 23-25. 


Many visitors at the Bowser 
booth commented on the franiic 
efforts of other companies to in- 
troduce new ‘‘wrinkles’’ and 
Mmny jim cracks 
attention—but somehow Bow- 
ser sales and number of inter- 
ested visitors proved again that 
what the trade wants is stabil- 
ity and reliability of product. 


fehbe =Millionth Pump, a 
Chief Sentry, and a replica of 


to attract: 


the first pump made were dis- 
played in the Bowser booth— 
no frills or ruffles—yjust the 
proven Square Sentry and the 
popular old Chief Sentry. 


The convention was attended 
by L. E. Porter, Ed O'Rourke, 
Paul awther, John Tibbles, ©: 
le Hobrock; Hi. J. Grosvenor, 
bb, Ay Gorey: and J..S, Walsh. 
During this convention more 
orders were taken for gasoline 
pumps and accessories of all 
kinds than at any similar ex- 
hibit in a long time. 


If the salesmen who have 
gotten the idea that the gasoline 
price war has put the Indepen- 
dent Oil Men in the dumps, an 
hour at the Milwaukee Conven- 
tion would have quickly dis- 
pelled their idea. At least if any 
of them are down in the mouth 
their buying didn’t reflect it. 


PATE ia LA RERE. 
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TWIN FALLS STATION ESTABLISHES 
RECORD 


VERY _ remarkable 
record for the open- 
ing of a filling station 
was recently estab- 
lished by the Mark 
Brothers station in [win Falls, 
Idaho. 


shone Falls, and is located in 
the center of one of the richest 
agricultural communities in the 
world. 

The Mark Brothers station 
was opened at six o'clock on 
Saturday morning and closed at 


MARK BROTHERS FILLING STATION 


Twin Falls is a pretty city 
of eight thousand, the metrop- 
olis of the famous Twin Falls 
tract. It is situated in the Snake 
River Valley, near Great Sho- 


| the 


midnight. During this span of 
eighteen hours with but one 
Bowser Square Sentry, this sta- 
tion served 750 cars to which 
old Square Sentry dis- 
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charged 4,150 gallons of gaso- 
line. During this day’s run four 
men worked during the morn- 
ing, seven in the afternoon and 


ten at night. 


‘The cash register rang up 798 
sales, which totaled $1,048.98. 
This one pump averaged 230 
gallons per hour during the 
day's run. The average number 
of cars served per hour was 42, 
but during the heaviest run ten 
cars were served every eight 
minutes. 

‘Twin Falls has 14 exclusive 
Service. stations and 12° curb 
pumps. A goodly amount of 
this equipment was sold by our 


representative, W. F. MacAuley, 


a very high-class salesman who 
makes his home at Pocatello. 


Clark Gets First Home 
Coming Order 


Pio Clark, Fort Wayne 
City Salesman, cops the distinc- 
tion of getting the first Home 
Coming Special Order. He sells 
three 109 Paint Oil outfits and 
takes out three tanks made by 
another manufacturer. And he 


makes: this:sale F..C: W..O. 


Salesmen who attended the 
Fort Wayne Convention wiil 
remember Clark as the young 
fellow who created many a 
laugh with his antics in enter- 
taining the salesmen at the con- 
vention. 


Obright Gets Into Private 
Garage Field 


Another interesting sale is re- 
corded by N. F. Obright at Mil- 
waukee. He goes out and sells 
an old friend of by-gone days— 
Gustave Pabst—a private garage 


Neb. OS RIGHT 


order callingstor awl 0.l,-ael 54 
wheel tank and a Lubester. 


And like many of his other 
orders this one comes in with 
check attached—F. C. W. O. 
Another nice piece of work, 


Obright. 


As Per Schedule 


Two farmers met on a country road 
and pulled up their teams. 

RS weesaidJOSh, =. L ve. gota. mule 
with distemper. What did you give 
that one of yours when he had it?” 

“Turpentine. Giddap!”’ 

A week later they met again. 

- Say, ol-sk giveemy mules turpen; 
tine, and it killed him.” 

“Killed mine, too. Giddap!”’ 


If you would lift me you must be 
on higher ground.—EMERSON. 
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LAWS AND ORDINANCES VS. YOURSELF 


By Ep O’ROURKE, 
Assistant Secretary 


N the September num- 
ber of the BOWSER 
MAN there appeared 
an article, ‘‘Cooper- 
, ate with Government 
Officials’. Here your 
attention was called 
to the necessity of 
knowing the Sealers 
and Fire Marshals in 
your territory. [t was 
suggested that you 
could cooperate with 
them and their de- 
partments and by so 
doing secure their ser- 
vice and good will 
and at the same time 
help them in matters 
affecting your own 
interests. 

But now we come 
to another subject 
equally as important. 


In general it deals 
with State Sealers, 
State Fire Marshals, 


State Legislatures and 
Common Councils. 


‘The matter of dis- 
criminating _ legisla- 
tion as_ affecting 
Bowser equipment is 
becoming one of vast import- 
ance. Sealers of Weights and 
Measures are more exacting in 
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ED O’ROURKE 


their requirements; Fire Mar- 
shals are endeavoring to elimin- 
ate all fire hazards; legislatures, 
through their Congressmen and 
Senators, in many instances are 
trying to pass laws 
and acts that will 
favor some particular 
group of their con- 
stituents; and cities, 
through their Fire 
Chiefs and Commit- 
tees in charge of zon- 
ing ordinances, are 
promulgating the 
feeling that there 
should not be, or that 
there should not ex- 
ist, curb pumps and 
tanks, as well as fill- 
ing stations, in cer- 
tain fire areas or in 
certain municipali- 
ties. 


From the above 
you can readily see 
the vast importance 
that such legislation 
and all that comes 
under the head of 
legislation has upon 
our business and 
yours, and in order 
to reduce to the minimum the 
liability of such propaganda be- 
coming law, it is necessary that 
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we have the full cooperation and 
assistance of all our represent- 
atives in the field. 


Some Legislatures in the past 
few years have tried to pass 
laws prohibiting the use of pts- 
ton type pumps. Others have 
endeavored to legislate against 
visible pumps. Some of this 
general law enactment has been 
reasonable, while a great majoz- 
ity has been unfair and is tech- 
nically discriminating  legisla- 
tion. 


Our office has been trying to 
keep in touch with legislative 
progress (call: it that," if you 
will) as related to our business 
and the obstacles that we are 
apt to meet in everyday contact. 
With your help and cooperation 
Wwe can meet this opposition 
squarely in the face and in a 
majority of the cases turn it 
aside, but without your aid we 
are absolutely lost; as in a few 
cases we have not been advised 
until after the legislation has be- 
come a law. 


If the law is drastic and pro- 
hibits, for example, the install- 
ahione'Ol a pump and tank 
within eight feet of a state high- 
way (as happened this year in 
one of our eastern states), you 
can see the effect such class legis- 
lation would have on your own 
sales efforts and the business of 
the Company. It is the type of 
sales resistance that is unsur- 


mountable and it limits our 
sales activities to a great degree 
in that particular state where 
the law has become one of the 
statutes governing. 


Had the salesman notified 
this office, immediate steps 
would have been taken to suc- 
cessfully combat what could 
have been established as discrim- 
inating legislation, but now it 
is next to impossible to repeal, 
amend or contest the law, which 
could have been set aside or pig- 
eonholed by simply explaining 
to the committee in charge, the 
purport of its backers and its 
effect upon general business. 


In the future if there is any- 
thing coming under the above 
category of rules, regulations, 
ordinances and laws pertaining 
to our business, we want you to 
feel obligated to call it to our 
attention so that negotiations 
can be started to take care of the 
legislative propaganda in either 
Council Chamber, Legislature 
or State Office. 


You men in the field are the 
“feelers” of the organization, 
and without your assistance 
nothing can be accomplished 
successfully to combat what 
might some day be a prevailing 
resistance in Bowser sales activ- 
ities. 

In a few cases our attention 
has been called to men selling 
the factory line, who have not 
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sold the proper equipment that 
would comply with the State 
Fire Marshal's rulings, and in 
this let us suggest that it would 
be well for all of you to eauip 
yourselves with the specifica- 
tions and rulings as laid down 
by your State Fire Marshals and 
your State Sealers of Weights 
and Measures, so that complete 
cooperation and policy can be 
adhered to, as you are not only 
making yourself a better sales- 
man, but you are working your- 
self into the good graces of the 
various State Departments and 
eliminating absolutely all pos- 
sibility of unfair comment by 
their offices. 


In furtherance of what has 
been said, we want you to feel 
obligated in calling on us for 
any help or assistance that we 
can give you in dealing gener- 
ally with this subject. 


Pinkston Nails Ten Orders 


Among the Southern sales- 
men J. G. Pinkston, who for a 
long time has covered the Me- 
ridian (Mississippi) territory, 
turned in ten orders last week 
totaling considerably over two 
thousand iron men. 


Nice work, Pinkston, con- 
gratulations. 

“If you wish to know the road 
before you, ask of those who have 


traveled it.—Chinese Proverb. 


E ig h t 
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His Seventy-Fifth Birthday 


This beautiful bouquet of 
roses, the gift of the employees 
in the Home Office Building, 
was left on the desk of Edward 
S. Hurlbut on the morning of 
his seventy-fifth birthday. 


OUR INFORMATION MAN 


Another very appropriate lit- 
tle sentiment was left on his 
desk by Capt. James P. O’Don- 


Ovan: 


‘TO EDWARD S. HURLBUT 

“It's today I’m living, not a 
year ago, 

Having, giving, taking—just 
as time wills it so. 

Years ago, clouds of sorrow 
passed my way, 

They may come again tomor- 


rOW—— 


But, thank God, I feel fine to- 
day.” 


The Bowser Man 
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BOWSER IN THE MID-PACIFIC 


N the opposite page are 
printed several views 
of equipment which 

| V. J. Burgess recent- 

ly placed in Hono- 


The Union Oil Company of 
California recently extended its 
operations to the Hawaiian 
Islands and has constructed five 


Vo. J- Sb URGESS 


modern Filling Stations in Hon- 
olulu. Each of these five sta- 
tions is equipped with four 
Square Sentries and four Figure 
63 lubricating outfits. 


For many years Bowser has 
been the standard Gas and Oil 
equipment in the Hawaiian Is- 
lands. Practically all garages, 
filling stations and municipali- 
ties use Bowser Equipment. 
Nearly all of the sugar planta- 
tions on the various islands have 
installed Bowser lubricating 
equipment. 


‘There are few places on this 
old globe,’ according to E. M. 
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Savercool, Western Manager, 
‘‘where there is as much wealth 
in as small an area and where 
business has shown such an in- 
crease as in the Hawaiian Is- 
lands.’ Among our best cus- 
tomers in the islands are the 
Japanese. They appreciate qual- 
ity and buy only the very best 
of our equipment. 


V. J. Burgess, the Bowser 
King Pin in the islands, has 
done a wonderfully fine piece of 
work in promoting business and 
he assures Bowser Men _ the 
world over that they may rest 
assured when they come to tour 
the Hawaiian Islands in their 
automobiles they can buy gaso- 
line from Bowser Pumps any- 
where from Honolulu to the 
volcano at Hilo. 


And so it is the world over— 
Wherever gasoline is sold you 
will find the Bowser Pump. It 
may be in the land of the Uke- 
lele and the pineapple, in Aus- 
tralia, Japan, India, South Af- 
rica or the most remote parts of 
the globe—wherever gasoline is 
used and handled in large quan- 
tities, following the advance of 
civilization, there you will find 
the pump which is the standard 
of the world. 
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KEEP GASOLINE UNDER CONTROL 


Extract of a paper read by F. K. Rowley, Duluth Salesman, before the Operating 
Safety Committee, of the D. M. & N. Railway. 


NLY so long as gaso- 
line is deprived of its 
liberty and kept un- 
der control 1s it safe. 
The moment it is re- 

leased, it will kill and burn. It 

rapidly vaporizes and, being 
heavier than air, settles to the 
floor, where it may remain for 
days, if there is no current of 
air to dispel it, a lurking menace 
unseen and unsuspected, until a 
chance spark or flame 
touches it off. Proper 
ventilation is therefore 
necessary in any place 
where gasoline is used 
or stored. In changing 
into vapor, gasoline 
expands so enormous- 
ly that one gallon will 
produce many hun- 
dreds of cubic feet of 

gas. Properly mixed I. 

with air, this gas, be- | 

sides being much more powerful 
than dynamite—it would take 

83 pounds of dynamite to do as 

much damage as the ignited 

vapor from one gallon of gaso- 
line—is more easily fired. 


Where gasoline is stored and 
frequently handled, the strictest 
observance of rules against 
smoking and carrying open 
lights should be enforced. Large 
signs depicting these _ rules 


K. ROWLEY 


should be exhibited and em- 
ployees placed under penalty of 
discharge for non-observance. 

There are many causes for 
explosions, which might be 
classed as strictly preventable 
and yet contributed to by virtue | 
of ignorance of the laws where- 
in gasoline is involved. 

Static electricity generated in 
the process of pouring will cause 
ignition of the vapor. Contin- 
uous contact between 
the metal nozzle of the 
filing hose and the 
edge of the container 
being filled should al- 
ways be heeded—in 
other words, ground- 
ed. 

Open flame hand 
lanterns should never 
be carried into oil 
houses nor permitted 
in the proximity of 
gasoline being discharged. 

Electric lights should be per- 
manently fixed and _ properly 
shielded to prevent breakage and 
producing sparks if dropped on 
the floor. 

Care likewise should be exer- 
cised to avoid undue friction of 
metals from which sparks may 
emanate. In this connection I 
might mention an_ incident 
which occurred in a repair shop 
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when a nut that obstinately re- 
fused to budge was struck a 
glancing blow with a monkey- 
wrench, producing a spark and 
subsequently a violent explo- 
sion. Another case of a naval 
surgeon wearing a long fur coat 
-and rubber boots, had walked 
some distance to his garage and 
had started to climb into his 


automobile when, following a. 


blinding flash, the machine 
burst into flames. It seems that 
the continued flapping of the 
coat against his boots had cre- 
ated a charge of static electricity. 
His rubber footgear had insula- 
ted him against the ground, but 
upon touching the car, the elec- 
tric charge was released and, of 
course, traveled to the gas tank. 


Again, a nail in one’s shoe 
striking against a metallic object 
may produce a spark. Sparks 
may even be caused by the fric- 
tion of rubbing silk while clean- 
ing and ten cents worth of the 
fluid is sufficient to blow up an 
ordinary dwelling. 


‘These causes are mentioned to 
help portray in a small measure 
the magnitude of this agent in 
its power of destruction unless 
properly kept under control in 
storage and while being han- 
dled. 

Oil houses, as a general rule 
today, are treated as so much 
dynamite and the usual precau- 
tion is asserted upon entrance to 
the premises in the act of obtain- 


ing a supply for distribution. 
The destructive power of the 
agent, however, does not cease 
because of its release but de- 
mands the greater care because 
of that release. 


Kerosene Sales Bilin Up 


On the morning of Novem- 
ber Ist Gus Dorsch, Manager of 
Store Sales,-drew a big red line 
under the right hand column of 
the Kerosene Sales Chart and to- 
taled up the column. 


And with the characteristic 
twinkle in his eye he said to 
THE BOWSER MAN: ‘Well, 
that’s over 300 outfits—I told 
the boys the business was 
there.” 

Yea, verily, this is a cold and 
cruel old world and not a char- 
itableéw institution, in) the sales 
Fame. You. don't get. much 
handed to you on a gold platter 
but you can get most anything 
you want if you make up your 
mind that you want it and then 
go out after it. Cheney sells 
them in the heart of New York 
City—Bill Sutton sells them 
out in the sticks. 

Don’t take Ingalls’s poem on 
“Opportunity’’ too seriously. 
She doesn’t go away if ‘‘once 
she fails to find you in’. She 
knocks at your door every darn 
morning but you can't expect 
the poor girl to skin her knuc- 
kles trying to get in. 
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DO FILLING STATIONS DAMAGE 
PROPERTY VALUES? 


HIS is a question that 
has been discussed 
pro and con bythe 

oil companies and 
oo filling station men 
and by the property owners in 
reisdential districts. After all 
has been said on both sides 


“Gafill’s Newest Station Val- 
ued City Improvement,” and 
being interested in the headlines 
we read on and here is what the 
article says: 

“The latest addition to the 
chain of filling and service sta- 
tions of the Gafill Oil Company 


A BEAUTIFUL 


Bowser’s experience would lead 
them to say that a modern fill- 
ing station does not depreciate 
property value. 

In a recent issue of the South 
Bend News-Times, THE Bow- 
SER MAN read this headline, 
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IN SAGINAW 


was opened [Thursday at the 
corner of Sample Street and 
Lincoln Way East. ‘The im- 
provement of this corner re- 
moves unsightly and dangerous 
obstructions, clears the view 
across the Sample Street bridge 


The Bowser Man 


as well as toward the river and 
fericoln. «Way ‘East, — Broad 
drives, lawns and flower beds 
will be installed and a complete 


_ station service given, as well as 


an information bureau for tour- 
ists.’ 


While we know, of course, 
that an ancient shack turned 
into an improvised filling sta- 
tion does not help to improve a 
residential district, yet when you 
consider the trend of the present 
day filling station architecture 
we feel safe in saying that in 
many cases the filling stations 
look much better than the 
houses around them. 


‘The trend of construction the 
last few years tends to border 
on the extravagant and we be- 
lieve that such stations are a 
decided improvement to any res- 
idential district. 


Consider for the moment the 
picture of the Dittmar and Rath 
Oil Company station at Sagi- 
naw, Michigan. We believe that 
this station, with its flowers un- 


der the canopy, its shrubs and 


well-kept lawns, borders on the 
merstic. @) his’. station is of 
course 100 percent Bowser 
equipped, having a dozen 63 oil 
outfits and three Square Sentries 
which C. R. Jenness sold them. 


When properly equipped 
with Bowser pumps the fire 
hazard of a nearby filling sta- 
tion is practically nil when 


compared to other causes of fires 
in residential districts, and as far 
as the danger to children is con- 
cerned it is still less important 
because cars are usually going at 
a slow speed when driving either 
in or out of a filling station. A 
filling station is much less dan- 
gerous to children than the ordi- 
nary boulevard. 


When everything is consid- 
ered we are fully of the opin- 
ion that the modern filling sta- 
tions, from the standpoints of 
beauty and utility, are a decided 
asset to a residential community. 


Carpenter Doing Job 
Up Pink 


Clarence Carpenter is another 
salesman who has been doing 


CLARENCE CARPENTER 


especially commendable work. 
He iis special . representative 
working under the jurisdiction 
of the Albany district. He has 
been working with new men 
and has acted as ‘‘pinch hitter’ 
in several instances. 
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THE LONE STAR S338 


By R. R. SAFFORD, Manager S. F. Bowser & Co. of Texas 


HE BOWSER MAN has 

“ll asked me to write an 
article for this issue. 
He did not tell me 
why, but presumably 
he was prompted by an earnest 
desire to make the BOWSER 
MAN of maximum value to the 
Organization, and broadcast the 
conclusions of a great mind, at 
minimum expense. He said he 
was at a loss to suggest my top- 
iGje aS Ne edide. NOL 
know me personally, 
w hich perhaps ex- 
plains why I was 
given this opportu- 
nity. 

It seems to me that 
one should write 
about the things he is 
interested in; that he 
admires, and that 


merit his loyal en- 
thusiasm. It has been Eee at 
my reading experi- 
ence that usually a _ writer's 


knowledge of his subject is of 
secondary importance. 
Following the conclusions set 
forth, I will write about Texas, 
with Louisiana, Arkansas, Ok- 
lahoma and New Mexico on the 
side,—in. other words, S. F. 
Bowser © Company of Texas, 
the center of my interest, ad- 
miration and enthusiasm. Few 
Bowser representatives outside 
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of this scope of territory will 
be in position to challenge my 
knowledge of the subject, and 
those inside the limits will bear 
with me, because down here we 


stick together, fight together 
and, finally, go over or under 
together. 


S. F. Bowser % Company of 
‘Texas is a fair-sized Company 
in itself, and we have it on our 
Canadian Sister because Bowser 
t Company of Can- 
ada is ‘‘Limited”’, 
whereas our possibil- 
ities are unlimited, 


and we expect to 
make the most of 
them. 

We have a full- 
fledged warehouse 
and shop force in 
Dallas, ship goods 


from here and have 
the responsibility of 
collecting the money 
for them. We operate as a unit, 
doing practically everything in- 
cidental to the conduct of the 
business except manufacturing 
the equipment we sell. Up to 
this time we have been purchas- 
ing our equipment exclusively 
from S. F. Bowser &% Company, 
Inc., of Fort Wayne, Indiana, 
and have found them to be ev- 
erything that their membership 
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in the Rice Leaders of the World 
Association would indicate. 


We have a Sales Organization 
that, without fuss or commo- 
tion, just naturally walks out 
and takes a front seat; real men 
of character and ability, who 
consider it their duty, and their 
pleasure, to sell Bowser Pumps, 
and they do their duty. A real 
bunch of men who pull together 
and get there; men with more 
than average sentiment in their 
make-up, who readily respond 
to the human side of business, 
and whether it is a local Bowser 
Baseball Contest, the ‘‘Old 
Man’s Birthday Anniversary, a 
Million Dollar Month, or a 
Home Coming Order Reception, 
the salesmen of the Dallas Com- 
pany give it their enthusiastic 
best. 

Don Kingsley, Bill Ince, Jack 
Doyle and every member of the 
Dallas Office Organization step 
in with a full measure of hon- 
est, efficient effort to help put 
the name of ‘Bowser’ a notch 
higher in its enviable record of 
-achievement, and, of course, I 
am also a Crackerjack. 


Pvcmraterasm the ipast eis —con- 
cerned, this neck of the woods 
and plains has always made 
them sit up and take notice, and 
the chances are that you will 
find this record maintained in 
the future. 

As far as conditions are con- 
cerned, we have them—good, 


bad and indifferent. You must 
remember that we do about ev- 
erything down here that is done 
anywhere in the United States 
and Canada. When some crop 
or industrial condition is con- 
sidered in a bad way, some of 
our boys are bucking the same 
line you are. On the other hand, 
when some particular lines of 
endeavor are riding the crest of 
prosperity, you can rest assured 
that somewhere in the Dallas 
‘Territory the Bowser Salesman 
is on top, and scratching them 
at every jump. 


We have about come to the 
conclusion down here that— 
“Conditions are not what you 
make them’’, but that business 
is. It seems that we have men 
running pretty much neck and 
neck who are getting it from 
the cow country and the cotton 
country — the wheat country 
and the oil country—the lum- 
ber country and the rice coun- 
try—the cane country and the 
fruit country—the wet country 
and the dry country. 

It is cold in the Panhandle 
and hotter than Hades else- 
where. It is high in the west 
and low in the east, but in, over, 
under and around it all, good 
Bowser Salesmen are placing 
good Bowser Tanks every day. 

Personally, I am proud of 
Minnesota, my native state, but 
I can now acknowledge its lim- 
itations, as I was also once com- 
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pelled to acknowledge that Chi- 
cago was some City, compared 


with Aitkin, Minnesota, my 
home town. 

I arrived in -Texas last 
March, frost bitten and chil- 


blained. “Today I am thawed 
out, boiled down, tanned 
brown and mighty happy and 
proud to be here. 


A wonderful country —a 
wonderful people—a wonder- 
ful combination. ‘That's us. 


Sutton Challenges 
Homsher 


Bill Sutton of Indianapolis 
was in the office the last week 
in October and he says he sure 
takes off his lid to Grooms on 
his super-speed delivery — and 
for once Bill has no comeback. 

He says however that any old 
day Joe Homsher wants to go 
into a new territory and sell 
kerosene outfits he would like to 
go with him and to make it 
more interesting he will bet 
Homsher a new hat that he can 
sell more kerosene outfits than 
Homsher can. 


Bill says that if Homsher will 
just drop into’ Indianapolis 
some time and look him up h? 
will be glad to explain the kero- 
sene line to him and give him 
the formula for getting a big 
volume of kerosene business. 


What say ye, Homsher? 
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Clem Stapleford Now Has 
‘Territory 


Clem Stapleford, who for 
about a year has been in the 
sales department of the Lubrica- 
tion and Filtration Division, at 
the Home Office, has been as- 


CLEM STAPLEFORD 


signed to the newly created In- 
diana territory of that division. 
Having had a year’s training in 
the nature, construction, appli- 
cation and sale of the line, he 
will show excellent sales ability, 
his many friends in the Com- 
pany are confident. Good luck, 
Clem! 


Still Missing 


Johnny: ‘Say, paw, I can’t get 
these ‘rithmetic examples. Teacher 
said something ‘bout findin’ the great- 
est common divisor.”’ 

Paw (in disgust): ‘“‘Great Scott! 
Haven't they found that thing yet? 
Why, they were huntin’ for it when 
I was a boy.” 
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R-P LUBRICATOR INSTALLED IN 
M.S. TWIN PORTS _ 


This shows the Model MLu- owned by the McDougall-Ter- 
bricator which supplies oil un- minal Warehouse Company of 
der force feed to the Lombard Duluth. It will carry freight 
Diesel engines in the M. S. between Duluth and New York 


Twin Ports, which has recently during the season in which the 
been put into service, plying be- Great Lakes are open to naviga- 
tween Duluth and New York. tion and in the winter it will 

The M. S. Twin Ports is operate between New York, the 
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Gulf ports and West Indies in 
the transportation of fruit and 
other freight. 

Kay Paulus, salesman at Bos- 
ton, is the lucky boy. to land 


KAY E. 


PAULUS 


the Lombard Governor Com- 
pany account which bought the 
lubricator for the Diesel engine 
installed in this ship. 


Down in Old Alabam’ 


W. E. Seymour, who is just 
four months old in Bowser em- 
ploy, made eight sales during 
the last week in October. “That 
is mighty good for a new man, 
Seymour, and we wish you 
great success in the future. 


Atlanta Gets Store Business 


The Atlanta District is now 
getting quite well organized in 
the store line. “They have put 
out a number of new men in 
this field and during the past 
month the Atlanta Office has 
sent in a nice volume of business 
in kerosene and paint oil outfits. 
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Cheney Doing Fine 
Business 
L. W. Cheney, who was 


transferred to the store line in 
New York City the first part of 
October, has shown some 
mighty fine results. The first 
week out he sold three kerosene 
outfits and two paint oil outfits 
and on November Ist he had 
thirteen paint oil outfits to his 
credit. 

Here is a salesman who is sell- 
ing kerosene outfits in the larg- 
est city in the country—and he 
is selling them. He has not be- 
come obsessed with the idea that 
only country stores buy kero- 
sene outfits—he sells them right 
in the heart of New York City 
—he just doesn't know any bet- 
ter. No wonder Gus Dorsch 
suggests to the salesmen to ‘‘Go 
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tell that story to Sweeney” 
when they can't sell kerosene 
outfits in their territory. Kero- 
sene outfits can be sold any- 
where—not only can they be 
sold, but we are selling them 
right now. Fall in line, men— 
don't overlook a good bet. 
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THE PANORAMA OF PETROLEUM FROM 
NOAH’S ARK TO DEEP WELL DIGGING 


Epitor’s Note:—Believing that a knowledge of the history, and the under- 
lying principles of petroleum production, will be of interest to our sales- 
men, imasmuch as an understanding of a closely allied industry should help 
their sales work, we reprint this article by special permission trom Fuel Oul. 


COMPLETE under- 
standing of any sub- 
Mey ject is only to be had 
yA] when those who are 

=—J interested have a 
knowledge of the history of the 
subject, to form a background 
and explanation for present con- 
ditions. “[oday the average per- 
son thinks of petroleum as a 


source of the supply of gasoline, 


yet this is a very modern devel- 
opment of the industry which 
has a history extending back 
many centuries before the inven- 
tion of the internal combustion 
engine and the discovery of the 
fact that gasoline was its ideal 
fuel, made the present enormous 
demand for crude petroleum the 
source of that fuel. 


Probably the first mention of 
petroleum on record is _ that 


made in the Babylonian record 


of what we know in the Bible 
Beethe INoachian flood.. -The 
compiler of the Babylonian rec- 
ord states that the Ark was ren- 
dered water tight by the use of 
a pitch made from bitumen, 
which is a petroleum product. 
The Mosaic account reads that 
the Ark was pitched within and 
without and leaves it clear that 


the pitch used must have been 
bitumen. 


Herodatus, ‘‘the father of his- 
tory’, writing many years be- 
fore the Christian era, makes 
mention of the oil pits of Baby- 
lon. It is evident that there was 
an abundant supply of this bit- 
umen, for the streets of Baby- 
lon, are shown, by the ruins of 
that great city, to have been 
paved with blocks of stone set 
in bitumen. The embalmers of 
Egypt used bitumen in the prep- 
aration of their mummies and 
there are innumerable references 
in the various histories of dif- 
ferent peoples and nations to 
some form of petroleum. Nor is 
the evidence of its ancient use 
left entirely to the written rec- 
ords for there are many parts 
of the world where ancient 
workings are to be found as in 
the western part of Pennsylva- 
Nia sins Galicias Gbinasand Peru; 
and in the Baku fields of Russia. 


NEARY ALL Olle TSEEPAGES 


The chief source of oil in an- 
cient times was the exudation 
or seepage from the supply con- 
tained deep in the earth. There 
were few attempts made to ob- 
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tain petroleum by wells and 
these were necessarily crude, 
consisting, for the most part, of 
wells dug by man power and 
seldom reaching more than a 
few score feet at most. The 
general plan was to gather the 
oil or bitumen, which is really 
petroleum from which the more 
volatile parts have been evapo- 
rated during the lapse of many 
years, from surface seepages. 
The crude oil was most fre- 
quently found collected on the 
surface of ponds and pools and 
sometimes in running streams. 


There are thousands of these 
oil springs in various parts of 
the world and this country has 
had its share in times past. The 
first mention of petroleum in the 
American continent has to do 
with a letter written by a Fran- 
ciscan missionary to his supe- 
riors in France who described a 
visit to some well-known oil 
springs near what is now Cuba, 
New York. ‘This letter is dated 
July 18, 1627. Subsequent vis- 
its to this locality are indicated 
in a map made by commission- 
ers in 1680 in which the local- 
ity of Cuba in Allegheny Coun- 
ty, New York, is marked as 
having fountains or springs of 
bitumen. In 1748, North 
America was visited by Peter 
Kalm, who on his return to 
Sweden published a map on 
which the oil springs of Oil 
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City, Pennsylvania, were clearly 
indicated. 


MEDICAL USES 


‘The most general use of pe- 
troleum by the Indians and the 
early settlers who followed 
them was as a medicine. A mis- 
sionary who visited the Alle- 
gheny regions in 1767 described 
how the Indians collected the 
oil and prepared it for use as a 
medicine by boiling it with wa- 
ter. In his report the mission- 
ary says, ‘It is used medicinally, 
as an ointment for toothache, 
headache, swellings, rheumatism 
and sprains. Sometimes it is used 
internally. It is of a brown col- 
or and can also be used in lamps. 
It burns well.’’ Many of the 
fundamental facts were known 
to the Indians according to this 
letter. General Benjamin Lin- 
coln in a letter to the president 
of Cambridge University men- 
tions the existence of oil in Oil 
Creek, Pennsylvania, and tells 
how the soldiers obtained great 
relief from rheumatism and sim- 
ilar troubles by bathing their 
joints in the oil which he also 
states acted ‘‘as a gentle purge’ 
when the troops drank freely of 
the water. 


DRILLING FOR SALT WATER 


The population of what was 
then the Far West, that is the 
Western parts of Pennsylvania 
and Ohio and Kentucky, was 


the east, 
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scanty. [hey lived largely on 
corn and the results of the hunt, 
but they had to have salt. Some 
was brought by horseback from 
some was obtained 
from salt springs and finally as 
the demand grew attempts were 
made to secure it more abun- 
dantly by the drilling of salt 
wells. Some of these were drill- 
ed to the depth of several hun- 
dred feet and the brine that was 
obtained was evaporated for the 
salt. Many of these wells were 
ruined by the intrusion of pe- 
troleum. In some cases the oil 
from these wells was used to 
fire the pans in which the brine 
was being evaporated. 


As the population grew the 
sources of artificial light, at all 
times scanty, became constantly 
less adequate. Candles, sperm 
oil lamps, pitch, pine splinters, 
lamps that used grease in an 
open dish much like those used 
in the ancient times were all 
used and even then there was 
little light. Then came the dis- 
covery of the method of secur- 


ing an illuminating oil from bi- 


tuminous coal. The plan was 
quickly brought from Scotland 
to this country and in a few 
years there were a number of 
plants producing oil from coal. 


The experiment was tried of 
distilling some of the petroleum 
collected from springs and the 
result was such as to cause great 
enthusiasm, but the supply of 


petroleum was small, conse- 
quently the amount of “‘kero- 
sene’ as the product had been 
named by one refiner was entire- 
ly inadequate. Supplies of kero- 
sene were only available at 
times, and in some settlements, 
when a few barrels were re- 
ceived, the people would stand 
in line to be served in turn. It 
was evident that there was a de- 
mand for coal oil or kerosene 
and the question was how to in- 
crease the supply of crude oil. 
Several companies organized 
and tried to secure oil by dig- 
ging wells, but no one hit on a 
successful method for some 
years. 


GEORGE TH: BISsSEL EAS PIONERK 


Probably the early develop- 
ment of the petroleum industry 
owes as much to George H. Bis- 
sell, an attorney of New York 
City, as to anyone for he organ- 
ized the first company that ever 
drilled for oil and got it. This 
company that Bissell organized 
was called the Pennsylvania 
Rock Oil Co., and had a capital 
of $250,000. Some petroleum 
was sent to Prof. Benjamin Sil- 
liman, Jr., who studied the oil, 
under various conditions. He 
was the first to fractionate the 
crude oil completely by distilla- 
tion and his work was the first 
scientific study made of petro- 
leum. He pointed out the vari- 
ous products, some suitable for 
illumination, some for lubrica- 
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tion, and gave information of 
great value to the infant indus- 
try. 

The Pennsylvania Rock Oil 
Co., was succeeded by the Seneca 
Oil Co., which leased a plot of 
land from the or-ginal company 
on Oil Creek, Pennsylvania. 
‘The Seneca Oil Co. was formed 
on March 28, 1858, and it is 
this company which drilled the 
first well in the world that was 
intended from the start to se- 
cure oil. It was the success of 
this well, insignificant though 
its size may have been, that 
proved that petroleum could be 
secured by drilling. “The man 
in charge of the work was Col. 
Pee leelorake, 


And Savage Sells the Paint 


Stores 
U. G. Savage of the Harris- 


burg District is another sales- 


OSG. 


SAVAGE 


man who responded to the call 
for paint oil bus ness. He kicked 
in with eight outfits. Nice work, 
Savage, keep it up! 
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The Old Man and Chief 
on Way Home 


The Home Office has just re- 
ceived a cable from the Old Man 
stating that he and Mr. Bechtel 
will be back in Fort Wayne to 
help dissect a couple of turkeys 
on Thanksgiving Day. 

Now Thanksgiving isn’t so 
far off and that is why we have 
gotten THE BOWSER MAN to 
you early this month to urge 
you to fight to the last ditch 
and sell out your Home Coming 
Special Order Book. 

Tom Kingsley wants your 
name attached to a fist full of 
orders to hand to Mr. Bowser 
and Mr. Bechtel on their return. 
There are only 24 orders in 
your book—surely you can sign 
up the few you have left before 
Thanksgiving. 


And Then the Subject Was 
Dropped 


An elderly St. Louis Irishman 
boarded a Hodiamont streetcar. Pay- 
ing his fare he took a front seat, where 
smoking is never allowed, summer or 
winter. The conductor then noted 
that the Irishman had a pipe in his 
mouth. He went forward and said: 
‘‘No smoking, please.”’ Returning to 
the rear, the conductor later saw that 
the pipe was still in the old man’s 
mouth. Going forward again he said: 
“I told you to stop smoking.”’ 

“I’m not smoking,’’ was the reply. 

“Well, you've got your pipe in your 
mouth.” 

“Yes, and I have me shoes on me 
feet, but I’m not walking.” 


home late Friday night, 
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SUCCESSFUL SALESMEN ARE FULL- 


TIME 


NHEN you stop to con- 
bh] sider what it means 
to you to miss a day 
or two in sales work 

3 every week the facts 
are appalling. 


The salesman who starts out 
on his territory on a train at 
eight o'clock Monday morning 
and gets to his destination 
pround moon has-lost half a 
day. And that same salesman 
usually does not want to get 
so he 
catches a noon train back home 
and gets in early. He has lost 
another half day. Chances are 
that on Saturday he does not 
work at all—another day gone. 


In a year’s time such a sales- 
man has lost 104 days of pro- 
ductive time—time which 
means pure cold cash to him. If 
you will divide these 104 days 
by the twenty-six working days 
per month you will see that such 


a salesman has [ost exactly four 


months of his time. Four 
mientas is.a third of a year. If 
you made six thousand dollars 
last year working on such a 
four-day-a-week schedule you 
just naturally lost two thousand 
berries by not being on the job 
six days a week. If you only 
made three thousand, you can 
just as well add another thou- 


MEN 


sand by putting in full time. 

‘The country salesman, or the 
salesman who does not live in 
his territory, is the most liable 
to fall into the four-day-week 
habit, because the city salesman 
is nearer his potential market. 
But there is little excuse for even 
a country salesman to knock off 
Friday noon and waste all day 
Saturday, and no excuse at all 
for a salesman wasting all day 
Saturday if his home town is 
included in his contract. If he 
is privileged to call on the trade 
in his home city he should be 
out hitting the ball on Saturday 
morning. 

We know that the Grocery 
Stores, the Department Stores 
and the Hardware Stores are a 
little difficult to see on Saturday. 
But many of our salesmen. have 
sold their own grocers kerosene 
outfits on Saturday—talk to 
him while you are buying your 
groceries. If you find these fel- 
lows too difficult to sell on Sat- 
urday, what is the matter with 
the small factories and the many 
other classes of trade on which 
you are permitted to call. 


The House of Bowser pays 
good commissions and when a 
salesman is employed his con- 
tract calls for full-time work. 
Bowser wants all his salesmen 
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to be financially prosperous, and 
that is one of the reasons the 
house asks for a six-day week, 
fifty-two weeks a year. 


The four-day week to the 
Company is a stupendous prop- 
osition. Figure a sales force of 
400 real salesmen averaging two 
hundred dollars per day—that 
is $80,000 worth of business 
per day. Jf each of these 400 


Hackman Strong on Gas 


Outfits 


Jock. Hackman or-thesbios 
Angeles Office rounded out a 
nice month’s business with 
twenty-six gasoline pumps. His 


J. F,. HACKMAN 


record shows that he has not 
gone wild on any _ particular 
pump. He included 4ls, 101s, 
99s and C-110s. 


Hackman has a territory in 
Southern California and has al- 
ways produced a nice volume of 
business. 
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salesmen lose two days a week 
the house is just $160,000 in 
the hole. With men on a strict- 
ly commission basis there is no 
skin off Bowser’s nose if they 
don’t work six days a week, but 
there is lost a great volume of 
business which could just as 
well have been sold. Start that 
six-day-a-week habit Monday 
morning—it will pay you and 
it will pay the house. 


Svec Takes St. Louis 
Territory 


W. F. Svec, who returned 
from Australia this summer, has 
taken over the St. Louis terri- 
tory of the Lubrication and Fil- 
tration Division. 


Svec was formerly employed 
in the shops at Fort Wayne and 
in March, 1921, was sent to 
Sidney to install the tank man- 
ufacturing department there. 
Upon its completion he became 
manager of the tank building 
division. Svec returned to the 
states in July of this year and 
became connected with the Lu- 
brication and Filtration Divis- 
ion. 


Svec has traveled widely in 
the far east and his engineering 
experience should be invaluable 
to him in his sales work with 
this division. 
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DON’T LOSE YOUR COURAGE 


“Courage lost, everything lost; 


HE salesman who loses 
|| courage has lost his 
most valuable asset. 
The man who says 
eltecan t= be done ° 


sLdhiete 
“OS 
might just as well send in his 
model case and look for other 


sort of work where courage and 
initiative are not so essential. It 


takes “‘grit’’ and unbounded de- 
termination to get by in any 
real, responsible work 
today. ‘The quitters 
and weak sisters have 
no place in the com- 
mercial world. Get- 
Brice ebusiness: 1S. a 
Fight —and its re- 
wards go to Fighters 
only. 

The pump sales- 


mans Of any other 
salesman, who sobs 
and moans about cut- E. 


price competition is 

doing just the thing that will 
make that competition more un- 
comfortable and more difficult 
to meet. If he devotes his time 
to trying to devise ways of in- 
creasing his sales, as well as the 
sales of his customers and pros- 
pects, instead of worrying about 
competition, he is sure to be a 
bigger, better and more prosper- 
ous salesman. 


better you were never born.’ 


Byer eB: 


B. FRENCH 


’__GOETHE. 
FRENCH 


Business is largely a state of 
mind» “lhesPump and) lank 
salesman, like any other business 
man, has his difficulties to over- 
come. / ov acconiplish= this) he 
must have a clear mind. No 
man can do full justice to him- 
self and his business when half 
of his mind is on his work and 
the other half brooding over his 
troubles. 


Don’t forget that 
you are no worse off 
than those in other 
lines of selling. “he 
very line of selling 
which you believe is 
easier and more prof- 
itable than your own 
has just as tough a 


elrmeys hela) Sweyimed ey 2) 
aN making things 
aSmey ord: lhe 


fs and ‘lank bus- 
iness has always been 
a good line for the courageous, 
hard-working salesman. Look 
back through the years and see 
the many, many successful mon- 
ey-making salesmen. [here have 
always been quitters and weak 
sisters and there always will be. 

If you find your business 
slowing up to the extent that it 
alarms you, don’t become dis- 
couraged or disheartened. Get 
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busy and analyze the situation 
—find out what’s wrong. Over- 
come your difficulties before 
they overcome you. Start in to- 
day—tright now! Every sales- 
man has to overcome his sales 
troubles to success. Sure, you 
have ’em, the same as the rest of 
us, but let’s solve 'em—one by 
one; and begin now to be of the 
money - making, top - notch 
Bowser salesmen. 


He 


Sells Cincinnati 
“| nis. is’ the “tace“ or. Walk. 


Abbott, Bowser salesman _ at 
Cincinnati. He is another fel- 
low who is doing the thing that 
we have been told could not be 
done—he is selling Cincinnati. 


Wy RO ABBOTT 


He has been with us a little 
over a month and his first order 
called for three ‘‘Chief Sentries’’, 
one 550 gallon 41, two 280 
gallon 41’s and a dozen 59’s. 
This order amounted to over 
two grand and included all ac- 
cessories. 


His second order included 
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two 1000 gallon “‘Square Sen- 
tries’, three 63’s and three 
Lubesters. His third order was 
a paint oil job of two 115’s and 
one 109 with the accessories. 


Abbott is a new man with us 
and just like many a salesman 
not blinded by fear and preju- 
dice he is selling Cincinnati. 
He has done something really 
hard because he didn’t know 
what he was going up against. 
He is doing just what Hobrock 
and Obright have done in Mil- 


waukee. Well done, Abbott, 
we congratulate you. 
A Man’s Prayer 


Teach me that sixty minutes makes 
an hour, sixteen ounces one pound and 
one hundred cents a dollar. 

Help me so to live that I can lie 
down at night with a clear conscience 
and undaunted by the faces of those 
to whom I have brought pain. 

Grant that I may EARN my meal 
ticket on the square, and that, in earn- 
ing it, I may do unto others as | 
would have them do unto me. 

Deafen me to the jingle of tainted 
money. 

Blind me to the faults of the other 
fellow and reveal to me my own. 

Guide me so that each night when 
I look across the table at my wife, who 
has been a blessing to me, I will have 
nothing to conceal. 

Keep me young enough to laugh 
with little children and sympathetic 
enough to be considerate of old age. 

And, when comes the day of dark- 
ened shades and smell of flowers, the 
tread of footsteps in the front yard— 
make the ceremony short and the epi- 
taph simple—Here lies a man.—Anon. 
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WALK IN 


EYIHOSE are the two 

| words that greet you 
when you stand be- 
fore the office door of 
S. B. Bechtel, Presi- 
dent of Bowser & Company, 
and the same two words on the 
door of Mr. Bowser’s office bid 
you enter. 

When you have had the op- 
portunity to visit the Home Of- 
fice, undoubtedly you have 
sensed the spirit of democracy 


that permeates our organization. 
‘The executives of our organiza- 
tion are always ‘‘at home’ to 
any member of our organization 
and with them there is no form- 
ality connected with seeing the 
president. 

Others who have occasion to 


call upon the company and are 


not acquainted with our organ- 
ization are greeted by our in- 
formation man, Mr. Hurlburt, 
who directs them to the proper 
person. It has been the policy 
of many of our officials to inter- 
view callers in our luxurious 
lobby and these executives waste 
no time in getting down into 


the lobby. 


Our executives can never 
know everyone who has occa- 
sion to call upon the Company. 
Sometimes a caller waits whose 
time is valued at a much higher 
figure than that of the man 
upon whom he is waiting and 
so it is the general policy of all 
Bowser office men to interview 
callers with all possible expedi- 
ence. 

Democracy and good fellow- 
ship is the password around the 
Bowser Office—take advantage 
Ofeit= whens you-aresin Port 
Wayne. 


Knocker or Booster? 


When the Creator had made all the 
good things, it seemed there was still 
some dirty work to do, so He made 
the beasts, and the reptiles and the 
poisonous insects; and when He had 
finished He still had some old scraps 
left over that were too bad to put 
into the Rattlesnake, the Hyena, the 
Scorpion, and the Skunk; so He put 
all these together, covered it with sus- 
picion, wrapped it with jealousy, 
marked it with a yellow streak, and 
called it-a KNOCKER. 

This product was so fearful to con- 
template that He had to make some- 
thing to counteract it, so He took a 
sunbeam, put into it the heart of a 
child, the brain of a man, wrapped 
it in civic pride, covered it with broth- 
erly love, made it a believer in equal- 
ity and justice, a worker for and sup- 
porter of every good thing in the com- 
munity and called it a BOOSTER: 
and thenceforth mortal man has had 
the privilege of choosing his associates. 
—Anon. 

-nw1tNn-e 
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A CHALLENGE FROM MINNEAPOLIS 


THE BOWSER MAN, 
Home Office: 


‘The Minneapolis District of - 
fice noticed that you were quite 
chesty about an installation in 
the far West that was averaging 
1,500 gallons of gasoline per 
day to the trade after the station 
had been installed for approxi- 
mately a year’s time. 


We, of the Minneapolis Of- 
fice, accept your challenge in this 
matter and challenge the balance 
of the Bowser organization on 
the following record made by a 
local company: 


Last spring, the Motor Truck 
Service Co., Mr. Edgar F. Zelle, 
President, were bitten by the 
bug of servicing their own com- 
pany and the public with gaso- 
line and lubricating oil. They 
had a location which was. fairly 
favorable for these requirements 
—a bulk storage system on 
trackage and two Figure 99 
pumps for servicing the public 
were installed on the property 
of this company. 


A long as a man has sense enough 
to mind his own business and does it, 
he will never have occasion to occupy 
a padded cell. 


Prosperity ruins more men _ than 
poverty, but the process is more in- 
teresting. 


On May 29th, of this year, 
they started servicing the public 
with gasoline and lubricating 
oils. During the past month 
this company has _ averaged 
1,700 gallons of gasoline per 
day, with such lubricating oil 
service as would fall to their lot 
in connection with this gallon- 
age. 

Here is the challenge that we 
issue to the balance of the Bow- 
ser organization—to step right 
out and find an installation 
where one attendant with two 
Figure 99 pumps, or equivalent, 
is servicing the public day in 
and day out, on a 12-hour day, 
an average gallonage of 1,700 
gallons. 


We are sending photographs 
of this installation under separ- 
ate cover. Mr. Zelle is so thor- 
oughly sold on the Figure 99 
pump that I believe it would be 
impossible to sell him any other 
unit than the good old 99, 

Try and beat this record, if 
you can, Bowser Men! 


TARSPRAND: 


Magistrate—' ‘Why didn’t you speak 
to your wife for a whole year?”’ 

Prisoner—-‘‘I didn’t want to inter- 
rupt her.”’ 


A man ought to be thankful when 
his wife declines to accept an excuse 


when he has none to offer. 


Pace [hips y-one 
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ANOTHER OLD TIMER 


‘This picture was recently ta- 
ken up in Detroit when Sam 
Wass and his wife drove up in 
front of the General Motors 
Building. Shown with them is 
Mr. Rice, President of the Cad- 
illac Company. 


Mr. Wass ts custodian of the 
Bowser Plant and on his vaca- 
tion wes making a trip of over 


600 miles. When he drove into 
Columbus the Cadillac Distrib- 
utors in that city got hold of 
him, decorated his car with 
signs and staged a parade with 


Force of Habit 
‘‘Phwat was the last card Oi delt ye, 
Mike?’’ 
“A spade.” 


“Oi knew it. Oi saw ye spit on 
your hands before ye picked it up.” 


When a man aims at nothing he 
seldom misses his target. 
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the old ‘‘one-lunger’’ and a 
number of their new ‘‘V-63’'s”’. 


Mr. Wass has driven this old 
Cadillac around town for the 
last ten years, has done all of 
his own repairing and the only 
parts he has had to put in dur- 
ing that time consisted of a set 
of piston rings. 

Mr. Wass confided to THE 
BOWSER MAN that during the 
past month he has knocked out 
more than a thousand miles 
with the old bus and had a good 
time through it all. 


And this wonderful record of 
a Cadillac reminds us that today 
there are still in operation some 
of the original Bowser outfits 
which the Old Man sold over 
thirty-five years ago. Such rec- 
ords as these can be accom- 
plished only by a quality prod- 
uct and Bowser pumps, like 
Cadillac cars, are today ‘‘Ihe 
Standard of the World’’. 


Figure It Yourself 


“Nobody ever added up 

The value of a smile; 

We know how much a dollar’s worth, 
And how much is a mile: 

We know the distance to the sun, 
The size and weight of earth; 

But no one here can tell us just 
How much a smile is worth.” 


—Tank News. 
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Paint Oil Business Good 


The past month’s paint oil 
business has been one of the 
best in the history of our Com- 
pany. When the books were 
totaled up on the eve of Hal- 
lowe'en they showed that over 
150 outfits had been sold. 


Special attention has been 
given to the paint oil line in a 
drive during the past month and 
this special effort has but 
strengthened the optnion of the 
management that we have but 
scratched the surface with the 
paint oil line. 


During this campaign you 
have undoubtedly opened nego- 
tiations with prospects who 
have not yet decorated your or- 
der book with their John Hen- 
trys. See these fellows again at 
your first opportunity. Lumber 
and building material is on the 
downward trend and present in- 
dications lead us to believe that 
building operations will start 
with a bang in the early spring. 
More building means more 
painting and more paint oil 
sales—and your prospects need 
our equipment to handle the 
business. 


Even Break 


Arriving at the ball park in the 
middle of the game, he said: “We're 
doing fine. We have a man on every 
Base.’ “‘What of it?’’ she said, “so 
bas the other team.”’ 


Paper Mill Lubrication to 
the Fore 


At the recent convention of 
the Northwestern Paper Men’s 
Convention held at Appleton, 
Wisconsin, considerable interest 
was manifested in the scientific 
lubrication of papermaking ma- 
chinery, particularly colander 
and dryer rolls. 


C. H. Bromley was invited to 
attend this convention and read 
to the assembly a paper on “The 
Lubrication of Paper Mill Ma- 
chinery’’ which caused consider- 
able discussion manifesting a 
keen interest in this subject to- 
ward which paper mill superin- 
tendents have so far been pass- 
ive 


The R-P Division looks upon 
Mr. Bromley’s paper as the be- 
ginning of profitable sales activ- 
ity in this field. To the factory 
salesmen the paper mills have 
been a fertile soil for lubricating 
oil storage outfits and now the 
R-P salesmen will have an op- 
portunity to break in and ex- 
ploit this new field. 


Unto the End 


‘‘How’s this?’’ asked the lawyer. 
“You've named six bankers in your 
will to be pallbearers. Wouldn't you 
rather choose some friends with whom 
you are on better terms?” 

“No, Judge, that’s all right. You 
see, those bankers have carried me for 
so long they might as well finish the 
HODs 
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DON’T CONFUSE YOUR PROSPECT 


} YN selling Bowser 
Ye equipment, as in sell- 
Sieg ing anything else, it 

» will pay you and. pay 
} you well not to con- 
fuse the buyer’s mind. In try- 
ing to sell a prospect our equip- 
ment you have to overcome his 
objections—"‘I will not buy.” 
And every prospect in his men- 
tal process debates two questions 
—‘‘Shall I buy or shall I not?” 


If you have convinced him 
that your equipment is the kind 
he wants then you have won 
the first battle. After this de- 
cision has been reached the ques- 
tion is which outfit does he 
want. And this is the danger 
point in the sale. He must make 
another decision just as you do 
when you go into the store to 
buy a collar — shall it be an 
Arrow or an Ide. 


Instead of showing him illus- 
trations of every gasoline and 
oil outfit we make it will be 
well for you to size up your 
man and show him only two 
illustrations and make him de- 
cide between the two. Again he 
must choose between two ideas. 
If you show him half a dozen 
different figure numbers he will 
be debating whether to buy a 
Bowser pump or one of another 
make—and chances are the other 
pump is much cheaper. 

Thirty- 
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Paul Lawther says: “‘I have 
found that it paid for me to 
quote the prospect two different 
priced Bowser equipments and 
try to get his mind debating be- 
tween two Bowser equipments 
instead of a Bowser and a com- 
petitive pump. Then no matter 
which way the decision is made, 
you get the order, and in most 
cases you will sell him the best 
equipment, because it is best for 
him, it is best for you and it is 
best for the Company.’’ 

This psychology is especially 
recognized by department store 
managers. [hey have observed 
that when a saleslady shows a 
woman customer a dozen differ- 
ent bolts of yard goods it con- 
fuses the woman's mind—she 
has too great a task to select her 
favorite piece from among the 
dozen bolts—and the prospect- 
ive sale usually ends up with the 
familiar, ‘‘Well I think I shall 
look further.” 

Department store managers 
are instructing their sales people 
to make a woman decide be- 
tween two articles and only 
when the sale seems lost to in- 
crease the selections. Of course 
men usually do not “‘shop”’ as 
women do, but the mental proc- 
ess is much the same. In mak- 
ing any decision, in the final 
analysis, the mind compares two 
objects and selects one. It will 
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be more advantageous to you to 
have your prospect decide be- 
tween two Bowser outfits than 
between a Bowser and another 
make. Try it out for a while 
and see if we are not right 


Progress in the Lubrication 


of High-Speed Gears 


Heretofore oil circulating and 
filtering systems have not been 
applied to high-speed reduction 


EH. L. MILLIRON 


gear drives. But the Lubrica- 
tion and Filtration Division 
completed an installation about 
a@eyeat and a half ago in the 
Huntington (W. Va.) plant of 
the International Nickel Com- 
pany that has given such excel- 
lent results as to completely 
justify the Division’s purpose to 
exploit this new field. 
Ordinarily the life of such 
gears is not long. Close check- 
ing for wear of the gears at 
Huntington caused the pur- 
chaser’s engineers to put the life 
of these particular gears at eight 
years; after the system had been 


in service several months, fifteen 
years was the life period set 
down. Recent checking shows 
that practically no wear has 
taken place and therefore the life 
of the gears is claimed by the 
purchaser’s engineers as indefi- 
nite. 

Beek. Milliron of the? Pitts- 
burgh Office made the sale, and, 
of course, rejoices exceedingly. 


Down But Not Out 


“Judge, I’m down and out.” 


‘“‘Maybe you're down,’ said the 
judge, ~ but) +yoU rem nor out. Six 
months!”’ 


Darling Heads the List 


Aw es Darling souraveteran 
paint oil salesman, heads the list 
of salesmen for business pro- 
duced on the recent paint oil 


ws 


A. E. DARLING 


drive. Darling came under the 
wire with 23 outfits on Novem- 
ber 1. Darling is a salesman 
who is always up and at it and 
takes advantage of special prop- 
ositions like that made on paint. 
oil, 
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Cline Goes to Boston 
E. W. Cline, who came to the 


home office last spring as Assist- 
ant Manager of the Central Cit- 
ies District, and when that dis- 


BK. W. 


CLINE 


trict was abolished became As- 
sistant Manager of the Fort 
Wayne district, has taken over 
a very important position in the 
Eastern Oil Company Sales Di- 
vision under R. S. Colwell. 


Cline left the home office the 
last part of October for Boston, 
where he will handle oil com- 
pany sales. Cline has behind 
him an enviable record as a 
salesman. He made good as an 
executive in the Home Office and 
the strategic position in Boston 
is just another step up the lad- 
der. Cline has a reputation for 
being a fighter for business, and 
while his host of friends in the 
Home Office will miss him 
greatly, THE BOWSER MAN ex- 
tends to him the well wishes of 
the organization in his new po- 
sition. 
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Philosophy of Life 


(Printed by Request) 


Did it ever occur to you that 
a man’s life is full of crosses and 
temptations? He comes into 
this world without his consent 
and he leaves it against his will 
and the trip between is exceed- 
ingly rocky. ‘The rule of con- 
traries is one of the features of 
this trip. 

When he is little the big girls 
kiss him and when he gets big 
the little girls kiss him. If he 
is poor he is a bad manager; if 
he is rich he is dishonest. If 
he needs credit he can’t get it; 
if he is prosperous everybody 
wants to do him a favor. If 
he is in politics it is for graft; 
if he is out of politics he is no 
good to his country. If he 
doesn’t give to charity he is a 
stingy old cuss; if he does, it is 
for show. If he is actively re- 
ligious he is a hypocrite; if he 
takes no interest in religion, he 
is a hardened sinner. If he gives 
affection he is a soft specimen; if | 
he cares for no one he is éold | 
blooded. If he dies young there 
was a great future for him; if he | 
survives to a ripe old age he sim- | 
ply missed his calling. If you 
save money you are a grouch; if | 
you spend it you are a loafer. 
If you get it you are a grafter: 
if you don’t get it you are a- 
bum—so what's the use?—- 
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are] O most of us the above 
headline looks like 
the conglomeration of 
figures in Ping Pong, 
but all of these little 


marks really have a serious sig- 
According 


nificance in Chinese. 
fone. (1). Court- 
right, our linguist, 
it means Weight 
and Measures at 
the time of Con- 
mics. ssl:hbat s 
what he says—if 
you find it says 
something else 
don’t blame THE 
BOWSER MAN. 


fare, Journal 
of the Association 
ere binese and 
American Engi- 
neers we find an 
interesting account 
of the weights and 
measures at the 
time of the ancient philosopher 
which would indicate that our 
Bureau of Weights and Meas- 
ures is not such a modern idea 
after all. 


In his book, ““The Economic 
Principles of Confucius and His 
Bchool, Chen Huan-chang 
gives the following notes on 
“Weights and Measures’’ which 


HERG AI GIF FIL 


are of interest as showing that 
centuries before the modern 
metric system was adopted, the 
Chinese had evolved a like sys- 
tem in which weight, length, 
and capacity were all based upon 
a single unit of measurement. 


lenwrea nce 1.0 
Cinta aoe ae 
measures were 
based upon the 
Sta tlidar ce tubes, 
The twelve tubes 
were originally 
made by Huang 
Ae coi Te alaen ls Os», 
then of jade, and 
in the Han dynasty 
of brass of copper. 
They were a little 
more than _ three- 
tenths of an inch 
in diameter, and 
the circumference 
of the bore was ex- 
actly nine-tenths. 
The longest, called the “‘yellow 
cup,’ 9 inches long, and the 
shortest, the “‘responsive cup,’ 
only 4.66 inches. Six tubes of 
them give the sharp notes in 
music, and the other six give the 
flat notes; the twelve together 
formed a chromatic scale. 


“Since the different measures 
are very important for human 
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affairs, and especially for com- 
merce, the government should 
pay much attention to them. 
According to the Cannon of 
History, the Emperor Shun 
made a tour of inspection every 
five years; and during that time 
he made uniform the standard 
tubes, the measures of length, of 
capacity and of weight through- 
out the whole empire. Accord- 
ing to the Record of Rites, at 
the equinox of the second 
month, the government makes 
uniform the measures of length 
and capacity; the weight of 30 
catties, the steelyard, and the 
weight of 120 catties. It cor- 
rects the peck and bushel, the 
steelyard weights and the bushel- 
scraper, and, at the equinox of 
the eighth month, it does the 
same. Thus the government 
regulated the different measures 
twice a year. From these state- 
ments, it appears that in ancient 
China the government gave 
much attention to the different 
measures in order to prevent 
fraud in commercial life. 
“During Confucius’ time the 
government did not pay atten- 
tion to the measures, and there 
either were no special officers in 
charge of them, or the officers 
did not do their duty. There- 
fore Confucius sets forth the 
rules of a government as fol- 
lows: ‘Carefully attending to 
the weights and the measures of 
capacity, examining the stand- 
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ard tubes and the measures of 
length and restoring the dis- 
carded officers who take charge 
of them—the good government 
will be prevailing over the four 
corners.’ According to the prin- 
ciple of Confucius, the weights 
and measures are the most 1m- 
portant instruments of com- 
merce, and they must be regu- 
lated carefully and uniformly 
by the government. If they are 
correct, 1t is good not only for 
commerce, but also for political 
affairs as a whole.”’ 


S F Bowser Co., Inc. 
25 Brady Street 
Detroit, Mich. 

Dear sers— 

1 get the pump which i by 
frum you but why for god's 
sake you doan send me the han- 
dle. wat the use a pump when 
she doan have no handle. i loose 
to me customer. shure thing 
you doan treat me rite. 1 wrote 
10 days and my customer he 
holler for gas like hell for the 
pump. you no he is not hot 
summer now and the win no 
blow the pump. she got no han- 
dle so wat the hell 1 goan to do 
with it. doan send me the han- 
dle pretty quick 1 send her back 
and 1 goan a order some pump 
go quick from Tookem Com- 


panie. goodby 


‘Tony Anthony. 
since 1 write 1 fine the dam 
handle in the box. excus to me. 
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BOWSER ADVERTISING 


By IRVIN F. PASCHALL 
Advertising Counsel 


Bowser advertising causes your prospective cus- 
tomers to Rnow about Bowser superiorities, to 
accept the statements enumerating those qualities, 
and to remember them. 


The publication advertising does those three 
things in a brief but forceful way every week and 
every month of the year—a perpetually-reoccur- 
ring reminder of Bowser name and Bowser fame. 
Our letters, folders, circulars, catalogs, etc., do this 
same job, much more in detail, and in a personally- 
addressed message—thus the ideal tie-up between 
the publication advertising and the salesman’s ac- 
tivities. 


The salesman’s responsibility is to cause the 
prospect to realize that these statements of Bowser 
superiorities apply specifically to him, to devise a 
way to finance the purchase of the Bowser goods, 


and to order them. 
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Chief Sentry— 


Known from 
coast to _ coast 
as a trade-bringer 
and a money- 
maker. 


Don’t Get Caught 


By the Frost! 


To get the early spring trade, and make 
money all winter as well, order your Bow- 
ser Sentry NOW: don’t put it off till the 
frost is in the ground! 


The Bowser spar finish will keep the 
pump new-looking through the winters 
storms, and when spring comes, your 
pump will be in—no waiting for frost 
to get out of the ground so you can put 
in the tank. 


And, as a winter money-maker, a Bowser 
Sentry is there! Your net profit will be 
more than the winter's interest charges. 


The Bowser Sentry line is the most com- 
plete line—and, we think, much the best- 
built. Part by part, Bowser pumps are 
ahead of anything else you can own. The 
cut-steel cog rack, for instance, makes 
Operating easier—saves muscle when you 
turn the crank by hand, saves power nad 
upkeep cost if you use power. 


Write today for complete folders, and let 
us tell you, too, how to make more money 
with a new Bowser pump. Be sure to ask 
for our new booklet, ‘‘How to Sell More 


Gas and Oil.”’ 


S.F Bowser & Company, Inc. 


Pump and Tank Headquarters 


FORT WAYNE, INDIAN AS 


Sales and Service Offices and Representatives Everywhere 


Printed in the U. S. A. 
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The Bowser Man 


“ae |HE BOWSER MAN 
Gs Wishes You a Very 
BeeO¥s Merry Christmas and a 
New Year of Health, Prosperity 
and Happiness. 


Due Dowser San 


ot be in ite interest of {ested Sales OG of 


| Issued [ pouebOWsERaCOrinc: | 
| Monthly FORT WAUNE, - ~- - INDIANA 
Edited by O. E. HOPFER, Advertising Department 


Printed on 
Bowser Press 


VOL. 24 


Peg) RIDAY morning, No- 
ee wermbere.23tdeacat 
eleven-thirty, he 
Nehew Olds Manwand 
wes =J the Chief came back 
to us and mighty glad to be 
back—at least Mr. Bechtel says 
that during the last hour’s ride 
the Old Man was sitting with 
| his watch in his hand most of 
| the time. 


They were given a rousing 
welcome by the men in the fac- 
tory, the band played Hail! 
Hail! the Gangs all here! Mr. 
D. A. Corey, our Factory Man- 
} ager, extended to the two trav- 
/elers the welcome of the men in 
the factory. Mr. Bowser gave 
an impressive talk of the pleas- 
ure he got out of the trip—he 
described the Leviathan, which 
took them over, and the Ma- 
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No#9 
jestic, which brought them 
back. He described the eight 


days he spent in Rome, where 
he was much impressed with St. 
Peter’s Cathedral, which he de- 
scribed in detail. He said it was 
a great pleasure to meet again his 
loyal organizations in London 
and Paris. He said that the 
wholehearted welcome which 
was extended him and Mr. 
Bechtel by Mr. Shulze and 
Mr. Granger was appreciated 
from the bottom of his heart. 


Mr. Bechtel gave a short talk 
to the men on the economic con- 
ditions in Europe, describing the 
unemployment in England, the 
unsettled conditions of Ger- 
many, the beautiful scenery of 
Holland, the reconstruction of 
France and Belgium, and the 
care of our cemeteries in France. 
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On Monday night a ban- 
quet was given to The Old Man 
and the Chief at Fort Wayne's 
new hotel—The Keenan. Mr. 
H. J. Grosvenor acted as toast- 
master. Ihe address of. wel- 
come was extended by Mr. D. 
A. Corey. Sales Manager Tom 
Kingsley gave an inspiring talk 
on ‘Things for Which We Are 
Thankful,’’ and: presented to 
Mr. Bowser the large stack of 
red bordered Home Coming Or- 
ders—the ‘‘Welcome Home” 
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which was so nobly extended to 
The Old Man by our loyal sales 
organization. 


Mr. Bowser spoke further on 
the trip and Mr. Bechtel spoke 
to the Common Stock Holders 
which composed the banqueters, 
on Bowser business in Europe 
and the future outlook. 


All Bowserdom is happy in 
extending to the two leaders of 
our business the glad hand of 
“Welcome Home.”’ 


BOWSER TO ENLARGE SALES 
ORGANIZATION 


N a recent letter of the 
Dartnell Corporation 
a statement was given 
ZAC Ep] out that two of the 

east large pump and tank 
manufacturers were going to re- 
lease their entire sales organiza- 
tion in 1924. ‘This has caused 
some speculation among the 
men in our sales force. 

At this writing, The Bowser 
Man does not know who the 
two companies are which were 
referred to—we do not believe 
anyone in our Company knows. 
But at this time—suffice to say, 
that Bowser is not one of them. 
Such action is farthest from the 
minds of all Bowser executives. 
In fact, with the specialized sales 
plan put into operation Bowser 
will materially increase the sales 
force in 1924, 
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The success of the House of 
Bowser was built upon a fine 
sales organization. If we catered 
only to the big fellows we 
would have little need for such 
a large sales force. But we 
don't. We sell them all—none 
too big, none too small. Un- 
doubtedly, you have noticed the 
high caliber of the men in the 
Bowser sales force—noticeable 
especially at our sales conven- | 
tions. It takes years and years 
to build up such a splendid sales | 
force as we have today. To’ 
release an organization such as. 
ours would mean a loss of mil-— 
lions to our company—it would | 
wipe out in a moment the ef- | 
forts of years in selecting men 
of such pitch that have made. 
Bowser the leader of the world | 
in the sale of pumps and tanks. 


| time when we give 
| presents to our loved 
| ones—when we re- 
| member those not so 
| close to us with an 


ders 


ere 
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CHRISTMAS 


HE Christmas season 
toy most Of us 1s one 
fraught with — senti- 
ment. At Christmas 
time our mind wan- 
backs to the 
days of our child- 
hood when we all 
sat. around the old 
stove back home, 
popped corn and ate 
apples. It reminds 
us of the many joys 
that we experienced 
back in our little 
home town after we 
got home from: the 
Children’s Exercises 
at the little church. 
Today that family 
=—that old circle of 
friends undoubtedly 
has scattered to the 
four corners of the 
globe. 


Christmas is the 


eS 


appropriate greeting. 
It is the one time of 
year when old 
friendships are re- 
newed, when our children are 
back home from their schools 
or colleges. It is the season of 


AM IBY 


KINGSLEY 


poetry and song—the season of 
good fellowship. “To many of 
us the Christmas season has a 
great religious significance inas- 
much as it was the birth of the 
Savior that gave us 
the Christmas. 


Regardless of the 
mistakes you have 
made during the 
past year in your 
business —in your 
home life — Christ- 
mas is the time to 
start anew. hiss 
the one time of year 
Lnatieeit Se Cas ym tO 
catch ithe ‘spirit and 
allen ine gamle biscis 
the time for those 
who. are discour- 
aged to get a new 
grip on life—a new 
vision on the world 
of things as they 
OUught#toe De ww eb Dis 
is the season to be- 
gin again——to get 
on the square with 
yourself and your 
work, with your 
family and your 


God. 


Geta the sspasrite 
men! It’s wonder- 
ful" Ghrsanas 
time. 


== ea Dae OUN GSE 
Sales Manager. 
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A LETTER FROM “THE OED MARS 


To All Salesmen: 


I herewith present to you my 
Annual Christmas Letter, in 
which I will deal with the topics 
that are uppermost in our minds 
at this time. 


I am sure you all know that 
Mr. Bechtel and myself have 
just returned from Europe and I 
am sure you are expecting a let- 
ter from me in ‘“THE BOWSER 
MAN,” telling you something of 
our trip abroad — how we en- 
joyed it and how we found 
business conditions in Europe, 
as well as political conditions. 
With this in view, I will try to 
give you some conception of 
these things. 


As to our trip, we went over 
on the Leviathan, which is one 
of the very largest boats afloat, 
being 950 feet long. 


This was my third trip 
across the ocean and I was very 
comfortable, as no amount of 
rough water bothers me in the 
least—in fact, I very much pre- 
fer a rough voyage to a smooth 
One across the ocean. I have 
had both, hence, my choice is 
made from experience. As to 
Mr. Bechtel, he never had any 
experience on the ocean, and if 
he could have bought an assur- 
ance of having smooth water 
going over, he would have paid 


a handsome price for it, as he 
Was very uncertain as to how his 
physique would behave if the 
boat were tossing about; but as 
no smooth sailing assurance 
could be obtained, he, like other 
people, had to take just what he 
got and that was as soon as we 
passed beyond Sandy Hook, im- 
mediately we were in the throes 
of the ocean and we were toss- 
ing fore and aft and slightly 
sideways at times, and he was 
getting the full benefit of a 
robust, rough trip across the 
ocean. After we had _ gone 
along an hour or so, Mr. Bechtel 
began to realize that possibly he 


was a good sailor and spoke © 


quite hopeful of enjoying the 
trip and not being an added 
burden to me in the crossing, 
and I am glad to say he blos- 


somed out finally into a full- — 


fledged sailor and enjoyed the 
situation very much. ‘Thus we 


were two good sailors bound for — 


Europe on a very, very good 
boat —I should say, the very 


best that floats the bosom of the © 


great ocean. 


The Leviathan was formerly 
a German boat, but has recently 
been re-conditioned by a strong 
Engineering Company of Bos- 


ton, at a cost of several million © 


dollars for making over the in- 
terior of the boat and putting 


it in splendid condition. Any’ 
one making an observation trip 
through and about the boat will 
be thoroughly convinced that a 
splendid job was done, as well 
as being very pleasing to the eye. 


) cHEVORD 


In our passage across there 
Were just a few events that I 
will mention. Sine me rouch 
water and the rough weather 
continued. The wind = got 
stronger by and by, until we 
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ran into a hundred-mile gale, 
which was bulletined as a hur- 
ricane. ‘This is seldom experi- 
enced on the ocean, hence the 
water was very rough, as the 
following will testify: 


MAN” 


On the first-class passenger 
promenade, when we looked out 
of the window, we found our- 
selves about 75 feet above the 
water. [he windows that are 
used here are 2 feet wide and 30 
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inches high, all one glass, which 
is about three-quarters of an 
inch thick, being very strong so 
as to resist the weather, as the 
maker knew it would have to 
do now and then. In this case, 


The glass was broken out of 
some of them and others simply 
were pushed in, window, casing 
and all, right on the promenade. 
The Captain said these things 
occur, but not very often, and 


“THE CHIEF” 


by reason of this great wind, the 
sea was rolling very high, and 
one unusually large wave struck 
the side of the boat and rolled 
up against the windows and 
pushed in seventeen of them. 
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this was one of the times it did 
occur, but it was not repeated 
on this voyage. 


The boat being 950 feet long, 
the front end would go up, pos- 
sibly to the extent of 50 feet. 


| 
| 
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When it would go down and a 
large wave was handy by, it 
would roll over the front end 
and make a most interesting 
Broiit,  Ihere was always a 
crowd of passengers standing 
where they could get a good 
view of these interesting sights, 
which occurred every little 
while—sometimes several min- 
utes would elapse, and some- 
times it would be sooner, but 
always very interesting, and we 
bad this with us more .or less 
practically all the way across. 


As to the one hundred-mile 
gale, this one endured for only 
a few hours, but the rest of the 
time we had quite a strong wind 
practically all the way and a 
strong wind means a rough voy- 
age. As to the lurching of the 
vessel, will say that this mighty 
ship did not toss about violently 
as we hear about ocean vessels 
fom¢g, = lt only made. two 
violent lurches, in which dishes 
were thrown from the table— 
one was about noon and the 
other in the evening. “The lurch 
was all over in about a minute, 
but in each case several dishes 
were broken. Aside from this, 
everything was very comfort- 
able, and there was no disposi- 
tion of the dishes moving about 
on the table by reason of the 
movement of the boat, it being 
so large that generally there was 
nothing violent or quick about 


its movements, so that we were 
always quite comfortable. 


While I am speaking of our 
voyage, I will say a word as to 
our return trip. We came back 
on the Majestic, which is 5 feet 
Deen iichesmesloncermmet iam tlic 
Leviathan; otherwise just about 
the same makeup. We had no 
special event coming back, but 
we had a forty-mile wind in our 
face continually for about five 
days and nights. This made 
the water quite rough and the 
boat was disturbed in a general 
way, if anything more than it 
Was in our trip across, but noth- 
mg, Outs Of the yordinary oc- 
curted, “Ihe boatsswas very 
comfortable in every way, but 
the weather going and coming 
was rough, rainy part of the 
time and a very heavy wind, so 
much so that. we landed at 
Southampton going over, one 
day late and in returning we 
landed at New York one day 
late, all by reason of the un- 
usually rough weather. 


Going over we were hindered 
considerably by fogs, in which 
case, they slow down the vessel. 
Coming back, we had _ prac- 
tically *no~ tog, but, as above 
stated, the water in each case was 
quite rough; however, I am glad 
EOusavetaat as usual, lehadane 
touch whatsoever of sickness by 
reason of the rough voyage, and 
I can say as much for Mr. Bech- 
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tel—he seemed to enjoy it and 
was very well every minute. We 
missed no meal going over or 
coming back, and the poor fish 
that followed us in hope of a 
dinner were sadly disappointed. 


Now as to our. business 
abroad, will say that while busi- 
ness generally is not good, the 
gasoline and oil business has re- 
mained quite normal, as there 
are such a large number of 
motor-driven vehicles of every 
kind which keep going regard- 
less of business conditions; 
therefore, we are having quite a 
satisfactory business over there, 
although in England it is not 
quite as good this year as last; 
but our force is very hopeful 
and they have everything in 
good shape for a larger business 
next year, which they are look- 
ing forward to with a very san- 
guine hope. 

As to our Paris Office, which 
covers Western Europe, they are 
having quite a satisfactory busi- 
ness and they, like London, are 
looking forward to a substan- 
tial increase. 


Each of these offices had some 
problems to solve, in the way of 
changing our way of doing some 
things and our policy in some 
cases, all of which was most sat- 
sifactorily adjusted, and we left 
each office satisfied and in accord 
with our business go-along to a 
hundred per cent. 
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_of the people. 


As to the political situation, 
that, | am sorry to say, is not so 
encouraging in England, chiefly 
because of the unemployment 
About ten days 
ago the Premier dismissed Par- 
liament and has gone to the 
country for a vote of confidence 
and endorsement of a way out 
by adding a tariff to much of 
the goods that are now coming 
into their country free of duty, 
and he hopes thereby to make it 
possible for their people to en- 
gage in production of goods for 
home consumption. ‘This vote 
will occur December 6th, and it 
means much to England —in 
fact, it means much to all the 
world, how the people vote on 
that day, all of which will ap- 
pear in the papers in due time. 
If the Government is indorsed, 
then headway will undoubtedly 
be made in due course; if not, 
then what will happen is prob- 
lematic, and only time can re- 
veal the real situation. 


As to France, they are in very 
good shape—they are ninety per 
cent self-supporting. The farm- 
ers are working their farms to 
the limit and selling their prod- 
ucts at a good price. I think 
they say the conditions with the 
farmer today are better than ever 
before in the history of their 
great country; but their conten- 
tion with Germany and occu- 
pation of the Ruhr is the one 
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great question claiming the at- 
tention of the whole nation day 
iyeday. ill are hoping for a 
satisfactory solution that will 
enable things to settle back into 
a normal go-along, but what 
the solution is that will bring 
this about, no one is sure of, and 
there is an uneasiness that per- 
vades the business world in 
France that is very detrimental. 
Therefore, business in France 
has its impediment, while Eng- 
land has its impediment—each 
is very different and yet the re- 
sult is about the same, and it can 
be readily imagined that all 
other countries are very ma- 
terially affected by the dullness 
of business in these two great 
countries. 


‘The American papers seem to 
have quite an accurate account 
and understanding of things 
generally in Europe —in fact, 
Mr. Bechtel and I believe that 
we get a fuller and better ac- 
count of things generally in Eu- 
rope in the American papers 
than we did in the papers over 
there, and our judgment is that 
the papers of our country are 
laying the matter before us quite 
Beateis.. Ubis.is about all [ can 
tell you on these different sub- 
jects in a condensed form, and 
yet I am sure you will be inter- 
ested in what I have said. 


As to the enjoyment that Mr. 
Bechtel and I got out of our 


fifty odd days absence from Fort 
Wayne on this trip, will say 
that it was possibly the best and 
most interesting trip we have 
ever made. It was in the form 
of a vacation, combined with 
some very important business 
transactions, which Mr. Bechtel 
attended to, while I enjoyed the 
outing with more liberty. 


While in Europe I spent 
nearly two weeks visiting the 
mEternameGity. = Kome, lialy, 
and it was a wonderful treat to 
me, which I will never forget. I 
made many notations that will 
bemeol me orcat= si cerestiastOmemic 
through life. As to Paris, they 
have done some very substan- 
tial building there since my 
Visits 192 -and ls canysayeas 
much for London — they have 
made unexpected headway in 
widening some of their promi- 
nent streets and have done a 
great amount of building. It 
goes without saying, all of the 
buildings in the ““Old Country” 
are very substantial, built for 
endurance for hundreds of years 
to come; therefore, it is a pleas- 
ure to look upon them, as they 
speak volumes as to the confi- 
dence that the citizens of these 
great cities have in not only the 
present but the future of their 
countries. 


Upon arriving in England, 
the force got together and ten- 
dered us a most hearty welcome, 
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and likewise when we reached 
Paris, the force there was got to- 
gether and the hearty welcome 
was repeated and later on a ban- 
quet at Mr. Granger's home. 
‘Then when we came back to 


TOM KINGSLEY 
Left to right, D. Ge Millivan, 
sistant General Manager: S. F. 


D. A. Corey, Vice President 


secretary-Treasurer. 


and 


London an elaborate banquet 
was prepared for the occasion, 
at which time the three high 
salesmen of the European Di- 
vision, which comprises Eng- 
land and the Continent, were 
recognized and due account was 
taken of it. 


At this banquet all the or- 
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PRESENTING 
Director Foreign 
Bowser, 
S. B. Bechtel, President and General Manager: T. 
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ders for September were pre- 
sented to me, as Founder of the 
business, and as | was coming 
over in October they called Sep- 
tember Founder's Month and 
had special order blanks printed, 


HOME COMING 


ORDERS 

Sales: L. E. Porter, As- 
Chairman of the Board of Directors; 
D. Kingsley, Sales Manager; 


Manager, and H. J. Grosvenor, 


each one bearing my picture, 
which was printed in a most at- 
tractive manner in the center, 
and on my left side was 1885 
and on my right 1923. With 
these orders was a handsomely 
got up page containing a picture 
of our London Office, together 
with the pictures of Mr. Shulze, 
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our European Managing Direc» 
for.) Mr. Anderson, ‘Manager 
ereeour Londen Office; Mr. 
Granger, Manager of our Paris 
Office; Mr. DeGroot, Manager 
of our Holland Office; Mr. Lars- 
son, Manager of our Sweden 
Agency, and Mr. Winther, of 
Norway. 


‘Then there was another page 
with the pictures of the three 
salesmen who obtained the high- 
est number of points from Sep- 
temiber 1 to September 30. 
This was also handsomely got 
up and contained these prize- 
winners; the first being Mr. C. 
Walker, of the London Office: 
Bae second, Capt. C. A. Hunt, 
of the London Office, and third, 
Pree. vochwab, of the Paris 
Office. 


‘These, with the orders, were 
all put together, neatly trimmed 
and bound and the edges gilded, 
making it first-class in all re- 
spects. [his was presented to 
me as a special effort during the 
month of September, called 
“Founder's Month” in honor of 
myecoming to Europe. . Lhe 
whole plan was a magnificent 
one and carried out from start 
to finish in a splendid manner 
and resulted in the obtaining of 
mareemore business for that 
month than had ever been ob- 
tained in any previous month. 
This was an epoch in our bust- 
‘ness and was certainly some- 


thing worth while, which Mr. 


Bechtel and myself appreciated 
to the full. 


Shortly after this we came 
home and upon our arrival at 
ie) OF Eiiday Novem bene er 
we were informed that the en- 
tire force of the factory and of- 
fice would be waiting for us in 
the factory at 1:00. Mr. Bech- 
tel and myself were on hand 
promptly and here we had a 
splendid meeting. After the 
band quit playing, Mr. Bechtel 
and myself gave a short account 
of our trip abroad, which was 
greatly enjoyed by all. 


Then on Monday evening, 
November 26, the Officers and 
Common Stockholders of the 
Company held a banquet for us 
at the new Keenan Hotel, which 
was, in all respects, a most en- 
HOVvablemattairmeande at ew hich 
time Vite i ae kingsley.our 
Sales Manager, who had been 
selected, presented Mr. Bechtel 
and myself with all the orders 
taken in the past five weeks on 
special orders, across the front of 
which was printed “‘Home 
Coming Special.”’ 

Wars sereat stock’ of; orders, 
about 10 inches high, was pre- 
sented to us after the banquet, 
which was a most befitting 
windup of our wonderful out- 
ing and wonderful time. It was 
the highest peak we had reached 
in all the realm of our outing 


Page Thirteen 


The 


and it goes without saying, that 
Mr. Bechtel and myself appreci- 
ated it to the full. ‘Thus this 
continuous round of superb en- 
joyment was brought to a close 
in a most befitting manner, long 
to be remembered by all of us by 
reason of its pleasure and the in- 
spiration injected into our great 
business organization. 


We are now approaching the 
wonderful Christmas Day and I 
take this opportunity of extend- 
ing to all, my Christmas Greet- 
ings through ‘“THE BOWSER 
MAN.” ‘Thanksgiving Day has 
just passed, but it is always in 
order to thank God for His 
many, many blessings to us dur- 
ing the past year, and this I do 
most heartily, and I am sure you 
all join with me. 


In closing, I know you will 
all be interested in this, my 
Christmas letter to you, and 
with all good wishes for a Merry 
Christmas and a Happy New 
Year, lam, 


Sincerely yours, 


L4\ Goren 


This World 


This world that we're a-livin’ in 
Is mighty hard to beat; 

You git a thorn with every rose, 
But ain’t the roses sweet! 


—Frank L. Stanton. 
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Creative Salesmanship 


That is the kind that is being 
practiced by F. J. Rosebrock 
down in Charleston. 


The Charleston Evening Post 
recently carried an article over a 
column long on the activities of 
Mr. Rosebrock in his endeavor 
to bring more tourists into 
Charleston. 


He advocates adequate camp- 
ing facilities for the ‘“‘tin can 
tourists,’’ tourist bureaus, adver- 
tising, hotel accommodations, 
golf courses, sight-seeing, as the 
principal factors in getting tour- 
ists to stop over in Charleston, 
going either to or from Florida. 
And his chief interests is in the 
automobile tourist. 


The more. cars that come 
through Charleston the more 
gas will be sold, which will re- 
quire more filling stations and 
more Bowser pumps and more 
money for Charleston and for 
Rosebrock. It’s the salesman 
who has visions — who looks 
ahead and makes two blades 
grow where one grew before, 
that makes good in this game. 
It's the fellow who knows a 
good filling station site when he 
sees it—-who can give an oil 
man a worth while idea—he is 
the man who brings home the 
bacon. 


You can't take it easy when your 
competitor is hustling. 
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THE TRAFFIC COP IN BUSINESS 


Dye Ww > DAVIES; 
Traffic Manager 


ey) HERE are a few—Just 
sll a few—left who still 
think there isn't 
much more involved 
in shipping goods 
than there is in mailing a let- 
ter; except, that goods being 
cumbersome are taken to a 
freight station instead of to the 
Postoffice. Nothing could be 
further from the truth — and 
there is hardly an industry to- 
day doing a national 
business 1n commod- 
ities requiring trans- 
portation that hasn't 
found that a Traffic 
Department is a nec- 
essary part of its or- 
ganization. 


It would take a 
much larger book 
than the one you are 
now reading to even 
outline the factors 
which have changed railroading 
from its elementary charter re- 
quirements—that of “‘transport- 
ing persons and goods for 
hire’ to the present day com- 
plexities that attend modern 
railroading and the handling 
of traffic—and even if it were 
attempted, those of you who 
have not made a study of 
the subject would, after reading 
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it, be in about the same fix as I 
was a year or two ago when [| 
asked a friend of mine to ex- 
plain that ‘‘Einstein Relativity” 
thing. ‘This is what he said— 
“We arrive at the solution of 
the question regarding finiteness 
or infiniteness of the universe by 
extending the conceptions of an- 
terior geometry to spaces of the 
order of the cosmical. Solid 
rods would deviate from the 
ideal of rigidity in di- 
rect ratio to the grow- 
ing fontunial spacial 
extensions.” 


Instead of being 
grateful for this very 


lucid explanation I 
was peeved at my 
friend because he 


spoiled an illusion I 
bad that parallel 
lines never meet, no 
matter how far ex- 
tended, but go on—indefinitely 
—being parallel—so I’m not 
going to risk spoiling any illu- 
ficsions you may have about 
traffic, nor of boring you 
with an academic discussion of 
the ‘““‘why and wherefores’”’ of 
modern railroad practice — So 
let’s put it this way :— 


There was a time when New 
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York, Chicago, Fort Wayne, some decided and emphatic 
and other great cities didn't need opinions of certain types of 


traffic cops—and they wouldn't 
need them today if every pedes- 
trian and the drivers of vehicles 
did exactly the right thing at the 
right time—but you know they 


don t— so we have  trafiic 
cops.’ 
Industrial traffic meets cor- 


responding difficulties — and 
similarly—if every shipper, and 
every railroad president, man- 
ager, superintendent, engineer, 
conductor, switchman, clerk, of- 
fice boy, agency, committeeman, 
and the host of other function- 
aries making up a railroad or- 
ganization, did exactly the right 
thing at the right time and, in 
addition, had Bowser & Com- 
pany’s special and specific inter- 
ests at heart, there would be no 
need of a traffic manager, and | 
would have to quit the business 
and go back to my old job as 
lineman for a wireless telegraph 
company. But of course, our 
railroad friends can't devote 
their time and talent exclusively 
to Bowser % Company's busi- 
ness, so we have a ‘Traffic De- 
partment’’ which, for the pur- 
pose of carrying out this simile, 
I'll caricature as the ‘Traffic 
Cop” of the Bowser organiza- 
tion. 


If you've ever talked to one 
of those ‘‘congested district’’ 
trafic cops, you know he has 
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drivers—and cars—I'll not tell 
you what some of them have 
told me, because, in the first 
place, I never give up private 
conversation and in the second 
place—Mr. Hopfer assures me 
the ‘‘Bowser Man” is a perfectly 
decent magazine. So, if you 
can trust yourself with a traffic 
man in a congested district, 
come and stand on the mat with 
me at the Bowser semaphore and 
‘give a look’’ at some of the or- 
ders that go by: 


Here's an order the customer 
wants to go by express. Now, 
instead of the salesman marking 
it ‘‘express’’ in the proper place 
provided for ‘‘route’’ in the 
“Ship to’ block on the order 
blank, he totally ignores that 
and writes ‘‘Express’’ in the 
space provided for description of 
the goods ordered. Of course, 
the Order Department might see 
it, but if they did it wouldn't 
do any good as the Traffic De- 
partment does the routing and 
when the “‘route’’ space is blank, 
we send it the cheapest way— 
which isn’t express. Looks to 
the traffic cop like a Rolls Royce 
with a peanut roaster under the 
hood. 


Here comes a dandy big or- 
der, but it looks like a slab from 
King Tut's tomb—it was writ- 
ten so hurriedly that it’s hard to 
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say who the customer is, or 
where he wants the goods 
shipped. Might be Indiana or 
Maryland—and the name either 
donne Dark. 
Have to hold this up and let the 
Fest of the traflic go around it. 
Get the carbolic acid quick! 
The poor fellow got the writer's 
Grantp.>) It's*too bad we can't 
ship it but the nasty railroad 
wont accept the goods unless 
we tell them where to put them 
off. the train. 


Here's another one—nice or- 
der—beautifully and _ legibly 
written—Ship to John Smith, 
Chicago, Ills. We might know 
who runs the hotel at Chicago 
now, but we draw the line at 
guessing which John Smith this 
order was sold to. Might as 
well tell us to ship to Little Fish 
and Sons, Atlantic Ocean. ‘The 
traffic cop holds this one up for 
street and number. [hat goes 
for any destination where the 
station agent doesn’t know 
everybody in town. 


Here’s a little one—small or- 
der of hose — or nozzle — it’s 
FP, C. W. O.—goods sold f.o.b. 
Fort Wayne. Say, but that cus- 
tomer is a slicker—he ordered 
it shipped parcel post and the 
salesman fell for it——without 
realizing that Bowser has to 
prepay all postage and either the 
salesman or the House is stuck. 
No use to report that to the po- 


lice—it's a case for the Board of 
Children’s Guardians. Moral: 
—Don't let ’em gyp you. 
Either collect the postage or 
have them order it by express- 
collect—if the town is an ex- 
press point, 


Here comes a flivver with the 
engine missing. It’s a sad case 
of where the salesman didn’t do 
a good job of selling so that 
when the goods get to destina- 
tion nobody wants it and the 
railroad reports it as refused or 
unclaimed. If it isn’t delivered 
Hiethirty Or sixty days the rail- 
road will sell it—for thirty or 
sixty cents—in which event the 
transaction would not represent 
what you salesmen call a ‘‘nice 
piece of business’’—and all the 
expense money, commissions 
and profit goes glimmering 
through the dream of things 
that were. 


While there are a lot more of 
these soft coal burner type of or- 
ders which sputter and backfire 
as they go by the traffic cop, 
there are also a lot of dandy or- 
der jobs going by regularly— 
the majority of them do—so 
we'll step off the mat with the 
remark that most of these trou- 
bles we do have can be avoided 
if the salesman, in writing up 
his orders, will keep in mind: 


Legibility — Write plain or 
print. 
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Street Address—Necessary in 
all sizeable towns. 

Shipping Point—Show 
where the customer wants the 
goods sent, not where he wants 
the invoice sent. 


Route—If customer selects a 
medium such as freight, express, 
parcel post—show it—but if he 
doesn’t, leave the space blank. 


General—Put all information 
in the appropriate spaces pro- 
vided on the order form. 


But, regardless of how you 
write your orders, I want you 
to know that the Traffic De- 
partment is strong for you 
Bowser men on the firing line, 
and we'll do all that is hu- 
manly possible to insure your 
orders are delivered to your cus- 
tomers promptly, in full, and in 
good condition. It’s a matter 
of cooperation, and if we don't 


Our Cover Design 


In order to encourage some of 
the budding artists of Fort 
Wayne, The Bowser Man of- 
fered a prize to the senior stu- 
dents of “The Fort Wayne Art 
School for the best cover design 
submitted. 


‘The cover on this issue was 
the prize winner and was ex- 
ecuted by Ralph Byrer. 
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have that we will be in the same 
fix as Old Mose: 


Old Mose carefully knocked 
the ashes from his corncob and 
put it on the mantlepiece. 


“Mandy,” he remarked, “I 
thinks I’se gwine put on mah 
bes’ clothes a’ go down to the 
theatyer ternight to see de 
chorus ladies dance.”’ 


‘““Mose,’’ she said slowly, 
“‘lissen heah! If dat am what 
yuh thinks, then yuh'd better 
think agin. Niggah, yuh ain't 
gwine put on nothin’ to go no 
place no time to see nobody do 
nothin’, never, nohow, an’ not 
at all. Does yuh understan’?”’ 

Without the proper coopera- 
tion our chanee to accomplish 
the big things we have set out to 


do will not be any better than 
Mose’s. 


Thompson Lands Nice One 


Harvey ‘Thompson, Cleve- 
land Office of the Lubrication 
and Filtration, has just sold the 
fifth steam turbine oil purifica- 
tion to the Cleveland [/luminat- 
ing Co.—five repeat sales in a 
row. Considering there was the 
most keen competition, this is 
not so bad for Harvey—nor the 
system. 


Manager of the Inter- 
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POST SENTRIES ARE GOOD PUMPS 


themaiames t 
installations .of Post 
Sentries we have seen 
ismtnabe or theslnter- 
ocean Oil Company 
at 33rd Street and Greenmount 
Avenue in Baltimore. 


This station was equipped 
with a quartet of Post Sentries 
by J. IT. Gibbons. ‘The installa- 
tion is described in a most com- 
plimentary manner by Mr. 

F. Brown, Sales 


ocean Company, in a 
fetter to. Mr. --Gib- 
pons. Jam anxious 
to write and tell you 
what splendid work 
Bowser equip- 
ment accomplished at 
one of our. service 
stations in Baltimore Ab 
on October 13th and 

14th. You will remember this 
is the new Figure 66 electrical 
equipment you installed for us 
about two weeks ago, and Sat- 
urday and Sunday were the first 
opportunities we had to give it 
a real chance to perform. The 
Weather was unusually favor- 
able and we accommodated just 
under twelve hundred cars at 
this one station, in the two days 
referred to. 


“There was not a single com- 


plaint as to the operation of the 
pumps. ‘The ten-gallon bowl is 
an especially attractive feature, 
and a great many customers 
who probably would have only 
bought five gallons, took the en- 
tire ten because the gasoline was 
ready in the bowl. Our gallon- 
age ran over eight thousand gal- 
lons (8000) on this Saturday 
and Sunday and we never once 
were delayed or inconvenienced 
because of troublesome pumps. 


“T assure you I ap- 
preciate everything 
you have done for us 
in the way of service 
and=a Dpy tiim.e you 
want to show a pros- 
pective customer a 
splendid pump equip- 


ah sent, we will be glad 


to demonstrate for 
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you. 


The Interocean Company has 
under construction another sta- 
tion in Baltimore, which will 
also be equipped with Post Sen- 
tries. “These pumps are just be- 
ginning to break into the mar- 
ket and we predict for them a 
great success as they combine all 
the features of the more expen- 
sive pumps—display—accuracy 
—convenience. Ihe Post Sen- 
try is worthy of more attention 
from our sales organization at 
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the present time. The factory 
is swamped with orders for the 
Sentry Visible and shipment 
cannot be made in less than 
three months’ time, so it is 
highly desirable, for the pres- 
ent at least, that the salesmen 
divert their efforts from the Sen- 
try Visible to the Post Sentry, 
until such time as the factory 


Eastman Visits Home Office 


Walter Eastman, our dapper 
Buffalo Manager, dropped into 
the office one pretty day in No- 
vember and with I. L. Walker, 
went down to Cincinnati and 
put over a big factory installa- 
tion for Rochester, New York. 
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can assure reasonably prompt 
delivery. We-now have a con- 
siderable stock of Post-Sentries 
and can make immediate ship- 
ment. Better to sell a Post 
Sentry and get it installed than 
a Sentry Visible and lose the 
order by virtue of delayed deliv- 
ery. A pump installed is worth 
two on the way. 


“Finish each day and be done with 
it. You have done what you could. 
Some blunder and absurdities no doubt 
crept in; forget them as soon as you 
can. “Tomorrow is a new day; begin 
it well and serenely, and with too high 
a spirit to be cumbered with your old 
nonsense. —EMERSON. 


Find out your weakest point. Then 
strengthen it.—Motor West. 
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CLOSING AN ORDER 


vale ARCH BOLD: 
Detroit Manager 


WO tell how to do this is 
a pretty large order— 
inasmuch as no two 
orders are closed the 
‘ same way. However, 
following are a few of the prin- 
cipal points :— 


Ors 


I must first interest my cus- 
tomer to the extent that he will 
desire BOWSER products. He 


must be interested in BOWSER 
and myself. 


Now, when I first meet a 
prospective customer, 
ie doar 1'O.t .) teak 
peumps. — I[--prefer 
to let the man lead 
the conversation, be- 
cause I do not figure 
that I have his undi- 
vided attention until 
we dig up something 
in common. After 
we have _ discussed 
various matters and have estab- 
lished a common interest, I be- 
gin to sound him out. 


I generally ie Ogee Sele in 
Bstrong at first, 1. e., if. he asks 
me (as he generally does aes ‘Ts 
this a good place for a pump?”’ 
—I tell him, “J do not know.” 
He is in business at that point 
and he probably knows better 
than I do (I might be, very nat- 


H. E. ARCHBOLD 


urally, optimistic regarding the 
location, inasmuch as I want the 
order). ‘[herefore, in order to 
disarm him, I make this plain 
statement— I do not know.” 
I do not want to arouse the idea 
in his mind that I am there to 
sell him something. 


I usually make it.a point to 
inform him that a lot of BOW- 
SER pumps and tanks are de- 
livered by elephants away over 
in India. That orders com- 
ing in to our factory are liable 
to be from Iceland, 
Africa or Podunk. In 
Ostyde ct) PtOsehaverea 
world-wide business 
Olu LISe (Scope. the 
Company must nec- 
essarily have the kind 
of goods to meet the 
demand and after be- 
ing in business thirty- 
eight years, we must 
have met it. Hence, as we are 
the Leaders in our industry, they 
will make no mistake in placing 
an order with BOWSER. Fre- 
quently, I see advertisements of 
Pumps, stating they are ‘‘Nat- 
ional Advertisers’’ —-I impress 
on my customer that we are 
“Tnternational.”’ 


I tell my man that prac- 
tically all the customers he has 
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in a day want the BEST. Many 
times during the day, he is 
called upon to say “That is the 
BEST tire, BEST oil, etc., etc.”’ 
He must feel that way in order 
to sell. I know in my heart 
and | know he knows that I 
have the best Pump. If he 
states that my price is higher 
than others, I point to some- 
thing on his shelves,—usually 
a tire—and prove to him that 
the unit cost on mileage is less— 
he takes more pride in having a 
customer come back to whom he 
has sold a good product than the 
one to whom he has sold a 
“second,” 


Every man has a trade-mark. 
‘The kind of a Pump in front of 
a man’s place is mute testimony 
as to what he really believes in. 
If his customer sees a BOWSER, 
he has a sense of security in deal- 
ing with that man. 


‘The quality of our goods is 
above reproach—we have excel- 
lent terms—our Pump, which 
costs only a few dollars more, 
is a tool he works with—fur- 
thermore, if he has any sense of 
pride, he wants the BEST. He 
should buy good equipment, so 
that he will keep in good hu- 
mor—as this naturally helps 
him get more business. Then 
I draw parallels (many or few) 
to prove to him that ‘“‘the BEST 
is the cheapest’’ in the long run. 
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With all these points thor- 
oughly established in a custom- 
ers mind, I find that if he is in 
the market for an outfit, he gen- 
erally says—‘‘Write me up.” 
On this last delicate operation, I 
always make the customer ask 
me to write him up. 


I have pulled the old style 
“get your pad ready’’ less than 
a dozen times since I have been 


with BOWSER. 


I try to have /nterest and De- 
sire meet and it follows as 
“night and day”’ that I am told 
“Write the order.” 


If I do not secure the order, 
I feel the least I can do is to 


leave him a good prospect for — 


the Company.’ 


I am a strong believer in 
“Luck’’ in getting business, but 
this must be qualified. I find 
that the man who works ten 
hours a day is twice as ‘‘lucky’’ 
as the one who works but five 
hours. Naturally, every one 
wants to be ‘‘lucky’’—they owe 
this to themselves, their family 
and the Company. In order to 
give your ‘‘Luck’”’ a chance, it 1s 
necessary to make more calls and 
put in Full time. This is the 
way “LUCK” works. 


I feel BOWSER is entitled to 
every order on this globe for 
anything they manufacture. 
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BOWSER PUMPS FUEL PLANES IN 
ST. LOUIS AIR MEET 


= VOWSER engineering 
= S| again triumphed in 
@ | Eneweot. souls, Air 

Meet. 
‘Wee 


( 


Me 
\ 


} 
is 
troleum Corporation obtained 


the contract of fueling all of the 
planes that were to participate 


Roxana Pe- 


in the St. Louis Air Meet. Im- 
mediately the problem presented 
foci Liow wills we ~fill 
them?” 

Through the co-operation of 
W. E. Grooms, John ‘Tibbles 
and our engineering department, 
Bowser solved the problem for 
them. Three Bowser 101 
pumps were mounted on the 
side of three Roxana trucks and 
these three Roxana trucks fur- 
nished all of the gasoline that 
was used in the Air Meet. Each 
plane furnished its own lu- 
bricating oil. 

When it comes to fueling air- 
planes there is no better equip- 
ment on earth than Bowser. 
The pump must of necessity be 
accurate and the gasoline must 
be of the best grade, free from 
water and sediment that flying 
may be made as safe as is hu- 
manly possible. Accuracy is the 
middle name of the Bowser 
pump and the centrifugal filter 
is ever on the job to remove all 
foreign substances from _ the 
gasoline. 


In the past year Bowser 
equipment has been used in 
many places where speed, ac- 
curacy and purity of gasoline 
were needed. You will recall 
that The Bowser Man pictured 
the equipment built by Bowser 
which supplied the gasoline to 
the Duesenberg Straight-Eight 
on its 3000-mile non-stop race 
on the Indianapolis race track. 
You will remember that Bowser 
equipment was used to fuel the 
famous [-2 in its epoch-making 
flight. 


JOHN TIBBLES 


In the St. Louis Air Meet our 
trustworthy old 101 supplied 
other famous aircraft, among 
which were included the Barling 
Bomber and the large Govern- 
ment Dirigible ZR-1. 

The airplane field is growing 
and all Bowser salesmen who 
are permitted to sell this class of 
trade should keep their eyes 
peeled for aircraft installation. 
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DRAIN THE CENTRIFUGAL FILTERS! 


HE middle of Decem- 

ber begins to bring 
on the cold winter 
weather, bad roads, 
blizzards and snow. 
In a few weeks things will be 
“frozen up solid” in that por- 
tion of our country which lies 
to the north. And the cold 
weather has its effect upon gaso- 
line sales and gasoline pumps. 
Gasoline pumps have a tendency 
to freeze up if not properly 
cared for and this is the appro- 
priate time for Bowser salesmen 
to have called to their attention 
the proper method of preven- 
tion. 


=_s 


Gasoline pumps ‘‘freeze up’’ 
because water has been drawn 
into the pump along with the 
gasoline. “The Bowser Centri- 
fugal Filter separates the water 
from the gasoline just like a 
milk separator separates the 
cream from the skim. ‘The 
water which is separated from 
the gasoline must be drained 
from our filter to insure the sat- 
isfactory operation of the pump. 


In order to remove the water 
from the filter on the regular 
piston type pumps, you close the 
discharge valve on the pump, 
open the drain cock at the top 
of the filter and then slowly op- 
erate the pump until all the 
water has been forced out. Pass 
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the discharge from the filter into 
a fruit jar or a water glass and 


The 102-C44 


the line of demarcation between 
water and gasoline will readily 


: 
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be seen and you can quickly 
determine when all the water 
has been drained and the pump 
is discharging pure gasoline. 


Now you may ask—as sev- 
eral others have — “Well how 
do you drain a piston type 
pump with a visible attachment 
—say the 102-C44?” When 
there is a visible attachment in- 
stalled on a piston type pump 
it is not necessary to operate the 
pump during the time the water 
and sediment is being drawn 
from the filter. In order to 
build up the required pressure to 
drain the filter you fill the vis- 
ible attachment with gasoline, 
which gives approximately a 


six-foot head of gasoline or 


about two pounds pressure. 
‘This pressure is ample to lift all 
the water and sediment which 
may be at the bottom of the 
filter through the filter draw-off 
cock at the top. “Thus you see 
the operation is briefly summar- 
ized:—Fill the visible attach- 
ment, open the filter draw-off 
cock, catch the stream in a bottle 
or some glass receptacle and 
when: the stream runs clear you 
are getting pure gasoline. [hen 
shut off the filter draw-off cock 
and either leave the visible at- 
tachment full or drain it back 
into the tank. 


You can not dream yourself into a 
character; you must hammer and forge 
one for yourself.—Froude. 


Runyan a Visitor at Fort 
Wayne 

Recently we had the pleasure 

of greeting J. W. Runyan, Spe- 

cial Representative in the Har- 


J. W. RUNYAN 


risburg District. Runyan is the 
oldest of all our old timers and 
Nase roundeds Out > Je years in 
Bowser “employ. » Phe «Old 
Man” had not been in the game 
very long when he employed 
Mr. Runyan and we congratu- 
late Mr. Runyan on the remark- 
ably fine record he has made 
with the House of Bowser, 


Land Detroit Edison Order 


To land an order in the face 
of keen competition, and by rea- 
son of superior merit demon- 
strated by test conducted by the 
customer—Oh boy! Aijn't it 
the gran’ an’ glorious feelin’! 
The Lubrication and Filtration 
Division has just sold the De- 
troit Edison Company four 
steam turbine oil purification 
systems under the above condi- 
tions, and confidently expects to 
soon sell them four more. 
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A MODERN DRY CLEANING PLANT 
By H. E. DOBSON 


DESCRIPTION of 
the latest modern dry 
cleaning plant erected 
in the metropolitan 
district, equipped 
Bowser clarifilter cir- 
culating system, may be of in- 
terest to the readers of this pub- 
lication. [he owners, L. Blau 
Sons, determined that only 
the best form of fire-proof con- 
struction and the latest im- 
proved machinery 
would be used in 
this plant. 


The dry clean- 
ing room 1s 40 by 
40 feet. “Through 
the center is erected 
a partition wall, 
dividing the room 
into halves. ‘The 
communicating 
opening in this H. E. 
wall is provided 
with double automatic closing 
fire doors, each room having an 
outside entrance. In each room 
is located three of the latest im- 
proved type washers and also an 
extractor. 


with the 


Motors, still and drying tum- 
blers are located in_ separate 
rooms. Ihe general arrange- 
ment of these rooms constitutes 
a U-shaped building, thus pro- 


DOBSON 


viding an open court yard from 
which each room has its main 
entrance. 


In this court yard are buried 
six gasoline storage tanks hay- 
ing a capacity of 1000 gallons 
each. One is for the storage of 
new gasoline, one for distilled, 
three for clarifying tanks used 
in connections with the circulat- 
ing system, and one to receive 
the gasoline after use on fancy 

white goods. 


Connecetd to 
these thanks and 
located inside the 
dry cleaning room 
are five Fig. 710 
pumps. Two 
pumps are used. for 
handling new and 
distilled gasoline, 
two on the circul- 
ating system and 
one for pumping 
the sediment from the bottom of 
the tanks into the still. All 
pumps are so connected that by 
valve manipulation any pump 
can be used to draw from any 
tank and discharge to any indi- 
vidual machine, as may be de- 
sired. (This is only necessary 
when a pump ceases to func- 
tion). 


In the daily cycle of operation 
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PHONES CRCHARD \ 3070 


151 AVENUE C, 


New YORK AUss. 22, 920 


S.F.Bowser & Company 
50 Church Street 
New york, IRE a es 


Gentlemen: 


The Clarifilter System for circulating and filtering our 
cleansing fluid installed by you (which we understand is 
the largest in the country) has been in operation a 
sufficient length of time to enable us to determine its 
value. It is even more efficient than the claims you 
made for it at the time we bought it. 


The quality of the work and the speed at which we are able 
to turn it out by the use of this system exceeds any other 
method we know of. We had previously been using a 

Mechanical Clarifier and our opinion is based on 
actual experience. 11s System can be inspected 
7 any hat may be interested in seeing it in 


Very truly yours, 


L . BLAU & SONS ; ras . 


JB/CS St Gen'l Manager. 


REMOVED TO 


04-64 Seventh Ave. 
LONG ISLAND CLIY NEY 


Phones Astoria 5620-21-22 
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in this plant, the two pumps 
for handling new and distilled 
gasoline are working at the same 
time or individually, according 
to the requirements. The dis- 
charge main from these pumps 
extends underneath the floor 


ters; = There aressix ilters. in 
constant operation and three ad- 
ditional sections held in reserve. 
‘These reserve sections permit the 
removal of the’ foul sections 
without interfering with the 


plant’s operation. 


Pump Platform Showing Pumps and Distributing Headers 


with branch lines extending up- 
ward and connecting to each 
washer through a valve control. 


The two circulating pumps 
are operated together or in- 
dividually, according to require- 
ments. [hey are connected to 
the three clarifying tanks. “The 
discharge main extends under 
the floor with a riser to the fil- 


The six filters operate as one 
unit discharging into one main 
that extends around the entire 
room. This main is set level 
(no pitch) and securely fastened 
to the building walls. It is lo- 
cated about 6 inches higher than 
the inlet to the washers to pro- 
vide a gravity flow. From this 
main, a branch line with valve 
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control extends to each washer. 
The branch line controls for 


clarified, new and distilled are 
brought to a common point, 
‘the 
‘This 


then connected through 
sight glass of the washer. 


filters, even though all valves on 
the washers were closed. 


The filters in this plant are 
cleaned once in two. weeks. 
The sediment in the clarifying 
tanks is pumped out sufficiently 


View From Above, Showing Pipe Connections on Tank Installations 


permits the flow, whether clari- 
fied or new, to be visible at all 
times. 

The discharge lines into and 
from the filters are provided 
with overflows returning to the 
tanks. ‘This prevents any back 
pressure being created on the 
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often enough to furnish the dis- 
tilled gasoline required. 


Once each week, a solution of 
water and sal soda is introduced 
into each tank (at the bottom) 
and then steam turned on for 
five minutes. ‘This solution re- 
mains in the tanks until Mon- 
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day morning and is then with- 
drawn before the plant is put 
into operation. 


Slpoemeclasss -Ola.CO0dS=s dty, 
cleaned in this plant includes 
rugs, men’s and women’s apparel. 
draperies, silks and any other 
fabric that can be dry cleaned. 
All goods, with the exception of 
women's fancy white garments, 
are cleaned by the circulating 
system. It is the owner’s con- 
tention that this system provides 
them with the maximum in 
safety, economy and efficiency. 


Who's all Right? The Optimist. 

Who’s all Wrong? The Pessimist. 

Who brings in the Bacon? The 
Peptimist.—Specialty Salesman. 


““Hess’’ Sells a Big Order 


One of the big sales during 
the month was recorded by 
K. F. Hessenmueller when he 


K. FE. HESSHNMUELLER 


landed an order for five hundred 
Chief Sentries. | 


A mighty nice piece of work, 
Hess! 


Eggiman a 25-Year Man 


On November 10th Ed Eggi- 
man completed his twenty-fifth 
year as a Bowser employee. 


Eggiman started his career 
with Bowser back in 1898 as a 
messenger boy, and since then 
has held various responsible po- 
sitions. For a long time he was 
Collection Manager, later he be- 
came Office Manager and now 
is Assistant to the Secretary- 
Siireasurer ee\V\teakioe) © Gros- 


venor. 


Of the old office force, The 
Old Man, Allen A. Bowser and 
Ed Eggiman are the only ones 
winOm-cany claims amcecord: Oba 
quarter of a century in the office. 
It’s certainly a great record, and 


one which you can well be 
proudiof Ed: 


Every dog has his day—the night 
belongs to the cats. 


Kohler Gets Back Account 


Louis Kohler, the genial rep- 
resentative of the Lubrication 
AeNeGemeiet (rations Woivisione ans 
Philadelphia, has succeeded in 
regaining the account of the 
Aldrich Pump Co, lost several 
months ago on account of un- 
fortunate failure to meet ship- 
ping promises. Ihe manufac- 
turing Division and Louis has 
the appreciation of the Lubrica- 
tion and Filtration Manager. 
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DALLAS ORGANIZATION ENJOYS 
PICNIC 


By D. W. KINGSLEY 


The accompanying picture 
was taken at the annual picnic 
of the office and shop employes 
of S. F. Bowser 6 Company of 
Texas, held at Savage Lakes, on 
Nov. 20. 


It was a delightful day, a 
little too warm, if anything, but 
you will notice that Safford 


Athletic events of all kinds 
were staged. Evidently some of 
those birds from the shop do 
their setting up exercises with a 
Figure 97 in each hand. ‘They 
are a husky bunch, but in the 
tug of war, Kingsley’s office crew 
played with Adam’s shop force 
temporarily, and then proceeded 


didn't take He 


his coat off. 
said he hadn't been brought up 
to go in his shirt sleeves on No- 


vember 20, and he'd be blamed 
if he'd start now. 


Mrs. Elam put up a wonder- 
ful picnic dinner and everybody 
put up a wonderful fight for it. 
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to drag them all over the 
grounds. After this gentle pas- 
time was over, Kingsley got his 
crew to. breathing regularly 
again in just one hour and eight 
minutes without the aid of pul- 
motors. 


In the men’s races, Ince 


the girls’ races! 
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dashed off a hundred yards in 
ten flat, nosing out Doyle, who 
made it in ten minutes and 
eleven seconds (also flat). Rec- 


-ords show that Doyle played 


halfback on Centre College’s fa- 
mous football eleven, eight years 
ago, and everybody present 
agreed that could be possible, as 
eight years is a long time. 


And say you should have seen 
Unfortunately, 
some of us missed ‘em. 


Medaris did a fancy stunt 
from a flying trapeze and when 
he regained consciousness, he 
said it was the first time he had 
ever tried that stunt. “The con- 
sensus of opinion was that he 
told the whole truth and noth- 
ing but the'truth. 


Oh, yes, Charlie Ulrey, shop 
foreman, and his bride of three 
weeks, were out there, too, but 
they didn’t horn into the crowd 
much. A very devoted couple 
—yes, very, very devoted. 


It was a great day and we are 
informed “That a good time 
was bad by.all.” 


Americans are divided into two 
classes—those who still have a little 
and those who have a little still. 


There are more Packards run- 
ning on Bowser-Served gasoline 
than on that served by any 
other make of pump. “Ask the 
Man Who Owns One.” 


Crandall at Home Office 


During the middle of Novem- 
ber we were pleasantly surprised 
one day to find in our midst one 
W. V. Crandall from the beau- 
tiful town of Kansas City. 


W. V. CRANDADLL 


And like his beautiful city, 
he was all “‘spruced up.’’ New 
suit — new necktie — Oh Boy! 
Looked like he just stepped out 
of a band box. 


George Allen Makes 
Another Good 
Sale 


Again we take pleasure in 
mentioning a nice piece of work 
done by George Allen. 


He sold a large paper mill a 
layout that consisted of seven 
115’s, three 550-gallon tanks, 
one 10,500-gallon type C tank, 
one 1,200-gallon type B tank, 
six fill boxes, track, cradle and 
barrel drainer. 


Paper mills are a good line to 
work, eh George? 
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WHE pictures on the op- 

Il posite page show 
the 100% Bowser- 
ized and 100% Satis- 
fied Co-Service Oil 
Company Layout at Newark, 
New Jersey. 


This company purchased its 
first station at Branford Place 
and Halsey Streets from the 
Crew-Levick and at that time 
the station was completely 
equipped with pumps of ‘an- 
other make. A good Bowser 
salesman replaced these with 
Bowser pumps and the effect 
was such that today the entire 
layout is 100% Bowser. 


This company is equipped 
with two 10,500 gallon bulk 
storage tanks, their tank wagon 


Be Independent 


A man in a Massachusetts 
town who operated a roadside 
filling station and sells acces- 
sories, made a disadvantageous 
contract the other day. He had 
been selling one brand of gaso- 
line and switched to another. 
He lays a drop in sales amount- 
ing to 1,000 gallons a month to 
the switch. But his hands are 
tied because he cannot switch 
back until his contract expires. 
All of which might have been 


avoided, of course, if he owned 


Wwithcapacity, Ol le oUUsoallons 
is the largest in the state of New 
Jersey. Station Number 1 is 
equipped with four 102’s and 
two 10I1’s. Station Number 2 
Nas=fOuR: OD swand+twomlOles: 
Station Number 3 at Montclair, 
New Jersey, has four 101’s and 
Soe 26. s: 


‘The pumps in Station Num- 
ber 1 have been in use for two 
and a half years, and according 
to Mr. Smidth, President of the 
Co-Service Company, they have 
not spent one cent for repairs 
outside of one new length of 


hose. ‘he entire layout is one 
which represents quality and 
service. Bowser is proud of the 


Lastallationmas a1sy Oe. Geabuce 
who handles this account. 


his own dispensing equipment 
and could put into it the kind 
of gasoline that sells best in his 
neighborhood. ‘here are times 
when it pays to be independent. 
—Automotive Merchandising. 


ahem bcss-e ln satraid “you, sate 
not qualified for the position; you 
don’t know anything about my busi- 
ness.”’ 

Woplicant = Dont I though Weel 
am engaged to your stenographer,’’— 
Boston Transcript. 


Speaking of beautifiers, what's the 
matter with soap and water? 
Thirty- 
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THE POOR BUSINESS BLUES 


Dedicated to Any One Occasionally or Continually Affected 


By E. C. MARSH, 
Assistant Manager San Francisco District 


HE inspiration of this 


ok title came as a result 


of some correspond- 
ox ence with one of our 

ZS best representatives 
who travels in a sparsely settled 
section of our great Northwest 
country, and who was once af- 


fected by our subject, but now 
fully recovered. 


‘The invitation to 
through the medium of ““The 
Bowser Man”’, the livest sales 
organization in 
America, comes un- 
solicited though not 
altogether unwelcome 
to one who has car- 
ried -a grip in the 
‘“sticks’’ and who ap- 
preciates what it 
means to go for days 
without wetting a 1. 
pencil, and _ thereby 
acculating a cracking fine 
dose of the Poor Business Blues. 
We all get that way at times and 
it occurred to yours truly that I 
might prescribe for you an anti- 
dote which some times works 
for me (another case of judging 
others by yourself, but realizing 
what a high standard has been 
set for our accomplishment can 


address 
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you blame us for a little egoism 
in this one respect). 


Now then, any man who can 
write a ‘‘mournful business all 
gone to the dogs’’ type of a let- 
ter, and who then goes out and 
closes the week with $600.00 or 
more in good business has had 
the blues and gotten over them. 


Should you get into the for- 
mer class and be unable to jump 
into the latter on short reflec- 
tion, try this. Lay down the 
grip, forget business, 
go home if practical, 
take friend wife or 
sweetheart to a good 
dinner, go to a show, 
forget the world and 
what makes it go 
around, and enter in- 
to the joy of living 
for a few hours. 
Thus you will kick 
yourself out of the rut and start 
the new day forgetful of yes- 
terday’s discouragements and 
fully confident of today’s pos- 
sibilities. 

Having thus delivered myself 
of the serious portion of my 
subject, please be patient and 
continue with me while I en- 
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deavor to make this article 
worth reading from the stand- 
point of our worthy Sales Man- 
meager, 


I admit that selling goods is 
just one darned fight after an- 
other, the keenness and alertness 
of your mind against the other 
fellow, but if you will always 
pick a slow-thinking prospect 
you can keep ahead of him 
and beat him to the door. 


Salesmanship is a science, and 
not a weird and mysterious 
magic as supposed by some less 
schooled in our art. Neither 
are sales the result of unscru- 
pulous trickery by one mind 
over a less brilliant one. 


From creative sales you are 
going to derive your greatest 
and keenest satisfaction, and by 
far, your largest income. Com- 
petitive deals are more com- 
monly encountered and really 
represents your easiest road to 
sales contact. Creative sales are 
harder to become accustomed to, 
but in them your ability will in- 
crease in direct ratio to your ef- 
forts. They will grow upon 
you until success stamps you as 
a top-notcher among high grade 
specialty salesmen. Business 
created by this type of salesman 
ultimately whips his territory 
into such shape that competitive 
business is scarce, with the net 
result that the order writer or 
salesman of the general compet- 


itive type soon passes up that 
territory. The main point. is 
the creative salesman sells the 
trade before conditions force 
them to go shopping. 

I have in mind two salesmen, 
both very capable, covering sim- 
ilar territory, one has to date 
closed more than twice the 
amount of business of the 
other, and the latter’s business 
is by no means insignificant, but 
represents a good volume. The 
big producer is a creative sales- 
man and the other is not. The 
one makes business, where the 
other does not see any. He gets 
people to go into the filling sta- 
tion business, he prevails upon 
storekeepers to handle kerosene 
and gasoline, he convinces the 
hardware man that paint oils 
can be handled as big money 
makers, and he creates in the 
mind of the man now handling 
oils the idea of handling in a 
more practical and economical 
manner. Most competitors are 
traveling the road of least resist- 
ance, and mighty few salesmen 
in the tank and pump industry, 
with the exception of some of 
the Bowser men, are doing any 
creative sales work. They all 
are looking for the man who 1s 
in the market and when they 
find him a dozen or so other 
salesmen have found him as 
well, with the result that they 
then have a competitive deal on 
their hands. 
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Apropos the foregoing, our 
ideas can be no more forcefully 
expressed than in the following: 
“When new thoughts are 
created intelligently and con- 
scientiously, construction fol- 
lows, the result is a feeling of 
confidence in the salesman and 
a feeling that a service has been 
performed, and when a genuine 
service is rendered the question 
of competition does not arise. 
In other words, goods must be 
sold and not bought, that your 
client may justly look upon you 
as an authority.” 


Bowserites Rough It 


A. little’ 2-roughine = sitiae 
party’ was pulled off one week- 
end in November, when R. H. 
Mauk and F. L. Lechler enter- 
tained at their cottage at Clear 
Lake, a number of Bowser men. 


‘The Bowser Man has gotten 
smatterings of the party that 
have floatd around the office. It 
was stated on good authority 
that Lee Johnson stepped out 
and shot a rabbit before the rest 
of the fellows could get out of 
his car. 


The second member of the 
‘game’ family netted an owl 
that flew out of the fireplace 
when Mauk started up the fire. 
It was captured with a landing 
net, without any fatalities. 


Forty 


Page 


Admitting that we _ have 
handled this subject in a mas- 
terly fashion, if this article has 
not proven to be the finest little 
bit of diversion which you ever 
ran across, and doesn’t send 
The Poor Business Blues flying 
sky high, replacing old man 
Gloom with a whole flock of 
little joys whenever you read it, 
if perchance you consider it 
worthy of a second reading, will 
you please cancel my reserved 
seat in the Hall of Fame and let 
a good man have it? 


) 


As the sages have it, there was 
grub enough to feed an army— 
prepared beforehand by Mrs. 
Mauk and Mrs. Lechler. Satur- 
day night was quiet at the lake 
except for the entertainment 
which Paul Lawther furnished 
by snoring a duet. 


The ride home Sunday night was 
especially enjoyable, according to those 
who rode home in the car driven by 
L. E. Porter, the Barney Oldfield of 
the crowd. They say that Lew Por- 
ter can make 60 miles in nothing flat 
and does his best running after dark 
on a narrow, freshly graveled road on 
which traffic is comparatively heavy. 


The party was attended by E. D. 
Eggiman, L. E. Porter, F. R. McKay, 
H. C. Storr, D. G. Milligan, F. L. 
Diehl, H. M. Bowser and his son Van 
R. H. Mauk, Ed O'Rourke, P. W. 
Lawther, F. L. Lecher, I. L. Walker, 
R. R. Dooley, L. F. Johnson and 
R. L. Heaton. 
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HOCKENJOS BUYS MORE BOWSER 
OUTFITS 


‘Twas over twenty 
yeats ago—back in 
WO Ole to {bes<exact, 


that T. D. Matthews 
sold J. J. Hockenjos, 


of Newark, New Jersey, their 
first Bowser Paint Ofl Outfit. 


OG US. SEegi{e), 
WS IM ay, akaval 1 OUM6, 


Every year or two a Bowser 
salesman would place a couple 
more outfits with the Hockenjos 
Paint Store, until finally they 


TOE 


The Original 


And that first outfit evidently 
gave satisfaction because our 
record card shows that they or- 
dered more equipment in 1902, 


Installation 


had the splendid installation 
shown here. If our count is 
Co pre ct, ‘thisy picture. shows 


thirty-six Bowser outfits. 
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The New Battery at Elizabeth 


‘This year the Hockenjos peo- 
ple established a branch store 
over at Elizabeth, New Jersey, 
and of course the new store, like 
its parent, had to be Bowser- 
equipped, and so C. C. Burt, of 
New York City, sent in the or- 
der for the new store, which 
covered eight one barrel 109 
outfits, one 115 outfit for tur- 
pentine and four one barrel 63's. 


‘The record card in the file of 
our statistician says nothing of 
their appreciation of Bowser 
pumps, but the fact that they 
have been buying Bowser-built 
equipment for over twenty years 
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seems to us to be a silent testi- 
monial of complete satisfaction. 


All over the world Bowser 
has customers like this —cus- 
tomers who have ordered again 
and egain. Most of these big 
installatons have usually been 
built up by adding a couple of 
additional pumps each year, and 
this fact should inspire Bowser 
salesmen to keep in close touch 
with old customers and induce 
them to add more equipment to 
take care of their ever increasing 
needs. 


A paint store that has bought 
its first Bowser outfit is a very 
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fertile field for more equipment, 
for none of them care to con- 
tinue with the old ‘‘can, barrel 
and faucet’’ system after they 


have once experienced the con- 
venience, cleanliness and ac- 
curacy of handling their “‘liquid 
gold’ through Bowser equip- 
ment. 


SELL FOR BOWSER AND YOU SELL 
FOR THE LEADER 


Epiror’s NotE:—A great many of our very best salesmen have been brought 


ito our organization by our own wien. 


Zn 1924 we will materially increase our 


sales force in ordertto meet the requirements of our ever increasing lime. If 
you have a friend—a good salesman—a high calibre man—a winner—a man 


who is eligible, 


call this advertisement to his attention. 


You will be helping 


him and your company and will earn the gratitude of both. 


Sell for Bowser, and you'll 
find folks are glad to see you. 


Sell for Bowser, and you'll 
find yourself looked on as the 
service representative of the 
leader in the pump-and-tank in- 
dustry. 


Sell for Bowser, and you'll be 
a steady money-maker in a field 
that’s getting bigger every 
month—where opportunities 
are as yet unlimited. 


Sell for Bowser, and you are 
in business for yourself—for we 
give our men their exclusive 
fields, and help them as no other 
pump manufacturer has ever 
helped its men. 


Plan to ‘Sell for Bowser’ in 
1924, and make more money. 
Plan to be in our January class. 
Learn about pumps and tanks— 
about the one complete line of 
gasoline and oil outfits for 
garages and filling stations. 


Hear successful Bowser money- 
makers tell how they get orders 
—see them demonstrate the out- 
fits. “Talk to men who are on 
the Bowser ‘“‘Honor Roll” year 
after year. Get acquainted with 
thes old man 7°52 F. Bowser 
himself, who made the first 
self-measuring pump ever built 
and still can sell with the best 
of his men. 


Plan to “‘Sell for Bowser,”’ 
by registering for our January 
Sales Course. We have 1924 
territories open for a few of the 
livest men we can find. Are 
you one of them? Don't delay 
—wtrite today for application 
blank, details, booklets, etc. 


Address Sales Desk _ for 


prompt attention. 


First Rooster: ‘‘What’s the matter 
with MVirss Lechorn? - 

Second Rooster: “Shell shock. 
Ducks came out of the eggs she was 
sitting on.” 

-three 
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“SELLING BOWSER PUMPS TODAY” 


By P. W. LAW THER; 
Manager Central Oil Company Sales Dtviston 


ELLING Bowser 
pumps as simply the 


COEF best pumps on earth, 
Hy manufactured by the 


ise oldest and _ largest 


manufacturer in the industry, 
and talking only of their qual- 
ity and their exclusive features, 
and the policies of S. F. Bowser 
© Company, will not get many 
orders today. 


Now, don’t think that I am 
Notes Wea te oand 
proud of our repu- 
tation —-it means 
more to me than 
mere words can 
convey. 


—{ 


Knowledge of 
your line is essen- 
tial. You must 
know all that is 
possible for you to 
know about Bow- 
ser pumps and P. W. 
tanks. You can- 
not know too much, but simply 
knowledge of your line will not 
get many orders today. It is 
not possible for you to know 
too much about Bowser pumps 
and tanks—their origin — the 
methods of their manufacture 
the quality of materials used 
—their different uses, and in 


LAW THER 


fact every detail of our equip- 
ment, and our sales proposition 
must literally be at your ton- 
gue’s end, yet, it is possible for 
you to talk too much about 
what you know. 


A great many sales have been 
lost by salesmen who over- 
talked technicalities, while air- 
ing their superior knowledge of 
our line, and making the pros- 
pect feel keenly his ignorance of 
Bowser equipment. 

More sales have 
probably been lost 
by our salesmen 
who really did not 
have sufficient 
knowledge of our 
line to answer 
some leading ques- 
tions put to them 
by the prospect. 


These are the 
two extremes of 
knowledge of your 
line. In sales work you must 
avoid all extremes. Avoiding 
extremes, knowledge of your 
line and not over-talking tech- 
nicalities, will help to get orders 
today. 

The one great thing Bowser 


salesmen need today is ideas. 
You must sell ideas with your 
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pumps and tanks. Help your 
customers improve their busi- 
ness and make them make 
money. You will then get or- 
ders, and orders, and more or- 
ders. Pumps and tanks are 
things to be sold, but there are 
ideas to be sold with them. 
Study your line, get new ideas 
from the trade and pass them 
along. Certainly, I think you 
should talk about our equip- 
ment, but remember the pros- 
pect is interested more in what 
our pumps and tanks will do for 
him, than in what they are. 


‘The prospect is going to 
spend his money, so get out 
your pencil and figure it with 
him—show him the returns on 
his investment. You know that 
today, when competition is keen 
and everything is sold on a 
close margin, the prospect is 
thinking of saving every nickel 
possible and it is up to you to 
show him his yearly cost to own 
a Bowser, rather than the pur- 
chase price. If he says you are 
$70.00 higher than the next 
best equipment on the market, 
show him that 6% interest on 
$70.00, per annum, is only 
$4.20, therefore, his investment 
in the best, is only $4.20 per 
annum higher than the next best 
and look what he gets for the 
$4.20. Complete satisfaction in 
every respect, the pride of own- 
ership, the service that goes with 


the best, and a small mainten- 
ance cost that really in itself 
blots out the $4.20 per annum 
entirely. It would be better for 
him to buy the cheapest junk on 
the market rather than buy the 
next best because if he bought 
the junk his loss would not be 
so great when he discarded it 
and bought the best, which he 
will eventually do, if you as a 
Bowser salesman of today, do 
your part. 


On account of the changes in 
business conditions, brought 
AWOUL IIe tem aSGsLOULmOr sive 
years, salesmen in all lines of 
business were virtually placed 
in the melting pot caused by the 
conditions as they are. Before 
they were thrown into. this 
melting pot they were stripped 
of all the past five years’ cus- 
toms, conditions and _ habits. 
The melting pot roasted some 
of the salesmen to a crisp, 
others emerged the better for 
the burning. 


The business conditions to- 
day are keeping this melting pot 
in full blast. New salesmen are 
being thrown in with the old 
and the finished product that 
emerges from this melting pot is 
the salesman of today. He is 
full of ideas and he is not only 
trying to get the business on the 
surface, but every day he is 
creating business. 


The thing for you and me to 
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do is to see just where we stand, 
invoice ourselves, get abreast of 
the times and pick up our grip 
and get to work as a Bowser 
salesman of today, remembering 
at all times that it takes real 
work to put it over. 


’ said the conscien- 
‘tell me why I punished 


“‘Now, my son,’ 
tious father, 
you.” 


“That's it,’’ blubbered the boy, in- 
dignantly. ‘‘First you pound the day- 
light out of me, and now you don’t | 
know why you done it!’’—Specialty 
Salesman. 


FOLLOW THOSE INQUIRIES 


a vv WHEN the Home Office 
Wee} turns an inquiry from 
. a customer to you, 
don't put it aside for 

another day.—get 
right on it. You are on a ‘‘hot 
trail’’ and if your nose is good 
it won't be long until you are 
“barking treed.”’ 


“sales hound” 
ought to be “‘quick on the trig- 
ger’ if he hopes to get the “‘bag 
limit’’ every day he is out after 
game. 


Every good 


When a prospect takes the 
trouble to write us—surely he 
is interested or he would not 
spend postage and take his time 
to inquire. And for the sake of 
comparison, he has _ probably 
written to other pump and tank 
manufacturers, and the result is 
often decided by the cannibal’s 
motto: ‘First Come — First 
Served.’ If the other salesman 
gets there before you do—he 
may get the order and when you 
arrive on the scene of battle a 
week later the grapes have been 
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picked. “Then you have spent 
your time and money going to 
see a ‘“‘has been.’ You come | 
back to camp with the usual 
fisherman's luck. 


We have a great many sales- 
men who jump at every inquiry | 
—and with some of them an in- | 
quiry means an order nearly 
every time. [hose territories 
that are most closely worked 
produce the fewest inquiries— 
and you can bet your last cent 
that the salesman who works his 
territory close never passes up an 
inquiry until it gets cold. If 
a considerable number of in- 
quiries are being referred to you 
by our office you ought to see 
the handwriting on the wall and 
get busy. Your territory is not 
as closely worked as it ought to 
be, and perhaps some other 
salesman is getting the business 
which, for every reason, ought © 
to be yours, if you will but go 
out and nail it. 

Let’s follow those inquiries 
quickly. 


The Bowser Man 


if 


Ee His uly Begotten Son, 
cat Whosoever Believeth in 
Him Should Not Perish, But 
Have Everlasting Life. 

—John 3:16 
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Mr. Bowser’s ideals mark the difference between 
Bowser products and other goods—whether it 
be gasoline or oil pump, big tank or little, filter 
or lubricator. 


Those ideals insist that Bowser gasoline pumps 
be built with the centrifugal separator, instead 
of a wire-cloth strainer; that we use a meter 
that’s built like a watch, instead of a mere 
counter; that we cover the paint with a weather- 
proof spar. 


These are just a few features which you may 
not notice at first—but which do make a super- 
fine pump. 


All his life Mr. Bowser has worked to his ideals. 
They have made manufacturing hard, but they 
have produced a quality product. “Today the 
things that bear Mr. Bowser’s name measure up 
fully to his high standards, and we are going 
to see to it that they always do! 


We pin our faith on the “Old Man” and his 
ideals—-which explains why Bowser pumps and 
Bowser tanks are so everlastingly good—so good 
that human ingenuity can’t make them better! 
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Our goal for 1924 1s twelve million 
dollars. To sell a million dollars’ 
worth of pumps and tanks each 
month means that we must get off 
with a flying start. No other time 
could be more appropriate than 
now. Let us all do our share to 
make January the first million dol- 
lar month of the new year. 


‘Tl. D. KINGSLEY, 
Sales Manager. 
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THE OUTLOOK FOR 1924 


Byron b. (DECHTEL, 
President 


Writing on this last day of 
the old year and looking back 
over the year 1923 with its 
problems of nationwide bust- 
ness and economic adjustments, 
and having in mind conditions 
as they were a year ago, one can 
have faith in the year 1924 just 
ahead. It seems that all students 
of economics are agreed that in 
general considerable progress 
was made in 1923 and the gen- 
eral business structure is on a 
much more substantial basis 
than a year ago. 


Bowser &% Company has also 
made substantial progress in the 
year just closing. Our books 
will close today with approxt- 
mately $10,000,000.00 of sales 
for the year, by far the largest 
in the history of the Company. 
This is the result of untiring ef- 
fort and work on the part of all 
the organization everywhere, 
and we want in this connection 


to express our appreciation and 


thanks. 


During the year also, our line 
has been improved and enlarged 
and is the most complete and 
most perfected line of equip- 
ments for handling oil and gas- 
oline ever offered: This, to- 
gether with our specialized sales 
plan, offers an opportunity for 
each and every salesman to ma- 
terially increase his productivity 
and earning for 1924, and with 
the bright outlook in general in- 
sures next year being still larger 
thane Joe 


We often hear someone say 
‘this’ or that looks bad and 
will interfere with business and 
especially that the Presidential 
election will cause a slump as it 
has in the past, but a study of 
the past does not show this to 
have any foundation in facts. 
There is no reason to expect that 
the election in 1924 will have 


Pee Le Hereere 


lehe 


any serious effect on business 


conditions, and we can look 
forward expectantly, knowing 
that hard and _ conscientious 


work, common sense, right liv- 
ing and thinking and faith in 
God—those fundamental ele- 
ments of success which make for 
prosperity generally, will oper- 
ate in 1924. It is up to us in 
large measure, and we can each 
of us achieve in the New Year 
about what we may wish, if we 
are willing to pay the price. 


So first let us set our goal as 
individuals and then put the 
necessary I hought, Work and 
Fath back of it to make it cer- 
tain. IT CAN BE DONE. 


Bowser &% Company believe 
just that, and with a full con- 
sciousness of some problems 
ahead, have faith that 1924 
will be still bigger and better 
than 1923 has been, and the 
sales quota for 1924 will ac- 
cordingly be $12,000,000.00. 
We are expecting that each sales- 
man in setting his individual 
goal will include a_ sufficient 
sales contribution to enable the 
Company to reach its quota in 
1924. If everyone does this and 
then all get behind the resolu- 
tion, it will be accomplished. 


We sincerely wish you and 
yours material prosperity, but 
more especially do we wish 
those more satisfying blessings 
of health, realization of duty 
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well done, love of dear ones and 
friends, and the consciousness of 
being in right relationship to | 
God. 


Let’s all make 1924 the fin- | 
est, biggest and happiest of | 
years! 


- Bowser Sales Force 
Growing 


The advertisement headed | 
“Sell for Bowser and You Sell 
for the Leader’? which was re- | 
produced on page 43 of the | 
Christmas Number of THE | 
BOWSER MAN has brought in | 
scores of applications and the 
various managers are now select- | 
ing some good strong timber for 
the enlarged sales organization. 

Several of the district offices 
have reported large classes form- 
ing for early January. Before 
Christmas Day Arthur Dorsch, 
the Fort Wayne District Man- 
ager, had over twenty men 
slated for his January class, 
which will fill every territory he 
has open. 

‘To the man who can sell and 
who will work, Bowser offers 
greater Opportunities than ever 
before in the history of the 
house. If you know of a man 
who is a high class specialty 
salesman and who would con- 
sider a better proposition, ask 
him to write to your district 
manager and enroll for an early 
sales class. 


deh 


Bowser Man 


OVER 4000 ATTEND BOWSER PARTY 


JHE second Bowser 


Ve Si 
| cally 


Santamn@lausm Party 
was given in the big 
tank shop on Friday 
a evening, December 
21. Over four thousand Bow- 
serites thronged the bigsshop to 
enjoy the program. - 
‘ihbeeSantay Claus: Party idea 
was started last year by the 


To the left of the stage on 
which the program was given 
was a 35-foot Christmas tree, 
decorated with 3500 feet of tin- 
sel and pop corn strings:.and 
lighted with 750 small electric 
lights. 

After the program the Bow- 
serites had a great Christmas 
Get-together. A thousand 


STAGE SET FOR THE CHRISTMAS PROGRAM 


Bowser Shop Control organiza- 
tion. The party this year was 
a big success from every view- 
point. The falling rain did not 
have any effect on the throng 
that gathered at seven o'clock to 
see Santa Claus. 


pounds of wieners and five hun- 
dred dozen buns, with 150 gal- 
lons of coffee were served to the 
revelers. Four thousand lolly- 
pops and 900 pounds of candy 
were given to the kiddies. 

The big gathering and the 
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good time will be remembered 
long by all who were privileged 
to attend the party. 


Potts Sells Varnish Tanks 


You read the recent an- 
nouncement that Earl Harsh- 
barger had been elected to the 
‘‘Hole-in-One Club’. 


Tom Potts up in Cleveland 
just goes Harshbarger one better 
by securing a life membership 
in the ‘‘Hole-for-Ten Club”. 


TOM POTTS 


Tom secured this. membership 
when he sold ten 1,670-gallon 
tanks to a large varnish manu- 
facturer. 


The initial installation of 
twenty-four tanks was sold to 
this company thirteen years ago 
and today they have ten more 
Bowser tanks which to us spells 
that good old word, ‘‘S-A-T- 
I-S-F-A-C-T-I-O-N.”’ 


The world owes every man a 
living, but it does not maintain 
a delivery service. 
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Crawford Makes Good 


Installation 


A fine visible station of which 
J. W. Crawford is exceedingly 
proud is located at 15th and 
Poplar Streets in Pine Bluff, 
Arkansas. 


The station is owned by T. 
N. Poss and is equipped with 
two Sentry Visibles and four 
Figure 62s and was sold by 
Crawford Fo Ce Was 


The 
Crawford and his son under the 
canopy of the Poss Station. 


Craw- 


above picture shows 


A nice installation, 


ford! 
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NEW YEAR'S RESOLUTIONS 


F you are discouraged 
with the way things 
d went in your life dur- 
wi] ing the past year; if 
: you have worked 
ania into a rut and you have 
an earnest desire to. make 1924 
a better year than 1924, there is 
no better time to make that de- 
cision than right now—the first 
ofthe year. 


The New Year will be ex- 
actly what you make it—your 
destinies are in your own hands 
—you can do a big business or 
a small business, which will be 
determined by the time you put 
in and the amount of gray mat- 
ter you exercise. 


Nature has endowéd you 
with a certain type of mind and 
a certain amount of physical 
energy. You have little control 
over what nature gave you, but 
you have absolute control over 
what you do with it. You can 
improve your mind by proper 
study and your body by recrea- 


An Enduring Act 


Wife (pleadingly) : ‘lem, vatratd, 
Jack, you do not love me any more— 
anyway, as well as you used to.”’ 

Husband: “Why?” 

Wife: ‘‘Because you always let me 
get. up to light the fire now.” 

Husband: ‘‘Nonsense, my love; 
your getting up to light the fire makes 
me love you all the more.” 


tion and exercise. ‘“[he disposi- 
tion of your time is another 
factor entirely in your own 
hands SYou do notehavesto 
punch a time clock in your job. 
You come and go as you please. 
But the amount of time you can 
combine with your mental and 
physical energy will determine 
your commission checks. 


If you want to make this 
year s earnings exceed your mark 
of the year just past then this is 
the time to make that resolu- 
tion. Let your first resolution 
be a Six Day Week and your 
second resolution a resolution to 
livesu pmtoethestirst. al bev ine 
creased time will result in in- 
creased returns for you and your 
increased earning power will 
make your stock in yourself go 
up a few points. Your family 
will benefit in the increase as 
will the company that employs 
yous 


Let's make every week this 


year a full Six Day Week. 


Home 
I give my toil in humble pride, 
To merit, when its end shall 
come, 


The love that awaits at eventide 


Within the open door of 
Home. 
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DALLAS MUNICIPAL GARAGE 
BOWSERIZED 


OL 


gay 
is 


Fay} MONG the municipal 

installations which 
Bowser has recently 
made we are proud 
to call attention to 


the Dallas Municipal Garage 
and the man who sold the 
order. 

The City of Dal- 
las" hasma bout a 


hundred Fords in 
use in the various 
departments of the 
city hall and prior 
to the installation 
of this equipment 
individuals were 
responsible for their 
cars. Each driver 
took his car home 
at nights and over 
Sunday because the 
city had no place to 
store them. 


Finally Dallas 


built a big munici- 


pal garage, which 
of course called for oil and gas 
handling equipment, and in 


spite of our higher price Bow- 
ser goods were selected, due to 
a good piece of salesmanship of 
R. E. Tomlinson, Dallas sales- 
man. He sold them an order 
that consisted of a 14,700 gal- 
lon storage tank with a 1709 
Rotary Power Pump, a thou- 
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1. TOMLINSON 


sand gallon 102 outfit and a 
special two compartment 300 
gallon truck tank upon which 
a 103 pump with four ten gal- 
lon 172 lube outfits are in- 
stalled. 

The city cars are now run 
into the municipal 
garage every night 
and are filled with 
gasoline and oil and 
any necessary re- 
pairs made. ‘The 
installation permits 
the city to secure 
the advantages of 
buying their gaso- 
line and oils in car- 
load lots. “The vari- 
ous cars are filled 
each night with the 
Figure 102 pump 
and when it is 
necessary they may 
be filled with the 
Figure 103 pump 
on the truck with- 
out difficulty. The truck is 
used in transporting gasoline. 
and oil to the fire departments 
in the various sections of the 
city, where in the majority of 
instances they have in use our 
five barrel 103 outfits. 

‘This is indeed a fine installa- 
tion and we wish to congratu- 
late “Tomlinson on making a 
good sale. 
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SHOWING A PART OF THE DALLAS MUNICIPAL LAYOUT—THE SMALL 
LRONe BUILDING IN) THE FOREGROUND HOUSES TH 
POW VER i UVic 


Does Any Bowser Man 
Know This Fellow? 


From Boston Office 


Sane wWase. DOtn. on a 
French steamer on the Yellow 
Sea, my father a native of New- 
foundland, my mother a Dane. 
What nationality am I? 


Jim: Without looking up 
your pedigree I should say 
“Yellow Dog.”’ 

—A Member. 


Safety First 


But for prohibition it wouldn’t be 
safe to drive on the streets and high 
ways. On the other hand, if we had 
the saloons, as in the old days, there 
would be fewer automobiles on the 
streets and highways.—Toledo Blade. 


You Said It 


Time enough for the United States 
to think of canceling those European 
war debts when her European creditors 
show some disposition to think of can- 
celing war.—Portland Oregonian. 
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BYWAYS OF THE COLLECTION 
DEPARTMENT 
By F. L. DIEHL, 


Manager Collection Department 


HE Collection Depart- 
ment is the one that 
winds up things 
after the sale is made. 
Making the sale is a 

getting the 


BD | 
difficult task and 
money after the 


goods have been 
delivered and in- 


stalled is also no 
small job. 

The Collection 
Department should 
be of vital im- 
portance to every 
salesman, as a close 
co-operation be- 
tween this depart- 
ment and the sales- 
men is of great 
benefit to both the 
salesman and the 
company: No ac- ae #8 
count is closed 
with the customer—no commis- 
sion is fully received by the 
salesman until the account is 
paid in full. 

It follows that anything 
which the salesman can do to 
help the Collection Department 
is in reality helping himself and 
hence’ the 


modern’ version: 
“God helps those who help 
themselves.’ We never solicit 
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DIEHL 


a salesman’s aid in collecting an 
account until payments begin to 
drag. When our letters and 
statements are ignored often a 
personal call from the salesman 
will straighten things out. It’s 
easy to disregard a 
letter and file it in 
the waste paper 
basket, but not 
quite so easy to 
look a man square 
in the eye and turn 
him down when 
you know he is 
asking for his just 
dues. And a sales- 
man who has the 
ability to sell our 
equipment is no 
slouch when it 
comes to collecting 
the money. 


In reading over 
the numerous letters received 
daily one must discount some 
statements and others are justi- 
fiable in making their com- 
plaints due to the fact that the 
salesman did not explain fully 
regarding the order. 

Here is where our difficult 
task comes in when we try to 
pick out those that are sincere 
in their contention from those 
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who are using this method to 
secure more time without letting 
us know they are hard pressed 
for funds. We are only human 
and sometimes we err in our 
judgment, but we do our best 
and when in doubt present the 
facts to you for suggestions, as 
we know that the salesman hav- 
ing once called on the customer, 
can be of a great amount of 
assistance to us in making a col- 
lection if they will only write 
us and give their impression of 
the customer, 


If it were possible for you to 
be at the Home Office and read 
over the mail that sets forth the 
numerous excuses why payment 
is not made, your heart would 
be touched by the appeals com- 
ing from those who have expe- 
rienced the loss of a wife or a 
husband, or it may be a child. 
Then others have had expenses 
such as hospital and doctor bills 
that make it impossible to pay 
just at that time, and we apply 
the Golden Rule, “Do unto 
others as we would they do 
Unto wus, insofar as business 
will permit. 

There are others that try to 
put us off with excuses that do 
not warrant further time and in 
such cases we insist that they 
live up to their contract, even 
going so far as forcing the issue 
through an attorney. 


This will in a measure ex- 
plain why some accounts are 


not closed as soon as you think 
they should be; however, you 
can rest assured that we have 
your interest at heart and are 
doing our level best so that you 
at benefit financially from the 
sale. 


We have the best salesmen 
that ares on™ thes roadsandethe 
finest sales organization in exist- 
ence, which makes our work 
with the Company a pleasant 
task. 


Eichelberger Sells Cement 
Mills 


W. F. Eichelberger recently 
closed a fine order for a large 
cement mill in Alabama which 
was.-afl outstanding factory 
order for the month. 


He sold an order which called 
for ten Fig. 109 outfits to han- 
dle the several kinds of lubri- 
cating Oilsthat sare usedwinea 
cement mill. 


This fine order should re- 
mind Bowser salesmen that a 
great deal of oil is used in the 
cement manufacturing process 
and that they are fine prospects 
for our equipment. Have you 
been passing up any cement 
mills? 


“‘She is false to our club, that girl.” 

“What now?” 

“Here we are selling kisses to raise 
money and she’s bootlegging ’em free 
in the conservatory.’’—Judge. 
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SELLING THE DOMESTIC FOREIGNERS 


Mp ILRDS of a feather have 
} a tendency to flock 
together and the ten- 
dency applies not 
only to the feathered 
creatures. Human nature, re- 
gardless of nationality, ts about 
the same the world over but 
there are some things peculiar 
to the foreign trade in our coun- 
try that interest the Bowser 
Salesman. 

‘The foreigners of our country 
are inclined to be clannish, they 
have their own little settlement 
and colonies, they all know 
each other and are in the habit 
of looking up to one particular 
man as the leader of their clan. 

This characteristic can be 
taken advantage of by the Bow- 
ser salesman but he must work 
very tactfully. 

WE Grooms of St. Louis 
recently related an incident that 
iseaatypical case in point, He 
knew a certain Italian in the 
Italian section of St. Louis and 
had been trying to sell him a 
pump. His prospect was timid 
and seemed afraid to venture 
and he told Grooms to go up 
the street and see Angelo Le- 
vetto. Grooms sold Angelo a 
pump and Angelo told him to 
see another friend and so things 
progressed until he had sold 
seven pumps and then he re- 
turned to his first prospect, who 


queried, “Well, what did An- 
gelo do?’ ‘‘Why he bought a 
pump, see here’ ’—-and he showed 
him Angelo’s order and the or- 
der of the other six Italians. 
Hihiswocospec tl shruccedmnis 
shoulders and said: “Well, by 
gosh, then you go send me 
pump, too, . and. so. Grooms 
rounded a nice day's business 
because he sold Angelo and he 
was looked up to as the undis- 
puted leader and so the rest fol- 
lowed suit. 


Piartyerchbold™ Woiecrome 


Manager, has been very success- 
ful in his dealings with the 
Dutch and Belgians. Archbold 
uses sales methods that are sim1- 
lar to those of Grooms. Some 
foreigners become offended 
when you try to sell them a 
pump on the strength of an- 
other kinman’s purchase, so 
Archbold will ask his Belgian. 
prospect: ““‘Do you know ‘Tim 
McCarthy up the street—I sold 
Nimn@asOUUlpe kes lois. ceelsbe 
Belgian shakes his head—he 
doesiisemerk Nowa Vic @ ant nae 
“Well do you know Pete 
Olson? = Again the prespect 
shakes his head. ‘Well Pete 1s 
a fine fellow—he bought one of 
these Bowser pumps.’ ‘Then 
cautiously Archbold queries, 
“Perhaps you know Jacques 
DeLodder?”’ ‘Sure I know 


Jacques; his wife is my cousin; 
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he knows me; you call him up 
some time and ask him about 
me.’ The sale is half made. 

Another Bowser salesman 
says he used similar methods in 
selling chocolate to the Greek 
candy kitchens several years 
ago. 

All of these good people need 
Bowser equipment; they take 
pride in getting good stuff; they 
are hard working people and 
save their money—they have 
the buying power and if the 
Bowser salesman will cultivate 
the foreigner in his territory he 
can cash in handsomely on his 
time. 


Daddy Dorsch Back on Job 


Daddy Dorsch, Store Sales 
Manager, has been laid up for 
several weeks with sciatica. He 
is back on the job now again, 
but we wonder how he got sci- 
atica at this time of year. We 
can see how a man could get 
sciatica from living in hip boots 
too much or from sitting on a 
moist river bank. But gosh— 
this is January and it’s against 
the law in most places to spear 
them through the ice. 


Really, ““A. W.,’’ we can't 
see any reason why sciatica 
should bother you until shortly 
after June 15th. 


If a skeleton had three feet would 
it be a bone yard? 
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Bowser Salesman Honored 


The Miami Realty Board re- 
cently showed its fine judgment 
when it elected Lon W. Crow 
as president of the organization. 


L. WwW. CROW 


The Miami Realty Board is 


a unique organization. It has 
a Division for Salesmen and one 
for Home Owners. It has 144 
active members and 75 associate 
members and we congratulate 
Crow—our own Miuiami sales- 
man—on heading such a live 
organization. 


An American officer related the fol- 
lowing incident: ‘‘While in the army 
I was accompanied by a sergeant that, 
to hear him talk, was one of the 
brainiest men Uncle Sam _ had hired. 
On pass one Sunday, a young woman 
we met on the street asked us if we 
cared to go to her house and have a 
cup of coffee. On arriving we were 
introduced to her mother, who made 
excuses in regard to her appearance. 

She remarked: ‘‘I’ll go and put 
on the percolator.”’ 

The sergeant said: ‘‘Oh, you look 
all right the way you are.’ 


Don’t howl if occasionally you get 
it in the neck; be thankful that you 
are not a giraffe. 
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BOWSER BUSINESS AS A BUSINESS FOR 
THE SALESMAN 


ByaweV.. CRANDALL, 
Kansas City Manager 


C i) main reason for se- 
Sed WES lecting such a~subject 
cus is that most every 

man that applies to 
our Company for a 
position as a salesman, is one 
who has had a varied experience 
in other lines of business and 


AS 


finds that he has been flounder- 


ing around more or 
less, mot getting 
anywhere much. He 
has now arrived at 
the time in his busi- 
ness career when he 
iseooking | for, a 
business for himself 
fo-enter into, that 
Wiveeo rane - him 
greater results than 
ever before and that 
those results for 
himself will be as 
great as he feels 
should belong to 
him. 

BOWSER BUSI- 
NESS, for any deep 
thinking, well meaning, am- 
bitious man, offers unlimited 
possibilities for the salesman 
who joins the Bowser organiza- 
tion. 

One must not only be above 
the average as a salesman to be 


W. Vs CRANDALG 


successful in the BOWSER 
BUSINESS, but he must be a 
good conservative business man, 
capable of exercising much keen 
business judgment, that is, if he 
is to be successful. 

There are a great many men, 
whos have, Say, a icapital” of 
$20,000 to start out with, who 
spend a great deal 
of time in selecting 
AMR DLS 1eS:Sa5 site: 
‘They will then buy 
themselves a home 
and take a great deal 
of time and go toa 
great deal of expense 
in getting themselves 
preperly located 
even before they 
epen up thevactual 
place of business. In 
most cases they will 
conduct their bust- 
ness at least two 
years before they be- 
Ging tos realize wany 
actual profit on the 
amount invested. 

We find that most of them 
work and worry a part of the 
night as well as part of the day 
in order to keep their business 
going and make all ends meet. 

When their business does be-. 
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gin to show them a profit their 
margins are usually limited and 
I would say a man who makes 
an actual 10% net to himself on 
his investment, would be con- 
sidered a very successful business 
man. [his applies to any legiti- 
mate business. 


Now, let’s take the BOW- 
SER BUSINESS AS A BUSI- 
NESS FOR A SALESMAN. 

It is well of course that you 
get properly located—that you 
should have a home—and it is 
very necessary that you either 
be, or arrange to be, a part of 
that community in which you 
live. 

You must establish yourself 
in the BOWSER BUSINESS to 
the same or even a greater ex- 
tent than in most any other line 
of business, and you must use 
keen business judgment in get- 
ting yourself properly estab- 
lished. 

You, of course, meet hundreds 
of people during the time you 
are moving about your territory 
and a great many who may be 
so situated that they might 
never be a direct customer of 
yours in your BOWSER BUSI- 
NESS, but it will be of great 
help to you in getting estab- 
lished, if you will cultivate those 
with whom you come in close 
contact, as they may be the 
means of assisting you in secur- 
ing a direct customer. You will 
find that every business man or 
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woman who, after knowing you 
and learning of your business, : 
and knowing the fine Company 
you represent, will be a booster 
for you. Why they should be, 
we all know, and there is no 
use taking up time and space in 
enumerating these many differ- 
ent reasons. 


‘The idea is that you are not 
only selling something that will 
make the owner satisfied, but 
you are placing something in 
the community which will be 
of some benefit to everyone of 
the population on account of its 
use by anyone who stores and 
dispenses oils of any kind. 


Your BOWSER BUSINESS 
is just like any other, that is, it 
will be as large or as small as 
you make it. 

You have been assigned a ter- 
ritory that is considered by those 
who know from actual experi- 
ence to be a good business pro- 
ducer, but it is up to you just 
how much you get of the 
BOWSER BUSINESS that 
there is on your individual ter- 
ritory. 

S. F. BOWSER & COM- 
PANY give youa bona fide con- 
tract covering all agreements by 
the Company and yourself as 
regards your business, also put- 
ting you in that position where- 
by you are protected and no one 
can come along and take from 
you that business which you 
have established and which has 
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been built up through your ef- 
forts. 

You have assistance and co- 
operation that is excelled by no 
other company in the world. 


There are a great many sales- 
men with the Company who 
have been in the BOWSER 
BUSINESS from ten te thirty 
years. These men aré still in 
the same business and a great 
many of them on the same ter- 
ritory that they began working 
on. Many of them have com- 
fortable fortunes all made in 
the BOWSER BUSINESS. 
This shows us that the BOW- 
SER BUSINESS AS A BUSI- 
NESS FOR THE SALESMAN 
is well worth while and will 
bring results to him who estab- 
lishes himself properly and in- 
telligently handles his BOW- 
SIBIRG BUSINESS on his terri- 
tory. 

‘The eter you stay and cul- 
tivate and develop your BOW- 
SER BUSINESS on your terrt- 
tory, the larger it will grow and 
the greater will be your returns 
from year to year. 


The average successful busi- 
ness man on an investment of 
$20,000, conservatively, should 
make ten per cent net or $2,000 
per year. He is considered to be 
quite successful if yhe does make 
an actual ten per cent net. 

Now in your BOWSER 
BUSINESS, stop and consider 
what you have actually in- 


vested. I am sure you will find 
that your investment is very 
small, taking into consideration 
the returns that it will bring, as 
compared with any other in- 
vestment bringing equal returns 
in any other line of business. 


Now, how much can we 
make from what we might say, 
with only our time invested. 


I am going to say that every 
man in the BOWSER BUSI- 
NESS AS: A SALESMAN 
should make at least $5,000 
gross per year. His net profit 
will be of course what he has 
left after spending what was 
necessary to take care of his 
business during the year. 

I am sure you will agree with 
me when I say there is no other 
business that offers such large 
possibilities for the amount in- 
vested. 

In order for our BOWSER 
BUSINESS to be successful, we 
must figure on spending some 
time on a territory in cultivating 
it and getting ourselves estab- 
lished and then developing our 
business. 

It cannot be done in one, two 
or three months, but I am sure 
you will agree with me it can 
be done in twelve months’ time, 
and that our BOWSER BUSI- 
NESS at the end of twelve 
months’ time will be developed 
to that extent whereby we will 
begin realizing a handsome 
profit on the amount invested. 
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But it is a fact that it will 
not take nearly so long to real- 
ize a profit from our BOWSER 
BUSINESS as it will from most 
any other line of business. 

Now let’s all just stop and 
think of the wonderful op- 
portunities we have to build up 
and develop a business that will 
make us more money and give 
us duties that are greater pleas- 
ures to perform than we might 
possibly obtain from any other 
business in which we might 
engage. 

BOWSER BUSINESS AS A 
BUSINESS FOR THE SALES- 
MAN is the greatest of all. 


Maxey Calls Your Hand, 
Mr. Rand! 


I have read the challenge of 
Lars Rand of Minneapolis for 
sales at one station in that city, 
now) waeetor tellebinweoies 
REAL STATION and its sales 
the FIRST DAY it opened here 
in Shreveport, Louisiana. 

One of our local oil compa- 
nies here, the Calcote Oil Com- 
pany, just recently opened a 
new station here and the first 
day their gasoline sales went 
over 14,000 gallons and their 
lube oil sales were more than 
450 gallons. ‘This station is 
equipped with three 102-C-4s 
and three 65-gallon 172s: 

Of course there was a special 
inducement for that day as Mr. 
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Calcote gave a quart of oil free 
with every gallon of gasoline 
bought that day, but the sales 
at this station are running from 
750. to 1;,000° vallonstamedes 
right along and the station has 
only been open a little more 
than a month. Whiz me if 
you can! 


Ric Wve Ee 


Another Old Timer Back 


‘The sales organization is glad 
to welcome back to its ranks C. 
H. Davies, well known to the 
older men in the organization. 


Davies first associated himself 
with Bowser % Company in 
1908 as a sales correspondent 
and since that time has held va- 
rious responsible positions. He 
edited the BOWSER BOOMER in 
1911 and 1912, was twice man- 
ager of the Publication Depart- 
ment, in 1918 was acting man- 
ager of the New York Office. 
In January, 1920, he was made 
executive assistant and left the 
service in 1921 when he was 
developing factory sales in Chi- 
cago. 

Davies returns to the Com- 
pany as Manager of the Factory 
Sales Promotion Department: 
‘This department has been under 
the supervision of L. E. Porter 
since its inception, but now be- 
comes a full fledged division of 
the Sales Department under T. 
D. Kingsley. 
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INVENTORY 


By P. E. STOUFFER, 
Assistant to Sales Manager 


we approach the 
INew fey ear,” -[ *am 
wondering if every 
salesman realizes the 
importance of taking 
inventory’? Not of his house 
hold effects do we speak, nor the 
contents of his safety de- 
posit box at the bank, but his 
own personal hold- - 
ings, consisting of 
forceful appeals and 
convincing argu- 
ments, which, when 
cut loose at the right 
time and «place, sell 
Bowser goods. 


Every business con- 
cern of .any conse- 
guence takes annual 
inventory. - It’s im- 
portant; it’s neces- 
sary. It’s the one big 
Bcheckeup of ‘the. year. No 
less important should it be with 
us as individuals. While ours 
is the task of selling the prod- 
ucts of the company we repre- 
sent, we have to use our own 
ability to turn the trick. “There 
it is, that’s 'it—that’s what we 
should use as the ‘barometer for 
our personal survey: ability. It 
is not necessary to go before a 
vocational expert for diagnosis. 
You know how you “‘stack up”’ 
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as a salesman—you know your 
weaknesses, your faults and the 
attributes to success or failure. 

Is it not therefore a natural 
conclusion that reasonable time 
should be devoted next year to 
the development of your ability 
as well as to direct selling? 
Good dividends will result from 
this worth while in- 
vestment, 


Ouse oo my. ais 
based along the lines 
of the Doctor of Chi- 
Fopractice  —hles says: 
“remove the cause 
and the disease will 
takemeare Ol mitselie 
W exclaimet bate 
reasonable amount of 
time is spent in de- 
veloping those ele- 
ments which tend to 
mentally enlighten and uplift 
us, our sales will correspond- 
ingly increase. 

Far too many of us take our- 
Sel veSusa  Oumecranicd,. aSOmmLO 
speak. We say, “Oh well, I'm 
just what | am and ‘thats all 
there ise tOmit. i Oo late ato 
change now—I can’t study—l 
can’t improve—can't teach an 
old dog new tricks.’’ Gentle- 
men, don’t forget Mme: Scheu- 
mann-Heinck was 40 years old 
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before she and the world knew 
she could sing. 


One way of telling how 
much time should be spent in 
self-development is through 
careful analysis of your monthly 
commission statements. 


S. F. Bouser %& Co., 
Fort Wane, Ind. 


sirs your salesman Mr. S——+- 
was working this_ teretory 
around the 20 if febuary and 
came to my place of buisness out 
of gass and clamed that he had 
a brake down in his rear sistum 
which cost him 30 dolars, and 
ask me to let him hav som gass 
as the brake had taken all of his 
money and he would reseve his 
expense check on the foloing 
saturday or monday and would 
come and pay mee, hee was at 
my place a few days before that 
and [| baut som patch matrel 
from him and he was here a 
time or to after but on the dates 
he was pay he never shoed up, 
and he skiped me for seven 
gakons of gass which is $1.75. 
if you advance him expense 
money cant you send me a check 
and deduck this amount from 
his expense check. 

respecfly 
R. C. Fathling. 


You can't 
putting it off. 


put anything over by 
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A Square Man in a Square 
Hole 


The man is J. C. Juthe, who 
works under the Boston Office. 
Juthe is a new man and when 
he first went to work for Bow- 
ser he was assigned to a terri- 
tory in New Hampshire. He 
worked several weeks without 
making a sale, was discouraged 


AAG! 


JUTHE 


and ready to resign. He came 
into the Boston office, had a 
long talk with Luhman, got a 
new grip on himself and from 
the first day on he began pro- 
ducing business and in less than 
three weeks he had sold eighteen 
paint oil outfits—over $2,500 
worth of business. 


This is just another example 
of a new man going out and 
making good after he had found 
himself and gotten on the right 
track. It’s a mighty nice piece 
of work, Juthe—you should be 
a paint oil specialist. 


“How do you find the pump and 
tank business?’’ 
“By going out after it.”’ 


a” 


The Bowser Man 


THE PANORAMA OF PETROLEUM--- 
COL. DRAKE’S FIRST WELL 


Reprinted by special permission from Fuel Oil 


PAJHEN Col. Drake 

y drilled the first well 
that was ever~drilled 
to produce pétroleum 
hes dids one, of. the 
world’s history making deeds. 
The well was insignificant in 
depth and production, about 80 
feet deep and production _never 
over twenty--five barrels a day, 
but it showed to a waiting de- 
mand how it could be satisfied. 
It was a good deal like the dis- 
covery of America by Christofer 
Columbus, Others may have 
landed on American soil before 
he did. He himself never 
reached the Continent and never 
knew that ‘he discovered a New 
World, but he was the first to 
demonstrate the fact that by sail- 
ing resolutely towards the west 
from Europe a new land could 
be found which his fancy fur- 
nished with all the fabled 
wealth of the Indies. 


Edwin L. Drake opened, in 
his turn, a new world, a world 
of automobiles, of airplanes, of 
kerosene lamps, of oil heaters, 
the new world ‘of petroleum. 
Drake was not an oil man, but 
there were no oil men as the 
term is understood today. Col. 
Drake, the title is entirely one 


of compliment, had been for 
some years a conductor on the 
New York &% New Haven Rail- 
toad. He had been obliged to 
give up his position because of 
ill health and was seeking some 
out-of-door employment, when 
he was recommended to the 
management of the Seneca Oil 
Co. as a fit person to superintend 
the drilling of the first well. 
Drake arrived in ‘Titusville, 
Penn., the latter part of Decem- 
ber, 1857, and proceeded to 
make an inspection of the land 
and surroundings. He visited 
the salt wells in the nearby 
towns and finally returned to his 
principals. Anewcompany was 
formed but never fully organ- 
ized, to go ahead and drill the 
well, Drake was to be presi- 
dent and the owner of one- 
fortieth share of the stock. The 
stock was never issued. In May 
Otel 3ooyaGol. Drakes returned 
to ‘Titusville and began ar- 
rangements to drill the well. 
His salary was to be $1,000 a 
year, and he was furnished with 
$1,000 as working capital. 


Drake proceeded to put some 
oil pits in repair and went to 
work collecting surface oil while 
WaltilgwOr® the arrivaleoreed 
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steam engine and drilling tools. 
He actually shipped a few bar- 
rels of crude collected from the 
river. [he equipment failed to 
arrive and it was not until the 
following spring that he suc- 
ceeded in making a start. After 
engaging a number of men ex- 
perienced in drilling artesian 
wells, he finally secured the serv- 
ices of Wm. A. Smith, who, 
with his two sons as assistants, 
agreed to make the tools and 
drill the well. A small derrick 
and pump house were built and 
on May 20th, 1859, Smith 
with his assistants and the tools 
was at the location ready to be- 


gin. 


DELAYS AND TROUBLES. 


The work dragged terribly. 
Difficulties that today would be 
merest trifles, nearly caused the 
work to be abandoned. It was 
all new, there was nothing to go 
by. [he practice was to drill 
to the rock and there was con- 
stant trouble from the hole 
filling up. At last Drake sug- 
gested that an iron pipe be 
driven to the rock and 
method is still in practice. Then 
the work really began. It was 
slow. Money was scarce. “The 
shadow of the coming war be- 
tween the states lay over the 
land in the shape of great polit- 
ical turmoil. 


The work was continued 
only during the days and on 
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week days at that. But the re- | 
ward of persistence was at hand, | 
On the afternoon of Saturday, | 
August 28, 1859, the drill had 
reached a depth of 69 feet and | 
was working in a coarse sand. 
Suddenly the bit dropped into a 
crevice, but nothing was. 
thought of that and drawing 
the bit from the hole, the men 
quit work for the week. 


OIL IS FOUND. 


On Sunday morning, follow- 
ing his usual custom, Driller 
Smith went down to the well to 
see that everything was in right 
condition. Peering down into 
the hole, he saw a reflection of 
some liquid a few feet down, 
and fashioning a small bucket 
from some tin pipe he let it 
down and drew it up filled with 
crude petroleum. Ojl was in- 
deed found, and the test proved 
that by drilling, a production of 
crude oil could be developed. 


‘The world’s consumption of 
petroleum products amounts in 
round figures to twenty-five 
billion gallons yearly, and the 
beginning of the production of © 
the crude dates back to this little 
sixty-nine-foot well, whose 
greatest production, and that 
“on the pump,’ was twenty- 
five barrels daily. 

The records of the times say 
that Drake did not make a move 
to improve his opportunities. 
He sat and smoked and pumped 
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his twenty-five barrels a day, 
while leases on practically miles 
of surrounding property were 
offered him at his own terms. 
It is hard to understand what 
he could have been thinking 
about, to let such priceless op- 
portunities pass him by. He 
had had a varied and unsuccess- 
ful career. Nothing that he had 
done had made him more than a 
living. Clerk on a boat run- 
mimgon Lake Erie, clerk .in a 
hotel, farmer in Michigan, dry 


goods clerk in Connecticut-and | 


New York City, express agent 
and conductor on New England 
railroads, his career had been 
checkered and drab. 

His record .as a driller was 
mothing to’ be proud of, for 
wells had been drilled in’ search 
of salt water to much greater 
depth than the Drake well. It 
took him sixteen months with 
the aid of as good equipment as 
could be had and with the as- 
sistance Of Smith, an expert 
driller, to reach a depth of sixty- 
nine feet. He had done what he 
was paid to do and was content. 
His subsequent career was 
equally unfortunate. Leaving 
the industry in its infantile 
stage, he became a justice of the 
peace and subsequently bought 
oil on commissién for New 
York concerns. With his little 
profits, he became an investor in 
real estate and made some 
money in the oil boom. In 


1863 he took his modest fortune 
of $16,000 and moved to New 
York, where he formed a part- 
nership and attempted to deal 
in stocks. His money soon took 
wings, his health failed him and 
he was living in a cottage loaned 
him by a friend at Long Branch, 
when on a visit to New York 
he was seen by an old-time 
friend irom the Oil” Country, 
who gave him money for his 
immediate needs and promised 
further help. 


A ‘meeting was called at 


WMitusville: andes ethe» sum of 
$4-200 wads -subscribed and 
promptly forwarded to Mrs. 


Drake. The legislature was in- 
duced to make an appropriation, 
ANC itlee | One allan Wi lyon 
$1,500 a year was granted to 
Edwitie les Drakes for theatre. 
mainder of his life. He died on 
November 9th, 1881, the last. 
years of his life being passed in 
constant suffering, which he 
bore with great fortitude. 


‘|shes*natiemormeedwin. ales 
Drake is indelibly impressed on 
the beginnings of the world’s 
greatest industry. He lived to 
see its beginnings, but few even 
at the time of his death realized 
what leading part petroleum 
was to play in the development 
of human society. ‘hat great 
tale is still being told, but in 
the next story the tale of its 
early growth will be related. 
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Your Work 


How do you tackle your work each day? 
Are you scared of the job you find? 
Do you grapple the task that comes your way 
With a ccnfident, easy mind? 
Do you stand right up to the work ahead, 
Or fearfully pause to view it? 
Do you start to toil with a sense of dread, 
Or feel that you’re going to do it? 


You can do as much as you think you can, 
But you'll never accomplish more; 

If you're afraid of yourself, young man, 
There's little for you in store. 

For failure comes from the inside first, 
It’s there if we only knew it, 

And you can win, though you face the worst, 
If you feel you're going to do it. 


Success! It’s found in the soul of you, 
And not in the realm of luck! 
‘The world will furnish the work to do, 
But you must provide the pluck. 
You can do whatever you think you can, 
It’s all in the way you view it. 
It’s all in the start that you make, young man: 
You must feel that you’re going to do it. 


How do you tackle your work each day? 
With confidence clear, or dread? 

What to yourself do you stop and say, 
When a new task lies ahead? 

What is the thought that is in your mind? 
Is fear ever running through it? 

If so, just tackle the next you find 
By thinking you're going to do it. 


—Edgar A. Guest. 
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BOWSER FACTORY 


Following closely upon the 
heels of the announcement of 
an increased sales organization 
comes another evidence of Bow- 
ser's ever expanding business—- 
a new factory, warehouse and 
offices for the Pacific Coast Or- 


ganization. 


The new Bowser building 
will be a two-story concrete 
structure with 20,000 feet of 
floor space in which all type 
SC eanditype. B tanks-for the 
west will be manufactured. The 
building will be located at the 
corner of Brannan and Ritch 


Streets and will be ready for oc- 
cupation April 15th, 1924. 


FOR WEST COAST 


Bowser has occupied the same 
quarters in San Francisco for 
fourteen years and with the 
growing business things were 
getting cramped. The new 
building will provide a fine 
showroom with adequate office 
facilities, a place for taking care 
of repair parts and rebuilding 
Bowser pumps, and _ sample 
room for a large stock of equip- 
ment as well as a modern tank 
shop. 


The coast organization will 
close this year with flying col- 
ors and with the new facilities 
should render even better serv- 
ices to the people of the Pacific 
@oas@ineno 24" 


MAKE JANUARY A BIG MONTH 


In a great many concerns 
January is a dull month and it 
used to be with Bowser, but 
conditions are changing and the 
office looks to this month to 
bring in even more business than 
December. 


The holidays are now over 
and everybody is getting back 
down to earth and _ settling 
down to business. A_ great 
many people have been back 
home to see the folks; they have 
had a good time and are in a 
happy state of mind. ‘That's 
the time to sell them . Bowser 
pumps. 


Get your prospects to ‘‘shop 
early” for their spring needs so 
they will have the pump in- 
stalled when their business 
starts big in the spring. It is 
a great deal more pleasant to 
bury a tank in frozen ground 
than to wait until spring and 
dig through the mud. 


With the increased popular- 
ity of closed cars winter motor- 
ing is on the increase—winter 
sales of gasoline are increasing 
and more pumps are needed. 

Let’s sell them in January. 
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POST SENTRY ADVERTISES LIKE 
ROBINSON CRUSOE 


SEARCH through 
history reveals that 
advertising was prac- 
ticed even by the 
ancients. Ihe early 
Romans and Egyptians prac- 
ticed it by carving their adver- 
tisements in stone. ‘This has 
been revealed by the excavations 
made of some of the ancient 
cities. Later we read of the 
‘Town Crier of England, but the 


earliest of modern advertisers 
undoubtedly was _ Robinson 
Crusoe. 

Crusoe had a_ definitely- 
planned campaign. He wanted 


a ship—so he flung a shirt at the 
top of a tree at the highest point 
on his little island. “That, per- 
haps, was the first modern want 
ad. And he didn’t only run the 
ad once and then give up because 
there were no replies. As one 
garment frayed out from whip- 
ping in the wind, he changed 
copy and put up another shirt. 


Keep Still 


We are storage battery bootleggers. 
We give ‘em a drink—of pure distilled 
water when necessary. When your 
battery needs recharging or repairing, 
bring it around. We'll put a ‘‘kick’’ 
in it. We have a still. Of course 
it’s only a water still, but still it’s a 
still. 
Pa sé 
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Finally his ad was seen and a 
ship .answered and picked him 
up. Now, if it hadn’t been for 
that first want ad what would 
have happened? ‘The buzzards 
would have finally gotten 
Crusoe and the world would 
have been minus a good story. 


Our Post Sentry also has an 
advertisement at the top of a 
shapely post which fairly 
screeches ‘‘Gasoline.”’ With the 
“liquid energy’ neatly displayed 
in a clear glass bowl — what 
could be a better advertisement. 
It is just as effective as sampling 
in the sale of cookies and can- 
dies. 


Besides that it is° much 
cheaper for the filling station 
man to run his ad three times in 
Post Sentries than three times 
in Sentry Visibles. Let’s sell 
‘em Post Sentries for a while, 
until the printer gets his forms 
set for the Sentry Visible. 


The Young M. D.’s 
Comeback 


“So Eva threw over that 
doctor she was going with?’ 


“Yes, and what do you think? He 
not only requested her to return his 
presents, but sent her a bill for forty- 
seven visits.” 


young 
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New Quantity Pointers for 
Visibles 


In order that Bowser Visible 
equipment may be made to 
measure as accurately as the pis- 
ton type pumps a new pointer 
has been devised so that gasoline 
in the bowl can be measured 
with almost hair-line accuracy. 


‘The 


Pointer which is now being 
used on Visible Outfits uses a 


new inside Quantity 


piece of No. 16 WM’ music 
wire, nickel plated, four and a 
quarter inches long, to indicate 
the exact level of liquid. This 
wire is supported in such a way 
that when in position it is bent 
in plane parallel with the liquid 
to a smaller radius than the in- 
side of the glass bowl. When 
finally put in place the assembly 
is forced out against the inside 
of the glass bowl so as to par- 
tially flatten out the bend in the 
wire. The part of the wire then 
touching the glass shows exact 
level of liquid: Due to the wire 
touching the inside of glass 
bowl at exact level of liquid the 
parallax is broken so that the 
true level of the liquid shows 


directly in line with the wire. 
This prevents any guesswork 
whatever in regard to the read- 
ing at this point. 


Today’s the Day 

Today you are out selling 
Bowser pumps-—today is the 
day you are interested in. Last 
year you brought in a lot of 
business—but that was your 
yesterday. And yesterday is his- 
tory now—forget it—it’s gone. 
‘Today's the day. “Today is the 
day you are up and doings lic- 
day you are up to bat—tomor- 
row you may be lying flat. To- 
days. thedays tos hitethesball: 
Get that order today—tomor- 
row is only a possibility—it's 
a dream—it may never come, or 
if it does, you may not be able 
to take advantage of it. 

Yesterday is gone—forget it! 
‘Tomorrow is only a probabil- 
ity—don’t worry! ‘Today is 
here—today is a reality—today 
is the day to hit the iron while 
it's. hots = Y e,-verily= oday-s 
the Day. 


Careful Man 


A motorist meeting an old colored 
man trudging along the dusty road 
generously offered him a lift. 

‘No, sah, thank you, sah!’’ said 
the oldi-tman. 2 Ahereckon, mahwol; 
laigs will take me ‘long fast enough.” 

“‘Aren’t afraid, are you, uncle? 
Have you ever been in an automobile?”’ 

‘‘Nevah but once, sah,’’ was the 
reply, ‘‘and den Ah didn’t let all mah 
weight down.” 
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KANSAS CITY HAS 
Last month W. W. Gillette, 


Kansas City Service Supervisor, 
called a meeting of oil men, ser- 
vice men and salesmen at the 
offices of the Company in Kan- 
sas City in which he tried to 
establish a closer cooperation be- 
tween oil company men, sales- 
men and service men. 


The meeting was called to 
order by W. W. Gillette, who 
made a short talk outlining the 
purpose of the meeting. W. V. 
Crandall, Manager of the Kan- 
sas City District, delivered an 
address of welcome: 


Then followed a discussion 
of general service matters, led by 
W. W. Gillette, with demon- 
stration of the proper method of 
grinding a Bowser foot valve by 
W.S. Gardner, Kansas City ser- 
vice man, and a demonstration 
of ‘‘How to test and repair a 


SERVICE MEETING) 


Kansas City service man, and a_ 
discussion and demonstration of | 
various service matters peculiar | 
only to Bowser equipment by 
Harvey Mooneyham, Bowser | 
service man from Omaha, Neb. 


Short talks were made by 
George Fleishman, Manager of 
the Southern Oil Corporation; 
J. C. Taylor, of the Winters 
Oil Co.; Dustin Enloe, of the 
Interstate Oil Co., and W. H. 
Wilson of the Monark Oil Co. 


‘The closing address was made 
by L. F. Johnson, General Ser- 
vice Manager, of Fort Wayne, 
Indiana, who outlined the 
methods of manufacture of 
Bowser goods and explained the 
ideals and the policy of the 
Company. 


‘There were eighteen oil com- 
pany representatives present and 
these represented twelve different 


plunger’ by Mr. Fay Jones, oil companies. 
Be Sure Go Ask Papa 
“The man who once most wtse- “Go ask papa,’ she said 
ly said. When I asked her to wed. 
‘Be sure you're right, then go Now she knew that I knew 
ahead’ 2 y That her papa was dead: 
ay : And she knew that I knew 
see. sa have added this, The life: he ted teal 
: 5 Ie And she knew that I knew 
Be sure DO Cae aes before What she meant when she said: 
you guit. 


—Author Unknown 


“Go ask papa.”’ 
—The Yale Panel. 
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Don’t Be a Fool 


For it happens in the best 
of regulated organizations that 
men in all positions sometimes 
find things will not go just 
ment. and they are sorely 
tempted to quit their job. Any 
fool can do that ,but it takes a 
man to sit steady, and pull with 
a long firm stroke and _ steer 
carefully ahead. 

We have all discovered sooner 
Sumrater that life:is not ~ cor- 
tinuous easy coasting. _ We 
have experienced criticisms, dis- 
appointments and failures—but 
it’s never too late to begin again. 
If we would soar above the 
common level, we must carry- 
on; forget yesterday with its 
mistakes; and push with,greater 
enthusiasm. 

Bowser men, if you can but 
gain the victory with yourself 
when you are thinking “Oh 
well, it doesn’t pay—lI can’t go 
on’’; you will be able to make a 
surprising demonstration. With 
new power added to your deter- 
mination, you can create success 
with which no resistance can 
play havoc. You will appre- 
ciate the disappointment which 
mused you to-say Ill) quit,’ 
for it also caused you to say 
Siaiim@stay + and, taught. you 
that after all it was our own 
mental condition, rather than 
surrounding conditions, that re- 
tards or promotes our achieve- 
ments. ; 


Home Office Has Many 
Visitors 


Among the salesmen and 
managers who visited the Home 
Office during the holiday season 
THE BOWSER MAN lists many 
well known in the organization 
and several celebrities outside 
the organization. 

Among the celebrities we will 
page Jack Berry of Denver. 
Jack used to be a Broncho Bust- 
er for Buffalo Bill and later be- 
came United States Marshal for 
Wyoming. 

Ug mur bet ands @)an) oleae 
bree of the Minneapolis Office 
spent several days in the Home 
Office. Among the other noted 
visitors were C. M. Reynolds of 
Kansas City, KJ. Goodman of 
Detroit, W. A. Scott of South 
Bend, E. Steinhauser of Akron, 
J. B. Merritt of Wabash, Ind1- 
ana, Bill Sutton of Indianap- 
olis, Joe Homsher of Albion, 
Indiana, eW ally] Armstrong sor 
Chicago, W. R. Abbott of Cin- 
Giinlati a GroomsE Oleg 
Louis, Bert Bowser of Denver, 
Gus Willson of Philadelphia, R. 
Ss Golwellkor- New orkec sb: 
Prenchmomrn tlantay hia ke pale 
ford of Dallas, Jim Springer of 
Atlanta, Harry Archbold of 
Detroit, R. W. Gripp of Pitts- 
burgh, C. L. Hobrock of Mil- 
waukee, Kay Paulus of Boston, 
B. C. Thommson of: Peoria, 
Illinois, and W. V. Crandall of 
Kansas eit. 
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PROTECTING THE CURB PUMP 


F I had a curb pump,” 
wrote one of our sub- 
scribers, “Il surely 
would keep my ear 
close to the ground— 

especially that around the city 
hall. There’s no telling when 
an ordinance might be pushed 
through the city council prohib- 
iting them and ordering the re- 
moval of pumps already in- 
stalled.”’ 


The point brought up is one 
to which operators of curb 
pumps, particularly in the larger 
communities. should give sert1- 
ous consideration. They have 
an investment of around $1,000 
for each pump on the curb and 
a suddenly enacted law would 
cause them to lose a considerable 
part of their investment. Fore- 
warned is fore-armed. 


In a recent issue of a trade 
publication in the gasoline and 
oil branch of the industry, we 
note the prediction that the fu- 
ture of the gasoline and oil bus- 
iness is ‘‘in the drive-in station 
to practically the entire elimin- 
ation of the curb pump”. 


In the smaller places the fac- 
tor of congestion caused by op- 
erating a pump on the curb 1s 
not serious. In the larger cities 
congestion is one of the princi- 
pal causes of agitation for re- 
moval of the curb pumps. 
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There is also a fire hazard, 
but the extensive use of gasoline 
with a comparatively small fire 
loss attributed to it refutes that 
contention. 


As we said _ before, 
warned is fore-armed.’ The 
owners of curb pumps, realizing 
that the trend is away from 
them in favor of the drive-in 


‘“Fore- | 


station, will see to it that serv- | 


ice is given promptly to custom- 
ers, thus avoiding congestion as 
much as possible. 


‘They likewise will keep close- 
ly in touch with the law-mak- 
ing authorities, so that they 
may have opportunity to argue 
against the wiping out of the 
considerable investment they 
may have in curb pumps. 


If people are reasonably satis- 
fied with conditions, it is diffi- 
cult to get them to take united 
action for change. Hence keep- 
ing traffic moving along both 
streets and sidewalks, through 
prompt pump service, will tend 
to keep people satisfied and pro- 
tect the curb pump owner’s as- 
sets. — American Garage and 
Auto Dealer. 


“‘He who knows others is intelli- 
gent; he who understands himself is 


enlightened; he who is able to conquer | 


others has force, but he who is able 
to control himself is mighty. He who 
appreciates contentment is wealthy.’ 
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ONE AUTOMOBILE FOR EVERY EIGHT 
PEOPLE IN U. S. 


No. OF PERSONS 


PER MOTOR 

RANK VEHICLE 
PSA OTM Agee ear ieee we Siete: 
WRONG tee ry ee Seats 4.8 
peat Nebraska i). 2. e OM nme eas wed | 
Bee Sout es Lakotai-.». 0: Mian 5. | 
GMI AD SAS ESE eo) hee ah a yn ce as 5 4 
‘i. AGC Gretel he an ee ee 5.8 
f 2 (ONCRIOr A ess ieee eer ae Des 
PME Ciflameen ss) oe Finn. On 
CmemiViinnesOta. Shais. a tact. ek 38 Pe: 
RO VItCOIC an... an. ite es ans ee On3 
MMPI VOUMIN So. secant ce ee ae (a) 
Pee NC VACA Geese Se. hogs week 6.4 
Mere ASNINS LON he els 625 
Pee Nott Dakota. «oo. ccic: 0. als 655 
MEMEO Dome tt et 6.8 
MGM WISCONSIN (2.5 5-2 . 4-0 ce wt: 6.9 
ememicanomewcee oh eb 8.0 
ome VICLMONE: A. eas. kw le 8.0 
MeO) KlabOman as. Gece ce fa 8.1 
Pie List vOreOlumDia «16... « 8.3 
Pe NVOIS 7 Sy ee oo 
PR PEMINTAIN CMA hoe hos ae ce ee 8.3 
Pe OTIC Auer oe a we So 
ee IVITSSOUT Is Sass ce we es Orme 
Be mee visty lander 4s Fae 8.8 


No. OF PERSONS 


PER MOTOR 

RANK VEHICLE 
Ome WilOtita nay gate re ee 8.8 
LEN EVE OA eek ate e. ee ee 8.8 
Pte | CXAS ye lye nn Ae ees 8.9 
Uae, GCOnNCCtICU te rely seen att ee 9.0 
J Oien Delawateatwee 2cene yes eee 9.1 
Bile Ro OC ee Slants ames were 9.4 
Ore tal aroha tn © eked arene 9.1 
Do ee NeWe Llatipshire genes eae 92 
SA See Wo SOLSCVE Rattan. Sera 9.2 
jemel lassacOUSettses es a eee 10.0 
S OMMEEUN CNWsa GO fa Un rit se ae 10.4 
Sef age CANS IWANIAn me alates ae i: LOS 
GS Cem VCSt ee VAIL CIN acre an seca P2259 
3B Olen ViIT Cinta teen a See ce JES wate) 
AO aeeNOttiE CAaTOlnaw ee ame: 14.0 
4 Vee News ViexicOme me © itera: 14.1 
4 Dee INCOCUCKY mebieaaet te ee 5s, 
4a Lentiesseeu mare ce ure mead apne VA? 
4 ome |SOUISIAT eee ee eae V6 
A Dene SOUT RCAcOlmian suena ewe Leese 
A Ou GeOTeia saat: eo ae eae LoD 
Ave NTKANSAS@ | ns fee Se 20.4 
Ae sWVISSiSsIp Dae eee tee ae 2m 
4. Ove a baat: 2 aarse eae eee oe 26a 
jhotalaOnited Statesanme « 8.6 


The Lead-Off Man 


A clergyman, taking occa- 
sional duty for a friend in a re- 
mote country parish, was great- 
ly scandalized on observing the 
old verger who had been col- 
lecting the offertory, quietly ab- 
stract a fifty-cent’ piece before 
presenting the plate at the altar 
rail. 

After service he called the old 
man into the vestry and told 


him with some emotion that his 
crime had been discovered. 

The verger looked puzzled 
for a moment. Then a sudden 
light dawned on him. 

“Why, sit, you don’t mean 
that old half-dollar of mune? 
Why, I’ve led off with that for 
the last fifteen years!”’ 


A pedestrian is a chap who tries to 
interfere with the progress of auto- 
mobiles. 
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FREQUENT CHANGES OF OIL 
-SAVEMONEY | 


OU will remember ten 
years ago how motor 
car Owners were ad- 
vised to change the 
oil in their motor cars 
every thousand miles — and to 
add an extra quart of oil when- 
ever the sight glass showed the 
level in the crankcase to be be- 
low a certain point. [hen as 
automotive lubrication became 
more thoroughly understood 
motorists were advised to drain 
their crankcases every five hun- 
dred miles. 


In a recent article in Oil News 
William F. Parish, consulting 
lubrication engineer of New 
York City, says that for the 
most efficient operation of a mo- 
tor car the crankcase should be 
drained every 350 miles of trav- 
el in the summer and every 250 
miles in winter. 


Other supporting data Mr. 
Parish cites are of interest to 
filling station men, garage own- 
ers and the like because of the 
desire of the latter to be pos- 
sessed of the latest information 
regarding the best things for 
automobiles. Cars drained most 
frequently give better service for 
the least cost of repairs. This 
has ceased to be a platitude of 
the oil salesman and has been 
demonstrated by actual, far- 
Thirt 
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reaching, experi- | 


ment. 


painstaking 


“Instances are common in evy-. 
ery community,’ says Mr. Par- 
ish, “where drivers who have 
followed the instructions of oil 
and motor companies have had | 
to send their cars to the repair 
shop for overhauling at unrea- 
sonably short periods, all repairs | 
being the removal of bearing | 
surfaces worn out through 
faulty lubrication. | 


“Our fuel has undergone a_ 
radical change, but engine de- 
sign has not been altered in 
principle. It follows that the 
engine is unable to convert all 
of present day fuel into power. 
Not all of it can be formed into 
a dry gas which can be burned 
on top of the pistons. A por- 
tion of the fuel forms into chops 
which leak down into the 
crankcase and mix with the lu- 
bricant. The oil becomes thin 
if not drained frequently. And 
unless draining is frequent the 
mixture ceases to be a lubricant, 
and approximates kerosene. All 
of the wear on bearing surfaces 
can be traced to this mixture. 
With proper lubrication wear 
will not occur. | 


“There is a way,” says Mr. 
Parish, “‘to reduce repairs to a 
negligible degree. It is to drain 


ment. 
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and to 
Since the 


the engine frequently, 
use more new oil. 


short operating period will not 


permit of an accumulation of 
fuel the oil will remain thick. 
‘The prevention of wear in our 
millions of cars can be prevented 
by the revision of instructions 
issued by manufacturers and 
supply dealers. 


“The Journal of the Society 
of -Automotive Engineers con- 
tains the data gathered by com- 
mittees representing the oil and 
motor interests and the govern- 
‘These data show the ex- 
tent to which dilution of fuel 
oil and lubrication prevails. 
‘There should be no hesitation 
in accepting conditions that 
have been found to obtain. Ev- 
ery motor in the country using 
present day fuel is being lubri- 
cated with this mixture. 


ANNUAL COST. OF DRAINING 
SMALL 


lteisetorthe: interest of the 
motor owners to participate in 
the reduction of the nation’s 
great repair bill. It is to the in- 
terest of the motor manufac- 
turer that his cars operate for 
longest periods at least cost. No 
motor manufacturer wishes to 
have repair costs on his partic- 
ular car remain at/ their present 
unreasonably high figure. The 
refiner’s interest is identical. He 
wishes his oil to be a low oper- 
ating charge. He will sell more 


oil when motors are drained 
more frequently. 


“The cost of lubrication per 
car per annum is very small. 
Draining four times per thou- 
sand miles instead of once will 
not add two percent to the an- 
nual cost of upkeep. This silent 
increase in expenditure will re- 
sult in saving many times that 
sum in repairs.’ 


His First Trip 


As the parting instructions 
were being given, the fresh 
young salesman picked up his 
grip and started on his initial 


trip, Good lick to: you, ‘said 
his chief, ‘‘wire us important 
news. 


The following day this mes- 
sage was received: ‘‘Reached 
here safely, good room with 
bath, feeling fine.”’ 


The manager wired back: 
“So glad, love and kisses, good 
byes 


Hot Stuff 


A preacher was describing the ‘‘bad 
place’ to a congregation of naval ca- 
dets. 

“Friends,’’ he said, ‘“‘you've seen 
molten iron running out of a furnace, 
haven’t you? It comes out white hot, 
sizzling and hissing. Well 


The preacher pointed a long, lean 
finger AtuLtheslads: 
“Well,’’ he continued, ‘‘they use 


that stuff for ice cream in the place 
I have been speaking of.” 
three 
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SALUTE THE PUMP! 


Do You Know That a Gasoline Pump Is One of the 
Best Friends an Accessory Dealer or Garage May 


Have? 


, I suppose 
you are making 
oodles of money out 
of your. gasoline 

eA trade, with all these 
tourists passing through town?”’ 


Bill, who is the owner of a 
small, but cheerful accessory 
business in an Eastern Ontario 
town, scratched his head and re- 
plied in no uncertain tone: 


“Like the dickens I am! 
How can a man make any 
money out of a line that only 
pays about 15% profit?”’ 

Bill's interrogator was some- 
what taken back by this state- 
ment, as he had seen a continual 
stream of cars pulling up in 
front of Bill’s pump. 


‘How many gallons have you 
sold this summer, Bill?”’ 


“T dunno—don’'t bother with 
any special records,’’ was Bill's 
reply. 

His friend stepped up to the 
pump and scanned the dial 
which recorded the number of 
gallons sold. ‘They read over 
17,000 gallons. 

“Do you know how much 
money you have made this sum- 
mer?” 
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Figure It Out Yourself 


Bill shook his head. 


“Well if you don’t, I'll tell 
you. You've made in the 
neighborhood of $510, and the 


season is only half over.” 


This somewhat staggered 
Bill, as he had no idea that he 
had such a potential gold mine 
on his lot as that. 


“Well,”’ he replied, maybe I 
have, but that pump cost me 
enough to eat that up on one 


gulp.” 

‘How much, Bill?” 

“Well, in round figures, 
about $800.” 

“And how long will the 
pump last?” 


“Oh about 25 years anyway, 
they told me, if I took care of 
its 


Bill’s friend laughed. 
‘You're no financier, that’s cer- 
tain. Come here and I'll show 
you something to think over.” 


“Just to be on the safe side, 
let's say that the pump will 
only last 12% years. It cost 
$800 to start with. Now, if 
you put aside—let’s see—8% a 
year, or $64, in 12 years you 
will have put enough aside to 
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Now 


cover the original cost. 


Just to be liberal, we'll allow a 


7% interest on your investment. 
That makes a total of 15% per 
day to carry the original $800. 
Oren other) words; $120 a 


year. 


Now suppose you aré only 
selling gas 300 days a year. 
$120 divided by 300 is 40c a 
day. Now you will have to sell 
14 gallons a day to pay this, 
and all the rest is velvet. You've 
sold 17,000 gallons since April 
[see and is, now the end> of 
Wugust thats roughly 125 
selling days. Each day you've 
sold about 135 gallons with a 
profit of at least $4.00 per day. 
Take away your 40c carrying 
charge, and you have a nice little 
present each “day~ of $3.60. 
Have you anything in your line 
of accessories which will con- 
tribute as consistently to your 
bank account as that?” 


Bill shoved his cap a couple 
of points to starboard and then 
grinned. 


“They say that figures dont 
lie, but I’ve also heard tell of 
liars figuring, but doggone it, 
those figures of yours seem all 
above board to me. Guess I’ve 
been doing the little old pump 
of mine an injustice.’ 


This actually happened and 
perhaps could be duplicated 
many times. 


Many owners of curb pumps 
think that because the profit is 
small, there is not much money 
in the selling of gasoline, but 
although the profit may not be 
so huge, the turnover is many 
times greater than any line an 
accessory dealer may carry and 
it.is the rapid piling up of the 
small profit that counts in the 
long run. 


One does not have to ‘‘sell’’ 
this product, other than keep 
the pump neatly painted, and 
the surroundings clean. Little 
time is required to complete a 
sale, and what is perhaps the 
most important point of all—a 
chance 1s afforded to shake the 
hand of a prospective purchaser 
of a‘tire, asetiof tools or spark 
plugs. 

So do not make Bill’s mis- 
take and not appreciate the full 
value of your pump. It’s one 
of the best ballyhoos you could 
desire, for a business getter, and 
don’t forget that while filling a 
man’s gasoline tank, you have 
plenty of time to interest him in 
the purchase of more than “5 
gallons of gas and a quart of 


Oil = be rer Aulomonve 
Equtpment. 
Stop Thief 


A goat ate all our jokes 
And then began to run; 

“TI cannot stop,” he softly said, 
leamesonrulleon sn « 
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How fo Sell More 
Gas and Oil 


The above is a reproduction of the cover of our latest | 
advertising booklet. It is being read by filling station attend- 
ants and oil company presidents and certainly has struck a 
popular chord in better ways of marketing gasoline and oil. 
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To Our Good Pilots Buca * aud Che Uhiet 


4S ed ite taeil i 0 tence Oe Gol deat ne 


The Good Ship Bowser sails this sea and~ 
you are ils pilots ~ But now you are being 

«= quided by other pilots acrogs the maters on 2 
_ stnise of rest and pleasure and business ~~ ~ ~~ ~ 


Those of us who have had the privilege of bei members 
Oral nee nt ee Lyeyage 
on peaceful seas ~ ~~ ~ ~ 


: the Divine Pilot, who so pebs guides tach~ 
“a dag ever mith, you mae Maing yea safely inte 


port again ~ ~~~ — 

And. ns the shores of America grow dim im the distance, 
tony this knowledge be of comfort fo you: me here pledge 
to keep the wheel frur and steady on the course ahead ~ ~ 


The Common Stockholders ‘‘Bon Voyage’ to 
Mr. Bowser and Mr. Bechtel 
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The European Trip 


| September 29, 1923, 
on the great Ameri- 
can steamship Levia- 
than were two Fort 
Wayne men, bound 

gu opcwe Ort hee O)ld 

Mianwerttrewas) tie! thirdmtrip 

across the great) Atlantuc. For 

the younger man, our ‘‘Chief,”’ 
it was the first. Both of these 

Fort Wayne men, who head a 

great industry, were to land at 

Southampton, england... lo 

the older man it was a pleasure 
trip only; to the younger man 

it was purely business. 

The voyage to England was 
an extremely rough one all the 
way. The Leviathan encoun- 
tered a strong wind when but 
a few miles out at sea and the 
velocity increased until it be- 
came a hundred-milée-an-hour 
gale, which caused the white 
caps to run 35 feet high. 


Smoking 
Room, Showing the Fireplace 


A View of the Leviathan 


On the morning of October 
6 the Leviathan arrived at South- 


ampton, delayed twenty-four 


hours because of the high wind. 
Because of lack of information 
obtainable from the shipping 
company's offices, 


none of the 


The Leviathan Tea Room 


European officials was present 
when the boat docked, and so 
Mr. Bowser and Mr. Bechtel 
traveled by train to London. 
where they were met at Water- 
loo by R. G. Shulze, European 
Managing Director; H. E. An- 
derson, London Manager; G. 
Granger, Paris Manager; J. W. 
Morton, Assistant Manager, 
Condon a5 @ ab ae Greenwood, 
Publicity Manager, and George 
Komarek, of the Richardson- 
Phenix Division. 

The party drove straight to 
the Savoy Hotel, where a suite 
of rooms had been engaged. A 
huge bouquet of carnations had 
been placed in the room with a 
card bearing the words ‘“‘Greet- 
ings from the European Organi- 
ZatiOlee 
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N the following day, 
them p bat hb: Vie: 
Bowser and Mr. 
Bechtel attended di- 
vine services at St. 

Paul's Cathedral, the world re- 

nowned church which reaches 

404 feet heavenward. ‘Ihe aft- 

ernoon was spent motoring witn 

Mr. Shulze. ‘The opposite page 

shows St. Paul's Cathedral, just 

referred to, and the ‘“‘Cenotaph”’ 
where each year at 11 o'clock 
on Armistice Day hundreds of 
thousands congregate to observe 
the two minutes of silent tribute 
to those who made the supreme 
sacrifice. In the left hand cor- 
ner is Westminster Abbey, 
where a visit was made,to the 
grave of the “Unknown British 

Warrior.’ Here Mr. Bowser 

displayed great interest in the 

graves and monuments of some 
of the world’s most famous 
men. 


Westminster Abbey is one 
of. the principal churches, and, 
in a peculiar sense, the na- 
tional sanctuary, of England. 
It was originally the abbey 
church of a monastery founded 
in the reign of King Offar of 
Mercia, and reorganized by 
Dunstan in 917. In the Abbey 
are the graves of the two Pitts, 
Fox, Palmerston, Warren Hast- 


ings and other modern states- 
men too numerous to mention. 
In the poets corner are buried 
Chaucer, Spencer, Dryden, Gray 
and many other of England’s 
greatest poets. 


Below this picture is shown 
Buckingham Palace, London 
residence of the king. It is 
Bowser equipped, of course. 
Opposite is the Victoria Em- 
bankment. In the background 
is shown the Savoy Hotel, and 
Cleopatra’s Needle, a world 
famous monument weighing 
180 tons, which was brought 
intact from Egypt to London in 
1878. In the foreground is one 
of London’s famous _ paddle 
steamers which carry visitors up 
and down the Thames. 


Below is London's largest 
filling station, equipped with no 
less than twenty-one Bowser 
petrol and oil pumps. ‘The sta- 
tion is owned by the Blue Bird 
Motor Company and is cen- 
trally located. Where the black 
and white corrugated fence is 
shown in the rear, a three-story 
garage is under construction 
which will have “lock ups,”’ 
repair shop, paint shop, com- 
pany offices and reading and 
writing rooms for clients. [he 
garage will offer twenty-four 
hour service. 
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N Monday morning 
Mr. Bowser and Me. 
Bechtel visited the 
London offices of the 
company, where they 

were Tans to the various 

members of the staff. 


An address of welcome, copy 
of which is shown on thé oppo- 
site page, was given to Mr. 
Bowser, and during the presen- 
tation of this address, the pic- 
ture at the top of the. opposite 
page was taken, showing the 
management and a member of 
each. department chosen to be 
present at the presentation. 


In this letter of welcome the 
members of the London Office 
thanked Mr. Bowser for the 
many kindnesses they have re- 
ceived from him and as they had 
finally; been. favored with the 
long promised visit they wished 
him a hearty welcome, con- 
tinued success and good health 
and they assured him- of their 
continued and unfailing loyalty 
to the House of Bowser. At 
the conclusion of the address 
Mr. Bowser was presented with 
a solid silver inkwell as a fitting 
remembrance from the London 
organization. 


The picture shows, from 
left to right, in the front row— 


G. Granger, Paris Manager; R. 
G. Shulze, European Managing 
Director; S. F. Bowser, Founder 
and Chairman of the Board of 
Directors; Miss Alexander, of 
the Publicity Department; J. W. 
Morton, Assistant Manager of 
the London Office; Miss Collins, 
of the Order Department; Miss 
Wilkie, Head Stenographer, and 
A. Stutchbury, Mechanic. 


In the back row, from left 
to right—S. B. Bechtel, Presi- 
dent and General Manager; H. 
E. Anderson, London Manager; 
Miss Absalom, of the European 
Executive Office; J. Davis, of the 
Accounts Department; Miss 
Hall, of the Richardson-Phe- 
nix Division; O. Shepherd, 
Draughtsman; C. W. Taviner, 
Works Foreman and first me- 
chanic employed by Bowser in 
[91S and Baskiovey- ofsthe 
Order Department. 


In the oval is H. E. Ander- 
son, London Manager, ‘‘count- 
ing the orders.’ Below is 
shown the solid silver inkwell 
which was presented to Mr. 
Bowser by the London em- 
ployees. On the inkwell is en- 
graved this inscription, “‘Pre- 
sented by the London Em- 
ployees as a Token of Respect, 
Appreciation, and Loyalty, Oc- 
tober, 1923.” The inkwell 
now reposes on Mr. Bowser’s 
desk in his luxuriously fur- 
nished office in Fort Wayne. 
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~ Ss N ‘Tuesday morning 
| Mr. Bowser left Lon- 
don with Monsieur 
and Madame Granger 
for Paris, enroute to 
Rome, the eternal city. 


In Rome, Mr. Bowser, in 
company with G. Granger, saw 
all of the important sights of 
the ancient city. Mr. Bowser 
was especially impressed with 
St. Peter’s church, the largest 
and most imposing church in 
the world. 


This church was built over 
what was supposed to be the 
grave of St. Peter, one of the 
disciples. It is believed that St. 
Peter was crucified here in Rome. 
The first church was built on 
this site 300 years after St. 
Peter's death, was repaired again 
and again, and finally fell into 
tuins, >In the year. 800, the 
great Charlemagne, King of the 
Franks, received the Roman 
Crown in this church. 


The present building was be- 
gun in 1452, a short time before 
the voyages of Columbus. ‘The 
dome is 433 feet high, and the 
church is over 600 feet long. In 
the inside are-many wonderful 
objects of art: A/ statue of St. 
Peter is one of the most inter- 
esting. [he dome was planned 
by the celebrated Michel Angelo. 


In the oval below you see the 
Coliseum—the ruins of the 
largest theatre in the world. It 
was finished in the year 80 
A.D., was built in the form of 
a circle, with rings of arched 
brick galleries, on which were 
sloping rows of about 87,000 
seats covered with marble. 


In the lower left hand corner 
of the page is the ‘‘Arch of Con- 
stantine,’ one of the best pre- 
served structures of its kind in 
Rome. It was erected by Con- 
stantine after his victory over 
Maxentius in 311, when Con- 
stantine declared himself in 
favor of Christianity. 


‘The arch has three passages, 
adorned with beautiful columns, 
bas reliefs and statues. Its ar- 
chitectural features were mainly 
stolen from an earlier arch 
erected by Irajan as an entrance 
to his forum. How interesting 
the technique of this monu- 
mental pile. Its intense and 
lifelike realism and pathos are 
the direct lineal descendants of 
the earlier art of Pergamon, 
which produced such works as 
the dying Galatian. 


In the right hand corner are 
the ruins of the Roman Forum. 
The Forum was the common 
resort of the ancient Romans for 
business and pleasure. It was 
the political center, where the 
magistrates and the people met 
and elections were held. 
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WHILE Mr. Bowser was 

wey in Rome, Mr. Bechtel 
PAN || spent the week of Oc- 
: tober 14 on a tour of 
Holland and Belgium 
with Mr. J. H. de Groot, Man- 
ager of our Holland Office. 


Onthis trip a number of pic- 
tures were taken which we show 
on the opposite page. At the 
top of the page is a picture of a 
group of natives of Vollendam, 
Holland. Behind this “group 
you will notice Mr. Bechtel and 
Mr. and Mrs. de Groot. 


=~ Below, “to: the -left, “is the 
home office building of the 
Royal Dutch Shell, one of the 
largest oil companies in the 
world. The picture to the right 
shows Mr. Bechtel in the Flower 
Market in Brussels, Belgium. 
In the background will be seen 
the famous Hotel de Ville and 
the Guild Houses. 


The picture in the lower left 
hand corner shows Mr. Bechtel 
with Mr. and Mrs. de Groot, 
and in the background is the 
Peace Palace at the Hague, in 
which many treaties have been 
signed which have contributed 
greatly to the peace of the 
world. 


- President 


In the right hand cor-. 


ner are Mr. Bechtel and Mr. de 
Groot, before the Main Hall of 
Parliament, at the Hague. The 
picture in the center shows 
Bechtel, with our 
energetic Holland Manager and 
the charming Mrs. de Groot at 
the Central Station in Rotter- 
dam. 


Upon his return to the Home 
Office, Mr. Bechtel said that he 
was especially impressed by his 
ftip throush. Phe Land. of 
Wooden Shoes.’’ “The wooden 
shoes are only symbolic of the 
rural population, and Mr. Bech- 
tel entertains a very high regard 
for the business men of Hol- 
land. The men, he'says; ate 
shrewd, alert and progressive, 
with very keen minds and a 
broad comprehension of the 
commerce of the world.’ “The 
women of the cities are cultured. 
well educated, and chic in dress. 


It was raining during the en- 
tire tour through Holland, but 
notwithstanding that Mr. Bech- 
tel was shown through most all 
of the important cities of the 
little kingdom. Mr. Bechtel’s 
stay in Holland was one of his 
most enjoyable experiences on 
the entire trip. 
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A=) 1 the top of the op- 

‘] posite page we _ see 
our own Monsieur 
Gabriel Granger, 
Se} Paris Manager, smil- 
ing as he looks over the orders 
which his men brought in dur- 
ing the Founder's Month Con- 
test. 


In the upper left hand corner 
is a picture which was taken at 
the country estate of Mr. Gran- 
ger. In the front row are seen 
Mr. Bowser, G. Granger’s father, 
the delightful Mrs. Granger, and 
G. Granger’s mother. Behind 
are Mr. S. B. Bechtel and the 


Messrs. Granger. 


The picture in the upper right 


hand corner shows the ‘‘Old 
Manmeetae- Chief, °~ and: the 
Messrs. Granger in the Court 


of Honor in the Palace of Ver- 
sailles. Versailles is the capital 
of the Department of Seine-et- 
Oise, and is situated about twelve 
miles southwest of Paris. The 
palace dates from the year 1661, 
and its magnificence under the 
Bourbons made it unequaled in 
fame among all the royal resi- 
dences in the world. After the 
great war it. was in this mag- 
nificent palace that the great men 
of the world. met to sign the 
Treaty of Versailles. 


In the oval is a bronze bust 
of Napoleon Bonaparte, which 
the Paris organization presented 
to Mr. Bowser. Of Napoleon, 


John Holland Rose says, ‘‘He 
rolled the West in on the East 
in the greatest movement known 
since the Crusades, and finally 
drew the yearning thoughts of 
myriads to that solitary rock in 
the South Atlantic, and he must 
ever stand in the forefront of 
the immortals of human story.”’ 
The world pays tribute to Na- 
poleon as the General of Gen- 
erals, and Mr. Bowser counts 
this fitting gift as one of his 
most treasured mementos. 


The lower picture shows Mr. 
Bowser planting an evergreen 
on G. Granger’s country estate, 
where he was so royally enter- 
tained. [he Granger home has 
been in the family for several. 
centuries and the Senior Granger 
is a great lover of trees. At the 
birth of Mr. Gabriel Granger he 
planted a tree in his garden 
which now is silhouetted against 
the horizon. ‘The same was 
done at the birth of Mr. Robert 
Granger and Wilbur Granger. 
With these trees are associated 
some of the Senior Granger's 
fondest memories. Upon the 
occasion of Mr. Bowser’s visit 
to the old Granger home it was 
the desire of the Senior Mr. 
Granger to establish a living 
memorial to Mr. Bowser and 
accordingly requested him to 
plant the tree. 
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WOE evening of Novem- 

“ber 9th was without 
SRO OUibsa thew Gala” 
time of the Old Man’s 


stay in Great Britain. 


A dinner was arranged for 
the three winning salesmen and 
also the manager of the winning 
office for the Founder’s*Month 
Contest. a 
_ Mr. Bowser acted as host and 
was ably supported by Mr. 
Shulze, who acted as chairman, 
and from the menu shown op- 
posite, it will be noted_ that 
the items discussed were of the 
utmost importance to all pres- 
ent. 

Mr. Bowser’s speech was full 
Of senthusiasm and to many 
present it was the first time that 
the history of the Bowser Com- 
pany had been told from the 
lips of the actual founder. Deal- 
ing with the past, one could not 
help being very much impressed 
bythe stick to it dogma 
which enabled the Old Man to 
build up such a wonderful or- 
ganization. Ina jocular way 
he pointed out that now he 
considered he had earned a 
long holiday and had therefore 
handed the reins over to his very 
able lieutenant, Mr. S. B. Bech- 
tel, but he found that since the 
responsibility had shifted onto 
other shoulders “his. ‘vacation 
period had diminished instead 
of increased and three hours in 
two years had been spent at his 
country cottage. | 


The outlook of the future 
was optimistically dealt with 
and at the close of his speech it 
would have been impossible for 
any of his listeners to have left 
the room without having had 
their enthusiasm increased a 
thousand fold. 

‘The surprise of the evening 
was the presentation to Mr. 
Bowser of the whole of the or- 
ders secured during the “‘Foun- 
ders Month,” together with 
two artistically designed pages 
showing the photographs of ail 
the European Managers on one 
side and the three winning sales- 
men on the other. The whole 
was beautifully bound in book 
form suitably inscribed on the 
front. [his was presented by 
Mr. J. H. deGroot, Manager of 
the Holland Office. 


Another pleasing incident 
was the presentation by Mr. 
Shulze to the three winning 
salesmen of a bag containing 
prize money of American gold 
pieces, while Mr. de Groot was 
the recipient of a beautiful gold 
fountain pen, suitably inscribed. 


Suitable replies were made by 
eache) Of > thesyrecipients™, and 
speeches were also made by Mr. 


Subebechtela Mirek wearancer 
son and Mr. G. Granger. | 

A very happy evening was at 
length brought to a close with 
three lusty cheers for the “Old: 
Man”’ and an extra one for Mrs. 
Bowser. 
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This fine lot of orders secured during ‘‘Founders’ 
Month”’ and beautifully bound in Morocco leather 
was presented to Mr. Bowser at the close of the 
banquet to the three winning salesmen. 


In view of the dinner given 
and the fact that most of the 
management are married, with 
his usual kindly thought Mr. 
Bowser obtained the assistance 
of Mrs. Shulze to act as hostess 
for him and by this means he 
was able to invite the wives to 
a dinner party at the Piccadilly 
Hotel, prior to which a recep- 
tion was held to meet the ladies 
and we know he was as anxious 


to meet them as they were to 
meet him. After the dinner 
party a trip was made to see 
“Katinka’’ at the Shaftesbury 
Theatre. | 

Mr. Bechtel was not to be 
outdone with the ladies and 
very kindly had despatched to 
each of their homes, before they 
left for the party, a beautiful 
spray of flowers, which action 
was much appreciated. 
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JOR the voyage back to 
their native land, Mr. 
Bowser and Mr. 
Bechtel selected the 
White Star Liner 
Majestic, next to the Leviathan 
the largest boat afloat. The 
accommodations and ,appoint- 
ments on this great boat were 
quite as delightful as those on 
the great liner that took them 
to Southampton. 


Mr. Bowser and Mr. Bechtel 
sailed for New York on Novem- 
ber 14, and the return trip was 
perhaps not quite as eventful as 
the voyage over, because there 
was no great storm on the high 
seas to add interest to the long 
days at sea. A brisk wind was, 
however, in evidence on the en- 
tire return trip. 


The Majestic landed at New 
York on November 20th and 
after two days rest in New 
York, the two travelers returned 
to Fort Wayne, arriving at noon 
on Friday, November 23rd. 


After lunch. the big Bowser 


QD Key 
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}) 
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Family—office force, shop force 
and friends—-gathered in the big 
tank shop in the factory to bid 
welcome to the two returning 
travelers. D. A. Corey, Vice- 
President and Factory Manager, 
acted as chairman of the meeting 
and in behalf of the men in the 
shops bid Mr. Bowser and Mr. 
Bechtel a hearty “Welcome 
Home.”’ 


Mr. Bowser in his usual jocu- 
lar way told of the experiences 
which he and Mr. Bechtel had 
on the Leviathan during the 
storm. He said that although 
this was Mr. Bechtel’s first ex- 
perience in crossing the Atlantic 
that he was certainly a hardened 
“old salt’’ and was not bothered 
in the least with that malady so 
common on shipboard to those 
who are unaccustomed to the 
rolling waters. 


In a short address Mr. Bech- 
tel said that they had both en- 
joyed themselves greatly and 
that he found Bowser business 
in Europe satisfactory and saw a 
brighter outlook for the future. 
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BACK HOME AGAIN see 
IN INDIANA : 
— ERT GROSVENOR~ 
Back home agai" ees TOASTMASTER, | : 
diana. 4 tre / 
cates tha I oa tath HOM E COMIN GC DAVE COREY ~ | : 
j e \ ” 
The gleaming ipa a BAN UET WELCOME HOME” | 
gill shining DFM cme ° ser | | 
nthe sycamiores paheat TOM KIN 
ve reo un 2 WELCOME acute | 
eae fragrance MV OLE oes 
\ ad to roam. aa fe 
pa ase the moonlight TH EB pds Se 
\ onthe Wabash. “OUR TRIP” . 
: (ong ior my India home HELD AT THE NEW KEENAN HOTEL 
Then PORT WAYNE, INDIANA FOR MR SE. ree 
BOWSER AND MR. S.B.BECHTEL, eee TTT) 


MONDAY EVENING, NOVEMBER 20, 
1923 AT 7:00 PM. 


On Monday evening, Novem- 
ber 26, the common stockhold- 
ers of the company gave a home- 
coming banquet of welcome to 
Mr. Bowser and Mr. Bechtel at 
the Keenan—Fort Wayne's new 
hotel. 


H. J. Grosvenor, secretary- 
treasurer of the company, acted 
as toastmaster. D. A. Corey, 
vice-president and factory man- 
ager, gave a short talk “Wel- 
coming Home’’ the two heads of 
our business who had been away 
for five weeks. 


T. D. Kingsley was the next 
speaker, and in his talk he re- 
viewed the progress that had 
been made the past year. He 
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complimented highly the suc- 
cess which our salesmen have 
achieved under the specialized 
sales plan, calling especial atten- 
tion to the fine volume of kero- 
sene and paint oil outfits that 
had been sold in the past two 
months. In a joking way Mr. 
Kingsley said that the sales de- 
partment was now ready to O. 
K. the plans for a larger factory 
of which Mr. Bowser had often 
spoken to him, and suggested 
that the contracts for construc- 
tion be let without delay, as the 
salesmen in the field were “‘hit- 
ting on all six’ and that the 
coming year would be by far the 
largest year of sales in Bowser 
History. 
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He spoke of the new fields 
which the salesmen would ex- 
ploit in 1924 and in his closing 
remarks said: “While we were 
glad to loan our executives to 
the European organization for a 
while, we are more than glad to 
have them back, and in evidence 
of the pleasure which the whole 
organization—-factory em- 


ployees, office employees, and 
salesmen—feels, we now offer 
to you, Mr. Bowser, this big 
volume of “‘Home-Coming”’ or- 
ders which you will note have 
been especially prepared for this 
happy occasion. ‘lhrough this 
fine lot of orders the American 
and Canadian Salesmen extend 
to you the glad hand of “Wel- 


come Home.”’ 


T. D. Kingsley Presents the Greetings of the American and Canadian Salesmen 


From left to right—D. G. Milligan, Director of Foreign Sales: L. EH. 
Bowser, 
President and General Manager; T. D. 
A. Corey, Vice-Fresident and Factory 


Assistant General Manager, EN 
Board of Directors; S. B. Bechtel, 


Kingsley, General Sales Manager} D. 


Porter, 
Founder and Chairman of the 


Manager; H. J. Grosvenor, Secretary-Treasurer. 
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And so ended the recent European 
trip of Mr. Bowser and Mr. Bechtel. 
Full of pleasure to the “Old Man’’— 
full of profit to the “Chief.” 


Mr. Bowser and Mr. Bechtel extend 
their wholehearted thanks to our co- 
workers across the sea, who made their 
visit so enjoyable. 


To our American and Canadian sales- 
men go the thanks of our two execu- 
tives for the splendid business produced 
while the two leaders of our business 
traveled in foreign lands. 


Cry 
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SENSING READY BUSINESS 


Fifty-five inquiries last Monday—-good ones, 
too, and nearly all of them asking for price— 
each day last week brought more in goodly 
numbers—actually hand fulls of them—from 
all parts of the country and from all classes of 
trade—-particularly did we notice a great many 
denoting interest in kerosene outfits and nearly 
all asking for price. A big number were made 
on business letterheads, others came on post- 
cards of our form, but every one was full of 
genuine interest—no doubting it—and believ- 
ing our experience has enabled us to judge pretty 
well the sincerity of inquiries we would say we 
have never sensed ‘‘ready business’’ more plainly 
than our current inquiries indicate. 

1923 business has passed. Inventories have 
been taken, books balanced and profits for the 
past year determined. Maybe many you called 
upon during 1923 who put you off, finished 
1923 successfully and are now ready to order 
further. Our strong and thorough advertising 
—both trade paper and direct-by-mail folders— 
is convincing the trade that Bowser leads as 
never before. So we urge prompt and thorough 
working of your territory—comb it right—do 
not pass up a single opportunity. Help the 
company get that million a month—help the 
blue side of your account to look better and 
bigger. T.' D. KINGSLEY, 

Sales Manager. 
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SELLING THE CHIEP SENGRe 


By Tom Potts, 
Cleveland 


Gasoline! Gasoline!! 
You drive up to Sentry-''Square,” 
Give the pump a shot of atr— 


Gasoline! Gasoline!! 

BOWSER, BOWSER, SICK ’EM TOWSER, 
Gasoline! 

Gasoline! Gasoline!! 


When you want to fill-the-bowl— 
Simply touch Remote-Control, 


BOWSER, BOWSER, SICK ’EM TOWSER, 


Gasoline! Gasoline!! 
Gasoline! 
Gasoline! Gasoltne!! 


The World’s Best Pump twixt me and you 
Is Old Man Bowser’s 1 0 2; 


Gasoline! 


Gasoline!! 


BOWSER, BOWSER, SICK "EM TOWSER, 


Gasoline! 


ber |OME time ago I was 

taken to task by one 
qe of our fellow sales- 
ia men (who, I believe, 

2) is entirely too observ- 
ing in such matters), and it was 
then suggested by him that my 
old gasoline song should be dug 
out of the attic, dusted off a bit, 
and brought up-to-date. 


I beg, therefore, to submit to 
you the above three choruses. 
which can be added to the one 
I have already taught you, and 
this will have to suffice until 
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such time as our staff of design- 
ing engineers bring out some- 
thing still different, when Hes- 
senmueller and I will get to- 
gether and draft new words to 
fit the musical equipment pro- 


vided. 


Perhaps all of you do not 
know it, but the original gaso- 
line song is the product of our 
fellow co-worker and oil com- 
pany baron from the Pittsburgh 
District—Professor Carl Hes- 
senmueller. I have only at- 
tempted to revise it a bit, in 
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accordance with the develop- 
ment of our product, and in this 
revision it seems to me no part 
of it rings quite so true as the 
third or last chorus as above set 


forth. 


~ THE BOWSER MAN asked me 
(modestly) to say something 
to you through 
these columns on 
theses ube ct or 
“How I Sell the 
Chief Sentry.” 


The question in- 
volving the sale of 
this pump, there- 
fore, is but the 
natural develop- 
ment of the in- 
spiration imparted 
in the last chorus 
as above scheduled. 
First, sell yourself 
on it, and-the sales 
to your trade will 
follow as a natural sequence. 


I have not found it necessary, 
in the sale of this pump, to enter 
at all in long-drawn-out con- 
troversies with my trade. If 
you merely impress upon them 
the fact that our good old 102 
is the world’s pioneer enclosed 
type of 5-gallon stroke pump, 
which has successfully with- 
stood the rigorous demands of 
a most exacting clientele, and 
has done this constantly almost 
since the period that William 
Jennings Bryan first ran for 
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president, you will have gone a 
long ways toward establishing 
the cycle through which 102 has 
“carried-on’’ with its continuity 
of service. 


Should for any reason there 
still be a question in your mind 
as to your customer being un- 
able to grasp the 
situation as above 
set forth, you can 
of course sum up 
your proposition 
by getting across 
the point to him 
tira teen 0 2eesisara 
Wa aneda Good 
Puno: 


In the long time 
we have been 
janireltabisares leas 
pump, but few 
improvements, 
comparatively. 
have suggested 
themselves, indicating that it 
was just about right to begin 
with. Just as soon, however, 
as improvements were thought 
to be of real benefit to all con- 
cerned, they were promptly 
made, with the result that to- 
day our 102 Chief Sentry Pump 
comes about as near perfection 
as is possible to obtain. Inci- 
dentally, I am mighty glad we 
have reinstated the original cog- 
nomen ‘‘Chief Sentry’’ back 
again to this pump, where tt 
rightfully belongs. Somebody 
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tried vainly to make off with its 
good name, evidently for the 
purpose of applying it to some 
other model, but they could not 
get away with it for long—102 
was too insistent to be denied. 


When we stop to consider 
the vast number of Chief Sen- 
tries in service today, it is little 
wonder we are flabbergasted. 
According to our latest authen- 
tic statistical information, if all 
of the Figure 102’s now in serv- 
ice in this country were to be 
operated at once, they would 
pump, measure, record and filter 
in twenty-two minutes the total 
number of gallons of gasoline 
produced each day in the United 
States of America—and let me 
add that this observation was 
made just in advance of a mas- 


ter sale of 2,000 more ‘‘Chiefs”’ 
to a major oil company. These 
2,000 together with the one 


(only) I sold last week, will 
assist materially in reducing at 
least the number of seconds re 
quired in dispensing our na- 
tional gasoline supply. Hence, 
the twenty-two-minute refer- 
ence as above set forth has al- 
ready been reduced, I should 
say, by a full five or six seconds. 


Now boys, 1924 is going to 
be by far our biggest Chief Sen- 
try year. Of that I am sure, ab- 
solutely. Let us resolve, there- 
fore, that we will not place the 


burden of the sale of this pump 
upon just one or two or a dozen 
of our fellow salesmen. We 
can all do it with the aid of just 
a little extra personal effort and 
application, and when final 
summaries are announced on 
December 31st, we should all 
be proud to answer ‘‘Present’’— 
when our names are called. 


Editor's Note—In the Janu- 
ary BOWSER MAN you read a 
fine article by W. V. Cranda!l 
entitled “‘Bowser Business as a 
Business for the Salesman.’ 
Crandall pointed out that a suc- 
cessful salesman must stay on 
his territory and cultivate it and’ 
he can make his Bowser Business 
a big thing. Crandall knows 
what he is talking about—he 
did it. He was for years our 
representative in the State of 
Montana and for six years was 
one of the three salesmen who 
produced the largest amount of 
business—a Tabletcutter. Cran- 
dall did this in the sparsely set- 
tled state of Montana. 


For the benefit of our newer 
salesmen we would point out 
the success of Tom Potts. He 
started selling for Bowser in 
1908 in Cleveland. He has 
been in Cleveland ever since— 
he thinks Cleveland, talks 
Cleveland, lives Cleveland, 
knows Cleveland. And to walk 
through the business section of 


Man 


Potts’ 


Cleveland with him you would 
soon realize that nearly every- 
body in Cleveland knows Potts. 

Potts is a member of the 
Chamber of Commerce, Cleve- 
land Athletic Club, Cleveland 
Automobile Club, Cleveland 
eachts Clubs Exchange Club, 
Scottish Rite and Shrine. 

Every year he sends out to 
his host of customers and pros- 
pects a clever Christmas greet- 


When the Fun Started 


* Artillery Rookie (about to take his 
first lesson in horsemanship): ‘‘Ser- 
geant, please pick me out a nice gentle 


horse.’ 
Stable Sergeant: ‘‘D’ja ever ride a 


horse before’ 
Rookie: “No.” 


Sergeant: “‘Ah! here’s just the ant- 
mal for you. He’s never been ridden 
before. You can both start out to- 


gether.”’ 


1924 Greeting Card 


ing. He always keeps Cleveland 
aware of the fact that he is still 
Cleveland's Bowser Man. When 
a Cleveland man wants a pump 
he must think of Potts, because 
years of uninterrupted service 
and his wide acquaintance 
through his membership in vari- 
ous business and social organiza- 
tions, has made the name of 
Potts and Bowser as closely con- 
nected as ‘ham and eggs.”’ 


The Way He Won 


“I have 
life.”’ 

HTERtoo: s 

“Yet you are very successful.’’ 

“Well, you see, as soon as [| got 
the idea that luck would do nothing 
for me, I began to hustle.” 


always been unlucky in 


Sour Grapes 


We cannot change our nature, 
It is quite beyond our reach; 
If a girl is born a lemon 
She cannot be a peach. 
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WALKER ADDRESSES DRY CLEANERS 


On January 28th I. L. 
Walker, Manager of Clarifilter 
Sales, addressed the convention 
of the National Association of 
Dyers and Cleaners 
held in New York 
City. 

Walker spoke on the 
subject, “The Bowser 
Clarifilter,’ and dis- 
cussed all phases of the 
system, its efficiency 
and the best methods 
of advertising. Oa 

The electric flash 
Clarifilter system was displayed 
at the convention. The flash 
board shows the Clarifilter sys- 
tem as shown here and is fitted 


WALKER 


up with tiny electric bulbs 
which show the course of the 
gasoline through the filter, into 
the washer and out again. 

At this convention 
Bowser also distributed 
a new booklet, entitled 
‘Eliminating the Haz- 
ards of Static Elec- 
tricity in Dry Clean- 
ing Plants,’ by H. W. 
Biehl, of Peoria, Illi- 
nois. Mr. Biehl dis- 
covered that static elec- 
tricity in his plant de- 
pended upon the humidity of 
the rooms and every Dry Clean- 
ing Salesman should havea copy | 
of the booklet. 


_ The above illustration shows the operating principle of the Bowser Clarifilter. 
From left to right are shown the suction header, the circulating pump, the dis- 
charge header, pressure leg. the filter in the filter receptacle, the sight glass which 


shows the filtered fluid being discharged into the washer at the right. On the 
pipe leading from the washer to the master strainer, you will notice the single 
control valve. Below the floor, in the dark portion of the picture, are shown 
the pipe connections and in the iower right hand corner the circulating and 
clarifying tank. 
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BOWSER TO ENTER FARM FIELD 


NE of the greatest ad- 
vances in opening up 
apne warmarketis coz 


Bowser when he en- 
ters the farm field in an endeavor 
to sell the rural population of 
the United States safe and sane 
equipment for the handling of 
gasoline and oil. 


To point out the great possi- 
bilities in this field we would 
call your attention to the United 
States census of 1920, which 
showed that of the entire popu- 
lation of the country 54,203,- 
603 was city population and 
51,406,017 was rural popula- 
tion. Almost half of our popu- 
lation lives on the farm. 


Up to the present time we 
have only worked about half of 
the population. It goes with- 
out saying that our big market 
always has been and always will 
be in the big centers of popula- 
tion with their great industries. 
So far we have overlooked the 
farmer. We have skimmed the 
cream of the possible Bowser 
Business by getting it where it 
is most accessible. We have fol- 
lowed the path of least resist- 
ance. 


In 1924 we are going to 
sell to the farmer, and as an 
“opener” we will run some ad- 
vertising in the Farm Journal, 


which has a total net paid cir- 
culation of 1,144,148 copies 
each month that are distributed 
In every state in the union. It 
is known as our greatest na- 
tional farm magazine. We are 
re-enforcing this huge coverage 
of the farms with one state farm 
magazine, the Orange Judd 
Farmer, with a total circulation 
of 98,032, the bulk of which 
is concentrated in Illinois. This 
advertising will produce hun- 
dreds of inquiries which will be 
followed up by the salesmen in 
the rural territories. Proper 
direct-by-mail literature is now 
being prepared to support the 
farm paper advertising. 


Now the question arises— 
what use does the farmer have 
for our equipment and what do 
we have to satisfy his needs? 
Department of Agriculture fig- 
ures show that there are on the 
farms of the United States over 
two million passenger cars, a 
million and a half of auto trucks 
and over two and a half million 
tractors. [hey all need oil and 
gas. [he farmer needs both oil 
and gas for his farm lighting 
plants and for his gasoline en- 
gine. Lubricating oil is needed 
for all of the farm implements, 
especially the rapid working 
parts of the mower, binder and 
headers. In the great wheat 
growing area of the west, where 
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the combined harvester and 
thresher is becoming popular, a 
great deal of gas and oil is used. 
Besides the market for oil and 
gasoline equipment there is also 
a market for kerosene handling 
equipment. A great many trac- 
tors burn kerosene and a great 
deal of kerosene is also used on 
the poultry farms that do their 
own incubation—and most oi 
them do. 


The automobile, tractor and 
truck will of course be the three 
principal users of oil and gaso- 
line. It will be our aim to sell 
the American farmer equipment 
which will not only take care of 
his own individual needs, but 
equipment which will be an ad- 
ditional source of revenue for 
him. 

In the entire country there are 
2,478,552 miles of public roads 
and of this total over 300,000 
miles is surfaced road—paved or 
macadam. On these main ar- 
teries of travel live a great many 
up-to-date farmers who can be 
sold a 241 and a couple lube 
outfits to be installed on the 
highway in front of their place. 
‘Through this equipment the 
farmer, his wife and son can sell 
a lot of gasoline and oil, not 
only to the motorist who goes 
that way, but they can also sup- 
ply their neighbors who would 
rather buy nearby than go into 
town. At the roadside, beside 
this pump, the farmer can also 
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sell a great deal of produce— 
eggs, butter, honey, chickens and 
other poultry, fresh vegetables 
and such other products as the 
city dweller likes to buy fresh—- 
and know it’s fresh. And for 
these the farmer gets retail price 
—with no overhead. The mo- 
torist who stops to buy fresh 
farm products can be sold gaso- 
line and oil and he who stops 
for gasoline and oil can be in- 
terested in farm products. 


Now let us turn our attention 
to the farmer—not only as a 
prospect on the farm, but as a 
potential filling station owner. 
Nearly every farmer has an am- 
bition to retire some fine day, 
move to town and turn the farm 
over to his boy, or son-in-law. 
This farmer has some money 
saved up and needs something 
““light’’ to do when he moves 
to town. What is more pitiable 
than to see a retired farmer 
idle—a man who has always 
worked hard, suddenly with 
nothing to do. He is an ideal 
prospect to set up in the filling 
station business. 


If the ‘‘old man’”’ prefers to 
spend the rest of his days on 
the old homestead perhaps he 
has a son who has grown tired 
of the farm and wants to go 
into business in the city. Set 
him up in the retail oil and gas 
business—ideal for an inexperi- 
enced farmer's son. 


Any way you look at it there 


ish e: 


Bowser Man 


is a great undeveloped market in 
the farm field and in 1924 we 


are going out to sell the farmer. 


Advertising! 


The codfish lays a million eggs, 
While the helpful hen lays one: 
But the codfish does not cackle 
To show what she has done. 
And so we scorn the codfish coy, 
But the helpful hen we prize, 
Which indicates to thoughtful minds, 
igo gl OUI ER TIS 


Our 1924 Quota 


In his keynote message in the 
January BOWSER MAN, Presi- 
dent Bechtel set the 1924 quota 
at twelve million dollars. ‘This 
quota is a very reasonable one 
and there is every indication that 
we will reach it if every man in 
the field kicks in. ‘The figure 1s 
the same as that which the Old 
Man set for 1923, but we did 
not start on that basis until 
early summer. 

This year the quota is set in 
January and we have a definite 
goal to work for. The volume 
of business in January, 1924, 
was more than double that of 
theesame smonth.in 1923. If 
we could but keep up this pace 
twelve million would be easy. 

We are now filling up all 
vacant territories and with an 
increased sales force and close 
working we've got a good start. 

Twelve Million is the quota, 
men, and we expect to get it in 


Ee 


New Office for Milwaukee 


On January 14th Bowser es- 
tablished a new district office at 
Milwaukee with Carl Hobrock 
in charge. 


Cava HOR ROG 


Hobrock is an old time Bow- 
ser Man and needs no introduc- 
tion. He has lately been a spe- 
cial man selling Bowser equip- 
ment to oil companies in south- 
ern Wisconsin. [hey say that 
he has put so many Square Sen- 
tries into Milwaukee that the 
gongs on the street cars and the 
bells on the electric autos are of 
no avail because all of those 97 
bells drowns them out. 


Bowser % Company is look- 
ing for big things from Miul- 
waukee District Office and with 
some of the high powered men 
they have and more to be added, 
Milwaukee should be a big busi- 
ness producer. 


Cigars are in order, Carl! 
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THE PANORMA OF PETROLEUM--- 
ITS PEDIGREE AND CHARACTER 


(Reprinted by Special Permission From ‘Fuel Oil’) 


JN preceding issues the 
early history of pe- 
troleum has been 
briefly told. It was 
shown that it is an 
article that had been known and 
used from the earliest times; 
that it is to be had in many 
countries and had been used for 
a number of different purposes. 
That the demand for a better 
light had made the procurement 
of some substitute for the tallow 
dip and the lamp fed by animal! 
or vegetable oils so desirable 
that there was a world-wide 
search for some light-bringer. 


WHAT PETROLEUM IS 


The best prospect in the day 
of the Drake well was coal oil, 
oil from coal, or ‘“‘kerosene.’’ 
This was distilled from certain 
coals in considerable quantities 
and there were numerous re- 
fineries at work producing this 
‘kerosene,’ a trademarked name 
which has been ‘transferred to 
burning oil from _ petroleum 
along with the English term for 
the same ‘product which is coal 
oil. But the product of petro- 
leum crude was so much better, 
so much more easily refined than 
oil from coal that the plants de- 
voted to its distillation and re- 
fining, quickly were changed 
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over to petroleum refineries. 
The product continued to be 
sold under the name made popu- 
lar when the base of the product 
Was coal. 


A brief space may be profit- 
ably taken for a consideration 
of petroleum, its origin and its 
general properties. A _ scientist 
describes petroleum as “‘A nat- 
urally occurring liquid of great 
economic importance. It is like 
natural gas and asphaltum, an 
extremely complex mixture of 
compounds of hydrogen and 
carbon. Moreover, it contains 
many widely varying substances 
in small amounts—sulphur 
compounds, substances, etc.— 
whose exact nature is not al- 
ways clearly defined’’—the lat- 
ter part means that there is a lot 
about petroleum that nobody 
has yet found out. 


In an early law suit the legal 
mind stated that ‘Petroleum or 
rock oil is essentially composed 
of carbon and hydrogen and is 
a liquid, inflammable substance 
exuding from the earth. It is 
collected in various parts of the 
world, on the surface of the 
water, in wells or fountains, or 
oozing from cavities in rocks.” 


Petroleum is classed as min- 
eral oil because it comes from 
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the earth like many minerals 
and is different from animal, 
vegetable or fish oils. “he Ger- 
mans name it ‘‘earthoil’’ and 
this is a good descriptive name. 
As to its origin, much is guessed 
or better say deducted from facts 
gathered from observations of 
oil men and scientists. ‘The 
original theory was that it was 
a chemical product made by the 
passage of steam under pressure 
through bodies of minerals in 
the midst of the earth. A sub- 
stance that gives the same tests, 
at least in part, as true petro- 
leum, has been produced in 
laboratory experiments, but that 
Mother Nature made petroleum 
after this fashion is not sus- 
tained by the facts that are com- 
monly known to scientists who 
have studied the matter. 


ORGANIC THEORY OF ORIGIN 


The organic theory is the one 
that is commonly accepted to- 
day because it is best bolstered 
by proved facts. This theory in 
brief supposes that petroleum is 
the product of decomposed or- 
ganic matter, vegetable and ani- 
mal, under pressure and without 
the presence of air. [he great 
mass. of animal and vegetable 
matter in the ocean at the pres- 
ent time is sufficient to supply 
the material from which yields 
of petroleum equal to the pro- 
duction of many oil fields could 
be produced. In the prehistoric 
times the oceans, which covered 


a much greater portion of the 
earth than at present, were 
warmer in temperature and most 
prolifiic in the quantity of life 
that they contained. 


The origin of the great oil 
fields in Texas, Oklahoma, Kan- 
sas, Arkansas and Louisiana is 
explained in the following man- 
ner. At one time the body of 
water known as the Gulf of 
Mexico extended over all this 
area. It was a comparatively 
shallow body and into it swept 
currents of water similar to the 
Gulf Stream. In this water 
lived countless millions of an- 
mals and plants. ‘They lived 
and died and their carcasses 
dropped to the bottom, where 
they were gradually covered by 
sand. Then came a gradual 
rising of the land and into the 
shallow body of water flowed 
the beginnings of the Missis- 
sippi, the Ohio, the Missouri 
and countless large and small 
streams, each carrying along a 
certain amount of earthy clay. 
This was deposited in time 
above the sand which had buried 
in it the remains of millions and 
millions of animals and plants, 
many of them very minute. 
The earth continued to rise until 
the sea bottoms became dry 
land and the clay hardened into 
an impervious rock, sealing for 
many years the content of that 
sandstone container below. 


‘The who have 


geologists 
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studied the crust of the earth in 
this field tell us that the earth 
sank again at that part and was 
once more covered by a deep 
sea. More deposits of organic 
matter, more layers of impervi- 
ous clay or other rock substances 
until there came a time when 
the surface of the earth was peo- 
pled by man—who wanted bet- 
ter light, lubricating oils, and to 
travel the land, oceans and the 
air and that he discovered grad- 
ually the way to utilize this 
wonderful product of nature 
that we have named petroleum 
or ‘‘oil from the rocks.”’ 


Doylestown, Pa., 
Jan. 16, 1924. 
S. F. Bowser & Company, 
Gentlemen: 

Just a few words of praise 
for the Bowser Coal Oil Outfit. 
I have had one installed about a 
year and am very well pleased 
with it. I think without a 
doubt it has paid for itself more 
than once, and | would advise 
any storekeeper to put one in as 
soon as possible. 

I meant to drop you a line 
some time ago and thank you 
for your courtesy and also that 
of your Mr. Runyan. 

Hoping you continue with 
your good work, making store- 
keepers oil business bigger and 
more pleasant, | am, 

Yours truly, 
CHAS. E. HOUSSELL. 
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Sell Them Early 


There is a great advantage for 
any prospect to buy his pumps 
and tanks right now—before 
the spring rush. Its just a bit 
cold now in most of our coun- 
try, but you must realize that 
there are only a few weeks until 
spring. 

The oil and gas business is a 
little slow right now, but Bow- 
ser’s factory is running full blast 
to take care of the spring rush. 
With the exception of the Sen- 
try Visible, goods ordered now 
can be shipped promptly. It’s 
easier to see the gas and oil men 
during the cold weather—they. 
are more inclined to chat with 
you than when the press of 
business keeps them on _ the 
jump. 


And now while motoring ts 
at low tide is the best time for 
the garage and filling station 
man to install his pumps. He 
has the time to install a pump: 
we have them in stock and can 
ship them promptly; you are 
out for the business. What an 
ideal combination for a big Feb- 
ruary business. 


Who Does He Think He Is? 


Autoist (after killing lady's poo- 
dle): ‘‘I’m sorry, madam, but I'll re- 
place the animal.” 


Angry Lady: ‘Sir, you flatter your- 
self.”’ 
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HOW TO SELL BOWSER STANDARD 
PF SEQUIPMENT TO FACTORIES ~ 


By H. W. LUHMANN 
Boston Manager 


A |S far back into the 
m\.| stretches of history as 
one may go, you find 
n'a tamthes specialty 
salesman who suc- 
ceeded, has been the one with a 
talent for seeing things and 
then cashing in on 
what he has seen. This 
particularly holds true 
in the sale of Bowser 
Standard Factory 
Equipment. Permit 
me to drive home this 
point: the necessity of 
using your eyes and 
ears when calling on 
your factory prospects. 

lieisetrie no two 
salesmen work in exactly the 
same manner, but there are cer- 
tain fundamental points in the 
successful sale of our standard 
factory line which must be 
taken into consideration. These 
are the things I will endeavor 
to bring out in this article. 


The first thing is to thor- 
oughly know your line and its 
application. It then becomes 
necessary to know generally the 
different kinds of liquids used 
in the various kinds of manu- 
facturing plants, and their gen- 
eral application to the product 


H. W. LUHMANN 


which they manufacture. This 
information is easily obtained 
if you want it badly enough. 
In fact, you need it to success- 
fully put across your proposi- 
tions, © Dessmore thane yustied 
pump and tank salesman. Be 
an oil storage engineer. 

Your first real ob- 
ject, the one thing up- 
permost in your mind 
when making your 
first ceallmonmantactony 
should be to get into 
thesiactory andstomthe 
various departments 
where oil is used and 
stored. If they have 
an oil house, get into 
it. [here are various methods 
in accomplishing this. One 
which has proven very success- 
ful is to call on the highest off- 
Cial FOr sthe™.organizationmrand 
state to him briefly you were in 
the vicinity and perhaps he 
would like to have you look 
over their Bowser equipment 
which they are using to ascer- 
tain if it was working satisfac- 
torily, or if they do not happen 
to have any of our equipment, 
suggest and offer to him your 
services of making a survey of 
their plant in regard to their 
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present method of handling oils. 
He will then usually refer you 
to the plant manager or super- 
intendent with instructions. to 
grant your wishes. “The oppor- 
tunity now presents itself: first, 
to look over their equipment 
and make such recommendations 
that would be beneficial to them 
for the continued successful op- 
eration of their equipment (you 
will usually see something which 
will offer a suggestion being 
made). 


Second, it gives you an open- 
ing to bring up and discuss their 
oil problems. You are now se- 
curing all the information you 
can in regard to their present 
method of checking in, storing, 
and distributing their oils (how 
they are stored, how many bar- 
rels of each are used per year, 
how many trips a day a man 
makes to the oil house, how 
much time is consumed on each 
trip, etc.). With this informa- 
tion at your command, it will 
enable you to make up your data 
sheet and present it to them on 
a dollars and cents basis. You 
are now ready to make up the 
data sheet and proposal for the 
equipment best suited for their 
needs. 


DATA SHEET 
Sales Form 65 and 65-A 


You have now been trans- 
formed into an efficiency engi- 
neer, so to speak, as you are 
Thirty- 
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going to make certain recom- 
mendations which will save 
your prospect money and labor, 
and undoubtedly eliminate to a 
great extent something that can- 
not be measured in dollars and 
cents, but in which your pros- 
pect is vitally interested—The 
Fire Hazard. ‘The value of the 
use of this data sheet cannot be 
overestimated. On its proper 
use depends largely how success- 
ful you are going to be in your 
factory sales work. Work up 
your data sheets, having all fig- 
ures, etc., plainly and neatly 
shown thereon, so when you re- 
turn to the general manager or 
the man at the top whom you 
were successful in seeing, it will 
at once make a most favorable 
impression upon him. You are 
now ready to go over the propo- 
sition with him. Take one item 
at a time and be sure he agrees 
with your figures. If he does 
not, change it to his own esti- 
mate, at the same time changing 
the figures on your data sheet. 
Never under any circumstances 
go from one item to another on 
your data sheet until he has 
agreed with your figures or it 
has been changed to his own. 
Remember you are talking dol- 
lars and cents to him and your 
total estimated loss must be 
agreed upon by him. Then you 
are in a good position to show 
him how the equipment which 
you are recommending will pay 
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for itself in two, three or four 
years time, as the case may be. 
If you can show an executive 
of a factory and convince him 
that your proposition is a 20% 
or better investment you have 
a very good opportunity of se- 
curing the order. 

Do not overlook the impor- 
tance of demonstrating your 


model at the opportune time 


when going over the data sheet 
with your prospect, thus visual- 
izing to your customer some of 
the more important features that 
our equipment will do for him, 
as this drives home your argu- 
ments more clearly and at the 
same time has a convincing effect 
on your customer. 

In conclusion I again want to 
emphasize the importance of 
using your data sheets on all 
factory orders, whether they be 
large or small, also to build up 
your sales talk on a dollars and 
cents basis. 


Isn’t It the Truth! 


A newsboy took a handful of pea- 
nuts from a peanut stand and was 
arrested fort. 

“Well, what are you here for?’’ the 
magistrate demanded. 

“T don’t know, your fronoee the 
culprit replied, “‘unless it’s ‘imperson-, 
ating an officer’. 


“One Call’’ salesmanship 1s 
just what it means. 


Don’t trip over a side-line. \«: 


A Good Tank Sale 


H. L. Austin, one of our new 
men in the Albany District, has 
just sold to a large manufacturer 
in his territory two heavy tanks’ 
of 7 b0,0907) callons, capacity: 
equipped with float suction. 


AUSTIN 


lab ab 


This was an unusually good 
sale from two standpoints. The 
manufacturer who bought them 
is a very close buyer and could 
have bought a large tank in New 
York much cheaper than the 
price of a Bowser, but was will- 
ing to pay the price for a quality 
tank. Secondly, it was a fine 
piece of work for a new man. 
There is no sentiment in buying 
a tank. ‘Io the casual observer 
most big tanks look alike, but 
Bawser tanks are made different 
—and Austin convinced them 
that this difference was. worth 
the difference in price. 


Remember,. good  salesman- 
ship eliminates poor collections. 
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HE FOLLOWS INQUIRIES AND 
GETS THE BUSINESS 


E who have been oft 
told of the advan- 
tages of following in- 


quiries and also ye 
who are baffled by 


Ly 


Bas 
| ce C a 


bad roads in your territory of 
six or eight counties—hear ye 
the tale of one E. L. Veirs—the 


Arizona Bowser man 
who is undaunted by 
the scope of his ter- 
ritory—the Great 
American Desert or 
the blizzards of the 
mountains. 


From our Western 
Manager comes this 


unusual story of per- aie 


severence: 

“It takes a man with more 
than the ordinary amount of 
energy to properly cover a state 
like Arizona, which covers a 
vast area and has a very smail 
population and has within the 
state lines every climate known 
in the United States from ex- 
treme heat to extreme cold. A 
few main-line roads are good. 
‘There are, however, hundreds 
of miles of so-called roads that 
are almost impassable. Mr. 
Veirs, however, covers the entire 
state, driving his own automo- 
bile and will go anywhere and 
everywhere if there is a possi- 
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bility of making a sale. This 
is quite well illustrated by some 
recent sales work on his part 
which is rarely duplicated by 
any Bowser man. 


“Recently we were in corre- 
spondence with a merchant in 
Holbrook, Arizona. He was a 
a prospective purchaser 
of something in the 
way of Bowser equip- 
ment. Early in Janu- 
ary our prospect ad- 
vised us he would b?2 
very glad to have Mr: 
Veirs to come and see 
him, as he might be in- 
terested in the purchase 
of a Bowser outfit and 
there was a possibility of his 
making some more sales in that 
section. 


“As the matter appeared to 
be important. we immediately 
telegraphed Mr. Veirs, who was 
headed in another direction. We 
caught him at Phoenix. His 
reply, dated January 5th, was 
as follows: ‘Next address Gen- 
eral Delivery, Holbrook. Leav- 
ing today for there.’ 

“Some time ago we had re- 
ferred a prospect to Mr. Veirs 
from Springerville, Arizona. On 
account of the distance from the 
railroad, the bad roads and ex- 


ibe. 
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tremely cold weather, he had 
been unable to reach it. Being 
a good salesman, however, he 
determined to see this prospect 
while in that section of Ari- 
zona. Mr. Veirs’ verbatim re- 
port regarding the difficulties en- 
countered in making this trip is 
as follows: 


hie OmseRINGERVILLE AND 
HOLBROOK 


Wear ivi. oavercool: 

“ “Your wire received 
Aocmeimanyechanks, | 
thought you might be in- 
terested in this trip to 
Springerville. 

be isartivediin Flagstaff, 
and found that it was im- 
possible for me to make 
the drive from there to 
Winslow, so parked my 
car and took the rattler to 
the last named town. Sold 
the Olds Trails Garage a 
new pump, but did not 
work the balance of the 
town, as I was anxious 
to get to Holbrook and 
Springerville. 

“We drove to Springer- 
ville that day, 140 miles 
toetheem ou ntains; and 
about 9:30 p. m. we ar- 
rived ten miles this side of 
Springerville. Had to buck 
the drifting snow and he 
used all his gasoline up. 
I then had to leave the 
auto and start walking. [ 


walked all night through 
the snow and arrived in 
Springerville at 1:30 a. m. 
bess lasts fourmeniulessat 
didn’t think that I had any 
feet left, as they were very 
nearly frozen off. 


~ otartedieb alc kamtrom 
Springerville at three that 
afternoon and he didn’t 
have any side curtains and 
about twenty-five miles 
out I froze to death. They 
brought my body into 
Holbrook and were about 
to bury me when I heard 
somebody say they wanted 
deel Om pin peesom bere: 
fused to be buried and 
started out to sell a few to 
show them that I wasn’t a 
dead one, henceforth these 
few orders. 

“ “My next address until 
further notice will be Gen- 
eral Delivery, Globe, Ari- 
zona. 

“ Yours truly, and another, 

(Signed ) 

eGo WeieRSy 


Mr. Veirs’ report as noted 
above would not be complete 
without the following informa- 
tion: 

He sold in the little towns of 
Springerville and Holbrook on 
January oNUtbe bth Vanda eZth 
seven orders amounting to 
$4,892, securing $3,228 cash 
with orders, and to show that 
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he is not a one-track salesman, 

the equipment covered by these 

orders was as follows: 

3—550 gallon type C tanks. 

2—1000 gallon type C tanks. 

6—Fig. C-110 pumps. 

1—Fig. C-55. pump. 

1—Fig. 97 pump. 

8—Fig. 62 outfits. 

3—Fig. 59 outfits. 

4—10 gallon Fig. 172 outfits. 

3—2 barrel Fig. 63 outfits. 
This is what we call real sell- 

ing and is so typical of the spirit 

of the West. We want to con- 

gratulate you, Veirs, upon be- 

ing a real salesman. 


A Recent Letter 
12/24/23 
MR.S.F.BOWSER.%.CO 
JENTEL MEN ON.THE.11.6 
24.1 BOUGH A OIL TANK 
AN IT WAS TO BE-HEAIR 
ON THE FOLING SATER- 
DAYANIWROTE THE CO 
AEE EeROeATIN Salcehiaey 
SAYEDSPHATTTewOunrbhb 
LEAVe -CPHE) HOUSE] ON 
FRYDA PLEASE IF PUMP 
HAs” NOT @ BUENA SHIPPED 
PLEASE ADVISE 
SGOLUI RELY 
AG OME 


And Who Was the Chauffeur? 


‘“‘And so,’’ concluded the Sunday 
school teacher, ‘‘Adam and Eve were 
driven from the Garden of Eden.” 

“Couldn't Adam drive his own 
car’ asked the pupil whose dad ran a 
garage. 
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It will interest Bowser Sales- 
man to know that on the same 
days that Veirs was doing up a 
hard job in Arizona, our good 


Rais 


McFADDEN 


salesman R. B. McFadden, of 
‘Tacoma, Washington, was also 
doing a little business. On 
January 11th and 12th he sold: 


1—550 gallon type C tank. 

1—280 gallon type C tank. 

1—Fig. 101 pump. 

1—Fig. 99 pump. 

1—Rebuilt Fig. 39 pump. 

1—RBarrel Fig. 19 kerosene out- 
fit. 


Jim: “‘Wot’s the best way to teach 
a girl to swim?” 

John: ‘‘Well, you want to take her 
gently by the hand, lead her gently 
into the water, put your arm around 
her waist, and—’"’ 

Jim: “Cut it out. It’s me sister.’’ 

John: “Oh, push her in.” 

—Life. 


Oily to bed and oily to rise; no 
time to wash for service guys.—Motor 
West. 
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HOW DO YOU WRITE AN ORDER? 


By C. J. WORDEN, 
Manager Order Department 


AS YNCE upon a time there 
was a High-Stepping 
Spellbinder who ped- 
dled pumps for the 
famous organization 
that is largely responsible for 
the fact that Fort 
Wayne, Indiana, 
appears on the map 
and is world re- 
nowned as the home 
of the Sentry Line. 

Thatshe was a 
real salesman may 
be known from the 
fact that he believed 
in working every 
day just like any 
other poor ‘“‘Down- 
‘Trodden,”’ and did 
not hold a three- 
day celebration for 
the purpose of in- 
forming the world 
what a good man he was every 
time he took an order. On the 
contrary, if he took an order 
before lunch he went right out 
looking for more in the after- 
noon just as if nothing had hap- 
pened. 

High Pressure was his mid- 
dle name. If he ever got a 
legitimate prospect within sound 
of his voice, that bird had about 
as much chance to escape with- 
out signing on the dotted line 


Gaal: 


WORDEN 


as a compact mass of frozen 
crystals, formed by the hands 
into a spherical body having a 
temperature of about 32° Fr., 
has to remain in a semi-solid 
frigid state in the everlasting 
fires of Hades. | 

Was he a sales- 
Mian ie lsisten . Once 
when he was having 
an ingrowing nail 
excavated from one 
of his dogs he sold 
‘the blonde Swede, 
who was wielding 
the pick, an electric 
CeO Raimond 
thousand gallon 
tank, and $200.09 
worth of extras for 
his wife's cousin’s 
brother, who op- 
erated a cross-road 
store 3,000 miles 
away. And he got full cash 
with the order. 

He covered his territory as 
thoroughly and consistly as a 
flea covers a dog’s back. 

He knew more reasons why 
anyone should own a Bowser 
than grandma had uses for goose 
grease. 

When he talked about the 
Bowser filter or tank, or the ma- 
terials which entered into the 
construction of our equipment, 


Page Forty-tkree 


The 


Bowser 


Man 


a sort of reverence crept into his 
voice, and any stranger listening 
in would have been convinced 
he was discussing art treasures. 


Everyone was his friend, from 
the Honorable Snowden Black, 
the bank president, to “‘Jim,”’ 
the local bootlegger, and he was 
better known in his territory 
than ‘‘Jim.”’ All the leading 
citizens called him by his first 
name, slapped him on the back, 


and invited him to lunch. He 
was One of Them. 


When the Ladies’ Aid Society 
met, his wife's clothes were the 
chief topic of discussion. 


He belonged to more Fae 


and lodges than the rising young 


attorney who aspired to be 
prosecutor. 
In fact, our eloquent friend 


was ace high, except for one lit- 

tle failing: He couldn't see any 
sense in giving a lot of details 
on the order before he turned 
it over to Uncle Sam for de- 
livery. He considered filling out 
the order blank was just a neces- 
sary evil in connection with 
making the sale. 


As a result, about every three 
weeks he had to quit work for 
a few days to pound his Corona 
or drive a few hundred miles in 
‘‘Lizzie’’ to get some of the dope 
that he didn't think amounted 
to shucks in the first place. 


He never bothered to print 
the customer's name on the back 
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of the order. [hat was just a 
‘darn nuisance’ that didn't 
amount to much. But then, of 
course, he didn’t know that a 
misinterpretation of one letter 
might mean a misfile of ten or 
twelve cases in our Customer's 
Index. Probably the next time 
that customer wrote in, someone 
would write and tell him that 
we were sorry but we couldn't 
locate his order and would he 
please give us more details. 


Of course, that is not very 
important, but then once in a 
while one of those Jazz Bo 
Birds, who has been buying 
from us for about twenty yeas 
gets kind of irritated. 


This High-Stepping Spell- 
binder friend of ours kind of 
thought that he ought to be an 
exception and not be asked to 
bother with all these details, but 
then he forgot that there are 
about four hundred other “‘ex- | 
ceptions’ pounding the road 
with a sample case under the 
rear seat. 


Here are a few more of the 
things that he hardly thought 
it Was necessary to bother with, 
although there is a darn good 
reason for each, if we only had 
the space in which to tell you 
about it: 


Failed to state definite 
terms; that is, 2% ten 
days, 30 days net; or 30, 
60 and 90 days. 


The 


On Paint Oil Equip- 
ment, he failed to list 
liquids to be handled. 


Failed to specify whether 
Solid Lock or Concentric 
Fill is desired. 

When selling C-2 Visi- 
ble Attachment, neglected 
to tell us whether to be 
used with a 241-H or 
241-J Pump, and whether 
or not equipped with lamp 
attachment. 


Neglected to specify and 
secure the additional price 
for a Portable Nozzle in- 
stead of a hose nozzle when 
a Figure 41 Pump was sold 
with hose but without 
Hose Draining Attach- 
ment. 


Did not send the blue 
Exchange Allowance Card 
with orders on which ex- 
change allowance is given. 


Careless about number- 
ing his orders consecutively 
—sometimes not at all. 


No data sheets with 
Power Pump or Clarifilter 
orders. 

Did not tell us whether 
or not customer expected 
to use globe with C-5, 
@e72>74G-6 or C-66. 

Failed to give us current 
specifications when elec- 
trical apparatus was to be 
ocasernn Gor 1).C.) cycle; 
phase, voltage. 
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Did not give us entire 
motor information when 
selling a 1709, if customer 
to furnish motor. Needed 
speed, frame, type, key- 
way, manufacturer's name. 
If we are to furnish motor, 
we must have current speci- 
fications. 

Off course. tive tewmare 
other things, too, but this 
is enough to give you the 
ibe, 

MORAL: Get all “‘dope”’ 
the first time and save an- 
other trip. 


How About It? 


Spot, a Scotch terrier, is an 
international hero today. 


Spot woke up this morning 
and smelled smoke. He raised 
an Indian howl. An Italian 
poolroom owner heard _ the 
noise, and, with a Greek restau- 
rant man, tan to Spot s house, 
Seeing smoke coming from a 
French window, they called a 
German policeman, who rang 
the alarm. A fire company with 
an Irish chief responded and 
saved the 75 Jewish tenants of 
the building. 

The fire was caused by a 
Turkish cigarette that dropped 
on a Pers:an rug in the apart- 
ment of an American couple 
who were dining in a Chinese 
restaurant. 
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THE HIGH PRICED PUMP IS#iirs 
CloleyNel eel 


HE instinct to beat the 
game is strong in all 
of us. Everybody 
likes to put over a 
good deal and buy 

something for less than the 

standard price. It tickles our 
self esteem to think that we have 
gotten something cheap. 


There are all kinds of pumps 
on the market that can be 
bought for less money than a 
Bowser and there are a great 
many people who will “walk a 
flight and save ten dollars,’ and 
buy cheaper pumps than ours. 


‘The cheapest pump for any 
man to buy is the Bowser. He 
buys a pump that is made of the 
best material, made right and 
one that will last a lifetime. As 
Bruce Barton says: “‘My own 
conviction is that the only way 
to get things cheap is to pay the 
price of the highest quality 
that, generally speaking, those 
men and institutions have 
gained that reputation by de- 
livering the biggest value per 
dollar.” 


Undoubtedly you can _ re- 
member in your own experience 
incidents when a standard arti- 
cle actually cost you less at a 
high class store. You may step 
into Tiffany’s or Peacock’s and 


find that they sell diamonds for 
less money than they do at the 
sign of the three balls around 
the corner. And when you buy 
in a high grade shop you have 
no suspicions about the quality 
of the goods you bought. 


You will find in dealing with 
doctors that the best ones charge 
less in proportion to what they 
give—and they speak with au- 
thority. Mayo Brothers charge 
less than the quack advertising 


doctors and when the Mayo’'s | 


tell you “thus and so” 


you | 


know you have gone to the best _ 


in the country. 


‘The fact that there are cheaper 
pumps on the market should 
not worry the Bowser salesman 
any more than the existence of 
a motorcycle bothers the Cadil- 
lac Company. The thing for 
you to think about is the ulti- 
mate satisfaction of the pur- 
chaser. Other manufacturers 
know what their pumps are 
worth and have priced them ac- 
cordingly. Bowser knows what 
goes into their pumps, what it 
costs to make them and what 
they ought to be worth. Piece 
by piece, part by part, pump for 
pump—the Bowser represents 
the biggest walue—dollar for 
dollar—of any similar equip- 
ment made. 
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THE GAS PUMP --- A BUSINESS 
MAGNET 


\B)N addition to the 
| splendid profits made 
from the sale of gas 
and oil, curb pumps 
are one of the great- 
est factors for bringing trade to 
shops when properly employed. 
Should a repair shop proprietor 
or car dealer desire to popularize 
his shop, he can do it better and 
quicker with a gas pump than 
by any other means; including 
all forms of sales work. It is 
more important for a shop pro- 
prietor to render a gas filling 
service from the standpoint of 
widening his acquaintance, than 
it is for him.to belong to clubs, 
lodges, societies, etc. Wise doc- 
tors, lawyers and dentists join 
clubs and secret orders. Shrewd 
proprietors install gas pumps. 
Nothing throws service shop 
proprietors in closer contact 
with car owners, and is of 
greater assistance in securing 
overhaul and repair jobs than 
a pleasantly conducted gasoline 
filling station at the shop door 
or nearby. When a man is hav- 
ing his car ‘‘gassed’’ he is in the 
most receptive mood for sug- 


gestions; for, he has his car on 
his mind, and frequently is seek - 
ing information relative to bet- 
ter motor performance when 
checking up on gas and oil 
mileage. 


Some service shop proprietors 
find it better to man the pumps 
themselves because of the over- 
haul jobs sold there. Overhaul 
jobs do not necessarily have to 
be solicited. Car owners broach 
the subject themselves. If you 
would prosper, have only com- 
petent, courteous repairmen op. 
erate your pumps—-men who 
can answer questions when con- 
sulted, offer helpful suggestions 
and make and keep friends. |. If 
you lack a gas pump, you are 
out of touch with your pros- 
pective customers—a thing no 
business can afford. Never was 
there more profit in gas and oil, 
because of vastly more cars and 
increased gas consumption due 
to low priced gas. Handle only 
well-known gas and have the 
price where all can see-—Motor 
Service. 
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Be the Best of Whatever 
You Ate 


If you can’t be a pine on the top of the hill 
Be a scrub in the valley—but be 

The best little scrub by the side of the rill; 
Be a bush if you can’t be a tree. 


If you can’t be a bush be a bit of the grass, 
And some highway some happier make; 

3 If you can’t be a muskie then just be a bass— 

i But the liveliest bass in the lake! 


; We can’t all be captains, we've got to be crew, 
‘There's something for all of us here. 

‘There's big work to do and there’s lesser to do, 
And the task we must do is the near. 


If you can’t be a highway then just be a trail, 
If you can't be the sun be a star; 

It isn't by size that you win or you fail— 
Be the best of whatever you are! 


—Douglas Malloch. 
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MOTOR OUTLOOK FOR 1924 


je rE HE staff correspondent 

‘il of The Post, who 
attended the New 
Po otanes te OaOrpile 
show, reports that 
ee two distinct innovations 
have appeared among the many 
cars representing the cream of 
the nation’s motor industry. 
These are the balloon tires and 
the four-wheel brakes. Prac- 
tically no important changes 
have- been made in standard 
bodies, motor frames and axles. 
This fact constitutes a recogni- 
tion of the marked progress 
which the industry has made in 
recent years toward models rep- 
resenting the best that engineer- 
ing skill can produce and also 
the realization by manufacturers 
that the automobile is no longer 
a luxury, with styles as fleeting 
as those of a season’s wearing 
apparel, but 1s a necessary com- 
modity which should not be 
altered from year to year except 
to permit improvements whose 
value has been demonstrated by 
experience. 


That tires and brakes alone 
have been changed to any ap- 
preciable extent testifies to the 
remarkable accomplishments of 
the motor industry in recent 
years in providing a car which 
mechanically is able to give a 
satisfactory performance under 
almost any conditions which the 
driver might face, and which, in 
point of comfort, . apparently 
has satisfied every whim of the 
owner. Each manufacturer of- 
fers a number of models to ac- 
commodate the taste and purse 
of the buyer, but they are essen- 
tially like the corresponding 
types of the preceding year. 
This 1s not true in every. case; 
for several creations have been 
exhibited for the first. time, 
among them a car manufactured 
in Indianapolis. “The attitude 
of the industry as a whole, how- 
ever, has properly been not to 
make changes unless greater eff- 
ciency and comfort would be 
obtained. 

If the industry depended on 
new comers, it probably could 
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not hope to market the number 
of automobiles proposed for 
1924. The bulk of the busi- 
ness, however, will come from 
owners who are replacing old 
with new cars, often of the same 
type, and in many cases buying 
a better car than they had be- 
fore. Based on the average life 
of the automobile, the number 
of replacements which should be 
made normally will absorb the 
output of the current year. The 
National Automobile Chamber 
of Commerce has issued some 
figures giving one reason for the 
prosperity in the last few years. 
It asserts that the automobile in- 
dustry was the first to bring its 
products back to the pre-war 
level of prices. With the 1913 
dollar as a basis, it 1s now pos- 
sible to purchase 110 cents’ 
worth of automobile, 101 cents’ 
worth of gasoline and 123 cents’ 
worth of tires with the dollar 
of that year. The 1913 dollar 
is worth only 61 cents in the 
general cost of living.—T he 
Chicago Evening Post. 


Wanted: Chance to Speak 
Mrs. Jones: Yes, John, as | 


was saying, Miss Blank has no 
manners. Why, while I was 
talking to her this morning she 
yawned eleven times. 

Old Jones: Perhaps, my 
dear, she wasn't yawning—she 
might have wanted to. say 
something. 
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Crandall Suffers 
Breakdown 


The entire Bowser organiza- 
tion will deeply regret to learn 
that W. V. Crandall, our popu- 
lar Kansas City Manager, has 
suffered a complete nervous 
breakdown and must leave the 
Kansas City Office for an ex- 
tended vacation to regain his 
health. 


Crandall has worked des- 
perately hard in the Kansas City 
Office and for a long time has 
been under a_ great nervous 
strain, but Crandall held on— 
held on in fact long after the 
time he should have eased up. 


It was undoubtedly this game 
fighting spirit that made Cran- 
dall one of our star salesmen. 
He established his record in the 
state of Montana, where one 
year he sold $58,000 worth of 


Bowser pumps and tanks. 


Crandall was popular among 
his men because they knew that 
he knew what he was talking 
about and that Crandall had the 
ability to do anything he asked 
of his men. 


THE BOWSER MAN extends 
to Crandall every good wish of 
his host of friends in the organi- 
zation and hopes that the God- 
dess of Health will be kind to 
him in the weeks of complete 
rest that must follow. 
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PAINTING PICTURES FOR PAINT 
| OIL PROSPECTS 


By Louis W. CHENEY 


Me HE public is realizing 
ll as never before the 
great value of re- 
painting and _ revar- 
nishing. Deteriora- 
tion, repairs and replacements 
are far more costly 
than paint and 
varnish. Owners 
of buildings, farm 
implements, furni- 
ture, automobiles 
and all paintable 
property cannot 
attordesto defer 
painting, for fail- 
ure to do so entails 
serious loss. 
According to a 
recent “‘Save the 
Surface and You 
Save All’”’ bulletin, 
there was, during 
1923, an inctease of 80% in the 
sale of paint and varnish over 
1921 and undoubtedly there 
will be an even greater gain for 


the year 1924. 


Surely here is a great oppor- 
tunity for the salesmen in the 
Paint Oil Line. With the paint 
and hardware stores doubling 
their sales, the store which does 

‘not have adequate facilities for 
storing and dispensing paint 
oils and varnishes is not taking 


OWS Ww 


care of the opportunity created 
for him by the nation-wide ad- 
vertising of conservation by the 
use of paint, and the only per- 
manently satisfactory solution 
is Bowser equipment. 


In studying the 
Cert wtory anesthe 
congested districts 
of Greater New 
York, the writer 
has’ found “it ad- 
vantageous to first 
divide the territory 
into sections, ar- 
ranging his call- 
ing list from the 
telephone classified 
list, either accord- 
(noe tome cen tral 
exchanges or by 
streets and avenues. 
In this way a very 
complete and thorough canvass 
can be made with no undue loss 
of time between calls and no 
such doubling back and forth as 
occurs when a list is worked 
alphabetically. 


Another advantage in this 
working of a territory by sec- 
tions, or as it were, microscopic- 
ally, is the intimate knowledge 
of local conditions acquired, the 
nationality of buyers, the argu- 
ments best appealing to them, 


CHENEY 
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This is the installation of H. Behlen & Brothers, one of the largest paint oil 
installations in New York city 


the names of local Bowser users, 
the most influential paint mer- 
chants, the possibilities for crea- 
tive sales. 


In order to get the quick start 
that every salesman knows is so 
important with a busy man, one 
who is often proprietor, sales- 
man, store clerk and delivery 
boy, and sometimes tries to be 
all at the same time, it is often- 
times advisable to carry the 


Bowser Model, not in the Model 
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Case but in one’s hand, ready 
for immediate demonstration. 


Nearly everyone is interested 
in the Model. He may think 
it is a new radio device or some 
ingenious toy, but anyway, he 
likes to turn the crank himself. 
While he is doing it, the sales- 
man can get in some mighty 
powerful and effective sugges- 
tions as well as ask a whole lot 
of questions in regard to the 
various oils sold, the quantity 
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of each, the methods used, the 
basement room, whether sold 
wholesale as well as retail, 
whether the customer has seen 
so and so’s store with its Bow- 
_ Ser equipment, especially a store 
owned by one of the customer’s 
Own nationality and of equal 
standing. 

During this questioning the 
salesman should decide as to the 
number of outfits and capacities 
that the customer should buy, 
then, by just about doubling the 

estimate, he will get the perspec- 


tive from which the customer 
sees his own store and can, by 
a realistic demonstration, paint 
a picture of a row of Figure 
IS <seine jUstetines propem= loca: 
tion. He can paint it so vividly 
that the customer sees himself 
in the picture operating the 
pumps in his own store, selling 
oil to his own impatient cus- 
tomers, saving himself labor, 


time, floor space, as well as oil 
and with less fire hazard. 


‘The customer can be made to 
see the Bowser pumps strongly 


These are the tanks installed in the basement which supply the pumps shown 
on the opposite page 
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Paint oil installation of T. Sagowitz % Sons 


constructed, well finished, self- 
measuring, with discharge regis- 
ters, anti-drip nozzles, shut-off 
levers and quantity stops. He 
can see his friends Arnowitz, 
Desowitz, Berkowitz, Enowitz, 
Bilowitz, Koplowsky and Ba- 
binowsky enviously coming in 
to inspect his newly acquired 
equipment. He can feel himself 
swelling with pride as he shows 
the equipment to paint oil sales- 
men on their rounds. He knows 
that his wife will not complain 
of tending the store when he 1s 
out. He knows that his paint 
oul troubles are over and h2 
looks more confidently into his 
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future and see his business grow- 
ing, expanding, developing with 
his own branch stores, opening 
in new sections with salesmen 
pushing his own special brand 
of oil, put up in his own trade 
marked container. He may even 
see a fortune ahead of him, with 
all that it means in the wav 
of luxury for himself and fam- 
ily. In this way he convinces 
himself that he must have 
those Bowser pumps, the sales- 
man having only directed his 
thoughts. 


One of the great elements of 
satisfaction to a salesman in the 
paint oil line is that he is never 
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likely to oversell a customer, but 
he may often underestimate 
their requirements. A case of 
this kind developed last fall 
during the special twenty per- 
cent discount campaign when 
the wife of the proprietor in- 
sisted that four outfits was all 
they could possibly use in their 
Sialigestore.. 9] he order ‘was 
about to be consummated when 
the proposition was put to them 
that during this special cam- 
paign with every order of five 
outfits we were giving away an 
additional one free, and the man 


finally turned to his wife and 
said, ‘‘Well, we had better buy 
five instead of four, if we can 
get a sixth one for nothing.’’ 
In a similar way an order which 
would have been for eight out- 
fits was built up to twelve by 
the same method and in neither 
of these cases did the customer 
purchase too much equipment. 
‘This opportunity presented it- 
self, of course, only because of 
the special discount sale then in 
effect, but it shows that a sales- 
man is sometimes more con- 
servative than his prospect. 


Installation of Alfred Rampone 
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Another customer who had 
difficulty in convincing himself 
that our equipment was worth 
Six Hundred and Forty-eight 
Dollars ($648.00) more than 
an equipment offered by a com- 
petitor who assured him that 
the goods were just the same, 
was brought into line by ap- 
pealing to his pride of owner- 
ship by showing him that his 
friends, and the names were all 
given to him, had purchased 
Bowser equipment, although 
they had the same opportunity 
to buy the cheap stuff, and if his 
store was to measure up with 
theirs, he must insist on getting 
only the best as they had done. 


A fight for a seven outfit or- 
der, which lasted from 10 
o'clock in the morning to 7 
o'clock at night, was one of the 
interesting features of the re- 
cent special discount sale cam- 
paign. It was the last day of 
the contest and the sale had to 
be closed at that time or lost. 
During the day a salesman in a 
competitive line came in and not 
knowing that the man who was 
leaning against a roll of wall 
paper was a Bowser man who 
had been engaged all day in an 
endurance contest, tried his best 
to paint so vivid a picture that 
the merchant would buy, but 
finally gave up, saying that he 
would call again some other 
day. Before the Bowser sales- 
man left that night the order 
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was written and signed, with 
check in full attached for imme- 
diate shipment. “The competi- 
tive salesman had helped paint 
the picture, but the Bowser man 
came away with the order. 


It is not a question of the 
customer's needs—the need is 
always there. It is not a ques- 
tion of quality—the quality is 
beyond question. It is not a 
question of price—the price is 
right. It is simply a question 
of painting the picture in words 
that the prospect can under- 
stand 


Be a Booster 
BE A BOOSTER—=like’ a 


rooster—always crowing loud 
and long: keep a yelling what 
you're selling—-put some Pepper 
in your song. If you're tired 
go get fired—hunt a job you 
think will suit you. BE A 
GE T’TER—times are better for 
the man that packs a smile; take 
your licking or quit kicking— 
dig right in and make your pile. 
THE WAR IS OVER and 
there’s clover in the pastures all 
around. Watch it growing— 
always showing lots of blos- 
soms—it’s ALIVE. If you're 
a dead one go use a lead gun— 
drones ain't wanted in this 
hivee BE A DOING—dquit 
your stewing—get a move on, 
grab some kale; don’t let your 
head get feeling dead yet— 
SWEAT AND SMILE AND 
YOU CAN'T FAIL: 
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“THE GIRL IN THE DISTRICT OFFICE” 


By MARGUERITE FLEMING, 
Detroit 


T seems to me the 
three essentials neces- 


Ge Sat yetot-a Citlein. the 
a sep] Bowser local office 
are: Common sense, 


knowledge of human nature 
and last (but not least) tact. 


The first, one is born with— 
as is also the second (but it is 
sharpened by contact with your 
fellowmen), and the third is 
usually acquired. 


When a customer calls up for 
service (and I am thinking of 
the ordinary curb-pump user) 
he wants IMMEDIATE serv- 
ice. Perhaps, something very 
small is out of order, but to get 
this IMMEDIATE service, he 
will tell you everything 1s 
wrong. How joyous life would 
be if we had a serviceman for 
each pump (however, this is a 
Hiehtuwotstancy). - Ordinarily, 
we have one or two men and 
obviously they can only be in 
one place at a time. Your chief 
duty, then, is to keep your cus- 
tomer contented until you can 
get a serviceman there. I, per- 
sonally, have found this can be 
done easier by keeping your 
voice low and sweet and mak- 
ing him feel that his personal 
interests are the FIRST thing 
you will consider until you get 


Sa 


a serviceman to work on his 
pump. Being a ‘‘mere man” (as 
he usually is); you can gener- 
ally “‘put this over.’’ This ts 
a combination of the three es- 
sentials above mentioned. 


It has been my happy lot to 
be associated with the most ac- 
commodating serviceman. De- 
troit, by the way, is, I believe, 
from information I have gleaned 
from different sources, a little 
harder to take care of on service 
than any other city. This, in 
part, is due in my opinion, to 
its rapid growth, which has 


brought in a great many for- 


eigners. [hese folks, impressed 
by the constant hurry and bus- 
tle here, become a little confused 
in their idea of haste and want 
everything done at once. Here 
is where any girl, like situated, 
can certainly use the first and 
third attributes mentioned 
above—common sense and tact 
—mostly the former. 


Then, too, it helps consider- 
ably vifs-you (canmtake: care. or 
some of the minor troubles over 
the phone—this certainly saves 
time and money, both for your 
customer and Bowser. If the 
pump is frozen, the customer 
wants a serviceman at once. If 
you make yourself conversant 
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with the method of thawing a 
pump (which is mighty easy 
for any Bowser girl to do) you 
can explain to him how he can 
take care of this. Nine times 
out of ten he is very grateful 
for the information, follows the 
instructions and ‘Richard 1s 
himself again.’’ “here are nu- 
merous little repairs that can 
easily be taken care of over the 
phone—making one call suffice, 
no time wasted by the service 
department and the customer 


happy. 

You can keep the salesmen 
connected with your office 
happy by keeping your bulletin 
file up to date and a good sup- 
ply always on hand. Keeping 
a ‘personal’ folder for each 
man, into which you put notes 
of his phone calls, his mail, etc., 
etc. I have found that “sugar 
catches flies’’ and while this is 
a trite phrase, it is mighty true. 
If you are accommodating you 
will find everyone anxious to 


A Fish Story 


Wife: “How many fish was 
it you caught on Saturday, 
George?” 

Husband: ‘Six, darling; all 
beauties.” 

Wife: ‘I thought so. The 


fish market has made a mistake 
again. [hey've charged us for 
eight.” 
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do a favor for you. This is a 
good rule in domestic, social or 
business life and can certainly 
be proven by adhering to it for 
even a day or week. Try it! 


Now, ‘‘Bowser Girls’’ — do 
not labor under the impression 
that the writer is a paragon— 
just let me whisper it—‘‘prac- 
tice what I preach, not what I 
do.’’ Does that help dispel your 
delusions? Selah! 


(Editor’s Note—Miss Flem- 
ing might well have omitted 
her last statement, ‘Practice 
what I preach, not what I do.”’ 
She does it. Through her 
knowledge of the diseases to 
which Bowser pumps are sub- . 
ject and through the modula- 
tion of the tone of her voice she 
handles the business of the De- 
troit office in a very remarkable 
manner. She can fairly make 
her telephone shake hands and 
tip its hat and this is an art 
which is well worth cultivat- 


ing. ) 


A Gift 


“T’m afraid, doctor,’’ said 
Mrs. Jones, ‘‘that my husband 
has some terrible mental afflic- 
tion. Sometimes I talk to him 
for hours and then find he 
hasn't heard a word.’’ 

‘That isn’t an affliction, ma- 


dam,’ was the weary reply. 
~ Lhat's Ja eitey 
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A Beautiful Oregon 
Pump 


Opposite we show one of the 
most beautifully decorated 
pumps that we have seen in a 
long time. 


It belongs to the McCoy 
Motor Company of The Dalles, 
Oregon, and was sold by our 
Salesman eh ik. Hicks; and this 


picture was taken at his request. 


Ry eRe HICKS 


All four sides of this pump 
are decorated with a handsome 
painting in colors, made from 
Bieeackual photography of a 
mountain view from one of 
Oregon’s famous highways. 


This special paint job was, 
of course, not done in the Bow- 
ser plant, but the pump was 
decorated by an artist who was 
employed by the McCoy Motor 
Company. 


It must be a pleasure to buy 
your gas from such a pump! 


Yes, this is a Bowser Square 
Sentry and the last word in 
pump decoration. 
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POINTERS ON SELLING THE 
GEARTE TEs ke 


By E.. E. SPRINGER, 
Atlanta District Manager 


F a yellow cur dog 
gets a kick, the owner 
of the dog becomes 
indignant. On the 
other hand, praise the 

dog’s good points and you im- 

mediately attract the 

owner's friendly inter- 
est. Way down deep 
in your heart you 
know that a certain 
boy is freckle-faced, 
pug-nosed, dried up 

and as homely as a 

mud fence, yet you can 

win the lifelong friend- 
ship of this boy’s dad 
if you simply tell him 


he has a fine looking, 4, m SPRINGER 


manly chap for a son. 
Everyone is subject to flat- 
tery. You can catch more flies 
with sugar than with vinegar. 
‘The story is told of Napoleon 
that one of his lieutenants once 
said to the great emperor, 
“Your Honor, I admire you 
more than any other man in the 
Universe.’ Napoleon of course 
asked: ‘‘Why?” ‘The reply 
was, “You are the only man | 
ever knew who was not influ- 
enced by flattery.’’ In less than 
a week this inconspicuous lieu- 
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tenant was made a general by 
Napoleon. 

To the business man his in- 
dividual business is like a cher- 
ished child. His business is one 
of his fondest possessions and 
when you compliment 
his business and _ tell 
him something good 
about it, he will listen 
to what you have to 
say. 

In approaching a 
dry cleaner many of 
them put forth a spe- 
cial effort to find out 
what you know about 
dry cleaning. If you 
pose as an expert he 
will try to stump you, or at 
least involve you, but if you are 
frank to admit there is more you 
do not know about the business 
than what you do know, and 
in a diplomatic manner indicate 
to him that you are more or less 
familiar with the business, he 
usually assumes an agreeable at- 
titude. 

The dry cleaner believes there 
is a big future in the dry clean- 
ing business or he would not be 
in it and to expound the possi- 
bilities of the business is agree- 
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able to him. Certainly there 
is no business where there are 
greater possibilities for expan- 
sion, 


How many of us used the 
dry cleaning establishment ten 
years ago regularly, and what 
percentage of the public do even 
now? he future of the dry 
cleaning business and the rapid- 
ity of its growth will depend 
entirely upon the education of 
the public. It is important that 
the public be apprised of what 
real dry cleaning is today. “The 
public is not to be blamed for 
its slowness in making use of a 
dry cleaning establishment. 


A large percentage know 
nothing about the process, and 
those that know the old process 
are skeptical, and why shouldn't 
they be? You cannot make 
them believe their clothes are 
any cleaner than the gasoline 
they were washed in, which 
nine times out of ten .looks al- 
most as black as ink as it comet 
from the washer, or that their 
clothes were not contaminated 
by that garage mechanic's greasy 
suit or that colored laborer’s 
filthy garments which were con- 
tained in the same washer. Yes, 
those fellows get their clothes 
cleaned, for even the old process 
will redeem a suit that a few 
years ago would have been dis- 


carded. 


People in the past have had 
clothes cleaned when they were 


- public. 


visibly soiled and the old system 
served with fair satisfaction, for 
it scattered the dirt so that it 
was not visible, but it cannot 
be said that the clothes were 
really clean. 


With the advent of the con- 
tinuous system, however, where- 
by aconstant flow of clean gaso- 
line 1s provided to the washer 
and where the gasoline is taken 
from the washer as soon as it 
is contaminated and where the 
clothes are finally rinsed in ab- 
solutely clean gasoline, an en- 
tirely different class of work is 
obtained. ‘The dirt is really re- 
moved, it is not merely scattered 
out evenly. One garment is not 
defiled by the dirt from the 
other, all the dirt is removed by 
the solvent and then it is pos- 
sible to remove the solvent from 
the clothes so effectively in such 
a short time that a finely finished 
garment can be returned to the 
owner promptly and with no 
trace whatever of the cleaning 
process. : 


Everyone should patronize 
the dry cleaner and would if 
they knew the up-to-date proc- 
ess, and the up-to-date continu- 
ous clarifying process is neces- 
sary for the education of the 
Just because the clothes 
show no visible soil is no proof 
they are clean. Possibly you 
have on a dark suit. You say 
you wear a dark suit as it does 
not soil easily. In making this 
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statement, however, you have 
made a mistake; you mean in- 
stead, because it does not show 
soil. If you happen to have a 
freshly laundered handkerchief 
in your pocket draw a portion 
of it over your first finger and 
rub it vigorously up and down 
over the front of your coat or 
trousers and I will wager if it 
has been a week since the gar- 
ment was properly cleaned you 
will be astonished to find the 
handkerchief will look like you 
had been wiping off your shoes. 
What would that suit look like 
if it were white? The color of 
clothes has no relation whatever 
to their affinity for dirt. Just 
because a piece of cloth is dark 
is no reason to believe it will 
not accumulate as much dirt as 
a piece of white goods. No 
mother would send her little 
girl to school clad in a gingham 
dress that was not immaculate, 
but that same mother, when the 
cold winds blow, will send that 
same child to school dressed in 
a colored flannel, jersey or other 
dark, heaven woolen, or at least 
part woolen dress which has 
seen no cleaning process for 
weeks. Why? Because she 
does not appreciate it is soiled 
and a breeding place for all 
kinds of germs. 


A short time ago the dry 
cleaners in Tulsa, Okla., put on 
an educatiomal campaign that 
was of great benefit to the com- 
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munity and at the same time to 
themselves. “he records main- 
tained by the school board 
showed a smaller attendance, or 
rather more absentees during 
February than during any other 
month in the year. “The board 
of health, upon being consulted, 
explained this condition by say- 
ing it was due to the fact that 
a child’s vitality was less and 
its resistance lower during that 
month than any other period of 
the year and they were there- 
fore more susceptible to diseases 


peculiar to children, such as 
measles, whooping cough, 
chicken pox, etc. The dry 


cleaners, working on a different: 
theory, offered to clean the dark 
garments of all school children 
between the ages of six and 
fourteen years free of charge 
during that month, for the pur- 
pose of advertising. Ihe month 
of February is a cold, disagree- 
able month. Most children wore 
heavy woolen garments and the 
dry cleaners did a flourishing 
free business. “The amazing re- 
sult was that the school records 
disclosed a remarkable fact. 
During that February they had 
a better average attendance than 
any previous month. Why? 
Because that was one February 
when the majority of the chil- 
dren wore clean, wholesole gar- 
ments instead of filthy, germ- 
laden clothes. 


The American public has a 
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desire to be clean. If they are 
not clean it is because of ignor- 
ance. Of course we wear clean 
linen. Why? Because it is visi- 
Diet gees; some of: it: is; but 
certainly some of it is not. Isn’t 
Hetisteras= necessary ..for our 
health, peace of mind and satis- 
faction that all our clothes be 
acmcicameand, Sanitary. as our 
linen? 

. The continuous clarifying of 
gasoline has made possible really 
and truly clean clothes and is 
making possible the education 
of the public to the necessity of 
garments being made fit to wear. 
We will all see the day, and it 
is not far distant, when we will 
patronize the dry cleaner regu- 
larly, as we now patronize the 
steam laundry. 


The phenomenal growth of 
the steam laundry in the last 
decade is nothing compared to 
what will happen in the dry 
cleaning industry, and there is 
nothing that will influence that 
growth more than the Bowser 


Clarifilter. 


Any continuous clarifying 
system is a great improvement 
over the old batch system, but 
the Bowser continuous three- 
principle system will maintain 
its leadership by a handsome 
@ciarcins. Lt is; a system ‘that 
eliminates all elements from the 
solvent that are detrimental to 
its efficiency asacleansing liquid. 
By precipitation, it separates the 


heavier articles of foreign mat- 
ter. By coagulation, it removes 
the oils, greases and perspira- 
tion,, and. “by filtration these 
lighter-than-gasoline substances: 
that have been taken from the 
clothes. 


It represents a system, the 
initial cost of which is very rea- , 
sonable. ‘The installation is 
simple, the cost of operation the 
very lowest. Simplicity of de- 
sign and operation is its aim 
and attainment. It does not 
clean the gasoline only by vir- 
tue of differences in specific grav- 
ity of the solvent and dirt, nor 
by chemicals alone; neither does 
it depend entirely upon filtra- 
tion, but instead all three of 
these principles, where no other 
continuous system can claim 
more than two. 

Comparing capacity in gal- 
lons per hour, it is the lowest 
original cost, by far the lowest 
operating cost, practically no 
upkeep cost, a better grade of 
solvent and being underground, 
carrying the Underwriters’ label, 
is absolutely safe. 


Why not a Bowser and noth- 
ing else? 


He: ‘‘What do you do for a liv- 
Gohene 

She: ‘I’m a dairy maid in a candy 
kitchen.”’ 

He: ‘‘Never heard of it. What do 
you do?”’ 

She (bashfully): ‘“‘Milk  choco- 
lates.” 
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PROMOTIONS AT FORT WAYNE 


URING the past 

month two promo- 
tions have been made 
at the Home Office 
which will be of in- 
terest to the salesmen. 


Charles J. Worden, formerly 
manager of the order depart- 


CHARLES J. WORDEN 


ment, has been promoted to 
the executive department as a 
special assistant to President 


Bechtel. 


Worden began his services 
with Bowser in 1917 as a cor- 
respondent in the collection de- 
partment. In 1919 he became a 
correspondent in the export de- 
partment. In 1921 he was a 
correspondent in the _ general 
sales department, the following 
year was made assistant to the 
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manager at Albany, and in Jan- 
uary, 1923, was made manager 
of the order department. 


C. E. Feichter, who has been 
the assistant manager of the 
order department now becomes 
its manager. Feichter has had 
a varied experience with Bow- 
ser since he began work in Aug- 
ust, 1915. He startedeemanes 
stenographer in the export de- 
partment and since then has 
been a correspondent in the col- 
lection, export and sales depart- 
ments. In May, 1923, he was 
transferred from the sales de- 
partment to the order depart- 


Coe 


FEICHTER 


ment and made the assistant 
manager. 

THE BOWSER MAN_ wishes 
to congratulate Worden and 
Feichter on obtaining these well 
earned promotions. 


a 
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SELLING THE FARMER’S WIFE 


WITH the launching of 
the Bowser campaign 
to sell the American 
farmer in 1924 and 

s=—3 the appearance of 
Bowser advertising in two great 
farm papers, it might be well to 
pause and consider the “Power 
Behind the Throne,” namely, 


the influence of the woman in 


the rural household. 


It is the woman on the farm 
who does most of the buying— 
she raises poultry—turns the 
cream separator—makes butter 
—grows vegetables—and sells 
them at the country store and 
with the proceeds sets her table 
and buys her clothes. It is often 
the woman on the farm who 
is the ‘exchequer of the check- 
ing account” of the farmer. Do 
not underestimate her ability to 
sway the will of those about 
her. Your order for equipment 
may rest with her. 

In selling the rural woman 
we bump up against a new 
problem in which we can well 


- heed the advice of a noted sales- 


man who said “‘Know your line, 
of course, but don’t forget hu- 


‘man nature.” Put forth the best 


there is in you, for your ap- 
proach will impress her favor- 
After a few 
moments of conversation you 
will discover, if you are alert, 
that most of the farm women 


will fall under one of the fol- 
lowing types—treat her accord- 
ingly. 

The “‘Irritable.’’ Meet her 
with an attitude of calmness and 
understanding, stating your 
proposition quickly and quietly. 
She is one of the most unpleas- 
ant to encounter and with her 
goes the ‘‘Inconsiderate,’’ who 
will not see the fairness or wis- 
dom of a rule or policy. It is 
well to counter her thought- 
lessness with politeness. This 
type is strongly contrasted with 
the “‘Deliberate,’’ whose mind 
works logically. She needs time 
to consider every point you 
make. Be patient and give her 
one thing at a time to grasp. 
You will no doubt find her 
quiet—but she 1s thinking, and 
not disinterested, so keep up 
your sales talk on the one topic 


-in her mind. 


Then there is the ‘Talkative’ 
one. She is a friendly little 
thing. If you will listen she 
will tell you all about her 
neighbors and how she cures 
little Mary’s croup. She will 
give you an excellent opportu- 
nity to exercise your power of 
self control. Io allow her to 
even suspect that you are bored 
would be fatal; so bring her 
back to earth and Bowser pumps 
with tact. 

With the “‘Snobbish’’ one 
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your greatest asset is dignity. 
She will want a row of pumps 
when she discovers that the 
Bowser is not only the best on 
the market but that it costs the 
most. “The next type will not 
be so easily won, for she is the 
‘‘Suspicious.’’ Endeavor to win 
her confidence by stating plain 
facts. Give her a straight qual- 
ity talk. The “‘Know-it-All”’ 
type will.tell you all about your 
line—things which neither you 
nor Bowser ever knew about. 
Let her do all the talking—un- 
til she gets unwound and run 
down. Assume an interested 
and awed air as she expounds 
from her vast store of informa- 
tion. She absorbs flattery like 
a sponge. Indulge her; but be 
cautious lest you fail to note the 
point of saturation and she de- 
tects your flattery. 


When the ‘‘Absent-Minded’”’ 
woman's thought wanders look 
squarely at her and give her rov- 
ing mind something concrete to 
which to cling. It might be 
well to focus her attention on 
pictures which you carry of 
some of your installations. Give 
her a couple bulletins so that 
you leave with her some vivid 
mental delineation for her im- 
aginative mind to toy with be- 
tween your calls. 


The “‘Nosey”’ one will want 
to know all about your personal 
business as well as Bowser’s. 
She wants “‘inside dope.’’ Your 
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best bet in dealing with her is 
to give her your straight sales 
talk as ‘‘confidential stuff.’ 


‘The ‘‘Fault-Finder”’ is aggra- 
vating beyond words. No mat- 
ter what point you make she is 
sure to find something wrong. 
She may be compared to the 
male of the species known as 
the “‘chronic-kicker.”” In her 
eye your competitor always out- 
shines you and she makes no 
bones about telling you so. 
Meet her criticisms with a con- 
fident air. Show spirit in your 
comeback, yet be polite as she 
turns her nose heavenward. 


With the ““Uncertain’ 
woman you have double work. 
It is necessary to sell her on her 
own good judgment as well as 
the Bowser line. “The thought 
“TI think we might have done 
better’’ haunts her. Combat her 
attitude with a firm, convincing 
sales talk, distinctly marking 
“quality” and ‘‘economy in 
buying the superlative product.” 
Her secret ambition is to have 
every one of her dollars do more 
than 100 pennies worth of 
work for her. Convince her 
that the money she invests in 
Bowser equipment will do just 
that very thing for her and she 
is sold. 

The “Aloof’’ type of woman 
may easily be confused with the 
‘““Deliberate.’” Present all of 
your arguments, for while you 
may think she is not listening, 
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chances are, you missed your 
guess and she is likely to sign 
on the dotted line just to show 
you that she is unlike the ma- 
jority of her sex and can decide 
right off. She will never admit 


that your sales talk swung her— 
but it did. 


The true “Bargain Hunter’ 
wants quality with a pre-war 
price attached. She doesn't real- 
ize that with the present high 
material and production cost 
“them days are gone forever.’ 
Your slow stock and sundries 
list may be well used for her. 
Make her see that your price is 
fair and» you know Bowser 
products are worth every dime 
invested in them. [his woman 
does:not want something 
‘“‘cheap’’—-she wants good stuff 
but she is a price buyer. 


While the ‘‘Stingy’’ one may 
want quality she either cannot 
or will not pay for it. Perhaps 
you have been working on a 
prospect who has already in- 
stalled another make of pump 
but would covet a Bowser if 
he could get rid of an inferior 
product he already has on his 
hands. Chances are the stingy 
woman will buy a second-hand 
pump. Sell her your prospect's 
old pump and sell him the 
coveted Bowser. You will be 
doing him a favor and the 
stingy woman has gotien what 

she wants. 


The “Timid Type’’ will be 
known by her quiet and un- 
assuming manner. Don’t over- 
Whelm her with too much of a 
business-like air. If she sees 
what she wants but is afraid to 
say yes’ you can help her 
by being sympathetic. Her ac- 
knowledgment of gratitude in 
reward for your efforts will 
likely come in the form of an 
order. 


But why prolong the discus- 
sion on the subject which has 
fooled men for centuries. The 
above described are perhaps the 
most pronounced types of 
women you will encounter. 
You will find other types that 
stand out distinctly—some rep- 
resent a combination of two or 
more of the qualities above 
enumerated, but whatever the 
type, she is the pivot around 
which her household revolves. 
Either she, her son or daughter 
will have to operate that pump 
at the roadside, and she will 
probably have the “last word” 
as to whether the pump shall or 
shall not be purchased. 


If you knew more than your 
sales manager he'd be workin 
for you. ; 


There is no finer profession than 
one which compels us to build faith 
into minds of men. In business, faith 
is needed quite as much as money.— 
Specialty Salesman. 
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THE LATEST ON OIL DISPEAS 


==) GAIN Bowser leads in 

‘| modern thoughts for 
better marketing in 
“the oil and gas busi- 
ness.’ The latest evi- 
dence is the oily display idea ad- 
vanced and sponsored by Paul 
W. Lawther. 


Oil is the big money-maker 
for the filling station and ga- 
rage man. In most garages the 
oil is kept at the back of the 
garage where it will not be seen 
—the attendant takes up time 


going to the rear of the building 
for every quart of oil. In the 
majority of filling stations the 
oil pumps are located inside the 
building where they are not 
seen by the motorist who stops 
for gas. 


The idea of an oil display 
window in which are shown 
the Bowser pumps, clean, shin- 
ing and inviting is shown in the 
accompanying picture and archi- 
tectural layouts. 
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which have been added to the 
line. The growth of the idea 
of displaying the lubricating 


The idea of display is being 
well carried out in the artistic 
designs of the new gas pumps 
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oils is very interesting. Many 
of the filling stations display oil 
in quart bottles which they 
have on a stand between the 
two or more gasoline pumps. 
Others pile up their package 
goods on an island between the 
gas pumps in a frantic effort to 
get display. 

The latest idea of display 
shows the well kept Bowser 
pumps in the very front of 
the filling station, each pump 
labeled with the grade of oil 
which it discharges. The mo- 
torists who stops for gas can- 
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not help but see these oil pumps 
and they will act as a strong 
suggestion to put some oil in 
his car. 


We grant that some filling 
station attendants suggest the 
purchase of a quart or more 
but we believe our oil display 
window will accomplish the 
same end more effectively. The 
motorist at the filling station is 
probably annoyed by the very 
thought of having to stop to 
get a supply of gas and oil. 
Again he is about in the act of 
parting with some of his cold 
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cash when the attendant tries to 
sell him some oil and this affects 
him just like the average busi- 
ness man is affected when a 
barber tries to sell him a sham- 
poo, hair cut, hair wash and 
tonic when all the man really 


Wantewor bas time for, 1s a 
shave. 
No man’s mental state is 


much disturbed if he sees some- 
thing on display—wants it— 
asks for it and pays for it.. He 
doesn't mind paying for some- 
thing if he feels that he bought 
it, but it irritates him to think 
that somebody “‘sold him some- 
thing.” 


This display idea is now be- 
ing considered by several of the 
major oil companies and it 
might contain a good idea for 
the salesmen working the minor 
and independent oil companies 
and filling stations. Let’s push 
it and sell more 44’s and 115’s. 


Competition Blocked 

Biviyesom, © said the father, 
who was addicted to moraliz- 
ing, ‘this is the age of special- 
ists. Is there anything you can 


do better than anyone else in 
the world?’’ 


eoueth, thir, - 
boy;«---I ‘can 
SVCICLIIs 


lisped the small 
read my own 


Good Clarifilter Sale 


Another good Clarifilter sale 
this month is marked up on the 
board for Harry Hinkle of the 
Home Office Department. 


He jaunts down to Johns- 
town, Pennsylvania, and in the 
face of keen competition sells a 
2,000-gallon clarifying unit 
and a 2,000-gallon 264-unit 
conmectingwals 6x) 4andsae 4 x 


60 washer. 


HARRY HINKLE 


This equipment goes to the 
Henderson Brothers Corpora- 
tion, which is putting up a 
modern dry cleanng plant 
which will cost over $300,000, 
and will be one of the model 
plants of the country. 


A good sale, Hinkle. 


gratulations! 


@on- 


Loyalty bears the same rela- 
tion to successful organization 
that motar bears to brick build- 
ing.. —Roger W. Babson. 
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BOWSER LOAN AND TRUST COMPANY 
MOVES OFFICES INTO NEW 
QUARTERS 


ATURDAY after- 


Ga ~S 


CGR noon, February 9, 
Ge, marked the formal 


opening of the new 


3 

=I Bowser Bank Build- 
ing at the corner of Creighton 
and Holton Avenues. 


The new building is a mod- 
ern bank structure, specially de- 
signed to accommodate all of 
the varied activities of a growing 
institution. The building it- 
self is of brick, two stories in 
height, and besides the bank it- 
self there are included spacious 
rooms for several stores. 


The bank will occupy the 
southeast corner of the new 
building. Entrance is from 
Creighton Avenue through a 
simple but artistic doorway. 
The banking room itself has a 
very attractive, spacious lobby, 
and is complete with all mod- 
ern conveniences for those trans- 
acting business there. [he com- 
partments for tellers and em- 
ployes have been carefully and 
expertly planned for greater ef- 
ficiency and service to the public. 


The special pride of the offi- 
cers is the modern, burglar- 


Lobby of the new Bowser Bank Building 
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proof safety vault which has 
been installed. It embodies all 
the known safeguards and is 
further protected by an electric 
burglar alarm system. ‘The 
vault entrance is of the latest 
design and of heavy construc- 
tion, weighing ten tons. The 
safety deposit boxes are modern 
and up to date in. every respect, 
no expense having been spared 
to make this feature equal to the 
very best vaults of even larger 
design and,construction. 


The Bowser Loan and Trust 
Company was organized in 
May, 1919, and since that time 
has been occupying quarters on 
the ground floor of the Bowser 
office building. ‘The last bank 
statement showed a paid in cap- 
ital of $100,000 and total re- 


sources of $600,000. The bank. 
at this time carries about fifteen 
hundred accounts with total 


deposits of $350,000. 


While it is natural that Bow- 
ser employes themselves have: 
appreciated the advantages of 
having a bank so conveniently 
located, yet over twenty-five per 
cent of the depositors are not 
Bowser employes. It will now 
be possible for the bank in its: 
new quarters to serve a larger 
number of the residents of the- 
southeast section of the city. 
All phases of banking business: 
are engaged in, including check- 
ing accounts, savings accounts, 
safety deposit boxes, notes,. 
mortgages, New York and Chi- 
cago drafts, foreign exchange, 
insurance and travelers’ cheques.. 


The artistic entrance from Creighton Avenue 
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It is through this bank that 
the S. F. Bowser Company has 
been able to help its employes 
buy homes for themselves, as 
they have been doing ever since 
the bank was started some four 
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which cash could be furnished 
them with which they could 
buy homes, and it has proved 
to be a great success, productive 
of an untold amount of good 
in many ways to these three 


GOD IS PLEASED TO BLESS 
AND PROSPER THE IDEAL NEIGHBORHOOD 
ONE WHERE PEACE, GOOD WILL 
AND COOPERATION PREVAIL. 

WE, THE MANAGERS OF THIS BANK ARE 
A PART OF THIS NEIGHBORHOOD AND 
ARE HERE TO DO OUR FULL SHARE IN 
EVERY WAY TO HELP MAKE IT IDEAL. 


NOVEMBER 1923 


S. F BOWSER 
PRESIDENT 


Above the vault is this bronze plaque which typifies the 
spirit of the bank 


years ago. Mr. Bowser says 
that during this time they have 
helped their men to some 300 
homes, at a cost of $750,000. 


This money is furnished to 
the employes at five per cent, 
which is one of the inducements 
held out by the company to 
their men to get homes of their 
own, and a goodly number of 
them are doing this, as will be 
seen from the above figures. 
Aside from this concession to 
the Bowser employes, the bank 
is run on the same basis as are 
the banks downtown. 


This bank is one of Mr. 
Bowser's plans for the benefit 
of Bowser employes, through 
-etght 
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hundred and more families who 
now have homes of their own, 
which Mr. Bowser says richly 
repays him in satisfaction for 
his efforts and the capital he has 
invested. 


The officers of this financial 
institution are S. F. Bowser, 
president; A. A. Bowser, vice- 
president; H. J. Grosvenor, sec- 
retary, and O. W. Scheumann, 
cashier. 


Unless a man has had his hour of 
the Garden of Gethsemane and has felt 
the crown of thorns pressing against 
his brow, he has missed some of the 
big things of life. It is only through 
sorrow that true success is ever reached. 
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WHY A SERVICE DEPARTMENT? 


By L. F. JOHNSON, 
Manager Service Department 


FOU probably have all 
Lex heard the story about 
ASHES the preacher who 
seer 1 called on one of his 
parishioners who was 
blessed with a house full of 
boys. ‘The story 
runs as follows: 


mY aue have: a 
fine family, Mrs. 
Smith; such fine 
young men and 
such well behaved 
children, but you 
should have had a 
Gitlin = Little -six 
year old Freddie, 
who had been be- 
side his mother 
during all the in- 
terview, and was 
not well impressed 
with the thought 
ere gick. ins -the 
family, looked up 
at the preacher and 
said, 
Jack and Frank wouldn’t and 
I am sure I wouldn't have been 
Nei. 

The above is a good deal the 
way the Service Department 
finds itself at the present time. 
Who would be it? We do the 
“trouble shooting.’”’ We are 


ir.) JOHNSIN 


“Who'd have been her? 


looked on as a necessary evil that 
must be endured. 

Our work is divided into four 
divisions; we look after your 
complaints, install equipments, 
render invoices and ship out 
parts for. repairs. 
The shipping out 
of parts is no small 
job, when you 
older men _ think 
back and recall the 
outfits that have 
come and gone in 
the past fifteen 
years. 

It is no easy job 
to interpret some 
of the letters and 
know just what to 
send so your cus- 
tomer will get his 
DartS= preo.ii pcs) 
and again be sell- 
ing gas. [he other 
day Mr. Water- 
man, one of the boys in this de- 
partment, brought me the fol- 
lowing letter: 


JAIN S0ethu2 4, 

SEE BOWSER G6 GO; 

FORTWAINE IND. 

MYADERE SIRS: BUR Ee @ 
HAND. 

PEBASESSEND SPOR sab He 
TANK WE BOUGHR 
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FROM YOU SOME TIME 
BACK. 

THE LOWER CROWN FOR 
INTAKES EIPE: 

CROWEN CHAS U2) HOES: 
Jie UES Bo lGINBM, Lease pei. 
So LER BOUTS: 

SEND INSIDE PIPE THAT 
GOES TOP BC ON iso 
CLANK IN RECIVERICIPE: 

PLEAS PaRUSHS Beeline 
SURED MAIL ANDILL.. 
INCCODE BO Agri lists 
IN ONE 


Gack. 7 ey OUR Seyi Dove 


Now what would you fur- 
nish’ jon sucha, letterts vir 
Waterman's interpretation of 
the above letter is one 3%” 
flange, one lead gasket, eighteen 
bolts and nuts, one can litharge, 
one can glycerine, one inner tube 
for thirty-six inch tank and 
ream holes in flange to fit bolts. 


Another letter was handed 
me by Mr. Reinhart. Mr. Rein- 
hart is another member of this 
department who interprets these 
letters and rushes out the repair 
parts: 


“12-17-23. 
S. F. Bowser % Company, 
Ft. Wayne, Indiana. 
Dear Sir: 


Send me at once, by parcel 
post C.O.D., one Brush for my 
Gasoline Pump No. F-41873, 
B-1281, the Big Brush that 
brings up the Gas. 
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Hoping to hear from you at 
once. 
Yours truly.” 


I would call your attention 
to this letter in particular for the 
reason that we are given the 
stock number and prefix letter. 
‘The very fact that this informa- 
tion was given, enabled us to 
send this man a plunger leather 
for a Figure 102 pump. 


Another very important di- 
vision of the Service Department 
is handled by Mr. Alleman. He 
is the diplomat of the depart- 
ment. He tries to repair the 
pump at long distance; tries to 
get the information necessary to 
fill orders intelligently and, in 
many cases, advises the customer 
how to repair his own pump at 
a very small cost. Often he has 
to sweeten the customer, due to 
some misunderstanding. It may 
be a promise the salesman has 
made to him or he neglected to 
tell him a service man would 
charge $1.50 an hour when he 
came to repair his pump that 
was ten years old. 

Service men are at your com- 
mand all the time, but Mr. 
Michael cannot keep a man on 
tap waiting for any partciular 
complaint. Our work is planned 
ahead and it isn’t always pos- 
sible to take a man off some job 
and send him on another. 


A very common request re- 
ceived in this department is to 
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send a service man, as Jim Jones’ 
pump is out of repair and he is 
going to buy a half-dozen more 
when the pump he has is re- 
‘paired. If all these promises 
had come through, S. F. Bow- 
ser 6 Company would add an- 
other million dollars to last 
year's business. 


There is still another di- 
vision in this department. This 
is handled by Mr. Fathauer and 
his assistants. [hese boys han- 
dle the accounting end and see 
that proper invoices are sent out. 
Mr. Fathauer has another hard 
job to perform and that is to 
explain to the customer why his 
clarifilter installation cost him 
$62.50 when the salesman told 
him it would only cost $35.00. 
Such explanations are not al- 
ways Satisfactory to the cus- 
tomer. 


The fourteen members of this 
department cannot make the 
much talked of service of S. F. 
Bowser & Company one hun- 
dred per cent. It takes the en- 
tire organization. The salesman 
can help, and plays a very im- 
portant part. By a little effort 
on his part, he can familiarize 
himself as to the working of the 
pump and in many cases, advise 
customer to tighten down pack- 
ing nut to stop pump from leak- 
ing, or the use of a little oil 
will keep pump from working 
hard, or tell him the pipe line 
leaks if there is no dribble at 


the nozzle on the return stroke. 
Such bits of information help 
the salesman, help the customer 
and help S. F. Bowser © Com- 
pany. 

When sending for parts, ad- 
vise the figure number of the 
pump, giving stock number 
with prefix letter. We try to 
give a twenty-four hour service 
on standard parts. It takes time 
to look up old orders with a 
possibility of not being able to 
tell which of a dozen orders the 
repair part is for. 


Another way the salesman 
can help the Service Department 
is by informing customer that 
service On pumps over a year old 
will be charged for. Do not 
leave it for the service man, after 
traveling across a state, to tell 
this customer his pump is out of 
the guarantee period. The sales- 
man can do this better than the 
service man. 


Last month we had ten serv- 
ice sales orders returned because 
salesmen left the impression that 
parts would be sent free. 


Some of our salesmen take 
the attitude that S. F. Bowser 
Company is always wrong 
and customer is always right. 
Many faults are not traceable to 
the pump but to the installa- 
tion, and with the thorough in- 
spection that these pumps get 
before leaving our factory, it 1s 
safe to assume that the pump is 


Page Thirty-one 


The 


Bowser 


Man 


all right and that the trouble 
should be looked for some place 
else. 

I would not leave the impres- 
sion that all of our work was 
trouble or that we did not get 
some enjoyment out of our 
work. ‘There are many amus- 
ing incidents that come up every 
day and also many letters that 
show us that Bowser Pumps are 
the best on the market—the best 
design, best material used, best 
workmanship and have the best 
inspection before leaving our 
factory. | 

The Service Department is 
here to help you! 


See It Through 


The other day a young fel- 
low applied for a position with 
us as a salesman. He was a six 
footer, built like an athlete. He 
was well dressed and he carried 
himself with ease. One look 
would tell you that he was a 
man of culture and refinement. 
His manner was precise—but 
not abrupt. Inquiring as to his 


education, the Sales Manager 
found him to be a Harvard 
graduate. Of course being a 


Harvard graduate don’t say that 
aman can sell pumps. But the 
fact that he had graduated sig- 
nified that he had the ‘‘guts’’ to 
“stay with it’ for four years 
of hard work and finish the job 
and had gotten his diploma. He 
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wasn't “‘half-baked’’ as far as 
his education was concerned. 

This fellow had the qualities 
we seek in a man and he was 
“taken on,’’ and the Sales Man- 
ager felt he had gotten a good 
man. After the fellow had gone 
from his office the Sales Manager 
smiled: “‘I wasn’t half as inter- 
ested in knowing that he went 
through Harvard as I was in 
the fact that Harvard went 
through him. I believe that 
when he gets out on his terri- 
tory, he will not only have the 
vision to see through a thing 
but the ‘guts’ to see the thing 
through.” 


And so things go in the 
world of business. Visions don’t 
count—it’s the application of 
the vision that buys the baby’s 
shoes. Many an inventor had 
the vision to see through his in- 
vention—but lacked the ability 
to see his invention through— 
and it either died a premature 
death—or else some other fel- 
low “‘saw it through.’ It’s the 
chap who conscientiously, con- 
sistently and confoundedly ever- 
lastingly stays with a proposi- 
tion that ‘‘sees it through.” 


Tom: ‘‘Have you heard, Fred, that 
a machine has been invented which 
tells when a man is lying?” 


Fred: ‘‘Why, certainly.” 

Tom: ‘Perhaps you've seen one?”’ 

Fred: ‘“‘Seen one? Why, I mar- 
ried one!"’ 
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TRAINING BOWSER SALESMEN 


HE training of sales- 
men is one of the big 
problems with which 
many a sales mana- 
ager has to cope. It 

has been partially met by a 

number of great companies in a 

number of different ways. 


One of the leading manufac- 
turers of the country conducts 
an outdoor camp in the sum- 
mer time. The company exerts 
extreme care in selecting its 
salesmen, and salesmen to be 
eligible for the six weeks sales 
school must have at least six 


Back row, from left to right: D. O. Rice, A. H. Dorsch, Roy E. Lounsbury 


and J. E. Butler. 


In the foreground: M. E. Deckelman 
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months successful experience as 
a junior salesman with the com- 
pany. [Through this method 
they secure men whose experi- 
ence with the company enables 
them to assimilate the course of 
study more thoroughly. 

The last big class the com- 
pany put through numbered 
240 men. This class of men 
was divided into seven classes 
of approximately thirty - six 
men each, and these classes 
were instructed by various di- 
vision managers. [his com- 
pany, which is the undisputed 
leader of its line and manufac- 
tures a quality product, which 
from a selling standpoint pre- 
sent problems as hard as Bow- 
ser pumps, feels that its sales 
school has been most successful. 


In the east one of our large 
American oil companies trains 
its salesmen somewhat differ- 
ently. [hey send a representa- 
tive of their personnel depart- 
ment to various universities and 
colleges to select from the grad- 
uating class, good timber for 
their sales force. These men are 
put through a three months 
course of study in the oil com- 
pany’s refinery. Each man 
works for several days in vari- 
ous departments of the com- 
pany. Each salesman must 
know thoroughly the manu- 
facturing processes of this great 
concern. 

Bowser % Company uses a 
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method of training salesmen 
which contains some of the ad- 
vantages of the combined ideas 
of the two companies above de- 
scribed. ‘The training of sales- 
men is one of the duties of the 
district manager—and all of 
the big centers of population of 
the United States have a district 
manager. In the district offices, 
the new salesman is taught the 
Bowser line through a course 
of study of the Bowser bulle- 
tins, which describes every detail 
of the equipment. The district 
manager points out the poten- 
tial market for oil and gas. 
handling equipment. Often the 
district manager, who usually. 
is a salesman who has come up 
through the ranks, goes out 
with the new salesman for sev- 
eral days and works with him. 
In some districts the company 
employs special representatives 
who spend several days with 
the new salesman, instructing 
him and clearing up any ques- 
tions in his mind. The special 
representatives are all old-expe- 
rienced salesmen, who _ have 
made a pronounced success as 
regular men, and now work 
with the new salesmen and act 
as ‘‘pinch hitters’’ in closing up 
deals in the territory. 

Perhaps the most complete 
course of training is given at 
the Home Office, where the 
sales classes are conducted in 
small groups, ranging from 
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Standing, from left to right: 


G, EY Reminger, J. Fs Zoz,; Emmett Orr, B. HH. 


Long, Andy Hurst. Seated: C.'C. Walker, C. P. Chester, 
Weel Canada andykhw ls Archbold 


three to ten men per class. They 
are instructed by A. H. Dorsch, 
Fort Wayne District Manager, 
and his assistant, Roy Louns- 
bury. The classes are held every 
day for a.week in the display 
room on the first floor of the 
main office building. Here, the 
new salesmen study the bulle- 
tins, use of the price book, are 
instructed in order writing and 
proper discounts, and they see 
demonstrated every pump which 
Bowser makes. “hese men, at 
the conclusion of the course, 
are taken through the factory 
by an experienced man and are 
shown the various manufactur- 
ing, assembling and testing op- 
erations. Besides learning the 
technical details of the equip- 
ment, they are given such other 


sales information as will en- 
able them to cope with matters 
in the field. “The salesman is 
told the objections which pros- 
pects make and how to counter 
them, and the more intimate 
knowledge necessary for a suc- 
cessful career with Bowser. 

In handling the men in small 
groups Mr. Dorsch feels that he 
can give closer attention to each 
man, learn to know his personal 
characteristics and be in a better 
position to direct his efforts 
when he gets into the field. 

In these sales classes many 
friendships are made, ideas are 
exchanged, stories are swopped, 
and very often these men keep 
up a correspondence with the 
various members of their sales 
class. 
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WESTERN STATION MAKES GOOD 
RECORD 


NOTHER fine record 
for the opening day 
of a new filling sta- 
tion was recently es- 

= tablished out in San 

Jose, California, by the Kees- 

ling Station, situated on the 

Alameda (which is the main 

thoroughfare) and the old 

Spanish highway leading into 

the city. An accurate report of 

the opening is contained in a 

letter from Mike Maggini ad- 

dressed to Mr. Savercool: 


“Mr. Keesling had a grand 
opening of his service station 
last Saturday. ‘his is equipped 
with three 10-barrel Fig. 101’s 
and six Pits 402. Seale Gawased 
humdinger of an opening. 

“He had avertised that he 


would give away a one-gallon 


can of Monogram oil to every 
purchaser of a minimum of five 
gallons of gasoline. 

“At 6 o'clock in the morn- 
ing when he opened up there 
were ten machines waiting for 
him and from then until 10:30 
p. m. they sold and delivered 
through the three Fig. 101 
pumps, 8,947 gallons of gaso- 
line. [This was supplied to 
1,402 cars: 

“The oil companies supply- 
ing the gasoline were the Asso-’ 
ciated, Union and Shell. “The 
first day each of these oil com- ° 
panies had two representatives 
who would take turns handling 
each pump. Mr. Keesling at- 
tended to his regular work and 
was assisted by two Monogram 
Oil representatives. 


The opening of the Keesling Station 
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“All day long there was a 
continual string of cars going 
through both driveways, and 
the greater part of the time from 
peo cloct until: 9:30 p:'m. they 
were lined up on the Alameda 
for nearly two blocks. At one 
time, about noon, I, personally, 
counted 56 cars in one line and 
38 cars in the second line. 

“Local photographers took 
several pictures. I will furnish 
you with a copy of some of 
them in due time. 

“It may interest you to know 
that there was an oil company’s 
tank wagon delivering oil all 
day long and most of the time 
there were two wagons at the 
station. 


MIKE MAGGINI 


“Tt was a sight to see. Traf- 
fic was blockaded to such an ex- 
tent that a motor cop was put 
on the job for the entire day.”’ 

The equipment of this sta- 
tion was sold by Mike Maggini, 
who works several of the coast 
counties of California. ‘This 
year ‘‘Mike’’ completes his third 
years of service for Bowser and 
of him Mr. Savercool says: 


‘To the: trade, as well as to 
his friends, he is known as 
‘Mike’ and the most interesting 
part of it is that our good old 
Mike Maggini is one of the 
finest Italians that I have ever 
known. Before coming with 
us, he was for many years city 
engineer for the city of San Jose. 
His friends among oil company 
representatives, as well as with 
the trade in general, are legion. 


The Business Ten 


1. Honor the chief—there 
must be a head to everything. 

2. Have confidence in your- 
self—-make yourself fit. 

3. Harmonize your work— 
let sunshine radiate and pene- 
trate. 

4. Handle the hardest job 
first each day—-easy ones are 
pleasures. 

5. Do not be afraid of crit- 
icism—criticize yourself. 

6. ~Beggladwandmrejcicemin 
the other fellow’s success — 
study his methods. 

7. Do not be misled by dis- 
likes-—acid ruins the finest fa- 
brics. 

8. Do not have the notion 
that success means money-mak- 


ing. 
Oe ei Besrenthustastic ——1trais 
contagious. 


[Ot Ber feitaandsdorataleast 
one decent act every day in the 


year. The Best Way.— 
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A FEW SALES SLANTS 


By W. E. GROOMS, 
St. Louts ‘ 


SNE day, several years 
ago, I was helping 
“break in’ a new 
salesman and had 
been requested to 
show him how to take an order, 
so I called on Mr. Emil Herr- 
scherr, a very solemn 
old German. Emil was 
determined not to buy, 
as this was right after 
the war and though 
we had already reduced 
our prices, all Emil 
would say was: ‘‘l 
vait a vile longer yet 
before I buy; prices 
vill come down.” j 
Finally I asked him to lend me 
his pencil and started to write 
out an order and he said: ‘“‘No 
use you doing dat, Mr. Grooms, 
I vill not buy today.’’ I said, 
“That is all right, Mr. Herr- 
scher, but a gentleman down the 
street 1s going to buy a pump, 
and I know you don’t mind me 
using your pencil to write up his 
order.’” However, as I handed 
him back his pencil I shoved the 
order blank in front of him, he 
signed the order and for the first 
time during the whole time I 
knew him his face broke in a 
broad smile as he said, ‘‘Vell, I 
be d—d, I didn’t know I was 
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going to buy a Bowser today.” 
I didn’t think he was either. 
The new salesman said, “‘So 
that is the way you close them!”’ 
Of course that is not the way I 
close them, but it just goes to 
prove you have to know your 
man, and that it takes 
just a little different 
method to sell every 
man. 

One thing I always 
try to be sure of, and 
that is that I am sell- 
ing my customer the 
equipment he needs 
and the equipment he 
should have. I never 
sell a man until I am sure he 
places his confidence in me to 
sell him the equipment that will 
best suit his needs. Better have 
one satisfied customer than five 
dissatisfied customers. Mix with 
your customers, call on them 
whenever you can; know the oil 
company truck drivers and serv- 
ice men as well as the presidents 
and sales managers of a firm; 
you will be surprised how many 
tips these fellows can and will 
give you. 

Another point many salesmen 
in the field overlook is selling 
lubricating outfits complete with 
meter and lock. Always show 


s 
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your customer that outside of 
the self-measuring feature of the 
lubricating outfit he should have 
some way of checking his lubri- 
cating oil the same as he checks 
his gasoline, as there is more 
profit in it than in gasoline and 
for this reason he should keep 
a careful check on it. Ninety- 
eight per cent of the equipment 
I have sold in the St. Louis Dis- 
trict has been sold complete with 
all attachments, so the man fol- 
lowing on my territory has only 
additional equipment to sell, all 
accessories being taken care of 
on my first order. 


If you will take the time to 
go over in detail the construc- 
tion of our tanks and show cus- 
tomer how he can save both 
time and money in investing in 
our rust-proof and leak-proof 
tanks there is no reason why 
you can’t make a nice profit on 
tank business alone. 


One of the best lessons I 
learned in selling Bowser Equip- 
ment was given me by L. E. 
Porter when he was district 
manager here at St. Louis. I 
was a new man on the job and 
like the majority of new sales- 
men jumping from town to 
fown, and ftom, county to 
county, wherever I heard of a 
prospect, my expenses were high 
and my profits low. Mr. Por- 
ter called me in the office one 
morning and asked me if I was 
working to make money, and 


of course [| answered “‘Yes.”’ 
He then told me to leave all my 
calling lists in the office except 
one, and then work my terri- 
tory town by town, calling on 
every store and blacksmith shop 
in the county and no matter if 
I heard of a prospect right across 
the line to keep right on the job 
until I hit that town. I tried 
out this system, although at first 
I was rather skeptical as to the 
outcome of such a plan, but my 
sales soon showed that it was 
working, and the first year I 
worked my territory in this way 
I missed being a member of the 
Pace Makers Club by 6 6/10 
points, and I lost out only on 
account of having an order 
cancelled the last day. How- 
ever, I am to this day a great 
believer in working systematic- 
ally. Don’t expect to work 
your territory and then sit back 
and let the orders roll in; they 
won’t do it. Don’t be afraid 
to work late and make an occa- 
sional call on Sunday morning 
if you think it will help out a 
customer—these things all pay 
you big returns in the end. 


The only time I ever received 
any business without working 
very hard for it was one time 
in Belleville, Illinois, when I 
was mistaken for Bob Grooms, 
famous former pitcher for the 
Washington ( D. C.) ball team. 
The first store I walked into and 
introduced myself, I was 1m- 
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mediately asked if I was a rela- 
tive of Bob Grooms, and before 
I could reply he answered his 
question himself in the affirma- 
tive, and told me they always 
got out the brass band when 
Bob Grooms came to town. I 
received a nice order from this 
fellow and the news soon 
spread, I did not deny the charge 
and got some mighty nice busi- 
ness from that town, all on the 
strength of Bob Groom's pitch- 
ing. Needless to say, from that 
day on I was a strong booster 
for Bob Grooms. 


Not being much of a story 
writer and having no special 
method of selling any particular 
pump, or any of our equipment, 
I have tried to give you just a 
few pointers that may be of help 
to you as they have been to me. 
Don’t forget you are selling the 
best line on the market, and 
when you introduce yourself as 
a Bowser representative you are 
one jump ahead of the other fel- 
low at the start. A good prod- 
uct is always appreciated, in fact 
I ran across a case where a crazy 
man appreciated our Figure 241 
very much indeed. 


Recently I sold a Figure 241 
to the St. Vincent Institute for 
the Insane, and one day went out 
to superintend the installation. 
Just as I was getting in my car 
a ‘‘trusty’’ on the place came 
running out calling for a piece 
of toast. I asked the poor fellow 
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if he was hungry and he replied, 
“I want a piece of toast; can’t 
you see I am a poached egg and 
want to sit down.’ That about 
floored me, but just then he 
spied the nice new red 241 and 
in a very emotional soulful tone 
of voice he said, ““Ihat is the 
happiest thing that ever hap- 
pened out here; I am sure glad 
you~ did it.’’ Moral: ‘True 
worth is appreciated by every- 
one, every time and every place. 


Your Job 


If your job is just a job, 
And your only pay, your. 
pay, 
If you're only of the mob 
Living only for the day, 
You will likely live as long 
As the other fellows will— 
But you'll seldom find the song 
As you journey up the hill. 


If your job is just a joy, 
And your pay the thing you 
do; 
If the time that you employ 
Is a pleasure unto you, 
Though you walk a heavy road. 
Though you never make a 
pile, 
You will never feel the load, 
But be happy all the while! 


—Douglas Malloch. 
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THE PANORAMA OF PETROLEUM--- 
HOW IT WAS FORMED 


Reprinted by Special Permisston From “Fuel Oil” 


IN the process by which 
4 the supplies of petro- 
leum were accumu- 
lated beneath the 
crust of the earth, as 
briefly described in the last in- 
stallment of this sketch, it has 
been shown that the material 
from which petroleum was 
finally produced was deposited 
in layers of porous sand beneath 
layers of impervious clay. In 
time much of this sand became 
a porous sandstone or limestone, 
while some of it remained just 
loose sand. In it were embedded 
the remains of the organic ant- 
mals and plants from which it 
is believed. with very good rea- 
sons that petroleum was pro- 


duced. 


In the opinion of some earlier 
scientists, petroleum was a prod- 
uct of animal remains and coal 
of vegetable remains, but today 
the weight of evidence tends to 
lead us to believe that they were 
from the same material but un- 
der differing conditions. Just 
what these conditions were, we 
do not understand, even in a 
great part, but the present posi- 
tion of both coal and petroleum 
indicate that there was great 
pressure, considerable heat and 


the presence of gases to some 
extent. Also it seems to be 
proven that petroleum is formed 
at greater depths than the veins 
of coal. 


After these layers of sand or 
lime were formed and turned to 
stone, and during the process, 
they were shoved up and bent 
down with what force can be 
imagined. Heat was produced 
and in some cases volcanoes 
broke out. The final result was 
just what we see about us to- 
day on the earth’s surface. Now 
a geologist is a man who has 
made a study of the surface of 
the earth, including the condt- 
tions under which it was made 
and one application of his 
knowledge is to help in locating 
the most likely places in which 
to search for deposits of petro- 
leum. To do this the geologist 
studies the kind of rocks and 
their arrangement on the sur- 
face of the earth. 


IMPORTANT ROCK FORMATION 
The kinds of rocks are di- 


vided into the three classes, 
igneous, sedimentary and meta- 
morphic rocks. The igneous 


rocks are those that were origi- 
nally in molten condition, the 
sedimentary rocks are those that 
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are deposited from the action of 
water as described previously, 
and metamorphic rocks are 
those which were originally of 
either the igneous or sedimen- 
tary class but have been changed 
by the action of intense heat. 
The igneous and metamorphic 
rocks are sometimes classed to- 
gether as crystalline rocks. Uhey 
are compact, solid structures 
and never carry oil in commer- 
cial quantities. 


‘The sedimentary or oil-bear- 
ing rocks are divided into four 
simple classes, sandstones, lime- 
stones, shales and conglomer- 
ates. Sandstones are simply con- 
solidated sands, limestones are 
formed from the shells and 
skeletons of marine animals 
such as corals, oysters and shell 
fish generally. Imagine the 
number of these minute, or at 
most very small, animals that 
went to form the great masses 
of limestone in many parts of 
the world. Does it not give 
some idea of the age of this lit- 
tle planet? Shales are hardened 
mud and clay and conglomer- 
ates are consolidated pebbles. 

Conglomerate rocks are re- 
mains of the beaches of prehis- 
toric oceans. They are formed 
from the masses of pebbles and 
boulders that are thrown up by 
the waves, just as they are 
thrown up today. The condi- 
tion of these pebbles and rocks 
with their edges all rounded 
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shows that they were subject to 
the action of waves for long 
periods. Freshly broken rocks 
with sharp edges are known to 
geologists as breccias. [here is 
little use in looking for petro- 
leum deposits in conglomerate 
formations. 


Sandstone is made up for the 
most part of the grains of 
quartz cemented together by ox- 
ide of iron if the stone is brown 
ranging from light to dark. 
Calcium carbonate and _ silica 
form the cement of the white 
sandstones. 


Shales are compact rocks 
formed from very fine particles . 
of clay or mud. They are quite 
commonly laminated and show 
a tendency to split into sheets. 
‘The shales are divided in petro- 
leum geology into oil bearing 
and those which do not carry 
any oil. The former are most 
commonly dark in color. A 
good oil bearing shale will give 
off the odor of petroleum when 
rubbed in the hands, due to the 
slight heating which occurs. If 
really rich in oil, the rocks may 
be broken into small chunks 
and they will burn with a char- 
acteristic oily flame. 


Limestones are made up of 
calcimine carbonate for the most 
part with various coloring mat- 
ter mixed in. The pictured 
rocks in various parts of the 
world are often of limestone 


The 


Bowset 


Man 


that has’ been colored in fan- 
tastic patterns. 


The rocks known as sedi- 
mentary rocks are commonly 
more or less mixed. In the 
depths of the present oceans the 
bottcms are almost pure sand, 
bui@eras= one approaches ‘the 
shores they become mixed with 


the clays carried down from the 


interior of the continents by 
the great rivers. hen follow a 
region of almost pure clay or 
mud bottoms, and these become 
mixed with pebbles and rocks 
as the shore line is reached 
where the beach represents a 
strip of conglomerate rock in 
process of formation. 


eked YPES OF ROCKS 


For this reason it becomes 
necessary in describing the rock 


formations to combine the prin- 


cipal characteristics in the name 
as a shaly sandstone rock, con- 
sisting of a sandstone with 
some shale mixed in, a calcari- 
ous sandstone or shale, simply 
means that the sandstone or 
shale has a lime deposit which 
intermingles with the chief 
characteristic of the stone. “These 
layers of rocks when grouped 
together are known as a for- 
mation. 

A formation may cons'st of 
one kind of rock, but for the 
most part formations are made 
up of the different kinds of 
sedimentary rocks in_ layers. 


These layers or beds are usu- 
ally very uneven in thickness. 
When originally placed they 
were placed one above the 
other and we can see in the 
thickness of the various kinds 
of rocks the transformation that 
the surface of the earth has un- 
dergone. A bed of pure sand- 
stone is formed in the deep 
oceans. If on this is imposed a 
layer of shale rock it means that 
by the lifting of the earth’s bed 
the sandstone layer or bed was 
brought nearer the surface when 
it could receive the deposits 
from some great current origi- 
nating in the interior of a body 
of land where clay or mud 
could be washed down to the 
ocean. If this layer of. shales 
is thin and is followed by a 
layer of sandstone, evidently 
the ocean bed settled back to a 
deeper position where it could 
not be reached by the currents 
from the river mouths. 


These layers or beds of sedi- 
mentary rocks are known as 
stratum, in the singular, and as 
rocks arranged on strata are 
strata, in the plural number and 
classified as stratified. hese 
beds or strata were originally in 
a horizontal position and as 
has been said may have been 
deposited in layers of many feet 
in thickness or in beds of an 
inch or even less. In all geolog- 
ical work it is very necessary to 
keep a sharp watch for the thin 
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stratum in between strata of 
greater thickness for such thin 
layers tell a story of activity in 
the earth’s preparation for its 
habitation by man, that is most 
important. This action was in 
most cases very slow. The Brit- 
ish Isles are now sinking and 
have been for many years, yet 
the resident of a seaside city in 
England will notice no differ- 
ence in the height of the tide 
during his life. But going back 
for several hundred years rec- 
ords may be found of villages 
and towns on the coast that 
have been covered by the waters 
of the ocean. 


The earthquakes apparently 
originating in the bed of the 
Pacific ocean all of last year, as 
evidenced by tidal waves from 
Chili to Alaska, come appar- 
ently from breaking down of 
the ocean’s bed under the strain 
of some prolonged movement of 
the earth’s crust under the Pa- 
cific ocean. It was reported at 
the time of the tidal waves on 
the coast of Chili that islands 
on that coast were thrust up- 
wards several feet at the time of 
the disturbance. Most of the 
movements in the earth’s crust 
are slow and deliberate. It is 
only when the strain gets too 
great and there is a sudden or 
slipping of the strata one over 
the other that any visible result 
is seen or felt. 
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Meet Mr. White! 


This is W. N. White, the 
Detroit Clarifilter Man. He has 
sold a lot of big jobs around 
Detroit and this month sold 
another that we ought to men- 
tion. 


W. N. WHITE 


‘This equipment consisted of 
two 2,000-gallon 264 complete 
units and was sold to the 
Brown Cleaners and Dyers of 
Detroit. 


We doff our hats, Mr. White. 


Starts Out Right 


Of the new men who have 
gone out recently, we note that 
W. H. Canada, who works 
East St. Louis, has gotten the 
idea of working on Saturday 
into his system. 


On Saturday, February 2, 
Canada got a nice little order 
and we wish to congratulate 
him quite as much on the “‘Sat- 
urday work’’ idea as upon the 
order. 
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SELLING LUBRICATING EQUIPMENT 
TO GARAGES 


By R. H. SHERLOCK, 
Chicago 


WN selling lubricating 
MW equipment to the 
garages of Chicago I 
waste very little time 
, in trying to sell the 
garage man the idea of selling 
lube oil—they are already either 
selling it or are plan- 
ning to sell it—they 
know that lube oil is 
one of the big money 
makers in the garage. 
My job is to sell the 
prospect the proper 
system for his particu- 
lar kind of layout. 
Most of my lube 
sales are made to new 
garages and conse- 
quently a great many 
of my sales are consummated 
through the architects as well as 
the owners of the garages. 
When the architect is commis- 
sioned to draw the plans and 
specifications for a new garage 
he, of course, knows the space 
which the building will occupy, 
what it will cost to erect it and 
he must lay it out so that it will 
net the owner a fair return on 
the money invested. 
The garage man who uses a 
number of Sixty-three outfits or 
a battery of Sixty-fours, invari- 


R. H, SHERLOCK 


ably takes the space of one, and 
sometimes two cars. To the 
garage owner this space is worth 
$15.00 per month or $180.00 
per year. which is the interest on 
$3,000 at six per cent. When 
the space taken up by these first 
floor outfits is doubled 
—as frequently hap- 
pens when the outfits 
are installed in the cen- 
ter of the garage—the 
loss to the owner is 
just doubled. In build- 
ing his garage he has 
figured on storing so 
many cars, from which 
he expects to realize a 
definite revenue; there- 
fore I try to sell him 
an outfit that will save him 
money in saving space. 

Besides the fact that the 41 
is a great saver of garage space 
there are numerous other very 
desirable features. If the outfit 
is sold to a garage which is just 
being built, especially if the 
garage has a side or alley en- 
trance, the garage owner can in- 
stall his fill pipe outside the 
building and buy his lube oil 
from the tank wagons of the 
large oil companies. If city or- 
dinances do not prohibit and 
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the garage has no side or alley 
entrance, the fill pipe can be in- 
stalled at the curb. 


The garage owner who buys 
his oil from the tank wagon can 
usually get it cheaper than in 
buying in barrels. If he can do 
this the 41 again saves him 
money because it saves labor in 
handling the barrels, it saves the 
‘barrel charge’ made by oil 
companies and it saves labor in 
the return of the barrels. 


Considering now that he can- 
not have a fill pipe at the outside 
of the building and that he buys 
his oil in barrels he can again 
make money on the 41 because 
he can get a better price by buy- 
ing his oil in five barrel lots. If 
he installs a 280 gallon tank he 
can get this better price and 
make a larger profit on his oil 
without taking up any space. 


The above ground outfits are 
from time to time hit by auto- 
mobiles and trucks and some- 
times put out of commission, 
together with a loss of oil. To 
keep them looking ‘“‘up to snuff’’ 
he has to repaint them from 
time to time and they require 
constant labor in keeping them 
clean. Not so with the type C 
tank of the 41. It’s safe from 
bumps and needs no cleaning. 
If the garage owner uses 63's he 


Page Forty-siz 


has to have a transfer pump and 
thus it requires more labor again 
in emptying the barrels. With 
the 41 I sell hima barrel drainer. 
He can run the barrel on the 
barrel drainer and use his time 
to a lot better advantage while 
the barrel of oil is draining itself 
dry. By placing a piece of felt 
in the return drip pan, all oil 
that is spilled will filter back 
into the tank—lean filtered oil. 


Then again there is another 
reason why I prefer to sell the 
41 outfit. The oil companies 
will not give the garage man 
this kind of an outfit, and hav- 
ing sold the owner and architect 


on the idea, I do not have to © 


meet the competitions of some 
oil company giving him an out- 
fit free. 


Please do not misinterpret 
my remarks in regard to the 
63’s and 64’s. They are mighty 
fine outfits for the particular 
uses for which they were de- 
signed, and when I meet up 
with these conditions and I feel 
that occasion warrants I sell the 
garage man 63’s or 64's, but for 
the reasons outlined above I pre- 
fer to sell the 41 for lube oil 


because I am convinced that it is — 


the best outfit for the prospect. 
A 63 is a sale, a 41 an achieve- 
ment that adds satisfaction to 
the commission. ““‘Do what you 


ltke—but do tt better than the 


2? 


other fellow. 
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PROMOTING FACTORY SALES 
Byeetl? DAVIES, 


Manager Factory Sales Promotion 


El was interesting to 
me to contrast life 
in Fort Wayne after 
having lived in Chi- 
cago several years, 
where life is one big rush, and 


folks don’t even 
take time to be 
polite. The one- 


man cars here pa- 
tiently wait for 
you and the mo- 
torman -conductor 
will bid you good 
morning and ask 
you how your 
radio is working. 
Contrast this with 
the clang and jam 
Gpeethes Chicago 
surface or elevated 
lines where you 
Gaily= ‘tisk. your 
life and lose your 
temper and manners. 

One conductor here recently, 
perhaps new on the job, was es- 
pecially friendly and after say- 
ing good morning, volunteered 
the information that he pre- 
viously worked in a pearl but- 
ton factory at Wabash. This 
interested me and I asked him 
where they got the pearl. 

The following is our conver- 
sation upon his reply: 


Care DAVEE 


“From clams in the rivers 
around there. It’s a regular 
business; I used to work at it 
myself. Where? In the Wa- 
bash river. Did you ever find 
any real pearls in the shells? 
Yes; I have some 
with me that [ 
found. * | Andsine 
showed me about 
seven pearls of 


various size, two 
being splendid 
specimens. 


Later in the day 
a comparison came 
fo. my. simindss.or 
pearl fishing, and 
getting Bowser 
factory prospects. 
For definite results, 
pearl fishing with 
its guess work is a 
precarious occupation. 

You stand in murky water 
up to your chest, feeling around 
the sandy river bed with your 
bare feet. Then stoop and bring 
up—a pearl? Oo, no—a claim 
—yjust a possibility. [he ‘‘pos- 
sibilities’ are tossed to the shore, 
where they are accumulated, and 
examined. Sometimes there are 
pearls. 


The precarious part of the 
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pearl fisher’s business is the fact 
that he must find his possibil1- 
ties by slow, laborious, blind 
searching. Having so found 
them, he breaks them open, slits 
the mussels and tosses them 
aside. Here and there he finds a 
pearl. 


Only one thing is needed to 
make his job easy—if he could 
see his possibilities, unfailingly 
eliminate the blanks, and select 
only the clams containing pearl, 
why, ten minutes work a day 
would supply all his worldly 
needs. But, alas. this he can- 
not do. 


In our factory sales promo- 
tion work we have endeavored 
to aid our salesmen in locating 
prospects of real potential sales, 
to enable him to get the ‘‘pearls’’ 
at the least cost and effort. 


Through process of analysis 
we learn the expectancy of a ter- 
ritory, or in other words, the 
reasonable volume of factory 
sales which may be secured by 
properly directed sales effort. 


First: ——The number of such 
firms in your territory is an im- 
portant item. 


Second :—The size and credit 
of such factories is the next fac- 
tor in determining the sales pos- 
sibilities. Sometimes a machine 
shops offers more opportunity 
for Bowser sales than a much 
larger plant using less oils. “The 
only way to tell is to call. For 
etgeht 
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listing purposes, however, we 
have set $35,000 as a minimum 
rating. 


‘The reason for an accurately 
established list is to give each 
salesman the proper share, so we 
do not overestimate the possi- 
bilities of a territory or under- 
estimate the salesman’s ability 
to secure the volume he should. 
One extreme is as bad as the 
other. 


We have been asked why we 
use credit ratings in determining 
territories. Because it cannot be 
done fairly by population. For 
instance, there may be 5,000 
manufacturers officially listed in 
the state of New York. One 
thousand may be rated so low 
they are not really prospects. A 
territory of 30,000 population 
may contain 10 or 15 good fac- 
tories. To list all factories re- 
gardless of rating would also be 
unfair. For instance, a city may 
have 30 factories listed. “—Itwenty 
of those factories may be worth 
working, while the other 10 are 
shacks. A Bowser factory sales- 
man going into this town can 
well afford to eliminate those 10 
small shops and concentrate on 
the 20 who use large quantities 
of lubricants, paint oil and gas. 
By so doing he will conserve his 
selling effort which can be di- 
rected on the profitable 20. 


In this way our salesmen will 
affect a considerable saving in 


T he 


Bowser 


Man 


time, energy and traveling ex- 
penses. Similar conditions ob- 
tain in every state. [hey indi- 
cate very clearly that sales op- 
portunities in the factory line 
cannot be determined by size in 
territory or population. 

Every factory uses an oil or 
oils of some kind in some quan- 
tity. We definitely locate those 
factories for you. We send suit- 
able sales letters and advertising 
to introduce you and the Bow- 
ser line to the factories in your 
territory and pave the way in 
-advance of your call. 

How much easier is the job 
of the salesman whose territory 
has been analyzed and charted. 
He knows where his ‘‘possi- 
bilities’ are, and he has them 
classified so that he knows the 
“blanks ..from the ‘pearls. ” 
How?. By the lists we supply 
to him which shows the line of 
business, and size of credit rat- 
ing. It will tell him the size 
and quality of the ‘‘pearls’ in 
his territory and where they are. 

The list tells him where and 
what the ‘‘gem’’ is—and know- 
ing, he can get it. No, mere 
knowing won't accomplish it— 
but just think how much he has 
gained by knowing. 


“Ts there anything you would like 
to do before I press the button?” said 
the warden of Sing Sing to the mur- 
derer in the electric chair. 

“Yes, your honor,” said the latter, 
“T would like to get up and give a 
lady my seat.’’-—Spectalty Salesman. 


The Old Man’s Idea 


The other day the “Old 
Man’’ come up to the desk of 
ye editor and handed him a bul- 
letin published by the First 
National Bank of Fort Wayne. 


On this he had marked for 
the editor’s attention one little 
paragraph. And here is what the 
bulletin said: ‘‘No colt could 
become a real race horse if he 
never ‘extended himself,’ never 
gave out all the force in him. 
When human beings settle 
down to taking things easy 
they will lose energy and value. 
Forces are kept alive only by 
using them.” 


When ye editor had finished 
reading the paragraph the “Old 
Man,’’ with a very serious ex- 
pression, said: ‘Now that’s 
good sense, isn’t it?” 


A great deal of Mr. Bowser’s 
success can be attributed to his 
dynamic energy. Last fall it 
was a common sight to see this 
man-——nearly seventy years old 
—walking across the I-beams 
on the top of his new bank 
building. 

R. G. Shulze reported that 
while on his recent trip to Eu- 
rope the ‘Old Man” would still 
be going strong when all of 
the younger men were tired out. 


Read that paragraph over 
again, men—‘‘Now that’s good 
sense, isn’t it?” 
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THOUGHTS FOR THE NEW SALESMAN 


ERHAPS the thoughts 
that are uppermost in 
the mind of the new 
salesmen who con- 
nect with Bowser can 
be thus summarized: ‘‘Is the 
Bowser Company a good house 
to work for?’ “‘Is their line 
of pumps and tanks a good 
substantial line?’’ “‘How much 
money can I make selling for 
Bowser?”’ 


These are three questions 
which should naturally come 
into the mind of the cub sales- 
men. Something is wrong with 
him if these things do not occur 
to him. And these questions 
THE BOWSER MAN can best 
answer from information that 
has been contributed by the men 
in the field and the men who 
visit the home office. 


Is the Bowser Company a 
good house to work for? Most 
decidedly we say ‘‘Yes.’’ And 
when we say yes we are speak- 
ing relatively—comparing the 
House of Bowser with other 
great manufacturing corpora- 
tions. In the conduct of the 
business the company tries to 
follow as nearly as is possible 
the principle of the Golden 
Rule. Not because the men who 
head the busines profess to be 
upright Christian gentlemen— 
but because, purely from a busi- 
ness standpoint, it is the only 
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way to deal. In all of its deal- 
ings the house tries to be abso- 
lutely fair to its clients and tries 
always to see the client’s view- 
point. In its dealings with its 
salesmen the house does its ut- 
most to assist the men in mak- 
ing sales and in cases of dispute 
the house is generally inclined 
to stretch a point and always 
give the salesman the benefit of 
any doubt. 


And now the question about 
“the line of pumps and tanks.”’ 
The Bowser line is today the 
most complete line of oil and 
gas handling equipment on the 
market. Bowser is considered 
as standard. Bowser is the un- 
disputed leader in the pump and 
tank industry. Bowser prod- 
ucts are used in every part of the 
world. Bowser products are 
high priced pumps and tanks. 
They are quality products 
throughout and we sell strictly 
on a quality basis and make no 
apologies for our prices. Our 
prices represent a fair profit to 
the company and the salesman 
over and above the cost of 
manufacturing. We know they 
are priced right and have stood 
the test of time, which is the 
one sure eliminator of poor 
products. 

And now “How much can 


I make selling for Bowser?” 
Again we must talk in relative 
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figures, because the personal 
equation plays such a large part. 
‘This question can be decided 
better by the individual sales- 
man than by the house. With 
a force of nearly 400 salesmen 
we can say with more authority 
what is being done than what 
can be done. ‘“‘What can be 
done’ is problematical. We 
have in our sales force all kinds 
of men—some are high pressure 
men—some use the more passive 
methods of selling. Some are 
fast on their feet—-some are 
Some 
are college graduates—others re- 
ceived their diploma from the 
“School of Hard Knocks.’’ Some 
of our men fairly radiate with 
energy—others are less dynamic. 


The financial success of our 
men varies between two ex- 
tremes. We have some fellows 
who are high calibre men, their 
appearance carries with it an air 
of prosperity. Some of these 
men in 1923 cleaned up a com- 
mission which ran well up into 
five figures. ‘Ihese men are ex- 
ceptions. Some of the unfortu- 
nate only earned a couple of 
thousand. 


But, for example, the sales- 
man who only earns four thou- 
sand a year is doing better than 
the merchant with $40,000 in- 
vested in stock and who makes 
a 10% dividend. ‘The salesman 


has nothing invested except his 


time, traveling expenses and 


knowledge of the line. 

Let us look for just a moment 
at a few of the men whom THE 
BowsER MAN has in mind— 
and we could fill pages with a 
list of these fellows. Louis W. 
Cheney, whose article you have 
read in this issue, is what we 
consider a successful salesman. 
He is a director in the First 
National Bank of Floral Park, 
New York—his own home 
town. Fred Shuster, of Hart- 
ford, ,@onnecticut, has madera 
pile of money with Bowser and 
has been a good customer of 
Uncle Sam’s bond department. 
E. L. Milliron, the R-P sales- 
man at Pittsburgh, is another 
big money maker and he puts 
his dough into Bowser preferred 
stock. H. J. Bradshaw has just 
laid out nearly thirty thousand 
berries for an apartment house. 
While W. V. Crandall repre- 
sented Bowser in Montan2 he 
earned perhaps the highest co:- 
mission in the organization. 

We believe that Bowser of- 
fers the wide-awake specialty 
salesman—not only as good an 
opportunity as other manufac- 
turers—but a better proposit_on 
than is found in the usual run 
of business today. 


People who try to exchange nothing 
for something are almost as numerous 
as those who try to get something for 
nothing. 
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FROM THE MANAGER'S VIEWPOINT 


By G. S. BACON, 
Albany District Manager 


} I stands to reason 
that a managers 
viewpoint should be 
right in order to have 
the men _ working 
with him, see things in the right 
light. We who are 
directing and 
handling our com- 
pany’s business in 


the field should 
keep ourselves on 
the right track 


and above all else 
be cheerful, en- 
thusiastic and level 
headed at all 
times. It is self- 
evident that if we 
expect to have the 
men working with 
us make the most 
of the opportun- 
ity given them by 
the sale of Bowser 
products we must be prepared 
to prove to them through the 
presentation of facts that it does 
exist, and do it in a way that 
they will see it just as it is and 
get the correct viewpoint. If 
this 1s done there is no question 
as to our men, provided they 
are of the proper calibre, get- 
ting results and making the 
headway we are all after. 
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There was never a time in 
the history of our company 
when the opportunities for the 
sale of the line were better 
and looked more promising 
than right today. To give you 
a concrete exam- 
ple: Just think, 
right here in Al- 
bany and vicinity, 
where we have 
had a warehouse 
for twelve years 
and a sales office 
almost as long, we: 
have found con- 
cerns, such as ga- 
rages, stores and 
even factories who 
have not seen a 
Bowser man for 
some time— yes, 
in some cases it 
has been three and 
four years. We 
also know this is true in other 
sections. Of course, these peo- 
ple knew of Bowser ©6 Com- 
pany and some of them knew 
we made tanks and pumps, but 
we could not expect them to 
come to us, neither could we 
expect them to appreciate the 
advantages of Bowser equip- 
ment without having a call 
from a representative to go into 
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the situation and show them 
what we are prepared to do for 
them. ‘The surprising thing, 
though, is the number of fac- 
tories he has called on have the 
impression we simply make gas- 
oline pumps and tanks and lu- 
bricating outfits for use in ga- 
rages and filling stations and had 
no other equipment suitable for 
factory requirements. We might 
say, Well, what is the matter 
with these fellows? Don't 
they look at advertisements in 
the leading factory magazines? 
And surely they have had ad- 
vertising circulars from us in 
years gone by and somebody 
bas called “upon them.’ Yes, 
that is perhaps true, but> once 
again I say these concerns must 
be seen personally, not once in 
three years or once a year, but 
currently. Let them know who 
Bowser is, what we can do for 
them, and most of all show 
them we are on the job. We all 
know this is the big thing with 
our line, for the man who is 
getting results is the fellow who 
is up and doing every minute 
and on the job continually. No 
better example of this have we 
than in the Grand Old Man of 
our Organization, Mr. Bowser 
Peimeeie) bbink sof. the trials 
and tribulations he has had to 
contend with to bring this com- 
pany where it is today. But 
did he become discouraged or 
allow anything to down him? 


Not on your life; he stuck and 
was continually on the job, and 
furthermore, is yet. 


When we stop to consider 
that anyone who handles oil in 
any shape or form, regardless 
of its quantity, is a prospect for 
a Bowser outfit and that we have 
something to offer him, we can 
realize the field which is open 
to us for the sale of our product, 
We must not lose sight of the 
fact, either, that this applies to 
the fellow who has another 
make of outfit. Remember, we 
can never expect to interest a 
party in Bowser equipment and 
ultimately sell him unless we 
tell him. what a Bowser is, 
show him what it will do for 
him, why it is better than the 
one he has, why he will be bet- 
(eteesatisticd witha ttieectC ue lt 
stands to reason, too, the only 
way this can be done is to have 
all lines covered and the various 
classes of trade so assigned and 
worked that none will be neg- 
lected. 


Another good feature of the 
Bowser proposition which I am 
inclined to think we lose sight 
of and treat lightly is the firm 
backijofeit; All of, you “have 
read the» [aistoricaly Edition’ of 
THE BOWSER MAN issued a 
short while ago and informa- 
tion given therein should con- 
vince every one of us that we 
are working for a real company 
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and a company that is putting 
out a real product. 


To sum the whole thing up, 
it is my opinion that not only 
we who are connected with the 
sales end of the business, but 
everyone in the organiation 
must have a full appreciation of 
the opportunity which exists 
for the sale of Bowser pumps 
and tanks and unless that 1s 
realized we cannot enter into 
our work in the proper spirit 
and in a spirit that will bring 


the greatest good, not alone to 
the company, but to each one 
of us individually. It is sim- 
ply a case of getting the spirit 
of Mr. Bowser himself, because 
if we can just put into our work 
the same determination, optim- 
ism and enthusiasm which he 
always has, nothing can down 
us and nothing will prevent us 
from keeping the Bowser prod- 
uct ever in the forefront and 
taking full advantage of the 
opportunity which we all know 
exists for its sale. 


AN UNUSUAL INQUIRY RESULTS IN i 
GOOD SALE 


One of the most unusual in- 
quiries we have received in a 
long time recently come from 


Custer, Arkansas. Here it is: 
Ce RUIN Bs 
MERCHANT 

Custer, Arkansas, 
Jan: 8, 1924, 
SF. Bowsers Go, 
Ft. Wayne, Ind. 
Gentlemen: 


I own a country store that 
carry a good line of automobile 
supplies, own a garage which 
gives steady employment for a 
good mechanic for the last few 
months. I am located on the 
public highway about half way 
between the two railroad points, 
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Cotter, Ark., and West Plains, 
Mo. I have always handled 
gas, but heretofore, had very 
little demand, but lately the de- 
mand seems to be growing. 
While I am not selling only a 
small quantity, yet the outlook 
is for a fast-growing demand. 
I now use the method of pump- 
ing the gas from a tank into a 
bucket, then pouring it into the 
car, which is not very profitable. 
So it seems to me that I have 
got to find some way to handle — 
it or take out, so the only way 
I can see out is to put in a fill- 
ing station, but now the ques- 
tion comes, can I put in a fill- 
ing station at a price that it will — 
pay. This has outlined my ~ 
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trouble. 
advise. : 
I am here to stay. Should I 
put in a filling station I would 
want one that could be de- 
pended on for the time to come 
and up to date in every way 
and ask that you please send me 
catalogue, give full particulars. 
Would also be glad if you 
would recommend the pump 
you think would best suit me. 
Give me cash prices and terms. 
I would want a complete out- 
fit. How about installing a 
pump? Can anyone put it in 

without previous experience? 

Awaiting your reply, I am 

Very truly yours, 
ats Cale Okt mkt Gs Be 


Reference: First National Bank, 
West Plains, Mo.; any whole- 
sale house in St. Louis, Mo. 

This inquiry, like many 
more, substantiate our old con- 
tention that people do not 
know all about Bowser as 
many salesmen seem to think. 
A great many factory superin- 
tendents are surprised to find 
that Bowser makes a complete 
line of equipment for handling 
fuel and lubricating oils in fac- 
tories. Many a time the factory 
salesman has heard, “Why I 
thought Bowser only made 
filling station pumps.’ Well, 
this may be somewhat. beside 
the point. 

But this inquiry certainly is 
interesting in itself and shows 
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the possibilities for the sales- 
man who get off the beaten 
tracks. But we have held to 
the last the other interesting 
fact of the story and that is that 
this inquiry resulted in the sale 
of a ten-barrel 241-C-4 and a 
two-barrel Figure 19 outfit, 
which was consummated by 
our salesman, Fred Keeton. An- 
other good sale, Keeton, we 
congratulate you! ~ 


A Tragedy in Three Acts 
BIRSTMACT 
During the early part of Jan- 
uary, R. B. McFadden, Tacoma 
salesman, was subpoenaed for 
jury service—notified the office 
that he would be unable to 
spend much time in sales work 
since he was going to be ex- 
tremely busy ‘‘consuming the 
evidence.” 
SECOND ACT 
McFadden’s total sales for 
January, $5,095.71. 
THIRD ACT 
San Francisco petitions Mr. 
Volstead to keep McFadden on 
jury duty for the remaining 
eleven months of this year. 
CURTAIN 


What Happened Then? 

Customer: I want to get a 
corset to put on around the 
house. . 

Clerk (absent-minded) : How 
large is your house? 
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